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BEAVER No. 6 BEAVER No. 6-R 





MEET THE BEAVERETTES!!! 


@ If you have not yet met the Beaverettes, it's high time ' = 
you were introduced, for these handy little self-contained 
threaders have been favorites for many years 


The Beaverettes are unique — there is nothing similar 
to them on the market. 


Covering a useful range of pipe sizes from “% to % 
inches, the Beaverettes are fully adjustable for cutting 
standard, oversize or undersize threads of uniform length. 





Complete units, having no loose parts of any kind, 

these tools are accurately centered on the pipe by a 

smooth -working universal chuck. FRONT VIEW — Dial index ring makes adjust- 
Beaver No. 6 is a two-handle non-ratchet tool; the ciadiiecheaa ar iiieinaiaeanes 

No. 6-R, a standard one-handle ratchet tool, suitable for 

either bench or confined-area use. Both models are avail- 

able in either American or British standards, right or left 

hand, for threading %, %, %2 and % inch pipe. Extra 

changeable dies are available for “% inch size. 


Write Beaver Pipe Tools, Inc.. 216-300 Dana Ave., Warren, Ohio, for 
new “Operating Guide” to help you secure the best possible results 
fzom your Portable Pipe & Bolt Machines and Hand Pipe Tools. 


BACK VIEW —No loose parts—self-centering 


chuck insures accurate centering! 
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CONFERENCES were 


easy to hold at the Triple 
Industrial Supply Conven 
tion in San_ Francisco 
Booths were set up in the 
Civic Auditorium. For a 
complete report, with pic- 
tures, on the convention 
turn to page 82. 


<_<“ 


GUIDEPOSTS to success 
ful management of a dis 
tributing company were 
outlined when J. Y. Scott 
spoke at a Joint Distribu- 
tor meeting. You'll find a 
report on his speech is in 
cluded in the convention 
report that starts on page 


ie 


ADVERTISING that fea 
tured the services per 
formed by industrial dis 
tributors was on display at 
the National Association 
meeting. For more on this 
subject turn to the con 


vention report on page 82. 


GOVERNMENT regula- 
tions were explained by 
Franz T. Stone, Assistant 
Administrator of NPA at 
meetings held in San Fran- 
cisco which are reported 
in the convention section 
beginning on page 82. 


<_— 


PARTIES provided relax 
SOUTHERN Association ation for busy convention- 


activities planned for ’51 ; y cers and with a record 
: attendance of the women 


folk, a good time was had 
by all. Get a glimpse of 
some of the people who 
attended various __ fetes 
given by the different com 
panies in the convention 
section starting on page 82. 


and °52. Grateful mem- 
bers give retiring president 
Joe W. Pitts sterling re- 
membrance. For digest of 
all convention meetings 
turn to page 82. 





, A RS F 


Defense Topics 
Talk of the Trade 
Editorial 


Supply Sales Trends 
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“LIFE BEGINS AT 40” 


I'uey say that in business you should always look 
forward. We agree. But, at the same time, it is both 
enjoyable and profitable to look back once in a while. 
It’s enjoyable because we all like to be reminded of 
the pleasant things that happened in the past. It’s 
profitable because we can all learn from experience, 
even though the experiences may be someone else’s. 

Well, next month we’re going to look back. It'll 


be our way of announcing that as of now we are 40 
years old. Yes sir, it was 40 years ago that INpusTRIAI 
DistriBuTION was founded. Of course at that time 
the magazine was known as Mill Supplies. Just what 
was going on in those days? You'll find out when 
you read our special anniversary section. Look for it; 
itll be a section that you’ll want to keep for many 
years to come. 


INDUSTRIAL DISTRIBUTION © JULY, 1951 





TMEEING PERFORMANCE GUARANTEED 


HOLO-KROME 
Conyoletily label Forged 


SOCKET HEAD 


CAP SCREWS 








CONTROLLED STRENGTH—Completely cold forged from 
special analysis alloy steel. Scientifically heat treated to 
develop the utmost in all physical properties. 


CONTROLLED ACCURACY—Heads are concentric with 
body. True hexagon sockets with controlled uniform 
depth and smooth, taperless walls. 


CONTROLLED INSPECTION—Holo-Krome’s own Physical 

and Chemical Laboratories control production from raw materials 
to final inspection for Class 3 Thread Fic. 

All H-K products are given a final, individual hand inspection. 


SATISFACTION GUARANTEED 
Distributors find profit and 
satisfaction in the H-K 100% 
Distributor Sales Policy. 
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Ice Crusher-Slinger 
Protects Perishable 
Goods at Low Cost 


Progressive shippers of produce and 
seafood, as well as dairies, are learning 
that icing with the Link-Belt Ice 
Crusher-Slinger is an ideal method of 
protecting their merchandise in transit. 
Lower temperatures are maintained 
longer, and spoilage is reduced to a 
minimum. 

With the Link-Belt Ice Crusher- 
Slinger, a uniform blanket of snow-ice 
can be directed over the entire load, 
covering the tiers and filling every 
corner. This method of icing with 
snow-ice atop and between containers 
in a truck or railroad refrigerator car 
is quicker and more effective than put- 
ting chopped ice on cases as they are 
loaded 


Snow-icing furnishes over-all refrigera- 
tion for this shipment. Note how snow- 
ice packs between the irregular shaped 
containers 


- 4 

iP = 7 
A large Chicago dairy saves time and 
loading space. This Link-Belr Icé Crush- 
er-Slinger completely ices the milk load 
in ten minutes 





| 





L-B Precision Steel Roller Chain 
Features Shot-Peened Rollers 


The darkened appearance of the rollers 
on Link-Belt Precision Steel Roller 
Chain is the result of an extra manu- 
facturing step—an added refinement 

typical of L-B qual- 
& SALES ity products. Prior to 
MEETING their assembly on the 
IN PRINT bushings, the rollers 
are shot-peened. This generally recog- 
nized method of relieving stresses in 
the metal actually increases the fatigue 
life of the rollers. 

And it is just one of the extra- 
strength features. Side bars are medium 
carbon alloy steel, heat treated to best 
resist repeated application of high ten- 
sile loads. Bushings and rollers are low- 
carbon alloy steels, case hardened and 


Thousands of tiny steel balls hammer 
the metal—"‘cold work” each roller for 
added ability to withstand shock. 
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properly tempered for the highest de- 
gree of wear resistance and toughness. 


Easier Assembly for Multiple Widths 


Press-fits between pins and middle bars 
have been modified. But full load carry- 
ing capacity is maintained. 


Another feature of Link-Belt Roller 
Chain that has won world-wide ap- 
proval is the original, patented E-Z 
Assembly. Coupling and uncoupling 
of multiple width chains—right on the 
job—is far easier. There’s absolutely 
no sacrifice of load distribution, no loss 
of the chain’s remarkable performance. 


12,523 











LINK-BELT COMPANY 
Chicago , Indianapolis 6, Philadelphi 
40, Atlanta, Houston 1, Minneapolis § 
San Francisco 24, Los Angeles 33, Seattl 
i, Toronto 8, Springs (South Africa) 

















Service Lines 


That Bring You Repeat Orders 


HACK SAWS 
HAND AND POWER BLADES 


KUTALL Molybdenum 

high speed, HIGH SPEED 

STEEL, FLEXARD for general mainte- 
nance and service jobs.. ALL HARD 
and FLEXIBLE for general cutting jobs. 


BAND SAWS 
METAL CUTTING - WOOD CUTTING 


also Linotype and Dry Ice bands. 
_ Band Saw Knives, and Butcher saws. 


HACK SAW FRAMES 


Solid Steel Rod and Steel Tube 
Cast Aluminum Handle 


Electricians, machinists, plumbers, 
and others have found this frame 
highly satisfactory. 


TOOL BITS 
KUTALL ¢ SPAR-KING e SPARGROUND 
Kutall Bits for general purpose 
work, Spar-King for the higher 


grade jobs and for extra special 
work we offer Sparground. 


These lines have Built Repeat Sales for 
many Distributors. You need not stock all five 
to have Stocking Discount. This will apply to 
any of our Line You Do Stock 


SPARTAN SAW WORKS SPRINGFIELD, MASS. 
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The Cover 


We went, we saw and California 
conquered. And our cover provides 
a lens-eye view of some of the high- 
lights of the Triple Industrial Sup- 
ply Convention in the Golden State. 
So, regardless of whether you were 
among those who took Horace 
Greeley’s advice or if pressure of 
business kept you desk-bound, turn 
to page 82 and see what happened 
in San Francisco on June 11, 12 
and 13. 
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Gitlas. 10” LATHE WITH 


TURRET ATTACHMENTS 


Wherever there’s new production there’s an opportunity for 
sales of Atlas lathes. With deliveries months away on big equip- 
ment, many a manufacturer is turning to Atlas lathes with turret 
attachments for the solution to small parts production problems. 
Canvas your territory now. Atlas Quick-Change lathes for tool 


rooms — Atlas turret equipped lathes for production — will help 


your customers solve immediate problems with lasting satisfaction, 





and help you send your sales record to new highs. 


| lass COMPANY 
710 N. Pitcher St., Kalamazoo, Mich. 
acorns reset dentesietcibe TOOLS 


: “ar ee 
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“The safest, surest, 


an 


most efficient wire — 
ata iS- i J 


 DUALOC! «| y, 


5 
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“Registered Wire Rope Slings 


@ If you want a line that will open doors for you, get you 
into the shop where you can see the need for many of the 
items you sell, you’ll find ACCO Registered WIRE ROPE SLINGS 
a big help. When you sell AC€0, you sell a well-known brand, 
the first brand which offered a safe, sure, 100% efficient Made from right regular lay 
“factory-made” ending. wire rope for general sling use. 


WELL ADVERTISED 


@ And we help you sell by keeping acco Registered WIRE 
ROPE SLINGS before your customers with regular ads in eight : aA Made by laying up 

. : . oA = seven individual wire 
popular trade journals. Easy-to-use literature lets you point Lo i, Geist 
out quickly the exact Acco Registered WIRE ROPE SLING for ibility. Equipped with DUALOC. 


a wide variety of lifts. 








at 


Other ACCO Registered 


Wire Rope Slings 
ee is 6-Part Braided. Made from 6 separate 
, , wire ropes braided into flat surfaces for 
@ Standard units of acco Registered Strand-Laid and Cable- greater bearing area. 

aid WIRE ROPE SLINGS can be carried i i 
Laid —s “ 4 1 carried in —— stock with a 8-Part Braided. This construction has a 
minimum investment and rapid turnover. You Wl do well sell- symmetrical body which gives all-around 
ing this line. Write today for complete information. flexibility plus great strength. 


MEMBER THE NATIONAL SAFETY COUNCIL 


Wilkes-Barre, Pa., Chicago, Denver, Houston, Los Angeles, New York, 
¢ o Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 





AMERICAN CHAIN & CABLE 
WIRE ROPE SLING DEPARTMENT 


In Business for Your Safety 
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THE OUTLOOK 
FOR METAL SUPPLIES 


by 


Department of Economics 
McGraw-Hill Publishing Company 


THE SCRAMBLE FOR METALS reached some sort of climax this month, when 
General Motors, up to now a highly successful scrambler, announced that it 
would soon have to stop making cars for a few days for lack of steel. The not- 
so-successful scramblers—and they include a lot of people who make essential 


tools for defense production, as well 
as automobiles and egg-beaters—have 
been bedevilled by metal shortages 
for months. For many of them, the 
shortages have meant unbalanced in- 
ventories, interrupted production, and 
severe financial strain. 

Most of these companies will wel- 
come the Controlled Materials Plan 
which is due to start operating on 
July 1. Companies coming under the 
plan will get definite allocations of 
steel, copper and aluminum. And this 
evidently seems worth the red tape 
involved—so much so that a lot of 
people have even filled out the forms 
on time. More and more industries 
are trying to get under the plan. 


Not Best For All 


But allocations may not be the 
right answer for everyone. In the not- 
too-long run, many firms will be bet- 
ter off in a free market. 

CMP was originally scheduled to 
handle metal shortages by allocat- 
ing—rationing—metals to defense 
industries and the first tier of de- 
fense-supporting industries. The 
idea was to limit controls to this 
small group and accept the fact that 
other industries would suffer for a 
while. Then—perhaps within an- 
other year—the military program 
would taper off and production ex- 
pand enough so that the supply of 
“free metal” would gradually in 
crease. 

But CMP has broadened out 
rapidly. At the last count, the list 
of items for which metals will be 
allocated included virtually all cap- 
ital goods, and such assorted items 
as bobby pins, bath tubs and canoes. 

Now NPA is reported ready to 
include the whole metal-using econ- 
omy under CMP if the makers of 
autos and other non-essential prod- 
ucts find the shortage of steel is 
getting worse 





The move to broaden controls is 
not coming about just because the 
controllers are eager to extend their 
jurisdiction. It also reflects the fears 
of many non-munitions companies 
that the only way to stay in business 
is to have their materials allocated. 
These fears are natural, but they are 
probably not justified. 

As we pointed out in our recent 
article on defense production, the 
military program is not going to con- 
sume the huge quantities of steel or 
copper which were required in the 
last war. It does call for very large 
amounts of aluminum and for vir- 
tually all the available supply of cer- 
tain rare minerals, such as cobalt and 
columbium. But ways can be found 
to produce most civilian goods with- 
out these ultra-scarce materials. 


Better Supply 


In general, steel, copper and alumi- 
num remain the limiting factors on 
production. And the best available 
figures indicate that these metals will 
be in better supply within a year. 

There is no blinking the fact that 
the key metals will be in very short 
supply for the next six to nine 
months. This is the period in which 
the largest part of the industrial ex- 
pansion needed to support defense 
production must be completed. And 
it is also the period in which military 
requirements will reach a peak. But 
this is a peak, and a temporary one. 
It may be passed before a_ broader 
allocations scheme could be made 
effective. 

Here is the picture, as we see it, 
on the three major metals: steel. cop- 
per and aluminum. The figures 
change fast. and we can’t guarantee 
any particular digit. But the general 
trends of supply and demand seem 
clear. 

The fact about 


most important 


INDUSTRIAL D'STR!BUTION © JULY, 1951 


steel is that production is increasing— 
fast. A year ago the annual rate of 
output was 98 million ingot tons. 
Now it’s 108 million tons, with 115 
million tons projected for the middle 
of 1952 and 120 million for 1953. 

A year ago, production of finished 
steel—plates, shapes, bars, etc.—was 
74 million tons. It’s close to 80 mil- 
lion tons per year now, and headed for 
83 million tons or more by mid-1952. 


Steel To Get Easier 


These figures indicate that within a 
year steel will be getting easier. Here’s 
why: 

1) An increase of 4 or 5 million 
tons in finished steel production will 
about handle the increase in strictly 
military demand for steel over the 
next year, if the Pentagon sticks to 
its present program. Recently, the use 
of steel in munitions has run about 
7% of the total or about 6 million 
tons of finished steel. Although the 
figure may go as high as 14 million 
tons toward the end of 1951, it will 
quickly taper off and is unlikely to be 
more than 12 million tons at mid- 
1952. Then the increase over recent 
requirements will be about 6 million 
tons, very little more than the pros- 
pective increase in production. 

2) Steel requirements for “defense- 
supporting” capital goods will evi- 
dently drop a little by mid-1952. Here 
we need a definition. The term “de- 
fense-supporting” has been loosely 
used to include all kinds of capital 
goods and construction projects. We 
are using the term in its literal sense, 
to include only items with actual de- 
fense priorities—freight cars, oil field 
equipment, power generators, etc. 

These programs, plus military re- 
quirements, are scheduled to take 
30% to 40% of the steel supply at 
the peak of the defense program, early 
in 1952. But the steel companies al- 
ready have DO orders for over 40% 
of finished steel output. The big 
needs for steel in defense supporting 
activities are now and in the months 
ahead. These needs will decline before 
munitions output reaches its peak. 

3) A great deal of steel is now go- 
ing into inventories. This is “build- 
up” steel—the stocks which new de- 
fense plants must accumulate before 
they start production. Now. and in 
the next few months, this inventorv 
demand may be as great as the amount 
needed for military production. 

Inventory demand, in both military 
and supporting industries, is still in- 


(Continued on page 10) 














IT 

NEVER 
PAYS 

TO BUCK 
A TREND 


PREPARED BY LUNKENHEIMER ESPECIALLY FOR LUNKENHEIMER DISTRIBUTORS 
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helps you cash in on the trend to 





Steel Valves 


WITH A BIG MODERN PLANT DEVOTED 


TO STEEL VALVE PRODUCTION 








& This plant—with its giant capacity—is working for 
you at top speed. 


It is turning out Lunkenheimer Cast Steel Valves as fast 
as its modern machinery and skilled men can work. 
And production is rolling along at a record clip—thanks 
to Lunkenheimer’s recent multi-million-dollar modern- 
ization program. 


It was just one short year ago that you started a power- 
ful sales drive on Lunkenheimer Cast Steel Valves. 
Today you are selling more steel valves than ever before. 
And you can be sure we are making every effort to meet 
your demand . . . to back you up all along the line. 


Here’s one way you can help us give you better service. . . 


Indicate on your inquiries and orders for steel 
valves when you must make delivery. We'll 
do everything in our power to meet your 
requirements. 


The Lunkenheimer Co., Box 360U, Cincinnati 14, Ohio 





STEEL * IRON * BRONZE 


-UNKENHEIMER 
THE OWE iieat NAME IN VALVES 
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DEFENSE TOPICS 





(Starts on page 7) 


fluenced by scare buying, over-esti- 
mates of needs, and inability to get 
inventories balanced. This helps ex- 
plain the fact that current DO orders 
for steel are larger than estimates of 
actual defense requirements. 

The Controlled Materials Plan will 
cut down this over-buying. CMP will 
cover the defense industries which are 
clamoring for more steel. It will re- 
quire purchasing according to more 
realistic schedules, and it will enforce 
stricter inventory control—once the 
plan becomes fully operative. This 
should happen in the fourth quarter 
of 1951. From then on, new orders 
for stecl will be more in line with con- 
sumption. 

Thus it seems clear that the really 
frantic scramble for steel may not last 
very long. For the next few months, 
military requirements will be rising 
rapidly. The needs of defense-support- 
ing industries will be reaching a peak. 
And steel inventories will still be in- 
creasing, since CMP will not be fully 
effective. 

During these months, there will 
have to be severe cutbacks in non- 
defense lines, like those which NPA 
has already announced. And it will be 
a lot easier for a company to operate 
under the CMP allocation procedure 





ou’ll soon be seeing this ble for a relatively small amount of 
quality guarantee seal on free steel. ) 
every Dumore tool you sell. It’s But within a year, the allocation 
an extra sales help for you set-up may prove both irksome and 
Dumore Distributors ... a unneeded for the great majority of 
written assurance to your cus- non-munitions companies. By that 


Y than to take its chances in the scram- 


time, the amount of steel available for 
non-defense uses will probably be 
greater than it was in 1950. 


tomers that you are supplying 
the best tools money can buy 
-+.a guarantee of “finest tool 
Mes 9 
quality or money refunded”. Copper 
Only the seal is new, for back- The production outlook here is not 
ing the Distributor on every nearly so hopeful as in the case of 
tool sale has been Dumore’s steel. Very a new copper sources 
consistent policy for better than will come in during the next two years. 
thirty-five years. There are important new copper de- 
velopment projects underway in the 
Quality products, an expanding United States and in South America. 
line, liberal discounts, plus But most of them will not get into 
rigid adherence to selling only production before the end of next 
through Industrial Distributors year. And the increase in our allies’ 
make Dumore a key franchise | requirements for the red metal will 
. a line it pays to push. probably equal any additions to world 
supply in 1951-52. 
4 This means that military demands 
You Can Do More with DUMORE for copper cannot be met out of in- 
creased output like those for steel. But 
in other respects, the steel and copper 


situation are somewhat similar: 
T h e i) U M 0 e 3 C 0 M PA » Y L Gene “——y pean necded 
1300 17th St., RACINE, WIS. more for capital goods than for 


strictly military items. Only about 
(Continued on page 14) 
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LOHOES f 


from the 


Mighty Shout 


of RUST-OLEUM’S 





Powerful ads that build sales, will repeat in more than 43 leading publications 
circulated throughout industrial America “STOP RUST with RUST-OLEUM.” 
Total monthly circulation of this basic message will be 4,888,494—many times 
to each of the industrial organizations you serve. 


All RUST-OLEUM advertising stresses that for prompt service, buy through 
Industrial Distributors. RUST-OLEUM distributor policy protects your profits— 
profits well above the average on most of the items you handle. 


RUST-OLEUM CORPORATION 
2412 Oakton Street ° Evanston, Illinois 
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A successful pump salesman was asked 
by a not-so-successful pump salesman: 
“What’s your system—how do you 
do it?” 

“System? I haven’t any system. I guess 
the answer is that I’m just interested 
in helping customers find the right 
pump for the job. A pump—any pump 
—is a liquid materials handler — just 
like a hoist, or a crane. or an industrial 
truck is a materials handler—only the 
materials are dry—not liquid. I look at 
@ pump as a solution to one or more 
Hiquid materials handling problems. 


*I’ve learned everything I could about 
‘pumps. I took that 4 day course at the 
Deming Pump School to get all the 
“know-how” I could on the subject. 
Most plants have liquid materials han- 
dling problems so I don’t have to look 
far for pump prospects. Well, I guess 
that’s about all there is to it—just help- 
ing my customers solve their liquid 
Materials handling problems by help- 
ing them to select the most efficient 
pump for the job.” 
* + * 
The broad scope of types, sizes, and 
capacities of pumps and water systems 
in the complete Deming line gives the 
Distributor’s Salesman almost un- 
limited opportunities to help his cus- 
tomers with their liquid materials 
handling problems. 
ra kK « 

The advertisement reproduced at the 
right is one of countless examples of 
a good pump salesman’s work in help- 
ing a customer solve a liquid materials 
handling problem with a standard 
Deming Pump. This advertisement 
appears in current issues of leading 
industrial publications reaching YOUR 
customers and prospective customers. 


12 





Demina MOTOR-MOUNT Pumps are compact, de- 
pendable units combining high efficiency with simplicity 
at minimum cost. 


The line includes Type “H” (Horizontal) and Type “V” 
(Vertical) as illustrated. Capacities range up to 200 g.p.m. 
Heads up to 165 ft. Motors 14; H.P. to 7! H.P. Speeds 1750 
to 3500 r.p.m. Maximum total pressure 125 lbs. Maximum 
suction pressure 50 lbs. Maximum recommended temper- 
ature of liquid pumped is 200° F. 


Construction features, metal specifications, perform- 
ance charts and other data are covered graphically in 
BULLETIN NO. 4350. 


; ¢ P 
To save your time, use the convenient form below. 


THE DEMING COMPANY 


511 Broadway, Salem, Ohio 


Please mail free copy of your BULLETIN NO. 4350 which 


describes Deming MOTOR-MOUNT PUMPS. 


Company........... 


Address..... 
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ADS LIKE THESE ARE INVESTMENTS FOR 
YOUR FUTURE... 

The unprecedented demand for Spang CW Pipe won't last 
forever! That's why we continue to build future business for 
you... to pave the way for easier, quicker soles with ads 
like these. 


fi 
£SE35 


The snow-shoveling system has changed.. 
but the name on the pipe is an old one... 


SPANG CW 


Shoveling snow is slow, inconvenient, and labor-consuming. But the 
owner of an underground snow-melting system gets rid of snow as fast 
as it falls, merely by opening a valve. 


When you're installing a snow-melting system, specify “Spang CW 
Steel Pipe”... the ideal economical pipe for all closed heating systems, 
It's equally good under asphalt or concrete, and lasts for years in any 
location. 

Your men will like the way Spang CW Steel Pipe fits up... it bends 
easily and smoothly, is easy to cut and weld. And its uniform high- 
quality assures good, tight installations. 

Specify “Spang CW Steel Pipe”, the brand that’s backed by our 110 
years of pipe-making experience. 

There’s a supply house near you carrying Spang Pipe and a full line 
of fittings and equipment for snow-melting and radiant-heating systems, 
They are making every effort to meet today's great demand for Spang 
CW Pipe quickly and fairly. 


SPANG-CHALFANT 


Division of The National Supply Company 
GENERAL SALES OFFICE: Grant Bidg., Pittsburgh, Pa. 
District Sales Offices: Atlanta; Boston; Detroit; Houston; Los Angeles; 
New York; Phildelphia; Pittsburgh; St. Louis 
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millions of people’ know 


/ FRKIN 


red end rules 


Th ee 


on [UFKIN 
“Res end rules 


they prefer 


and buy {“FAIN 


red end rules 


—. So: it will pay you to 


nn 
a SELL [UF KIN 


y | red end rules 
Lo 


TAPES + RULES+ PRECISION TOOLS 


Wi THE LUFKIN RULE CO. 


=m SAGINAW, HICH. + Barrie, Ont. 
ind 132-138 Lafayette St., New York City 


* Lufkin Red End Rules — with their wide range of markings — are nationally 
advertised to more than 40,000,000 reader-prospects in Roto sections of 


leading Sunday newspapers, General, and Industrial magazines. It pays to 





DEFENSE TOPICS 





(Starts on page 7) 


10% of the domestic supply is now 
going into military end-products. Peak 
military consumption may run 30% 
of the supply. But this increase should 
be partly offset by a decline in the de 
fense-supporting category. 

NOTE: During World War II, 
half the military use of copper was in 
ammunition. Present ammunition 
needs are much smaller—barring all- 
out war—and some shell casings are 
being made of steel instead of brass. 

2. Peak requirements, for military 
and defense-supporting items com- 
bined, are estimated at not over 60% 
of the total domestic supply. After 
mid-1952, they may be less than 50% 
DO orders for copper and brass prod 
ucts are already scheduled to take a 
55% to 60% slice in the third quarter. 
This is a very high figure, but it evi- 
dently will not go any higher. Why? 
Because the big demand for copper in 
defense-tvpe capital goods is now and 
in the next few months. 

3. Defense plants are building up 
copper inventories, the same as stecl 
inventories in preparation for actual 
production. So are plants making 
capital goods. Again, this includes 
some over-ordering and_ unrealistic 
scheduling. CMP will do a lot to 
straighten this out and eliminate the 
wildest demands. 

Chere are two special factors in the 
opper situation which are very hard 
to evaluate. One is the stockpiling 
program, which has evidently been 
reduced below the original goal, but 
which remains subject to change. The 
other is the problem of imports, which 
must be paid for at prices above the 
U.S. ceiling. The best guess we can 
make now is that neither changes in 
the stockpile program nor difficulties 
in obtaining imports will prove great 
enough to transform the broad pic 
ture given above. 


Aluminum 


This is one case where we can’t talk 
the military requirements down. They 
ire large. They are increasing rapidly 
The aircraft program is a tremendous 
consumer. And it won’t reach a peak 
until late 1952 or 1953 

However, aluminum production can 
also be greatly increased. Present plans 
call for 1.3 million tons of capacity by 
the end of 1952, compared to about 
800 thousand tons now. It’s not clear 
just how quickly this new capacity is 
going to come in. And there’s also 
some question about how rapidly re 


| quirements for use in aircraft will 
132 build up. But the 500,000 tons addi- 


Se  Continied on pace 18) 
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promote the Lufkin line — the line that promotes YOU! 








Tee in with Delta Shipping Room Fromotion 


FOR 








Tool for every customers job- 


In many plants, the shipping room hasn't kept 
pace with the production line. Because it has 
been neglected, it is the site of month-end bottle- 
necks, and in it production profits are often 
reduced or lost through unnecessarily high 
indirect Costs 

Delta is helping you tap the shipping-room 
market through a coordinated plan of publicity, 
trade paper advertising, house organ stories, and 
the authoritative comments of Stanley Farwell, 
President of Business Research Corporation, 
famous management engineering firm. 

Many of your customers, hard pressed to get 
out urgently needed shipments of high priority 
goods, have a shipping room problem. Make 
July a month to visit the shipping rooms of all 
your customer companies. Look to Delta appli- 
cations—radial arm, table or band saws, drill 
presses, planers, jointers, etc 

There are big-ticket priority sales in the ship- 
ping room—multiple machine sales. Your Delta 
district man will be glad to help you suggest 


Delta Tool applications. 


Theres a Delta Power 


WOOD OR METAL WORKING 
53 MACHINES — 246 VARIETIES — MORE THAN 1300 ACCESSORIES 





r 





~ 
DELTA POWER TOOL DIVISION 


Vem Rockwell 


MANUFACTURING COMPANY 


625G E. VIENNA AVENUE e MILWAUKEE 1, WISCONSIN 





J 





BIG-TICKET PRIORITY SALES 





AMERICAN HOSPITAL SUPPLY CO., Evanston, Ill. 


With one Delta radial arm saw the company does all sawing 
operations, reducing equipment costs and freeing more space 
for manufacturing operations. One less man is needed for most 
crating work. The versatile Delta saw is also ideal for many 
maintenance jobs. 


ie ~ 
YEOMANS BROTHERS COMPANY, Chicago 


Installing a multipurpose Delta radial arm saw and repositioning 
lumber racks helped Yeomans Brothers Company, Chicago pump 
and sewage treatment system manufacturer handle boxing of 
equipment weighing 10 pounds to 8,000 pounds. Up went pro- 
duction, down went costs in the seven man department. 
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DODGE 


+ of Mishawaka, Ind 


ad) 


IN CLASSROOM OF THE DODGE MANUFACTURING CORPORATION, MISHAWAKA, IND., A GROUP OF TRANSMISSIONEERS-IN-THE-MAKING 


IS GRADUATED BY THE DODGE 
SCHOOL OF TRANSMISSIONEERING 


th GLASS 


Diplomas awarded at the close of the 
1951 Spring Term bring to 888 the 
number of graduates of this intensive 
factory training course. 

Chief factor in the continuing suc- 


cess of the Dodge School of Transmis- 


sioneering is the serious purpose of 


both students and faculty. Students 


AT RIGHT 


come from all parts of the country, and 
from Canada and Mexico, to attend the 
week’s sessions at the plant of the 
Dodge Manufacturing Corporation at 
Mishawaka, Indiana. 

When they have passed the stiff ex- 
aminations which win them their certif- 
icates and identification as Transmis- 


Homework” in the form of practical problems based on 


the day’s instruction is the regular schedule for evenings during the course. 


BELOW — Days are occupied with classroom lectures, demonstrations in 
the laboratory and trips into the plant. Here Bob Fuson, right, Sales 
Supervisor Eastern Division, answers questions about friction clutches. 





sioneers they return to their work as 
Dodge Distributors’ representatives es- 
pecially qualified to serve customers 
and prospects. 

American industry has learned to 
recognize Transmissioneers as men with 
up-to-the-minute answers to problems 
in mechanical transmission of power, , 





EDGAR M. CARVER, First Vice-President, answers ques- 


tions about the company and general manufacturing problems. 


BASIL BALES, Supervisor of Special Accounts, discusses 
V-Belt Drives— Dodge Taper-Lock Sheaves, Sealed-Life Belts. 


4. 
: f 
an 


> AAG " 


JOSEPH E. OTIS, JR., President, awards Transmissioneer diplomas at the gradu- 


ation dinner as Harry A. Torson, Vice-President in charge of sales, smiles his approval. 
oo PI 


, 


DAVID FIRTH, Vice-President in Charge of Engi- 
neering, discusses Dodge Torque-Arm Speed Reducers. 


) 


a 


VINTON YARDLEY, Director of School, reviews bas- 
ic mechanical engineering, talks about Sleeve Bearings. 


* 


B. 


a ‘ 
GARTH STROUP, Assistant Sales Manager, covers 
subject of Dodge-Timken Roller and SC Ball Bearings. 


RALPH HANES, Director of Advertising and Sales 


Promotion, explains the backing given to distributors. 





PREVENT ACCIDENTS 


...use thels mutt 
for the job! 


| 


1 


| 


lil 
ABS. 
. 


Ask your BILLINGS DISTRIBUTOR 
‘ hy! 
SES en gee a VITALLOY FORGED 
COMBINATION 
WRENCH 


ben. sd 


BILLINGS DISTRIBUTOR 
Well tell you why! 


Billings advertisements in national industrial 
publications always refer sales and inquiries 
to Billings Industrial Distributors. 
Consistent, goodwill-building advertising 
is a firm plank in Billings Selective 
Distributor Policy. 

Your territory may be open. Write for the 
facts today! 


THE BILLINGS & SPENCER CO.. HARTFORD 1, CONN... U.S.A. 
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DEFENSE TOPICS 





(Starts on page 7) 


tional capacity scheduled by the end 
of next year is probably more than the 
additional amount which will be 
needed for military production. As 
defense-supporting requirements drop 
off, other consumers may be better 
supplied after mid-1952. 

Once again, this shows up in the 
pattern of DO orders. For the third 
— they amount to over 70% of 
the aluminum supply. And this figure 
equals or exceeds most estimates of 
the maximum defense take expected 
early next year. 

Looking further ahead, there is the 
prospect of an even greater increase 
in aluminum supply. Aluminum Com- 
pany of Canada has begun a major 
expansion program which could even- 
tually provide up to 500,000 tons of 
additional imports. About 100,000 
tons will be available in 1954. And 
before that time, U.S. capacity can be 
raised well above the present 1.3 mil- 
lion ton goal, if the situation warrants. 


Conclusion 


For the next few months, the 
metals shortage threatens to get worse. 
The scramble among companies which 
do not get CMP allocations is likely 
to become a slugging match. 

But it’s still an open question 
whether extending controls over all 
metal users is justified in order to 
avoid these few months of unpleasant- 
ness. The new controls might not be- 
come effective in this short time. And 
within a year, there should be enough 
metal to take care of defense needs, 
and still leave other producers no 
worse off than they are now. 

This may not sooth the feelings of 
the purchasing agent whose problem 
is to get an additional shipment of 
steel bars—this month. But the fact 
that supplies will improve is a vital 
one for top management in making its 
longer range plans. 


Surplus Next Year? 


Does all this mean we'll have a sur- 
plus of metal next year? 

There are too many variables in the 
picture to make any sharp guesses on 
this question. Steel and aluminum, 
for example, may ease much faster 
than copper. And most steel prod- 
ucts will be under less pressure than 
will alloy steels. 

As it looks now, some allocations 
will be needed through most of next 
year to keep defense production roll- 
ing. But it may be possible to whittle 
down fairly drastically the list of in- 
dustries receiving allocations. And the 
pinch of metal shortages on civilian 
products should be less severe. 








4300 hours 
of top-quality 
lighting make 
Westinghouse 


fluorescent lamps 
your best buy 


Here’s what the long life of Westinghouse fluorescent lamps 
means to you. In stores they last 244 years... in one- . 
; ? you CAN BE SURE...1F ITS 


shift factories and offices, over 3 years. Result? 


Fewer lamp replacements, lower maintenance \ , estinghouse 


costs. Worthwhile savings? You bet. . . 


and yours for the asking! So specify 
Westinghouse for all your fluores- SSeS a = S 
Lamp Division 
. Westinghouse Electric Corp. 
better value for your oz Bloomfield, N. J. 
Gentlemen: 


cent lamp needs. There’s no 


money ! 
Tell me more about how I can save with Westinghouse 
fluorescent lamps. 


NAME. 
COMPANY . 
STREET 


CITY 
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To NORTON 


Di istributor® 
salesmen”: 


No Matter What The 
Snagging Problem Is... 


YOU HAVE THE 
MONEY-SAVING ANSWER! 


(NORTON) 


Get the right wheel! That's the current advertising message 
Norton is pounding home — in a broad selection of indus- 
trial magazines — as the key to fast, economical snagging. 
And, as you're well aware, for every snagging job there's a 
Norton wheel that’s exactly right — in size, type, abrasive, 
bond, hardness, and structure. 

That's where you come in with your know-how and the 
Norton follow-through . . . 


most complete in the abrasive 


ALURDUM 


field. Your customers need guidance in the important 
matter of wheel-selection. You can increase your sales and 
earnings by seeing that they get it. And that can be big 
business, too — because in addition to its applications in 
the foundry, rough grinding is found throughout the metal- 
working trades. 

So, don’t wait for customers to ask you about snagging. 


Tell them — on every call! 
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ROUGH AND TOUGH . . . big, high speed Norton wheels cut down the 
time and labor of heavy-duty swing-frame snagging. Recommend ALUN- 
DUM * wheels for metals of high tensile strength, CRYSTOLON * wheels for 
metals of low tensile strength, with resinoid bonds for both abrasives. 


ALL AROUND THE SHOP. . . Never before have so many users done so 
many jobs with a single wheel! Norton Reinforced Hub Wheels will rough or 
finish the surface, notch risers in ferrous castings, cut down and smooth up 
weld beads and do many other jobs. And their strong fabric reinforcement 
means 2 to 5 times longer wheel life. 


TOPS FOR SAFETY . . . For speed in removing gates and risers from 
non-ferrous castings, use NORFLEX* reinforced resinoid cut-off wheels. 
They are equally effective for light snagging and slotting. The sturdy, 
flexible fabric structure withstands side-grinding, twisting, and bending 


ECONOMY THAT GOES PLACES ... Keeping pace with the ever- 
increasing use of portable grinding machines, Norton Company mokes 
wheels of every type and size, from snagging rough castings to working 
intricate dies. For general rough grinding ... Norton ALUNDUM or 
CRYSTOLON wheels provide fastest cutting action and longest life. 





NORTON COMPANY HELPS YOU 
HELP YOUR CUSTOMERS 3 WAYS: 


1. Make good use of your Distributors’ Manual . . . 
the most practical guide to the solution of grinding 
problems ever offered. In it you will be able to find 
the correct wheel specifications for practically any 
snagging application. 

2. See that your customers have the Norton literature 
they need. There’s a lot of helpful information about 
snagging in “Rough Grinding” (Form 1405). 


*Trade-Marks Reg. U.S. Pat. Off. and Foreign Countries 


NORTON COMPANY, WORCESTER 6, MASS. 
Distributors in all principal cities 


Abrasives * Grinding Wheels + Grinding and Lapping Machines 
Refractories * Porous Mediums «+ Non-Slip Floors 
Boron Carbide Products * Labeling Machines 


3. If a problem really stops you, don’t hesitate to 
call in your Norton Abrasive Engineer. He’s always 
ready to help you help your customers. 


Remember: Snagging is a big, rapidly growing field, 
with new applications and sales opportunities con- 
stantly arising. With Norton wheels, backed by Norton 
know-how, you have what it takes to cash in on them! 





WNORTONP 


ABRASIVES 


Making better products to make 
other products better 
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“MARVEL” #as 


Always HAD the edge 





MARVEL High-Speed-Edge Blades assure Faster, more Accu- 
rate cutting with proven Economy and complete Safety. Only 
the MARVEL is a composite blade with a high speed steel cut- 
ting edge electrically welded to an exceptionally tough, strong 
alloy steel body. 


The High-Speed-Edge does the cutting while the alloy back, 
with hardened eyes, carries the load. Blade tensions up to 
300% higher than those possible with ordinary blades are 
recommended. This greater tension is confined to the cutting 
or leading edge by the location of pin holes (exclusive MARVEL 
design feature) and cannot be overcome by work resistance. 
Heavier feeds and greater speeds are practical without “run 
out.” 


With greater accuracy, higher production and lower costs per 3 High-Speed-Steel aad 
cut, come the extra dividend of Safety, for MARVEL High- ting edge. 
Speed-Edge Hack Saw Blades are Positively Unbreakable— 
they will not shatter. Tough unbreakable 
* alloy steel body with 
MARVEL High-Speed-Edge Hack Saw Blades cost no more hardened eyes. 
than es a. pie re oo Holes Saws 
not only have the “edge” but the tough alloy steel bodies which 
give them the extra strength needed for oe work on drill : — welded 7 
presses and lathes. MARVEL Band Saw Blades come welded ae 6 fast - cutting, 
to size ready for use, packaged in individual boxes . . . these long lasting composite 
three lines of superior metal-cutting saws constitute the very blade that is positively 
finest blade service you can offer your customers. unbreakable. 


ARMSTRONG-BLUM MFG. COMPANY 


"THE HACK SAW PEOPLE” 
5700 BLOOMINGDALE AVENUE CHICAGO 39, ILLINOIS 
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Industrial 
Rubber Products 





Tell Your Customers... 


“Whatever The Conveyor Belting Problem... Thermoid Has The Answer’’ 





Perhaps the problem is handling packages on an incline of 25—even ‘ 
93_degnes, Youu find the ‘alae in Thermoid “Ruff-Top” Here’s The Book 
Conveyor Belting—with the thousands of small, rough, irregular- That Will Answer 
shaped points of soft rubber that take a firm grip on the lightest Many Of Your 
packages or cartons. Questions 


But whatever the job—whatever the nature of the materials—heavy Deen a: & Men te 
or light, soft or abrasive, hot or cold, wet or dry, uniform or non- your free copy of Book No. 
uniform in size—there is a Thermoid Belt to do the job at the lowest 3679. It is a handy reference guide, 


cost per ton of material moved. concise and complete. 16 pages of 
; valuable charts, tables and graphs 
And if the customer has a conveyor or elevator belt problem that | tell how to select the right con- 


stumps you, a Thermoid field representative is at your service—with | veyor or elevator belt for the 
a down-to-earth practical solution. materials to be handled. ..how 


to determine capacities, speeds, 
* 
| a : 
| Conveyor & Elevator Belting + Transmission Belting 
| F.H.P. & Multiple V-Belts » Wrapped & Molded Hose 
: - — 








weights and number of plies. 
ie 


inl 


Thermoid Company « Offices & Factories: Trenton, N. J., 
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Shes 
going fo drink 


atomic ‘cockteal i 


There's radioactive iodine in the odd 
‘cocktail” this woman is about to drink. 
Tomorrow, doctors will survey her 
with atomic instruments—and be able to 


tell if she has thyroid trouble! 
Radioactive elements (called isotopes ) 
are proving to be the greatest detectives 


in medicine. These “hot” atoms detect 


24 


thyroid trouble, 
leukemia! 


cancer, tumors, even 

Hospitals all over the country are call- 
ing for isotopes. But the “hot 
don’t stay hot for long. They 


atoms 
must be 
delivered at top speed to be effective! 
That's why, 
drugs, and important chemicals, hospitals 
always prescribe the fastest possible 
method. They ask for Air Express! 


when shipping isotopes, 


Whatever your need or business, here 
are the unique advantages you can enjoy 
with regular use of Air Express 


IT’S FASTEST — Air Express gives the 
fastest, most complete door-to-door pick 
up and delivery service in all cities and 
principal towns, af no extra cost. 


IT’S MORE CONVENIENT —One call to 
Air Express Division of the Railway 
Express Agency arranges everything. 
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IT’S DEPENDABLE — Air Express pro- 
vides one-carrier responsibility all the way 
and gets a receipt upon delivery. 


IT’S PROFITABLE—Air Express expands 
profit-making opportunities in distribu- 
tion and merchandising 

For more facts call Air Express Division 
of Railway Express Agency. 


AIR EXPRESS 


GETS THERE FIRST 
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STANDARDS 


For several months we have advertised 
the advantages of using UNBRAKO 
standards. Continued interest in our 
theme of “standards instead of specials” 
has prompted a new series of adver- 
tisements telling just what UNBRAKO 
standards are. 


Currently appearing in a number of 
trade publications with a combined 
readership of over half-a-million, these 
full-page, two-color ads give complete 
listings of all standard UNBRAKO Screw 
Products. 


Reprints of the series, made up in 
attractive binders and publicized by 
additional trade paper advertising, are 


helping to spread even more widely 
the mutually profitable “gospel” of 
UNBRAKO standards. 


Copies of these reprints 
are available upon request. 


Qrze eV oS 


Knurled Flat Head Knurled Fully-Formed Precision- 
Socket Head Socket Cap Point Socket Socket Head Pressure Plug Ground 
Cap Screw Screw Set Screw Shoulder Screw Dowel Pin 


SPS 


STANDARD PRESSED STEEL CO. 

















JENKINTOWN 13, PENNSYLVANIA 





This man... 


HELPS YOU 
CUT COSTS: 


Availability is worth shail tot 


Cost reductions, increased profits made possible by newhings 
become effective only when the new things are in your plant. 

There is a man in your market who makes it his business 

to learn all about, and to procure, the new things 

developed for production and maintenance operations. 

He enables you to see the new product, tool or machine 

and to know exactly what it will do before you buy. 

He will take it off his floor or out of his great stock and transport 
it to your plant the same day you decide that you want it. 


Availability is his specialty. 
Denendable 
There are approximately 2000 


Cathe ° 
This MAN is an industrial distributor or a Industrial Distributors serving 
specialist in certain industrial items. You will every industrial section of the 
find him listed in the classified section of your panes gl a gpectleng a thelr 

telephone book—most likely under the heading $3,000,000,000. They carry an 

Bors, bronze or Bearings, bronze. If he is the average inventory of $500,- 
leading distributor, he almost certainly is the ye ony nr Seam gees 5 0 
Bunting Distributor. He carries in stock for your orders per day, “have 12.000 
money saving convenience Bunting Standard outside salesmen and engi- 
Stock Industrial Bearings, Electric Motor Bear- neers, 10,000 inside telephone 

; order expeditors, operate 
ings, and Precision Bronze Bars—ask him for 8000 trucks delivering mer- 
catalog chandise on which their 

average net profit is .0292 
cents per dollar of sales. 


OL SPE LE LIE OL PTE, TO, 
’ Dak a He Lt to * 


Bunting 


, BRONZE BEARINGS - BUSHINGS - PRECISION BRONZE BARS 


‘ 


~ 


. gow 5. Ra Wee. ge | I ial ates om — , 
THE BUNTING BRASS &® BRONZE CO., TOLEDO 9, OHIO 


Copyright 1950 By The Bunting Brass & Bronze Company, Toledo, Ohio 
No. 4 of a series — As advertised in Factory M 9 t and Maint * Steel * Machinery 
American Machinist « Iron Age + Mill and Factory * Southern Power and Industry « Industrial Distribution 
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WORM GEAR DRIVES 


HYGRADE VERTICAL 


Smooth, trouble-free operation and better power trans- 
mission are assured with Foote Bros. Hygrade Heavy- 
Duty Worm Gear Drives. 


New developments in manufacturing provide precision 
generated gears which give improved performance 
and greater load-carrying capacity. 


Advanced engineering, improved design, modern heat 
treatment and manufacture —all mean higher quality 
— greater dependability. 


The complete line of drives 
manufactured by Foote 
Bros. includes types to 
meet any need. 


Maxi-Power 
Helical 
Gear Drives 





HYGRADE HORIZONTAL 





Hygrade Drives with ratios up to 4108 to 1, or higher 
when required, are available in horizontal, vertical and 
Hytop types. The Hytop design permits long, unsup- 
ported vertical output shaft extensions. 


Mail the coupon below for bulletin giving complete 
information on Foote Bros. Hygrade Enclosed Worm 
Gear Drives. 


FOOTE BROS. GEAR AND MACHINE CORPORATION 
4545 S. Western Blvd. Chicago 9, Ulinois 


Foote Bros. Gear and Machine Corporation 
Dept. ID, 4545 S. Western Blvd. 
Chicago 9, Illinois 


Please send me a copy of Engineering Manual HGA 


Name 





Line-O-Power Company 


Straight Line Drives Position... 


Foote Bros.- NE cs tcciesn 
Louis Allis 


Gearmotors 
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How YOU 


camaonunee Makes your Sales 


@ A complete line of Abrasive Products... 
from which the one best suited to any given job 
can be recommended impartially. 


@ The Best Known Name in Abrasives... Gunivies 
identifies proved quality that has earned customer FA pawn 
acceptance and approval everywhere. eh pertel 


Attraction of Other Quality Lines... has 
been a worthwhile factor in the experience of 
many distributors who feature and sell products 
by CARBORUNDUM. 


New Developments... get the CARBORUNDUM 
distributor off to a good start as advances in abra- 
sives and their application result from continuing 
research and development programs. 


A Single Source of Supply...which enables 
distributors to eliminate expensive duplication of 
paper work and handling charges, the result being 
a more profitable operation with improved service 
to customers. 


Planned Advertising and Promotion... 
on an increasing scale offer the kind of selling 
support that opens doors and builds volume. 


These are only a few of the advantages of The 
Carborundum Franchise. There are others worth 
looking into. 


TRA ODE 


ig CARBO 


‘Carborundum” and “MX” are registered trademarks which indicate manufacture by 
The Carborundum Company, Niagara Falls, New York 
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Your salesmen use their time more profitably 
when they have a complete line of abrasives 
together with the know-how to apply them. 
CARBORUNDUM's complete line gives you an 
advantage over competition by providing all 
abrasive products under one brand name. Only 
distributors of CARBORUNDUM products have 
this advantage—one that enables them to offer 
every Customer an impartial recommendation. 


TECHNICAL SALES SUPPORT 


CARBORUNDUM provides your salesmen with 
the knowledge to do the best job. Compre- 
hensive sales training courses are available to 
members of our distributors’ organizations. 
A fund of engineering knowledge acquired in 
solving widely varied problems through the 
development and application of all abrasive 
types and methods is at the command of each 
CARBORUNDUM distributor. 


MAR K 


DISTRIBUTORS 


supply ALL abrasives under one brand name 
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00 
METAL CUTTING BAND SAW 


Big, Rugged Capacity : : , Quick, Easy, Half-Minute 
As Weed taas Peien' 7 4 Cutting Speeds! oa 45° Swivel Leaf-Type Vise! te Blade Changes! 


Unique Dash-Pot Mechanism For 


Unobstructed View of 1” Blade For More Speed and 
a Full 1 HP Motor! a rae Constant Pressure On om Cutting Operation! Grattan on Gute’ 


The market for the new Kalamazoo 1220 Band Saw is 
wide open! Every plant with a schedule for heavy-duty 
production cutting of metals is a potential customer. For 
here’s the saw that's especially designed for fast, efficient, 
precision cutting of large bars, rounds, tubes, pipe, 
angles — at a price way below saws with near-equivalent 
capacity! Canvass your territory now. The 1220 has every 
feature required to save your customers real time and 
money on heavy-duty metal cutting — intermittant or 


continuous, Your sales will prove it. 


Kalamazoo Model 1220-C. 
(Coolant-equipped). Capa- 
city 12” x 20” flat; over 
12” on rounds. 


For continuous high-speed cutting, recommend the 1220 
coolant model, above. It handles prolonged production 
runs with ease—cuts to an accuracy of a few thou- 
sandths with no burr, minimum kerf. It's ruggedly built 
and rock solid — maintains precision from start to finish. 
For heavy duty cutting where operation is not continu- 
ous, or where non-ferrous metals are cut, the 1220 stand- 
ard model, at right, is ideal. Either saw pays for itself in 
speeding production and lowering unit cutting costs. 
> — ‘. Kalamazoo Model 1220-S. 
Send for complete descriptive literature today. (Standard). Capacity 12” 


x 20” flat; over 12” on 
rounds. 


MACHINE TOOL DIV. Aadamagzoo TANK and SILO CO. 
2035 HARRISON STREET ° KALAMAZOO, MICHIGAN 
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with C AIRID'S 


full line of taps, 
dies,and screw plates 


se es 5, ° Carry Card’s complete line .. . for extra profits, 
yor a yo? «on! sure profits. These nationally advertised taps, dies, 
and screw plates assure you, and your customers real 
satisfaction. Card Taps offer double protection: 
rigidly inspected at the factory — bought in the 
open market, tested and Certified* by the Pittsburgh 

Testing Laboratory. 





Prompt deliveries assured from conveniently lo- 
cated Card stores in New York City, Detroit, Chi- 
cago, Ft. Worth, Los Angeles, San Francisco, and 
Seattle. See your Card representative today. 


~~ 


@x5) 


TAPs 


The Corlified * 
Culling Fools 


“Ay the Pitoergh Testing Laberctery 
MANUFACTURING COMPANY 
Mansfield, Massachusetts 


DIVISION OF UNION TWIST DRILL CO. 
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THESE 


FORT WORTH 


WAREHOUSES 
MEAN BETTER 
V-DRIVE 
SERVICE 


* 
CHICAGO 


KANSAS City @ @ ST. tours 


. 4 “QD” HUB ALSO FITS 
ront worm WE Poniias FORT WORTH “QD” 
Roller Chain Sprocket 


Your stock of QD hubs can 
serve a double purpose. The same 
hub fits in either the QD sprocket 

The Fort Worth DublDuty “QD” Sheave has = the Fort 
larger maximum bore than competitive makes. A 2” Worth QD 
maximum bore is available in sizes where other stock sheave. 
sheaves will only accommodate 1%”. 
A complete V-Drive line is carried in stock. 
Whether for one “A” belt, or twenty “D” belts, Investigate 
the proper drive is available. the advantages 
FORT WORTH V-Belts in the patented Grom- of stocking 
met construction (C, D, and E sizes) assure cus- the Fort Worth “QD” line . . . 
tomer satisfaction and long drive life. both sheaves and sprockets. Large 
5 factory and warehouse stocks 
9 will make it especially attractive 


ForlT WorTH during present shortages. 


PreoodoductTs Write for descriptive catalogs on “QD” Sprockets and 


Sheaves. Address Dept. 17, and they will be sent to you 
ROLLER CHAIN immediately. 


SPROCKETS 


SCREW CONVEYORS STEEL 7) 
Sua aaeavons ForI Wo RTH jacwrayco 


UNDUSTRIAL FANS Dept. 17, 3600 McCart Street FORT WORTH, TEXAS 
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ee Athat takes the toughest lubrication 


Plenty of Power at the Con- 
trol Valve. Complete “pack- 
aged” unit includes pump 
and dolly, 6 ft. of high pres- 
sure hose, swivel and con- 
trol valve. Just connect to 
an air line to tackle the 
toughest fittings. 


How many times have you heard it...“What we need 
is an all-purpose lubricator, a low cost portable power 
unit that can take abuse, go anywhere in the plant!” 





It will pay you now to count these many requests—and re- 
member them. For here in Alemite’s all-new “711-A” Portable 
High Pressure Lubricator you've got what it takes—and more 
—to move in and clinch the sale. 





Outdoors or indoors... there’s scarcely a place it can’t travel 


to—with ease. New, exclusive Pivot-Swing Dolly enables this 
compact unit to jump hose lines, tracks . . . climb the steepest 
flight of stairs without tipping, without spilling. Attached to an 
air compressor, it packs a pressure punch that will lubricate 
even the tightest bearings. Pumps direct from 25, 35 or 50 lb. 


“Guaranteed” For Over Two 
Years. If for any reason the 
711-A’s factory-sealed power 
head fails to operate as spec- 
ified, Alemite will replace it 
FREE as long as 27 months 4 


after date of purchase. 
pails for clean, quick “mess-free” delivery from barrel-to-bearing. 

Today, stop in at the plants in your territory that can profit 
from a “fast-moving” Pressure Lubricator like this. Demonstrate 
the new “711-A” and point out its exclusive design and construc- 
tion features. You'll find it good-paying business on every call! 


ALEMITE 


1850 Diversey Parkway, Chicago 14, Illinois 


Rugged ’’Wear-Ever’ Frame. 
Built to take it. Built to last. 
Has “skyscraper” construc- 
tion for additional strength. 
Huge ball-bearing rubber 
tire wheels. Convenient bi- 
cycle-grip pulling handle. 





Another Pradwct of 


STEWART 
WARNER 
—_— 
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Cash in 
on the big 
profit potential 
that’s yours 
with the CMH line 


REX-TUBE 


convoluted 
flexible metal hose 


REX-TUBE is just one of the many highly salable 
and highly profitable items in the CMH line. It is 
manufactured in all commonly used types—square 
locked, ball bearing and various forms of fully 
interlocked—a variety that makes a prospect out of 
virtually every plant in the area you cover. Add to 
this the potential for sales of CMH seamless type 
hose, expansion joints for piping and several stand- 
ard commodity type hoses and you'll see why big 
profits and the CMH line go together. 

The CMH line is a quality line, backed by a sound 





aq A FEW OF THE APPLICATIONS 
distributor policy that includes such sales-boosting FOR WHICH REX-TUBE IS SOLD 


features as engineering and product application as- 


: Conduit * Capillary Casing * Ducting 
sistance, sales promotion aid and a comprehensive ‘ 
: ee * Exhaust Tubing * Low to Moderate 

program of business and trade journal advertising. F , 
A : : : Pressure Oil and Steam Lines 
Write today for full details concerning attractive : 
] * Vacuum Tubing * General Utility 


— 


\ 
Gaon protons tat CHICAGO METAL HOSE Corporation 


have served industry 
for over 49 years. 


distributor arrangements. 











1314 $. Third Ave. * Maywood, Ill. * Plants at Maywood, Elgin, Rock Falls, and Savanna, Ill. 
In Canada: Contin Metal ‘Hess Co. ud. es Ont. 





° oF a Naat i sent 
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here’s a good man to know! 


your Carey ladustrial Soles Engineer 


He’s at your service to better your service! His training 
and experience in meeting varied problems in construction 
and maintenance of buildings, as well as manufacturing 
operations, keeps his skills razor sharp. Ready to help you 
trim the fat from your customers’ building construction 
and maintenance costs .. . whittle down operating expense. 
Shown here are a few products from the broad Carey line 
for industry. Your Carey Industrial Sales Engineer will 
gladly tell you how these—and many more—meet the 
needs of your best customers, your best prospects! 


Built-up Roofing—for every in- 
dustrial and commercial roofing 
requirement, 


Car Cement for coating interior 
and exterior metal surfaces and 
joints. Seals out dirt, moisture. 
Prevents rust. 


Asbesto-Sorb — thirsty fibers of 
asbestos that soak up oil, water, 
chemicals, to help maintain 
safety underfoot. 


Pipe Line Felt — prevents corro- 
sion and breakdown of vital un- 
derground liquid and gas pipe 
line installations. 





ans 
moans rane - 


wearer 


Super-Light 85% Magnesia In- 


sulation—To prevent loss of 
heat energy in power plants, 
processing, manufacturing and 


Careystone Asbestos-Cement — 
a versatile roofing and siding 
material available in flat or 





plant heating operations. 


Asphalt Plank—tough, boardlike, 
with a mineral surface that de- 
fies wear, prevents skids. Widely 





corrugated form; resists fire, 
weather, corrosive chemicals. 


used for bridge and industrial 





flooring applications. 


Careyduct—non-corrosive asbes- 
tos-cement duct to keep build- 
ings breathing easy. 


From the House of Carey— 
Serving Industry Since 1873 


Write for the name and address of the Carey 
Industrial Sales Engineer in your locality ! 


YOUR Carer 


INDUSTRIAL 
SALES ENGINEER 


The Philip Carey Mfg. Company, Lockland, Cincinnati 15, Ohio 
In Canada: The Philip Carey Co., Ltd., Montreal 25, P.Q 
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Distributors find it pays to stock Shinyland studs 
because of the large and increasing demand for 
this quality product. 


Shinylands of the usual Ferry Cap high quality are & imply < pecify 
furnished to regular milled stud standards with this 
additional feature — the land between threads a SHINYL Aw DS 


shiny, bright, mirror-finish. 


with land between threads, 
Shinylands are sold in standard catalog sizes in shiny, bright, mirror-finish 


attractively labeled packages and in bulk: sizes, 
%4” dia. and under. 


How’s your stock of Shinylands? 


The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD * * CLEVELAND 13, OHIO 


GAP AND SET SCREWS + CONNECTING ROD BOLTS + MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS « HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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Bar Stock Valves... made by R-PaC...are an item that you can get 
good volume on from makers of engines, oil burners, refrigerators, and hydraulic 


equipment. They are used for meter, gauge, test, and general purposes. 


> Rugged construction of R-PaC Bar Stock Valves means trouble-free service . . . 
satisfied customers ... repeat orders... greater volume for you. Write today to 
nearest R-PaC district office for literature. 





MS. R-P & C VALVE DIVISION 


\A.cZ AMERICAN CHAIN & CABLE 
7 
oy Sa 
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A TON OF STEEL 


Nobody needs to be told that one of the nation’s most critical 
materials today is STEEL. With allotments for civilian use 
being drastically cut, conserving what remains is the duty of 
every manufacturer, distributor and user of industrial tools. 


Among the most vitally needed tools are files. Steel is the 
only material from which they can be made. The supply must 
be “stretched”: 


1 — By putting the utmost wear and efficiency into every file 
... for it takes no more steel to produce carefully shaped, accu- 
rately cut, properly hardened files than to turn out poorly made, 
short-lived ones. That’s “stretching” steel in the making of files 

. in which Nicholson is doing its part wholeheartedly. 


2 — By proper selection, application and care of The right 
file for the job. That's stretching steel in the using of fil 3 
in which both purchaser and distributor have important parts. 
The distributor can help with his knowledge and his service to 
the purchaser; the purchaser by enforcing the “Do's” and 
“Don'ts” of file conservation among his production heads, tool- 
keepers and mechanics. 


“FILE FILOSOPHY” — Nicholson’s famous 48-page profusely illustrated 
book on kinds, use and care of files—can play an important part in “stretch- 
ing” the supply of steel. Has each of your salesmen a copy? We'll send 
you as many as you need. Write. 





hOts, NICHOLSON FILE CO., 42 Acorn St., Providence 1, R. I. > 


uv. S.A.” (In Canada, Port Hope, Ont.) e 


FILES FOR EVERY PURPOSE 
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BROADER RANGE that offers 
BROADER OPPORTUNITY 
to cash-in on increasing demand 


Ability to supply any type of cutter 
that your customers order . . . prompt- 
ly, without substitution or compro- 
mise ... can give you added sales that 
might go elsewhere. 

When you handle the broad Brown 
& Sharpe Cutter line, you can offer 
customers exactly the right cutter for 
each milling job! Styles include every 
type from plain milling cutters to 


metal slitting saws and special-use cut- 
ters... and a complete range of end 
mills, What's more, every Brown & 
Sharpe Cutter is a quality product that 
will bring you repeat orders instead 
of complaints. 

Cash-in on the growing cutter de- 
mand by handling the broad Brown 
& Sharpe line. Brown & Sharpe Mfg. 
Co., Providence 1, R. 1., U.S. A. 


WE URGE BUYING THROUGH THE DISTRIBUTOR 


Brown & Sharpe \ 
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a complete line of coated abrasives — 
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and advertising in all these magazines 


/| . help you sell more ARMOUR COATED ABRASIVES 


Our modern equipment and production 
methods have improved the quality, variety 
and quantity of our coated abrasives. Armour’s 
national advertising in leading publications 
keeps selling your customers and prospects on 
Armour’s complete line of coated abrasive 
products. Every single Armour ad helps send 
customers to you with this featured copy: 
We recommend buying through 

your Industrial Distributor 
Write today on your business letterhead for 
more information regarding distributorships. 


Coated Abeasives Divisim 


Armour and Company + North Benton Road « Alliance, Ohio 
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Another advantage you caw soll with 


UPSON:- WALTON 
Tackle Blocks. 


Extra strength at no extra cost 


AFE working loads of Upson-Walton tackle blocks exceed 
usual safe working loads by wide margins. (See table below.) 
They are engineered to withstand not only the weight of the load, but 
hoisting strength as well. In many cases a shackle is not required. 


Specify this extra strength at no extra cost. It pays to specify 
Upson-Walton tackle blocks—wire rope and fittings too. Only 
Upson-Walton manufactures all three. 





COMPARE THESE SAFE WORKING LOADS! 


Usual Upson-Walton's 
Safe Working Safe Working 
Load load 


3’’ Single. .... 200 Ibs. 265 Ibs. 
3’ Double . . . 300 Ibs. 400 Ibs. 
Sue. ee 400 Ibs. 540 Ibs. 


Wei a ne we ae 510 Ibs. 
4” Double aoe _. 550 tbs. 730 Ibs. 
4” Triple . - . . 700 Ibs. 925 Ibs. 


5”’ Single. eee ei 500 Ibs. 675 Ibs. 
5’’ Double . as as i be 750 Ibs. 1000 Ibs. 
5” Triple . . ae = hl 1325 Ibs. 


6” Single. . . ee ee 1000 Ibs. 1320 Ibs. 
6”’ Double . obi oe 1500 Ibs. 1900 Ibs. 
6” Triple . . . pico 2000 Ibs. 2640 Ibs. 
7” Single. ils a . 1700 Ibs. 
7’” Double ey tah ae ae 2575 Ibs. 
aad Triple << ws 2500 Ibs. 3000 Ibs. 


1700 Ibs. 2200 Ibs. 
2450 Ibs. 2850 Ibs. 
3200 Ibs. 3500 Ibs. 
10°’ Single. 2600 Ibs. 2750 Ibs. 
10’ Double 3400 Ibs. 3650 Ibs. 
10” Triple 4200 Ibs. 4900 Ibs. 
12” Single. . 3000 Ibs. 
12” Double . . . 3750 tbs. 
12” Triple : . 4500 Ibs. 

















NOT THIS HOOK — but THIS HOOK THE UPSON-WALTON COMPANY 


No Upson-Walton hoist hooks are formed by 

bending. All are drop-forged to size and CLEVELAND, OHIO 

shape, with substantially heavier section at 

critical points. NEW YORK ° CHICAGO ° PITTSBURGH 
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POINTERS. ....... 4 Kea Shit 


us 


ABRASION. 6 taper shank drills 
on cast iron valve job were wearing 
due to abrasion. Changed surface 
heat treatment to suit their problem 
Drill life increased beyond 

all expectations. 


STAINLESS. Regular drills averaged 
3 holes per grind in tough work- 
hardening stainless steel. We su 

No. 506 F Fast Spiral Drill with 


special heat treatment and point sERVICE. 70 years’ experience behind 

.- «Now get more than 90 holes our Red Shield’ Service Staff. ..to help 

per grind. solve your metal cutting ‘problems. 
Get in touch with your local Standard 
Tool Co. distributor. 


STANDARD [OOL ([0. wrest care 


New York « Detroit * Chicago * San Francisco 








THE STANDARD LINE: Drills « Reamers + Taps + Dies « Milling Cutters « End Mills »« Hobs « Counterbores + Special Tools 
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for longer disc and seat life... 
where accurate control is a must 


Like all valves inthe complete KENNEDY line these 
bronze globe valves are JOB-FITTED .. . speci- 
ally designed and engineered for the job they have 
to do! 

UNION BONNET RING, heavy bronze section with 
extra thread engagement to assure a tight joint. 
Union bonnet makes a valve easy to dismantle 
and reassemble. 


STEM, Naval Brass Rod, Acme threads, large di- 
ameter with extra thread contact . . . extremely 
resistant to wear. 

PACKING, molded rings of graphited, wire-in- 


serted asbestos designed for high pressure service. 


PLUG TYPE DISC, nickel copper alloy, has extra 
wide seating surfaces for precise throttling con- 
trol... is exceptionally resistant to scouring or 
wire drawing. 


RENEWABLE SEAT RING, nickel copper alloy, 
ground to match disc in each valve to assure full 
bearing surfaces over entire contact area of each. 


KENNEDY Fig. 544P, plug type disc, and Fig. 544, 
full-way disc, are designed for 300 Ibs. steam, 
600 lbs. WOG. Fig. 138P, plug type, and Fig. 
138, full-way disc, for 200 lbs. steam, 400 lbs. 
WOG. Write for Bulletin 108. 


1 |t will pay you to ask about the sales and promotion aids 
DISTRIBUTORS! available to you through the KENNEDY DISTRIBUTOR PLAN. 


VALVE MFG. CO. 
ELMIRA, NEW YORK 


KENNED 


a ee ee ee ee, ee 2 oe a ee 
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Get a Load of These 


“EASY TO SELL” 


SAYS JACK CASH 


No. 1507 
JUST 7 INCHES HIGH—WEIGHS ONLY 22 LBS. 


Where low height and powerful lift- 
ing capacity are required—the 
“Shorty” Screw Jack is a wise 
choice for you to recommend. 
Although developed recently, this 
jack has met with widespread 
acceptance and hundreds of them 
are now being used by shipyards, 
contractors and industrial plants. 


WRITE TODAY FD. fia 


for Bulletins AD-3E and AD-12E 


DUFF -MORTON 


Your sales manager should THE DUFF-NORTON MANUFACTURING CO. 


have copies of these bulle- i RR a ape 
tins, but we'll be glad to MAIN PLANT and GENERAL OFFICES CANADIAN 


send them to you PITTSBURGH 30, PA. TORONTO 6, ONT 


“Ohe House that Jacks Built” 
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Take a good look at the sturdy heads 
on Bethlehem Bolts, and you'll see why these 
bolts are so pleasing to your customers. Beth- 
lehem Bolts have well formed heads—the kind 
that fit wrenches snugly, with little danger of 
slippage. What's more, these bolts have smooth, 
clean threads for accurate assembly. Bethlehem 
Bolts are good, dependable bolts in every way. 
They‘re good bolts to handle. 


BETHLEHEM STEEL COMPANY. BETHLEHEM. PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation. Export 
Distributor: Bethlehem Steel Export Corporation 
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“ED” SERIES Swhce Lire 
NO. 12 SCREWDRIVERS 


DOUBLE SLIP CLUTCH 


Straight Attachment 

. ED12— 800 R. P. 

. ED11—1100 R. P. 

. EDI3— 500 R. P. 

25° Attachment 

. ED47— 800 R. P. 

. ED46—1100 R. P. 

. ED48— 500 R. P. 
ight Angle Attachment 
No. ED41— 880 R. P. M. 
No. ED42— 660 R. P. M. 


POSITIVE CLUTCH 
Straight Attachment 


No. ED17— 800 R. P. M. 
No. ED16—1100 R. P. M. 
No. ED18— 500 R. P. M. 


KICKOUT CLUTCH 


Right Angle Attachment 
No. ED51— 880 R. P. M. 
No. ED52— 660 R. P. M. 
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@ The Steel Wire Scratch Brushes shown 
here are of highest quality and are widely 
used. Each has a back of sound hardwood 
dumber free from defects. The tempered 
steel wire used is of highest grade made. 
Each hole is generously filled with wire to 
insure maximum service life. 

Excellent painters’ tool for removing dirt, 

paint, and general cleaning preparatory 


to painting flat surfaces. Also good tool 
for general industrial cleaning purposes. 


He never changed from 


once he knew it 


Such a statement can be said 
about many an_ industrial 
executive who purchased 
MILWAUKEE Brush Tools 
years ago and never changed 
from MILWAUKEE quality. 


You'll find a large demand 
for MILWAUKEE Industrial 
Brushes—all types from this 
one source—and good replace- 
ment business. There is always 
the same high standard regard- 
less of the number of any one 
type ordered—no variance even 
in repeat orders. Custom-made 
industrial brushes to specific 
needs of your customers is one 
of our services. 


®@ Heavily filled unit for extra-tough clean- 
ing jobs on flat surfaces. 


| MILWAUKEE QUALITY - 


THE LINE THAT GIVES 
YOUR CUSTOMERS THE 
RIGHT TOOL QUALITY FOR 


EVERY 
INDUSTRIAL 
NEED 


Power Driven Wire Wheel Brushes 

“Mono-Bilt” 

“Steel-Clad” 

“Dura-Bilt” 

“Di-Bilt” 

“Peerless” 

“Twis-Tuft” 

Fine Wire Polishing Wheel 
Brushes 

“Sturdi-Bilt” Wire Cup Brushes 

Fibre Wheel Brushes 

Wire Scratch Brushes 

Boiler & Furnace Brushes 

Foundry Brushes 

Platers Brushes 

Bench Brushes 

Floor Sweeping Brushes 

Push Brooms—wire and fibre 


Miscellaneous Maintenance 
Brushes 


YOUR MARKET 


Steam & Electric Railroads 
Marine Industry 


@ For cleaning small, difficult-to-get-at 
places, and pipe-threads. Shaped han- 
dle gives easy grip. 


@ Rocker or curved back style used on flat 
surfaces—easy grip—minimum effort. Aviation 

Power Companies 

Public Works 

Quarries 

Mines 

General Contractors 

Chemicals 

Ceramics 

Public Buildings 

Paper Mills 

Food Industries 

Packing Plants 

Dairies 

Textiles 

Metal Working Industries 


THE Rey — Industries 
TO 


® Adaptable for cleaning narrow surfaces 
and for work on shaped metal parts. 
Used also for small weld cleaning jobs. 


Ask for 
Bulletin No. 40-11 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
2212-36 NORTH 30th STREET, MILWAUKEE 45, WISCONSIN 


INDUSTRIAL 
BRUSH PROBLEMS 


fi cal eo lteap lest am gn eevee iu aon es 


ES a ee en eS Rn eT 


| 
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RELIANCE SELLS YOU 


Another advertisement in the new Eaton- 
Reliance series tells all industry the impor- 
tant part industrial distributors play in 
economic progress. Want reprints or an 
enlargement suitable for framing? 


You’d Pay More for Many Things if it 


Industrial Distributor 


Were Not for Your 


@ Thanks to mass production, you can buy 
many things for your plant today at a frac- 
tion of their cost of a few years ago—and 
you get better quality. 


© Without the industrial distributor, bow- 
ever, you could not enjoy such benefits. 


® Mass production requires large volume 
business and concentration of manufacturing 
in large, costly plants. Obviously such plants 
cannot be located close to all users of the 
products they turn out. 


® So the industrial distributor stocks the 
manufacturers’ products in quantities suffi- 
cient to meet the needs of many users in his 
area, making his profit from quantity dis- 
counts and savings in transportation costs. 
Without him— 


1 — Production would have to be split up 
among smaller plants, widely-scattered to 
satisfactorily serve principal consuming cen- 
ters. This would entail heavy capital invest- 
ment and most of the economies and efficient 
operation of mass production would be lost. 


or— 

2 — Each manufacturer would have to set 
up expensive, unwieldy order, credit and ship- 
ping departments to handle the many small 
orders now filled by the industrial distribu- 
tor. Costs would rise; service would suffer. 


or 


3 — You'd have to buy all your require- 
ments in volume large enough to justify 


direct-factory purchases. 
tage you might gain would be eaten up by 


The price advan- 


added costs of handling, storage, insurance, 
depreciation and obsolescence, to say nothing 
of interest on frozen capital. 


© In any case, things you buy now from 
your industrial distributor would cost you 
much more. And service, certainly, would 
not be improved. 


as + 


Get acquainted with your local industrial 
distributor. Learn the products he stocks 
that you can use. Tell him the items you buy 
and your supply and production problems. 
He can save you headaches as well as money. 


RELIANCE DIVISION 


EATON MANUFACTURING COMPANY 
MAIN OFFICE AND PLANTS: MASSILLON, OHIO 
Sales Offices: New York, Cleveland, Detroit, Chicago, 


St. Louis, San Francisco, Montreal 
In Canada, Eaton Automotive Products, Ltd., London, Ont. 














3) 
Dependable Distributors 
stock Dependable 


RELIANCE 
yeoing 


LOCK WASHERS 








Reliance Spring Lock Washers are manufactured to Government Specifications 


in Carbon, Alloy and Stainless Steel, Phosphor Bronze, K-Monel and Aluminum. 
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TWO REASONS FOR STOCKING 
FEDERATED GARDINER SOLDER 


Customers buy Federated Gardimer brand Acid Core Solder 


because they know the product from national advertising 





and national reputation. 


They return to buy this top quality Acid Core Solder 
again and again because they find that it makes their 
work easier and faster. 
All Gardiner Acid Core Solder alloys are 
unequaled for consistency and perfectly 
suited for joining copper, brass, steel and 
other solderable materials. Listed by 
Underwriters’ Laboratories, Inc. 
The familiar blue package is easily 


recognized . . . easily moved. 


Stock it and see. 





AMERICAN SMELTING AND REFINING COMPANY + 123r0 STREET AND INDIANAPOLIS BLVD. WHITING, INDIANA 
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NUCUT 


WAVY 
TEETH 


FILE 


Only a NUCUT 
gives you 
“‘doubling-in-brass”” filing 








1. CUTTING ACTION 
2. SMOOTHING ACTION 


ILING with a NUCUT is like using 

two files in one. With each and every 
stroke, the coarse teeth slice off metal 
fast, true. At the same time the fine teeth 
finish the surface smooth. No skidding 
or waste motion, no clogging that re- 
quires frequent cleaning, no scratches 
to remove. In short—better, faster, easier 
filing. 

You can tell a NUCUT both by the 
WHITE TANG—and from the wavy ap- 
pearance of the patented teeth when you 
hold the file at an angle. Your distributor 
will gladly tell you the right sizes, shapes 
and cuts to reduce your filing costs to a 
minimum. 


HELLER BROTHERS 
COMPANY 


America’s Oldest File Manufacturer 


Newcomerstown, Ohio 


At every stroke 





How to protect files 


A file is a cutting tool. To give you 
its best service, it must be carefully 
handled and safely stored. 


WRONG: Throwing 
files together or with 
other tools results in 
dull or broken teeth. 


RIGHT: Keep files sep- 
arated. You can do 
this easily by hanging 
files in racks . . . or 
placing them in wood 
partitions. Either way 
affords good protec- 








MR. DISTRIBUTOR: NUCUT advertising is appearing in publications that reach the impor- 


tant users and buyers of files in your territory. Please note that it directs these prospects to you. 
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COLUMBIAN MACHINISTS’ 
VISES 

Columbian Malleable Iron 
MACHINISTS’ VISES are guar- 
anteed unbreakable! In addition 
to their exceptional strength, 
Columbian engineering has built 
into these vises the finest mechani- 
cal perfection and special features 
appreciated by users. Made in all 
standard sizes — 3’ to 8” jaw 
widths equipped with replaceable 
tool steel jaw faces. 


COLUMBIAN 
HYDRAULIC VISE 


Simple, two- 
pedal foot con- 
trol leaves both 
hands free. 3'4" 
jaw widths and 
6" jaw openings. 
Precision manu- 
facturing and 
tested quality 
quarantee posi- 
tive operation 
and dependable 
power. 


© SAVES TIME 


* SPEEDS 
PRODUCTION 


* ACCURATE WORK 
POSITIONING 


B 


COLUMBIAN HINGED 
PIPE VISES 


Long Pipe Jaws made of tool steel 
are furnished in !4" to 2” size up 
to and including the 14" to 414" 
size. Selflocking hook is easy work- 
ing and unbreakable. Malleable 
iron castings provide extra strength. 
Cold rolled steel screw and handle. 
Sizes for holding pipe size from 1!" 
up to 12” inclusive. 


Se A 
EQUIPMENT 


_ Helpeliminate waste. Don’ t 


snsep wcansquigendnt eed 
it can be reconditioned. — 


Vises are vital —keep 
for top — 


them in condition 
efficiency. 


oa 
complete vent 
Columbian Vise 
Columbian distributor 

gladly advise you in pt not ‘3 
ence to reconditioning acl 3 
replacement. 


COLUMBIAN 
WOODWORKERS’ VISES 


Continuous Screw — Rapid Acting 
Columbian Woodworkers’ Vises 
are finding increased uses in many 
plants particularly for the more 
ordinary types of pattern work. 
These durable low cost vises are 
sturdily built with jaw openings up 
to 12 inches. 


COLUMBIAN ADJUSTABLE 
JAW-SWIVEL BASE VISES 


Adjustable jaw vises are valuable 
wherever a wide range of work is 
required. With pin in place swivel 
back jaw is locked — parallel jaw 
vise. Removal of pin allows adjust- 


; ment of back jaw to a firm grip on 
| irregular or tapered pieces. All 


standard sizes with jaw openings 
up to 9”. 


THE COLUMBIAN ‘VISE & MFG. CO. 


9025 BESSEMER AVENUE : ° 
THE WORLD’S LARGEST 


CLEVELAND 4, OHIO 


MAKERS OF VISES 
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There’s safety in positive, 
non-slip driving, weld- 
like grip under vibration 
and stress and absence 
of protruding heads. 
These features protect 
your own employees, the 
product you make and 
the people who use it. 
Allen o Head screws and 
keys help keep both men 
and machines on the job. 


ARNING 


aren't 
Allen-Type screws 
gecessorill Alea 
wee rews if 
Allen Heed cS 
this block gnd silver 


* * * 


OUR STORY 
q and 


YOUR STORY 
DY 


..add up to something 
of vital importance to 


precision screw users 
* * © 


It is true that when the available 
supply of needed industrial pro- 
ducts is short, the Industrial 
Distributor is not so much a 
middleman as ‘“‘the man in the 
middle.” 


| There is many a case history in 


our files to indicate the almost 
unbelievable lengths to which a 
Distributor will go to find the 
materials his customers require. 
We know from experience of forty 


years that we can distribute our 


because we have the finest possi- 
ble Distributor organization—men 





who know their local socket screw 
product users intimately, and men 
in whose judgment we have reason 
to respect. 


In sharing our advertising with 
our Distributors we hope to con- 
tribute to better understanding 
and recognition of the part Allen 
Distributors are playing in the 
well ordered flow of the Allen 
products available. 





* * * 
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products more fairly and speedily | 





KNOW-HOW 


He does more than carry 
the fullest possible stock 
for promptly filling your 
needs. He has a wealth 
of data at his finger-tips 
on the applications and 
correct use of precision 
screws, dowel pins and 
pipe plugs. He wants to 


serve, as well as sell you. 

















»0 (OF &V 


industrial 
need | 








The American Stock Gear line includes... With American you offer your customers the highest quality 


Spur Gears Spire! Gears stock gears made. Precision dimension . . . laboratory-tested 
ee 


Steel Bronze strength . . . smooth, quiet performance . . . all help 
oe Ratchets and Pow!ls 


sane Brass make American the finest to sell. 
rt - Fv ii¢ Steel . ’ R 
Gome , Worm Gears American is a complete stock gear line and includes brass, 
ee nm . . . 
Bross ) +<y bronze, steel, semi-steel, cast iron and non-metallic gears 
gg Gears Worms 
ross 


— in a range of from 48 to 3 diametral pitch. 
Cast Iron 


Mitre Gears a lacie Perfection’s 30 years in the manufacture of automotive gears 


Brass Steel 


Steel } provides a background of experience and ability for its 


nna Universal Joints newly-acquired American division. Its complete facilities . . . 
Bross Se Ce metallurgical laboratory, modern heat treating and scientific 
teel Other Power Transmis- 7 a e ~ 
Cost Iron sion Supply Items testing equipment . .. make American Stock Gears 


the finest available. 





Write for complete details on obtaining a fully protected fran- 
chise for the distribution of this profitable stock gear line. Your 
ad 4 | inquiry is respectfully solicited and will be treated confidentially. 


AMERICAN STOCK GEAR ... DIVISION - PERFECTION GEAR COMPANY + HARVEY, ILL. 
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Offer the V-Belt with “teeth” 
the premium DAYTON Cog-Belt’ 


With the premium Dayton Cog-Belt you can push over the big ones. It offers 
premium performance to your customers, a premium profit to you! 


40% better V-Belt! Anything an ordinary V-Belt can do—a Dayton Cog- 
Belt can do 40% better! It handles 40% more h.p. than any ordinary V-belt 
of the same cross-section size. 5 Cog-Belts do the work of 7 ordinary V-belts. 
That means /ower cost per drive! 


Built to bend! Only the Dayton Cog-Belt is built like your finger, for easy 
bending when the belt goes round the pulley. Results: less strain, heat, stretch, 
maintenance, much longer life. Cogs keep customers happy! 


Only the Dayton Distributor has the Cog-Belt and the outstanding Thoro- 
bred line of V-Belts ... powerful national advertising in TIME and leading 


trade journals . 


DAYTON RUBBER COMPANY « DAYTON 1, OHIO 





¥v lower cost per drive 
* exclusive cog feature 
v better profit 

happier customers 


awuteam hwiober 


WORLD'S LARGEST MANUFACTURER OF V-BELTS 
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... Ask for a Keystone 


N these days of high labor and material 

costs, there’s good reason why you should 
crack down on maintenance bugs... many of 
which come from inferior lubrication. For, 
when you buy a poor-performing lubricant, 
you pay for extra bearing-wear and extra 
power. Also, you buy more lubricant than you 
need, and you pay for excessive hours to 


apply it. 


So, to help you select the right greases and 
oil—lubricants that meet your specific needs— 
we offer you, without charge or obligation, 
the technical counsel of a Keystone Engineer. 
He will gladly survey your entire lubrication 
picture and prepare for you an analysis and 
report. 


CRACK DOWN ON MAINTENANCE BUGS! 


Plant Lubrication Survey 


The results will please you. If you are like 
hundreds of other Keystone customers you'll 
learn just how low over-all lubrication costs 
can be. So—if you'll phone your Keystone 
Distributor, or drop us a line direct—we'll 
put you on the list for a free Keystone Plant 
Lubrication Survey. 

MR. DISTRIBUTOR ... please note! 

... This advertisement was prepared for your 
prospects because we feel that the Keystone 
Survey is not only a valuable service to a plant 
engineer but also because it has proved invalu- 
able as a new-business-getter for you. 
KEYSTONE LUBRICATING COMPANY, 
21st & Lippincott Streets, Philadelphia 32, 
Pa., Est. 1884. 


LUBRICANT S$ EDT ™haw 
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FRAME 


ELECTRIC HOISTS 


@ Safety, efficiency, adaptability, and rugged 
construction are the main qualities of these modern 
hoists, ideally balanced for hook suspension. 


Alloy steel gears, self-lubricating ball and 

roller bearings, preformed improved plow steel cable, 
grooved drum, rigid metal weatherproof wire conduits, 
silver contact controls . .. these are but a few of 

the features that mean long life and low maintenance of 
the finely balanced Wright Frame "'B” Speedway Hoists. 











Hook, lug, or trolley mountings permit use of the 
Frame “‘B’’ Speedway in formerly unusable locations. 
Capacities from 250 lbs. to 1000 lbs. 


Ge ¢ ready to answer inquiries and 


take orders from your customers. 
Write today for complete information on the 
Wright Frame ‘'B’’ Speedway. 





York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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BELTING 


BUILT FOR THE 
TOUGH JOBS 














... and for the customers you want to keep! 


A distributor’s reputation 
stands or falls on what he sells 

. on products other people 
make, 'That’s why we consider 
our distributors our most val- 
ued customers. We don’t dare 
let them down with their cus- 
tomers. 


We’ve been making indus- 
trial rubber products for almost 
a hundred years now, and for 
all that time we’ve tried to put 
an extra plus of toughness, wear 
and trouble-free service into 
every belt and hose that left 


In Hewitt-Robins Conveyor 
Belting, for instance, that plus 
shows up as full protection 
against moisture, vils, mildew, 
flaking and ply-separation .. . 
greater abrasion-resistance be- 
cause we use extra tough, heav- 
ily-reinforced covers . . . strong 
“rigid-edge” construction 
which prevents curling and in- 
sures true troughing. 


It’s the same way with 
Hewitt-Robins Industrial Hose. 
There’s always an extra margin 
of dependability and service 
built in. 


HEWITT-ROBINS { 


HOSE: ACID © AGRICULTURAL SPRAY 
FIRE . FLEXIBLE RUBBER PIPE . 
INSULATION BLOWING ¢ Olt INDUSTRY 


AR « 
FLUE CLEANING « 
© ROAD BUILDERS’ 


BARGE LOADING « 
FUEL Oll & GASOLINE « 


CEMENT PLACEMENT 
HYDRAULIC, JETTING AND GROUT 
ROTARY DRILLING « SAND BLAST © SEA LOADING ¢ STEAM e¢ SUCTION 


The Hewitt-Robins line is 
complete, known the world over 
for top quality, well advertised, 
priced competitively. It’s a line 
that will protect your own good 
name and hold your toughest 
customers. If you think your 
firm and ours might team up 
effectively, write Hewitt Rub- 
ber Division, 240 Kensington 
Avenue, Buffalo 5, New York. 


HEWITT-ROBINS 


USTRIAL HOSE 





CHEMICAL-BOOSTER ¢ DUST SUCTION 
INDUSTRIAL VACUUM 


TANK CAR, TRUCK AND TRANSPORT * TWIN-WELD® WELDING « WATER © WELL DRILLING « BELTING: CONVEYOR « ELEVATOR ¢ TRANSMISSION 
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Here’s one way to modernize a lineshaft. It’s 
«\ th “ easy, quick and effective. Belts are short. Ball 
On £ a Bearing Units are clean — grease lubricated. 
8 ’ They require a minimum of servicing — lubri- 
Zati on cation, only about once a year. Less wear on the 
moderni lineshaft assures more permanent alignment... 

e longer service life. 
for light The lineshaft illustrated drives special race 
polishing machines. Shaft speed is about 300 
j * 8 RPM... the load is light. Such a set-up is made 
mach i né rivées possible by seven Fafnir Light Series 15¢” Ball 


Bearing Pillow Blocks. Each unit has the 
famous Fafnir Wide Inner Ring Ball Bearing 
with Self-Locking collar . . . easiest of all to 


install. 








If you are looking for ways to improve plant 
efficiency, invite your Authorized Fafnir Dis- 
tributor to offer his suggestions. Get acquainted 
with all the benefits of “on the ball” moderniz- 
ing of power transmission drives. The Fafnir 
Bearing Company, New Britain, Connecticut. 





FAFNIR 


BALL BEARINGS 


MOST COMPLETE LINE IN AMERICA 
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The Soft Rubber Binder CUSHIONS The Abrasive. 


Se © © - a @ €& € é@ £ 6° & 2 * 


For Your Customers Adding 


DEFENSE PRODUCTS 


Removing burrs, polishing base, 
of elbow tube. 


PARTS 
ASSEMBLIES 


All Metals « Wood 
Plastics « Glass 


TIME-SAVINGS UP TO 50% 
by COMBINING BURRING- CLEANING - FINISHING» POLISHING 


Your customers will welcome new methods, new materials, that 
will speed up production, cut time costs. Tell them to test the 
performance-combination of abrasive and rubber, perfectly bal- 
anced in Brightboy, a revelation in smoothing and finishing. 


As a service-conscious distributor you will appreciate (so will 
your customers) the wide versatility of Brightboy which makes 
it adaptable for use on laminated materials; on lightweight. even 
semi-precious metals, hard or soft: on precision applications. 


You will appreciate, too, that you need Brightboy to round out 
your complete abrasives service in these days of new methods, 
new materials, for defense production. You will appreciate the 
fact that a small, fast-turnover Brightboy stock is all you need: 
that Brightboy is a “sales natural” to push with related products, 
too: cutting tools, coarse abrasives, drills, etc. 


BRIGHTBOY SAVES TIME. Bridges the gap between the 
rough grind and the buff. Works to close tolerances: can be 
shaped to contour. Produces a wide variety of conventional and 
special finishes and patterns; frequently the final polish. Requires 
no before-use preparation or dressing; no skilled labor to handle it. 


GET DISTRIBUTOR INFORMATION NOW. 
Find out how easily you can make Brightboy 
available to your customers. Territories are open 
on sales-proved, production-proved, widely known 
Brightboy. Write us. 


BRIGHTBOY INDUSTRIAL DIVISION 
Weldon Roberts Rubber Co. 
6th Ave. & No. 13th St., Newark 7, N. J. 


America’s Pioneer Manufacturers of Rubber-Bonded Abrasives 


a 
ROBERTS 


Brightboy 


REC. US. PAT. OFF, 


62 
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SOME GENERAL USES. Removing light digs, tool and heat 
marks, Cleaning welded and soldered joints. Finishing dies and 
molds, Burring and finishing stampings, castings, machined and 
molded parts. 





BRIGHTBOY IS ALREADY-PROVED FOR DEFENSE- 
PRODUCTS MANUFACTURE & MAINTENANCE 

Ordnance 

Internal Combustion & Jet Engines 

Airplane Parts 
Electrical & Electronic Equipment 
Transportation Equipment 

Instruments 

and for the production of basic tools, 

dies, molds, jigs, patterns, etc. 











WHEELS, STICKS, 
RODS, BLOCKS 
for machine and 

manual operations 


1951 








ARE YOU 
TAKING 
ADVANTAGE 


7 FOR 
CORNING 


INDUSTRIAL 
GLASSWARE? 





| 


100 YEARS OF MAKING GLASS BETTER AND MORE USEFUL 


CORNING GLASS WORKS (on en cipal: 


Thousands of gauge glasses, sight glasses and 
lubricating glasses are used every week in the 
manufacturing, refining, marine, power and 
building industries—to mention a few. The 
largest selling brands are made by Corning. 
Such preference is no accident. 

Users know they can depend on Corning 
glasses. Rigid manufacturing controls plus 
continuous laboratory testing insures uniform, 
top quality. Dimensional accuracy is main- 
tained within close tolerances. These high 
standards plus 100 years of glass manufactur- 
ing experience have made Corning glassware 
a product which industry does rely on with 
confidence. 

Well packaged and consistently promoted 
to help you sell, Corning Industrial Supply 
Glassware can be one of your most profitable 
lines. Write today for the name of nearest 
Corning Warehousing Distributor...Take 
advantage of this steadily increasing market. 


@ Better service for use 


Corning products are stocked and sold 
@ Higher profits for distributors by leading Warehousing distributors 
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SPEED 
PRODUCTION..." 
CUT COSTS! 


He’s happy about the whole set-up! 
His boss always makes sure that gen- 
uine TOLEDO Pipe Tools are on the job! 
These are the tools preferred by better 
mechanics everywhere for nearly half a cen- 
tury... easy handling, faster cutting. 
Always recommend TOLEDO for the fin- 
est in pipe threading and cutting tools and 
power machines! See how quickly Toledo 
dies take hold... how easily they cut smooth, 
accurate threads. Check the many advanced 
features of Toledo Pipe Tools... designed 
to speed the work and assure fast make-up Siniilinsts Dadian: Wink tities 
and trouble-free joints. Your customers will ; = Hand Tools, all pipe sizes, 4%’ 
be better satisfied with Toledo dependability! . tl SF yong 
The Toledo Pipe Threading Machine Co., Se 7 and 4° ‘oui, tee 
Toledo, Ohio. New York Office: 165 —A Toledo No. 1R Threader, 1” 


to 2”’ pipe; (at left 

Broadway, Room 1310. toy prow 
. . 2” pipe machine, 

wheel or knife 

cut-off. 
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Riverside Station, 
Savannah Electric & Power Company 


Designed & Constructed 


Stone & Webster 


Engineering Corporation 








OIC Valves are precision engineered 
and precision built. OIC engineers offer 
you precision application help. 





THE OHIO INJECTOR COMPANY 
WADSWORTH, OHIO 


Venice No. 2 Plant, Union Electric Power Company 


VALVES 


FORGED AND CAST STEEL- IRON - BRONZE 
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It Pays You to Sell Veelos to 
Your Customers because Veelos 





ys for Itsel 


. 


ADJUSTABLE TO ANY LENGTH + ADAPTABLE TO ANY DRIVE 


Made in all widths in three types: regular, oil-proof and static conducting. Also 
double V in A and B. Packaged on reels in 100-foot lengths. Sales engineers 
in principal cities. Veelos is known as VEELINK outside the United States. 
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In Inventory... 


Veelos pays for itself by reducing re- 
quired v-belt stocks. Just 4 reels of Veelos 
cover every v-belt need (up to 316 sizes) 
in the O, A, B and C widths. Stock only 
one reel for each width of belt you use—~ 
and any length is readily available. 


In Maintenance... 


Veelos pays for itself because it can be 
installed quickly and easily without dis- 
mentling outboard bearings or moving 
motor. Individual belts can be adjusted 
by simply removing or adding links. 


In Operating Efficiency... 


Veelos pays for itself because uniform 
tension can be maintained on all belts to 
provide vibrationless, full power delivery. 
Simple adjustment of each belt means that 
matched sets stay matched. 


Stress these important Veelos ad- 
vantages in your daily selling. They 
make Veelos a source of satisfac- 
tion for your customers and steady, 
profitable business for you. 


MANHEIM MANUFACTURING & BELTING COMPANY 
Manheim, Pennsylvania 








Jacking Up Sales 
EB) o>. 
(ary) SF 


@ 


HURRY! HURRY! ... STOCK UP NOW! 


A current government limitation order cuts the number of 
sizes and variety of jacks we are allowed to manufacture. 
Some twenty-five items are affected. This conservation 
measure aims to simplify manufacturing schedules and 
make best use of available materials. Jack users will 
have fewer numbers to select from . . . and the jacks they 
buy will have to serve a wider range of uses. 


However, we still have stocks of those jacks that must be 
discontinued until the present emergency passes. These 
are available for immediate sale—first come, first served. 
Check your stocks now and order what you will need to 
protect your customers. It’s your last chance .. . order 
NOW! 


Here are the numbers that will be “out’’ when available 

stocks are sold: 

Nos: 41, 42, 43, 185, 249, 41CR, 42CR, 43CR, 84ACR, 
A2510, A3510, 1060, 2572, 2CR, 3CR, R332A, 215A, 
106, 304T, 434 and all 1%" Screw Jacks. 


a 
Lon) 


MONEY-FAVORITE—IN EVERY WEIGHT CLASS 


In capacities of from 1'% to 35 tons, the Simplex Ratchet 
Lowering Jack is a sure bet for top performance. It's the 
only jack of its type that lifts full capacity on the toe as 
well as on the cap. You'll find a big market for it every- 
where you go—for shop and factory maintenance, mines, 
oil fields, shipyards, farms and construction work—for all 
general lifting. Still nineteen sizes to pick from. It lifts 
sales, too! 


(Advertisement) 


Among many other Simplex advantages, “quality” means 
jacks made of the best materials—designed from long 
practical experience—with the capacity to do a better 
job and Jast longer. 


UTIL-A-TOOL — THE “ONE-MAN BAND” OF 


We're not boasting when we call it 
“the tool of a thousand uses.” What 
it can do is actually an eye-opener to 
maintenance, repair and production 
men. This handy, low-cost, work- 
saver performs a sweet medley of 
essential jobs—it pushes, clamps, 
holds, pulls, bends, lifts, spreads, 
lowers, etc. Util-a-tool sets are avail- 
able in five sizes. Tune up 
with Util-a-tool and play the 
sweet music of “Summer 
Profits.” 











aver gtageceeen cteees AAA AAAUIR 
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WE TELL ‘EM... YOU SELL ‘EM! 


Simplex advertising is going ahead full steam with no 
punches pulled—an impressive, comprehensive campaign 
in leading industrial, construction, oil industry, mining 
and other trade publications. Our overall promotion pro- 
gram includes a steady flow of newsy, factual and in- 
formative publicity stories that work along with the adver- 
tising to help make sales for you. 


LIKE MONEY 
IN THE BANK 


Brief cases bulge with orders for the boys who push T-K’s 
record-breaking RE-MO-TROL—the hydraulic pump and 
remote-controlled ram that lifts, pulls or pushes in any 
direction from a distance. It's the biggest sales sensation 
to hit the jack business in years. It's got everything you 
can ask for—a big profit margin, proved performance and 
it's so easy to carry and demonstrate. You'll find it just 
good business to stock and push RE-MO-TROL. Ask for 
free check list of businesses that are buying and re- 
buying it. 


TEMPLETON, KENLY & CO 
1036 S. Central Ave., Chicago 44, tt 
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FEDERATED’S BIG 4 BABBITTS 
CUT INVENTORY PROBLEMS 


No need to stock more than four babbitts. One of Federated’s Big 4 is sure to 
make the sale whenever any babbitt is requested ... for Federated babbitts are 
scientifically designed to answer virtually every white metal bearing need. 

Federated “Thermodyne” and “XXXX Nickel” are tin-base babbitts for 
bearings carrying heavy loads at high speeds... “Merit Metal” and “Record” 
are lead-base babbitts for lighter loads at more moderate speeds. 

Stock the Big 4 Babbitts now ... practical experience shows that one of these 
four bearing metals will satisfy in almost all cases... and your customers know 
it from national advertising! 


Sedeuidicl Mili Diviwon \ fe 


AMERICAN SMELTING AND REFINING COMPANY « 120 BROADWAY, NEW YORK 5, N. Y. 
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Industrial Distributors the country over 
are discovering that more and more customers are specifying 
standard brands—standard items. It's the trend of the times! 
And it's why it will pay you to stock and service—to specialize in 
—standard merchandise. In the field of cutting tools, the one outstanding 
standard line is the Atkins “Silver Steel” line, famous for quality and 
performance around the world! You'll find it costs less to do more 
business by standardizing on “Silver Steel,” the standard line! 


only ATKINS makes 
Cfonr 
Col products * 
USA 59500, 
ie 


"ATKINS © AS, COMPANY 
Home Office and 
202 5. Milinots St., <n pans Indiana 


Branch Offices 
Atlanta «+ Chicago « 
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Everyday’s a holiday from grind- 
ing problems since he put Simonds 
Abrasive Company wheels to work. 
More production . . . fewer wheel 
dressings . . . and DO’s out ahead 
of schedule. Why? Because all 
Simonds wheels are accurately 
specified . . . rigidly tested . . . and 
scientifically controlled in manu- 
facture. Complete line includes 
grinding wheels, mounted wheels 
and points, segments and abrasive 
grain... all backed by Simonds’ 
more than 50 years experience as 
a major manufacturer of grinding 
wheels. Write for free Data Book. 


SIMONDS 


| ABRASIVE co. 


ae 


grinding wheels 


(Advertisement) 


Manufacturer’s Promotion 
Program Spurs Grinding 
Wheel Sales For 
Distributors 





SIMONDS ABRASIVE COMPANY 
SUPPLEMENTS AD DRIVE 
WITH VARIETY OF SALES AIDS 





PRACTICAL sales help for distributors’ 
salesmen, plus up-to-date product in- 
formation for distributors’ customers. 
This is the twin aim of Simonds 
Abrasive Company’s current promo- 
tional campaign designed to help dis- 
tributors derive maximum = selling 
advantages of the company’s complete 
line of grinding wheels and abrasive 
products. 


One important function of the pro- 
motional program is that of keeping 
distributors abreast of the company’s 
accelerated advertising drive cur- 
rently carrying 9 million advertise- 
ments in an increased range of trade 
publications. Informative material is 
sent regularly to distributor salesmen 
incorporating reprints of these adver- 
tisements together with data and 
specifications on wheels for specific 
customer needs. This is followed up by 
a direct mail campaign to the sales- 
man’s customers. Designed to do a 
pre-selling job for the salesman, this 
campaign is made up of a series of 
attractive folders and bulletins con- 
taining technical information on 
Simonds wheels for centerless grind- 
ing, surfacing, cutting-off, snagging 
and other operations essential to in- 
dustrial grinding. 


Potential areas of additional busi- 
ness are also suggested to distributors 
by means of the company’s highly 
popular Market Application Chart. 
Planned primarily to help the dis- 
tributor make his wheel stock conform 
to actual or anticipated customers’ 
needs, the chart lists various types of 
wheels used in different industries 
and includes specifications for quick, 
accurate ordering. 


The advertisement shown here is 
typical of Simonds Abrasive Com- 


SIMONDS ABRASIVE CO., PHILADELPHIA 37, PA. BRANCH WAREHOUSES: CHICAGO, DETROIT, BOSTON pany’s current advertising campaign 
DISTRIBUTORS IN PRINCIPAL CITIES f- ae 
carrying 9 million sales messages to 

sers of grinding wheels and abrasive 
Division of Simonds Saw and Steel Co., Fitchburg, Mass. Other Simonds Companies: Simonds Steel Mills, Lock- user o — lin heel -_ 1 POTESIVE 
vort, N. Y., Simonds Canada Saw Co., Ltd., Montreal, Que. and Simonds Canada Abrasive Co., Ltd., Arvida, Que. produc ts. 
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‘ What are You Doing about 


D. 0. RATINGS? 


Unless you do something soon you’re heading for trouble. 

Already, most manufacturers of steel products find inventories 
low and shipments of non-rated steel from mills undependable and 
inadequate. 

And now comes the D.O. 97 rating to help you and your 
customers. It assures deliveries of maintenance, repair, and oper- 
ating supplies to all types of industries for high production of pre- 
paredness essentials. 

That’s why D.O. ratings are important to you. Trouble? Yes! 
More paper work? Yes! But your shelves may soon be empty and 
unrefillable unless you request ratings from your customers 
and pass them along to your suppliers of most steel products. 

Don’t be lulled to sleep by reports of “‘plenty for all.”” There isn’t 
enough steel to meet the demand .. . and there’s no improvement 
in sight. 

Do your part! Keep your customers’ plants going by keeping 
your stocks up. You can do this only by using D.O. ratings 
properly! 





CHECK THESE LAUGHLIN ADVANTAGES 


e The broadest line of its kind, including as standard e The new, 44-page Laughlin Catalog-Data Book 
many items ordinarily made up as specials. No. 150, a valuable source of information and a real 


sales-booster. 
e Exclusive sales leaders such as “Fist-Grip” Wire 
Rope Safety Clips, Clevis Grab and Slip Hooks, Safety e A fair distributor policy and substantial profit margin. 
Hooks, and genuine “Missing Links.” 
A Laughlin representative will be glad to give you the 
* Consistent national advertising to keep the Laughlin whole story. Just contact THE THOMAS LAUGHLIN 
name before your customers. COMPANY, 127 FoRE STREET, PORTLAND 6, MAINE. 














Laughlin Protects the Distributor 


AUGHLIN & 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 
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/Z Tools and SKIL assistance 


increased our sales ALQ)% 


says MR. J. M. MEYER, Manager, 
KENDALL HARDWARE AND MILL SUPPLY, INC. 
Kalamazoo, Michigan 


SKIL tools have been sold exclusively by Kendall 
Hardware and Mill Supply for five years. New customers 
have been added steadily. Additional business has been 
opened in every field through recommended applications. 
Mr. Meyer says: ‘‘We credit much of this success to 
SKILSAW for their sales assistance. SKIL keeps us 
informed on tool developments and new applications. 
SKIL advertising gives this sales-making information 

to our customers. The factory representatives work 
with us whenever we need their help.” 








Quality boosts SKIL sales 
both over the counter 
and out in the territory 


“SKIL tools are top quality merchandise 

. and quality merchandise always pays 
off,” says Mr. Meyer. Customer accept- 
ance of SKIL tools is the highest of any 
portable tools... as proved by increased 
over-the-counter sales. Performance sells 
SKIL tools and keeps them sold, opening 
up more business all the time. 


For complete information about top- 
quality SKIL tools and SKIL sales support, — , 
call your conveniently located SKILSAW . j i P : 
Factory Branch Office. 














Kendall Sales Manager, 
J. J. MacDonell proves value of SKIL 
assistance in this typical 


SUCCESS STORY 
BEHIND A SKIL SALE 


‘*We can always count on our local SKILSAW rep- 
resentative to help us. He’s ready with advice on 
technical problems and applications,” says Mr. 
MacDonell. The use of SKIL Drills at the Checker 
Cab Manufacturing Corporation shows how the 
representative works with the distributor to make 
profitable sales. 

Through this cooperation, all drilling applications 
at Checker were studied, recommendations were 
made and SKIL Drills were put on trial. From 
there on, SKIL quality and SKIL performance took 
over. Now SKIL Drills . . . almost 200 of them... 
are used exclusively by this manufacturer of cabs 
and buses. ‘“This sincere desire by SKILSAW to 
assist us in every way makes this a pleasant and 
profitable relationship,”’ says Mr. MacDonell. 


Mr. MacDonell, at right, with the 
local SKIL Man, Warren Frenell 


says CHECKER CAB 
MANUFACTURING CORPORATION, Kalamazoo, Michigan 


“SKIL Drills prove their dependability and long service 
life every day in every step of our production line.” 
These SKIL Drills are on the job, drilling with accuracy 
and speed, giving continued trouble-free performance. 
In every application, SKIL Drills prove they are easier 
to handle, convenient to use in any position. 


“give us the 


, longest service” 


* 
2 


A 


Py 
ine” 
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in big Checker Cab plant 





SKIL Drills speed bus producti 








SKIL Drill— Model 47 


Checker Cab Manufacturing Corpora- 
tion uses almost 200 of these drills. 
Model 47 is a compact, heavy duty 4” 
drill, Capacity in steel: 0” to %”; in 


hardwood: 0” to 2”. No-load speed: 
1800 r.p.m. standard. Overall length: 
7%". Weight: 3% Ibs. This is one of 25 
SKIL Drill models. There's o drill for 
every requirement. 


SKIL Belt Sander 


ji >> 


“Easy as pointing a finger.” 
At Checker Cab Manufacturing 
Corporation large panels of 
sheet steel are easily drilled for 
the anchor rivets. 


SKIL Bench Grinder 


PORTABLE 


SKIL 


“Full of power.” Packed with 
power for neat, accurate drill- 
ing. Easily handled, even in 
awkward positions like the in- 
stallation of the interior trim in 
this Checker Cab operation. 


TOOLS 


“Convenient handling in any 
position.” This light weight 
drill doesn't tire the operator. 
Here SKIL Drill Model 47 is used 
to install the overhead trim in 
the interior of the bus. 


SKIL PRODUCTS 
are made only by SKILSAW, Inc. 
5033 Elston Ave., Chicage 30, til. 


Skilsaw factory branches in principal cities 
1n Canada: Skiltools, Ltd., 
3601 Dundas Street West, Toronto, 





ARMSTRONG 
AF 





ARMSTRONG TOOL HOLDERS 


ARE AN INDUSTRIAL DISTRIBUTOR’S 
SUCCESS STORY 


Few, if any, industrial products have ever at- 
tained the wide distribution of ARMSTRONG 
TOOL HOLDERS which are used by over 96% 
of the Machine Shops and Tool Rooms; are the 
standard tools the world over, wherever metal is 
machined. This tremendous selling accomplish- 
ment is a tribute to the capabilities of the na- 
tion’s Industrial Distributors and their salesmen, 
for ARMSTRONG TOOL HOLDERS have always 
been sold through Industrial Distributors. 


ARMSTRONG TOOL HOLDERS and TOOLS 
provide a continuous source of sales and profits 
to those distributors who qo after this ever-pres- 
ent business—who capitalize on this universal 
preference of ARMSTRONG Quality and cata- 
log, stock and sell ARMSTRONG Lines “Across- 
the-Board.” 








ARMSTRONG BROS. TOOL CO. 


“THE TOOL HOLDER PEOPLE” 
5205 W. ARMSTRONG AVE. CHICAGO 30, ILL. 
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FIRST THEN * > 


J \ 1932... Chisholm Moore introduced the first major advancement 

2 in the industry toward reducing excess weight and improving operating 
; efficiency of chain hoists through the use of lighter and stronger 

o alloys of aluminum and steel. 


1943...» Further pioneering in the use of lighter 
and stronger metals brings CM even closer to the startling 
announcement which came in.+. 





1946...The CM Model M CYCLONE— 
America’s lightest weight heavy duty, high / 


speed chain hoist is the first to 9° into 
quantity production. 


1951...CM Model M CYCLONE is still America’s 
first and lightest weight heavy duty, high speed 
chain hoist. 







1951...CM Model M CYCLONE—the first chain 
hoist of its kind making its advantages available 


rC 
WEIGHS A to all trove a complete range of capacities 
from Y%4 to 10 ton. 


39 lbs. ‘ 1951...CM 


Mak 
1 TON 


Model M CYCLONE — first in demand. 


CHISHOLM-MOORE HOIST CORPORATION 


(Affiliated with Columbus McKinnon Chain rporation ) 
Chain Co ‘po 


SALES OFFICES: N 
: New York, Chicago and Cleveland ¢ Distribut 
utors Everywhere 
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How to be sure 
of getting First Grade Rope 








Rw SFP i CC ¥.. ROO 





] “AMERICAN BRAND’’ 
PURE MANILA ROPE has a 
paper tape that’s marked 
‘American Manufacturing 
Company”, in one strand. 
(in all sizes Y2" and larger) 














2 “AMERICAN BRAND” 
PURE MANILA ROPE has red 
and green surface markers. 
. (In all sizes %" and larger) 

















3 “AMERICAN BRAND” 
PURE MANILA ROPE has this 
tag attached fo the starting 
end of the coil. (in all sizes) 











HANDY COILS 
100-foot coils of 4"—*As" 
%"—and %" “AMERICAN 
BRAND" Pure Manila Rope pack- ~ 
aged in 15-Ib. cartons to sell from 
the counter. =... 
— 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. 
Branch Factory: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. Sales Offices: Boston + Chicago + Houston * New Orleans + Philadelphia + San Francisco 
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Talk of the Trade 


Convention Sidelights 


TRAIN TROUBLE: Among the conventioneers who 
took the Cook’s tours, we couldn’t find a single one who 
had anything but praise for the way details were han- 
dled . . . Howard Swartz (Cleveland Cap Screw) did 
run into some train trouble, though . . . He missed his 
train in Chicago, took a plane to Omaha and then sat 
for three hours waiting for the train . . . George Weaks 
(Weaks Supply, Monroe, La.) had a similar experience 
but he corrected his by grabbing a taxicab . . . George 
took plenty of ribbing about the incident but the payoff 
won't really come until he reaches home . . . It was the 
second time in recent months that George has missed a 
train . . . “Who says,” George wants to know, “that 
lightning doesn’t strike in the same place twice?” 


ON TIME: It’s a cinch that Jim Ruddell (Central Rub- 
ber & Supply, Indianapolis) will have no reason to miss 
a train . . . Jim, and the retiring presidents of other two 
associations, Joe Pitts (Brown-Roberts Hardware & Sup 
ply, Alexandria, La.) and Franz Stone (Columbus Mc 
Kinnon Chain) each received a watch from Bob Hamil- 
ton (Dunmore Co.) and in addition Jim received one 
from the National Association. 





HAPPY BIRTHDAY: While enroute to the conven 
tion, Mrs. H. F. Seymour (Columbian Vise) observed a 
birthday anniversary . . . It didn’t go unnoticed, thanks 
to Don Brisbin (Columbus McKinnon Chain) . . . Don 
talked to the steward and, for the first time on that rail 
road, a cake was baked . It took some ingenuity, 
too .. . Not having any decorative equipment, the chef 
spelled out “Happy Birthday” with fruit. 


SUMMARY: The convention was a huge success . . . 
The association officers and the three secretaries, Harry 
Rinehart, Ted Pugh and Bud Hanson, certainly deserve 
a rousing vote of thanks. 


LUCKY: There was plenty of sightseeing to do and the 
conventioneers had ideal weather . . . Enough of the 
famous San Francisco fog rolled in to know that it really 
existed but it didn’t spoil any plans . . . As a matter of 


fact, Parker-Kalon took a group of distributors on a moon- 
light boat trip and it was that—a moonlight trip. 


pA YA ME / 
<€é HARM EM TION” 
YY 2 


RE-VISIT: For Mr. and Mrs. H. C. Stuckeman (Delta) 
attending the convention brought back memories . . . 
I'hey went to America’s “air-conditioned city” on their 
honeymoon ten or eleven years ago . . . They almost 
missed the convention, though . . . They're moving from 
Milwaukee to Pittsburgh and the moving men arrived 
in Milwaukee late and the Stuckemans arrived in S. F. 
late. 


PLANE TROUBLE: I. D.’s editors, along with Walter 
Haskins (L. S. Starrett), Lloyd Smith (Heller Brothers), 
Jim Rayburn (Lamson & Sessions), a Winter Brothers 
group headed by W. R. Crook, and several other return- 
ing conventioneers got their fill of plane riding . . . Just 
as the plane was ready to take off, the pilot noted that the 
generators were not operating . . . Two hours later we 
left in another plane . . . While we stood around S. F.’s 
airport, Sy Kahn (Parker-Kalon) rushed up to take a 
plane to Reno . . . He was in such a rush that he 
didn’t check the flight number on the plane and tried 
to board our disabled plane . . . He finally made the 
right plane—but only after a 100-yard sprint. 


W. B. 
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Again, with this message reaching 250,230 
of the key men in industry, Jenkins uses 
powerful publicity to emphasize the vital 
role of the Industrial Distributor in today’s 
procurement picture. Again, Jenkins cham- 
pions the Distrfbutor, adds another page 
to its long record of solid support. In pre- 


vious national emergencies, and whenever 
industry needed reminding of the Distri- 
butor’s function, Jenkins advertising has 
served this purpose. 

And Jenkins further assists the Distributor 
to prove his growing industrial importance. 
Jenkins is... 


Boosting Distributor Sales-Power 








The Industrial Distributor’s first need, to- 


e 


day, for “salespower” is quality products, 
in tremendous volume. 

Jenkins, cooperating to meet mounting de- 
mands, has speeded its program of plant 
expansion and modernization, has increased 
productive capacity, and extended ware- 
house facilities. 

With experience gained in many emergen- 
cies like the present, Jenkins knows well the 
Distributor’s other needs to boost “sales- 


power’’—relays fresh, intial market in- 
formation through its wide-ranging staff of 
fifty Field Representatives, and provides 
service literature effectively keyed to cus- 
tomers’ current needs. 

Add up all this evidence of Jenkins ever- 
active cooperation, and you'll see why, in 
runaway market or recession, it pays, and 
pays well, to sell Jenkins Valves. 

Jenkins Bros., 100 Park Ave., New York 17. 
Jenkins Bros., Ltd., Montreal. 


JENKINS 


LOOK FOR THE DIAMOND MARK 


VALVES 











5-POINT SALES POLICY 


% A LINE of rubber items sufficiently complete 
to permit effectively supplying the requirements of 
the trade solicited. 

w A QUALITY of product uniformly good and 
capable of delivering service results thet should rea- 
sonably be expected. 

® A PRICE basis inducing and making possible ag- 
gressive competition with reasonable profit return 
% FREEDOM From competition from his source 
of supply, either direct or indirect, among the trade 
covered by his day to dey solicitations 

W SELLING helps of reasonable amounts so that 
his seles force may be given the advantage of spe- 
cislized training and a knowledge of the product sold 





tension, slip- 
wear on pulley 
head pulley. 


help you sell ELEVATOR BELTING 


Customers and prospects for Industrial Rubber 
Products are being constantly informed that Republic 
Distributors know the business better than anyone else! 


And, via Republic Tips, they get helpful samples of the valuable 


advice that’s available through Republic Distributors. 
Whether it’s Elevator Belting, Conveyor Belting, Hose or 
any other Industrial Rubber Product... Republic Distributors 
have the selling edge resulting from product excellence 
and the complete backing of their manufacturer. 
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Industrial Distribution 





Is Your Inventory ‘Too High? 


URING the past several weeks, I’ve talked to a 

substantial number of distributors and in nearly 
every instance concern was expressed at what was felt 
to be a “high”’ level of inventory. It is probably true 
that in some firms aggregate inventory may be too 
high. It is certainly true that for many concerns in- 
ventories are unbalanced. But from an overall posi- 
tion (and that’s the way I have to look at it), I can 
see no cause for worry. First, let’s look at the current 
inventory picture itself. Then let’s look at the ele- 
ments of strength in the business outlook which will 
determine future demands on distributors’ inven- 
tories. 

When the statement is made that inventories are 
too high, we should ask the question, “too high in 
relation to what?” They may appear high in abso- 
lute dollar amounts relative to some previous dollar 
figures—they may be $300,000 now compared to 
$200,000 last year. That is a substantial dollar in- 
crease and it may put a squeeze on working capital 
Indeed the shortage of working capital may be the 
sole basis for the feeling that inventories are too high. 
But are they too high relative to the job to be done? 


Relation to Sales Normal 


On the other hand, inventories may be high rela- 
tive to the current or prospective rate of sales. Let’s 
look at the facts. Sales for the first four months of 
1951 were 68 percent above those for the first four 
months of 1950 (see p. 114). Inventories of indus- 
trial distributors as of the first of May 1951 were 
29 percent above those a year earlier (inventory fig- 
ures are from the U. S. Department of Commerce). 
While there may be wide differences among individ- 
ual firms, these overall figures—sales up 68 percent, 
inventories up 29 percent—would certainly not indi- 
cate any excessive inventory accumulations. Exces- 
sive, that is, in terms of the “service of supply” dis- 
tributors are currently being called upon to perform. 

When we talk of inventories we are talking of one 
of the prime functions of distributors in war or peace. 
Immediate local availability of a long list of supply 
and equipment items is the major asset distributors 
have to “sell” to their customers. Under current 
conditions distributors have the positive responsi- 
bility for absorbing factory lead times in their pur- 
chases for stock. In this way they can help their cus- 
tomers speed up delivery time. There are hazards in 


this process but the risks must be assumed if defense 
plants are to have the goods when they need them. 

So much for the current picture. But what of the 
outlook? Inventories are not out of line with current 
sales, but will sales hold up? The answer to this ques- 
tion lies in the general business outlook. As I see 
it, the general level of business will remain high 
throughout the balance of 1951. To be sure, there 
will be cross currents and some regional dislocations 
but production will continue to boom. There are 
two noteworthy forces that will maintain a constant 
upward and mounting pressure throughout the year 
and into 1952. 


Elements of Strength 


In the first place, we are in the midst of a private 
capital expansion boom that is almost unparalleled in 
history. Indeed, the whole defense program to date is 
designed to create capacity and only secondarily to 
produce munitions. In the manufacturing segment 
alone, industry’s plans call for expenditures on re- 
placements and new facilities of $13.3 billion in 
1951 as contrasted with $8 billion in 1950, a gain of 
66 percent. This is a powerful sustaining force not 
only in all capital goods supplying industries but in 
expendable income as well. 

In the second place, the impact of mounting mili- 
tary expenditures has hardly been felt. To be sure 
we have had the psychological lift as Federal appro- 
priations and military contract figures became known, 
but the major impact at the production line is still 
ahead. Military expenditures are currently running at 
an annual rate of about $30 billion. Mr. Wilson 
estimates that by the end of 1951 the annual rate will 
be stepped up to $48 or $50 billion. Another power- 
ful sustaining force. 

Together the private capital expansion boom and 
the mounting level of military expenditure should 
certainly give the economy strength to absorb the ad- 
justments which come along without undergoing any 
serious decline overall. And in this hard goods boom, 
industrial distribution should chalk up record break- 
ing sales. 


> ON a 
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CONFERENCE BOOTHS were a feature of the Triple Convention in San Francisco. 


Defense Effort Stressed at Convention 


Attendance surpasses expectations as 1,800 converge on San Francisco; industry 


and government leaders speak; distributor associations officially change names 


By PLANE, TRAIN AND 
hundreds of industrial distributors and 
manufacturers converged upon San 
Francisco last month for their annual 
Triple Industrial Supply Convention 
a Defense Conference. Last minute 
registrations sent the total attendance 
figure well beyond expectations; 1,800 
attended, including about 400 wives. 
Ways to operate in a defense 
teen 
LOOKING AHEAD to a productive 
year of teamwork among the three as- 
sociations are the newly-elected presi- 
dents. They are Walker Welford, J. E. 
Dilworth Co., Memphis, president of 
the Southern Industrial Distributors’ 
Association; Ralph Johnson, Norton 
Co., president of the American Supply 
& Machinery Manufacturers’ Associa- 
tion, and William Haseltine, J. E. 
Haseltine Co., Portland, Ore., president 
of the National Industrial Distributors’ 
Association. In the background are San 
Francisco buildings, the Bay and the 
Oakland Bridge. 


AUTOMOBILE, 


economy” was the overall theme of 
the first triple session held on_ the 
West Coast. Speaker after speaker 
urged both the distributors and manu 
facturers to send “good men” to 
Washington to help draft and admin- 
istrate the rules and regulations under 
which business will be called upon to 
operate 

Conference booths again were an 
outstanding feature of the three-day 
meeting. ‘This year, however, a new 
system of operating the booths was 
employed; instead of the booths being 
open on afternoons they 
were opened for the entire second day 
of the conference. 

San Francisco’s Civic Auditorium 
was used for the conference booth pro- 
gram while business meetings were 
held in the St. Francis, Sir Francis 
Drake and Fairmont Hotels. Business 
meetings were not as numerous this 
year as in former years; on Monday 
morning, June 11, the National In- 
dustrial Distributors’ Association and 


successive 
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the Southern Industrial Distributors’ 
\ssociation held a joint meeting at 
which committee reports and talks by 
J. Y. Scott (Morse Twist Drill & Ma- 
chine Co.) and Ashley DeWitt, 
Briggs-Weaver Machinery Co., Dallas, 
were featured. 

While the joint meeting was in 
progress, members of the American 
Supply & Machinery Manufacturers’ 
\ssociation were holding their annual 
business meeting. During the after- 
noon, the distributor organizations 
held separate meetings and on Wed- 
nesday, June 13, the three associations 
joined forces for the lone triple meet- 
ing of the session. 

While officially the conference was 
held under the old names of the dis- 
tributor associations, it was announced 
that as of July 1 the new names were to 
be effective. The change was made, 
it was announced, both to simplify the 
names and make them more indicative 
of the function performed by dis- 
tributors. : 
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“If you sell to a prime or subcontractor 
you become a subcontractor and sub- 
ject to renegotiation”—Ashley DeWitt. 


“We think rollbacks should not be re- 
troactive to customers; it complicates 
paperwork”—J. D. Nicholson. 


Manufacturer Urges Planning 


Scott tells joint distributor meeting off-the-cuff manage- 


ment must go, suggests seeking new ideas. 


\S THE PRINCIPAL SPEAKER at the 
joint meeting of the National and 
Southern Associations, J. Y. Scott 
topped his analysis of distributor op 
erations with the announcement that 
his firm, Morse Twist Drill & 
Machine Co., plans to adopt all 
recommendations of the distributors’ 
Joint Industry Committee. 

he joint meeting, held on Monday 
morning, June 11, in the Sir Francis 
Drake Hotel, drew an_ overflow 
audience. Ashley DeWitt, of Briggs- 
Weaver Machinery Co., Dallas, also 
spoke at the meeting. His topic was 
“Renegotiation—How It Will Affect 
Distributors—Essential Records That 
Must Be Kept’. 

Committee reports were submitted 
by J. D. Nicholson, The Mine & 
Smelter Supply Co., Denver, as chair- 
man of the Joint Industry Committee; 
Percy Ridings, Syracuse Supply Co., 
Syracuse, for the Industrial Distrib- 
utors’ Service Committee, and by 
Lloyd B. Mize, Industrial Supply 
Corp., Richmond, Va., for the NPA 
Industrial Advisory Committee. 

J. W.. Pitts, president of the 
Southern, and J. H. Ruddell, presi- 
dent of the National, served as co- 
chairmen of the session. 

Mr. Scott pointed out that he, like 
all other manufacturers, liked to see 
distributors make money. When dis- 
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tributors are doing this, he continued, 
the manufacturers also are making 
money. ‘The important question, he 
said, is every distributor running his 
business as profitably as he can? 

Three avenues to explore in seeking 
to improve business operations, both 
distributor and manufacturer, were 
cited by Mr. Scott. The first he 
identified “tradition”, and then 
asked his audience these questions: 

“Is management always receptive to 
new ideas?” 

“Is management complacent and 
say ‘why change’?” 

Business needs aggresive leadership, 
Mr. Scott said. Too frequently men 
have grown up in a business and failed 
to learn what the distributors are 
doing. 

“Seek new ideas for your business,” 
Mr. Scott urged. “Ask manufacturers 
for ideas. Be determined to go ahead.” 

The second avenue which Mr. Scott 
singled out for improvement was 
“planning”. There is too much hand- 
to-mouth planning, he said; long range 
planning is needed. Management fre- 
quently is too close to the business to 
really understand or analyze its prob- 
lems. He amplified this point by ex- 
plaining that his firm engaged a con- 
sulting firm a few years ago and thus 
came up with concrete suggestions for 
improvement. Five years after the 


as 











MEETING BOUND are these distributors from Chicago, A LOBBY CHAT after the joint distributor meeting is 
Philadelphia and Indianapolis: Wendell Clark, Alan Pyle, enjoyed by Leon Watkins, Inc., Wichita, and Larry Seggel, 
Frank Cruger, S. 'N. Clark, Jr., and Wendell Clark, Jr Dodge Newark Supply, Newark 


consultant submitted its recommenda- 
tions, Mr. Scott’s company rehired the 
firm to ascertain how close manage 
ment had come to following the plan 
outlined. 

“Ask yourself,” Mr. Scott suggested, 
“what kind of a business do I want 
this to be five years from now? It’s 
true that neither you nor anyone else 
can know exactly what’s going to 
happen in those five years but, in spite 
of uncertainties, you can have a plan.” 


Management Tools 


For his third point, Mr. Scott urged 
development of ‘management tools” 
and the abandonment of “off-the-cuff 
management’. As a beginning he sug- 
gested distributors have adequate con- 
trol records; a sales budget, an operat- 
ing budget, inventory control, sales 
analysis 

But, he cautioned, remember 
records are worthless if they are not 
used—there’s no substitute for-manage- 
ment. 

Mr. Scott concluded his talk with 
his report on how his firm plans to co- 
operate with distributors. (A tran 
script of Mr. Scott’s address starts on 
page 226). 

Mr. DeWitt, in his talk on renego- 
tiation, compared the old and new 
renegotiation laws. He pointed out 
that, to be subject to renegotiation, a 
distributor must have dealings with a 
defense contract. However, he said, 
if you sell to a prime or a subcon- 
tractor, you become a subcontractor 
and subject to renegotiation provided 
your volume reaches a_ prescribed 
amount. Even then, Mr. DeWitt 
said, only that part of your business 
that involved government funds is 
renegotiable. 


Conventioneers Visit L. A. Distributors 


VISITING “FIREMEN” dropped into Union Hardware’s new Los Angeles plant 
enroute to the convention. E. H. McLaughlin, president, and Elton Hey; sales 
manager, welcome J. C. Duke and John Elksner (both of Minnesota Mining). 


DUCOMMUN METALS & SUPPLY also entertained visitors. A. W. Lohn, 
vice president for finance, looks on while C. E. Ducommun, president, explains 
inventory system to Gordon Vaughan, W. M. Pattison Supply Co.; R. C. Duncan, 
Duncan Co.; and, in the rear J. H. Ruddell, Central Rubber & Supply Co. 


FOR THE COMPLETE TEXT OF J. Y. SCOTT’S ADDRESS TURN TO PAGE 226 





CLANG-CLANG and the cable car heads up Pine Street Cruger, Indiana Manufacturers Supply Co., Indianapolis, 
rom the St. Francis Hotel to the ‘Top of the Mark. Frank holds on as Harold Torell. Syracuse Supply Go., sits 


Conventioneers Use Cable Cars 
After Arriving in Planes & Trains 


UP IN THE AIR but enjoying it thanks to Margaret, air GROUND LEVEL SIGHTS were enjoyed from comfortable 
stewardess, are James Rayburn (Lamson & Sessions) and seats in the observation decks of a speeding train by Mr. and 
Walter Haskins (L. S. Starrett Co Mrs. Albright Bray (Armstrong-Bray & Co 
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BRIDGE on the train o 
Mrs. Harold Torell, Mrs 


S 


cupied Ken Beardslee (Carboloy), DC-6 LOUNGE, 17,000 ft. up, was meeting place for 
Beardslee and Mr. Torrell, Syra Lloyd C. Smith (Heller Brothers Co.) and John F. Dolan 
y Co., Syracuse, N i Lamson & Sessions Co.) 


AT EASE aboard the train from the South are Mr. and Mrs 
!. H. Humphreys, C. W.. Farmer Co., Macon, Ga 


, after a 
lav of sight-seeing 


SOCIAL VISIT brings together Mrs. George A. Fernley; 
F. Marsena Butts, Butts & Ordway, Cambridge, Mass., and 


Mr. Fernlev, National advisory secretary 


CANASTA held Mr. and Mrs 


Stanton Gunnett, Strong, 
( & Hammond, Cleveland, and Mr. and Mrs. R. M 


FLORIDIANS also enjoved the transcontinental trip 
stwick-Braun Co., ‘Toledo, Ohio 


ie Mr. and Mrs. H. G. Wil 


They 
iams, Mills Supplies, 
Orlando, Fla 


: 
‘ 
: 
; 
: 
: 
$ 
j 
% 
! 


REFRESHMENTS aboard the train intrigued Bruce Boggs TIME FOR READING (Inpusrriat 
Mac-It Parts Co.) and C. Free Ottemiller, William H course) was found by Mr. and Mrs. C. I 
Ottemiller Co., York, Pa 


Supply Co., Harlan, Ky 


DistrisuTion, of 
Smith, McComb 


, enroute to the convention 
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C. L. WHEELER told of the . H. RUDDELL reported 
five functions distributors must t istributor is not the ‘‘For- 


perform to exist rotten man n Washington 


R. C. DUNCAN told of the H. R. RINEHART reviewed 
Research and Planning Com the National Association’s a 
mittee’s work for the year 


tivities for the vear 


NATIONAL ASSOCIATION MEMBERS HEAR TALK ON 


“Distribution is Our Business” 


Salt Lake City distributor gives principal address; committees submit 


reports; manufacturers who advertise distributors’ operations praised 


COMMITTEE reports and an address by Charles | 
Wheeler, president of the Salt Lake Hardware Co., Salt 
Lake City, featured the National <Association’s 46th 
imnual meeting which was held in the Sir Francis Drake 
Hotel, Monday, June 1] 

Speaking on “Distribution is Our Business”, Mr 
Wheeler declared that the distnbutor can justify his 
existence by performing five functions 
1. Handle nationally advertised products 

Render service to both manufacturers and con- 

sumers. 

Get happiness and satisfaction from business 

well as profit. 

Demonstrate Americanism 

Assume full citizenship responsibility. 

Wheeler told of his company’s operation 

rating seven points which he said he considers im 


by 


for a successful business 

We have 1 posit 

Our emplovee policy 1 rly defined in 
writing.” 

Our credit policy is tough but good.” 
We help dealers to moderniz« 
We provide real ser 

ment.” 

We have a simple but « ti tor 


svstem 
Qur corporate structure 


| call’ depart 


, } 
control 


s unique—all stock is 


owned by employees 

Mr. Wheeler decried hvsterical talk of shortages. He 
iid that he is convinced there will be plenty of steel for 
ivilian consumption. During World War II, he said, we 
had a steel capacity of 86 million tons and produced 
more than the nation had ever produced before. Now, 
he continued, we have a 104 million tons of capacity and 
ynlv a partial War program 

We're living in t1 some times,” Mr. Wheeler 


clared. “Our need for leadership with integrity 


It is a fortunate thing for us that we don’t get as 
much government as we pay for.” 

Mr. Wheeler said that the way to change the business 
climate of today is to have honesty in both government 
ind business. 


Research Committee 


R. C. Duncan, chairman of the Research and Planning 
Committee, reported on the unit’s activities for the year. 
He told of the study on policy questions and the resultant 
report to members and of the survey that results in the 
publication of a booklet entitled ““S2.82 is the Answer’. 
[he $2.82 is the average cost per invoice line of handling 
an order. 

Mr. Duncan also traced the history of the industry in 
its efforts to publicize itself. He said that in his opinion 
the old Joint Merchandising Committee was not a suc 
cess because of the lack of a designation for the industry. 
That has changed in recent years, Mr. Duncan said, and 
now the industry is pretty generally known as the indus- 
trial supplies industry. The move in this direction: gained 
impetus, Mr. Duncan said, when Mill Supplies magazine 
changed its name to INpustriAL DisrripuTion. Now, he 
continued, the trend will become even more pronounced 
with the change of the associations’ names to National 
Industrial Distributors’ Association and Southern Indus- 
trial Distributors’ Association. 

Secretary Reports 

H. R. Rinehart, executive secretary, both reported on 
the association activities for the vear and distributed a 
booklet telling of the accomplishments 

Mr. Rinehart also announced the names of new mem- 
ber companies. They include: Republic Supply Co., of 
Calif., Los Angeles; Industrial Supply Co., Terre Haute, 
Ind.; Onondaga Supply Co., Syracuse; Burns Piping 
Supply, Syracuse; Industrial Engineering Equipment Co., 
Davenport, Iowa; Biggs Pump & Supplv Co., Lafayette, 
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INSPECTING ADS that featured distributor services are 
M Stray, Waterbury, Conn.; Gordon Vaughan, Cleve 
nd, O., and Richard H. Barr, Lancaster, Pa 


Ind.; Mahl Steel & Supply Co., Huntington Park, Calif; 
Binghamton Industrial Supply Co., Binghamton, N. Y.; 
Allen Supply Co., Cedar Rapids; C. A. Crosta, Inc., 
Denver; Industrial Supplies, Steubenville, Ohio; Harper 
& Reynolds, Los Angeles; A. B. Daly Co., Coos Bay, Ore. 

Stress was placed by Mr. Rinehart on the continued 
emphasis being placed on distributors’ essentiality. He 
emphasized that during the year INnpusrriaL Distrist 
rion published a section entitled ‘Distribution in ‘Today’s 
Economy” and that reprints were sent out by distributors 
to their customers and to their representatives in Wash 
ington 

In addition te presiding at the mecting, J. H. Ruddell, 
Central Rubber & Supply Co., Indianapolis, submitted 
his report as retiring president. He pointed out that the 
industrial supplv industry is not being forgotten in Wash 
ngton and told of the setting up of a NPA advisory 


ymimutte¢ 


~ 


IN APPRECIATION of the work done by J. H. Ruddell 
as president, Marsena Butts presents him with a watch, an 


SSO tio1 S t 
i Mwnon pt cn 


Mr. Ruddell was lavish in his praise of the cooperation 
given by the American and Southern Associations. 

He also pointed out that during the year several new 
members were accepted, bring the total National Associa- 
tion membership up to 473. 


Resolutions Adopted 


A series of resolutions was presented by Gordon 
Vaughan, W. M. Pattison Supply, Cleveland, and all were 
adopted unanimously. The resolutions called for messages 
of sympathy to be sent to the families of deceased mem- 
bers and for a rising vote of thanks to the retiring presi- 
dent for his untiring efforts during the vear. 

The results of the association’s election, which was 
conducted by mail, were announced by Marsena Butts, 
Butts & Ordway, Cambridge, Mass. Mr. Butts also 
presented a watch to Mr. Ruddell as a token of apprecia 
tion of the work done by Mr. Ruddell as president. 





Haseltine Elected President 


Winriam A. Hasettine, president of son, Mine & Smelter 


J. E. Haseltine Co., 

new president of the National In 

| Distributors’ Association. The 

is announced at the Na 

business meeting, and Mr. 

seltine is pictured at the right ac 
epting the position. 

Pictured below (left) are the three 


J. D. Nichol 


presidents 


Supply, Denver; 


Portland, Ore., is Gordon Vaughan, Pattison Supply, 
Cleveland, and Harold Torell, Syracuse 
Supply, Syracuse. 

Shown below (right) are the three 
regional representatives: Miles Stray, 
lempleton Co., Waterbury, Conn.; 
Frank Cruger, Indiana Mfgs. Supply, 
Indianapolis, and John Frey, Frey In 
dustrial Supply, Los Angeles. 
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GOODYEAR TIRE & RUBBER—Mrs. Wallace Robert: RAYBESTOS-MANHATTAN-HIL. S. Stott (host); Mr. and 
t); Mrs. Joseph Lind, Oregon Supply Co., Eugene, Ore., Mrs. Irving Atwater, Nott-Atwater Co., Spokane, Wash., 
Narwitz (host) had t and Mr. and Mrs. L. C. Barklev ‘hosts) get together 





The “Good Time” 
Was Party Time 





In The Evenings 


RUSSELL, BURDSALL & WARD~—' 
Berr 1ost Claud Winkrans, Centra 
Stockton, Cal.; John B Is 


Harding (host) and Jim 











¢ 


I: 


MINNESOTA MINING & MFG.—R. W. Mueller (host), INDEPENDENT PNEUMATIC-—Neil Hurley plays host 
Mrs. Jack Failing, J. T. Potts, Galligher Co., Salt Lake City; to William Haseltine, J. FE. Haseltine & Co., Portland, Ore.; 
Jack Failing, Chas. A. Strelinger Co., Detroit; and J. C Sally Haseltine, and Mr. and Mrs. Gordon Vaughn, W. M. 
Duke (host) had fun Pattison Supply Co., Cleveland 
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SKILSAW 


Gl 


BAY 
Meck 


sener 


‘ had 


C 


~~ 2 


Jack T. Carlsen (host); R. A. McAmis, A. J. NATIONAL TWIST DRILL—Andy Winter welcomes 
o., San Francisco; Paul Watts and Ken McMillam Mrs. John C. Derville, Jr., and Mrs. Derville, Sr., of General 
tories to tell Tool Co., Port | 


4 


© mee. 


STATE TAP & DIE—Mr. and Mrs. G LUNKENHEIMER-Mr. and Mrs. Elmer Duffy, Chandler- 
ieiiale 


& Supplies, Lima, O. (on the outside) ar Bovd, Pittsburgh; Leonard itere, Marshall Newell Supply 
Mr. and Mrs. Louis A. Lincoln. Co., San Fran greet Harry Burdorf 


CLEVELAND TWIST DRILL—Mike Gardner, Hardware HENRY G. THOMPSON & SON-Bill Purtell (Holo- 


Akron, O.; Carl Meister (Atlas Chain); Mrs. Gard Krome); Bill ‘Teare, Sterling Products, Chicago; Jim Good 
ire entertained by P. H. Puckhaber and J. H. Williams); Mrs. ‘Teare, Mrs. Good and Mr. and Mrs. 
Frank Armham, Sterling Products, Moline, assembled 
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NEW OFFICERS and ex 
Southern Asoc 
Joe W. Pitts, 
George C 


ufis 
iation are € 


Alex V. Davies, 


SURVEY RESULTS lesmen’s 
sation are 1 wed by W. I 
ae Sh 


np 


ymnimiutte 
McD. England, Jr 
Walker L. Weilford, Jr., 
Weaks, Ashley DeWitt and Ben S. Barker. 


emen of the 


. Paul J. Stine, for the coming 


with Joe W 


THE STUDY “The 


2!" are presented to th 


RESULTS OF 


Answer 1s $2 


PANEL DISCUSSION on Southern Association activities 
ye 
C. McD. England, Jr., Walker L. Wellford, Jr., L. I 


Pitts as moderator 


Alex V. Davies, 


Nelms, 


ar was conducted by 


MANAGEMENT JOBS under current 
conditions are discussed by Robert G 
Patterson, General Sales Manager, Lam- 
son & Sessions Co 


Southerners Map Plans for 91-92 


Members af the Southern Industrial 
Distributors’ Association voted to 
change the charter of their corporation 
to give effect to the above new name 
is of July 1, 1951 at their 49th annual 
meeting in San Francisco. 

Retiring president Joe W. Pitts, 
Brown-Roberts Hardware & Supply 
Co., Alexandria, La., presided at the 
meeting. He opened the program by 
stressing the close cooperation with the 
other associations and emphasized the 
value of such cooperation 

Ben S. Barker, Pye-Barker Supply 
Co., Atlanta, Ga. read the report of the 
executive committee. He pointed out 
the sound condition of the association 
ind announced the election of two 
new member firms 


Albanv Hardware C 


Albany, Georgia 


ympany 


August F. Huge & Son 
Houston, Texas 


Mr. Barker announced that the mid 
vear meeting of the Southern Associa 
tion would be held in Biloxi, January 
16, 17 and 18, 1952. Attendance at 
the meeting will be by invitation only. 

Ihe report of the treasurer was read 
by E. L. Pugh, secretary-treasurer of 
the association. 

R. C. Duncan, R. C. Duncan Co., 
Minneapolis, Minn., in his role as 
chairman of the Research and Plan- 
ning Committee of the National Asso- 
ciation, presented the results of that 
committee’s study “The Answer is 
$2.82!" to the Southern Association 
members 

Robert G. Patterson (Lamson & 
Sessions Co.) addressed the group on 
the subject “It Is Up To Manage 
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ment.” Mr. Patterson pointed out that 
we have many more problems ahead of 
us. We will continue to be plagued 
increasingly by shortages but, he 
stressed, there are no insurmountable 
problems. He urged the distributor to 
get the facts and then make a reasoned 
judgment. 

Management has heavy responsibili- 
ties in the days ahead, he continued. 
By all means we must have full utiliza- 
tion of labor. The production goals in 
both distribution and manufacturing 
can be met if we take these eight steps: 


1. Define the job in your organiza- 
tion. 
Define the skills required 
Make personnel inventories— 
particularly evaluate your super- 
visorv and executive personnel. 
Promote training 




















5. Inaugurate job rotation. 
6. Understand regulations and con 


trols. 
Act. naturally with your em 
ployees. 

8. Be of service. 

W. F. Hughes, Peerless Supply 


Company, Inc., Shreveport, La., rc 
viewed the results of the Association’s 
Survey of Salesmen’s Compensation. 
He indicated that questionnaires were 
returned by 46 association members. 
Mr. Hughes pointed out that straight 


salary gave better control but that 
some method of commission afforded 
more incentive. He recommended a 


middle-of-the-road _ practic« salary 
plus some form of bonus or commis 
ion to get both control and incentive 

With active participation from the 
audience, four panel members dis 
cussed “How can the Association serve 
members better next year?” Walker L. 
Wellford, Jr., J. E. Dilworth Co., 
Memphis, Tenn., suggested four areas 
for discussion and for the expression of 
opinion: (1) enlargement of practice 
of having more local meetings; 
up or expand the surplus materials 
clearing house service; (3) re-examine 
the possibility of again picking up work 
on the sales training film; (4) make 
available to manufacturers specific 
recommendations on how they can im- 
prove their distributor policies. 


New Officers 


George C. Weaks, Weaks Supply 
Co., Ltd., Monroe, La., as chairman of 
the nominating committee presented a 
slate of officers for the coming year 
which was accepted by acclamation. 


The new officers are: 


President, 
Walker L. Wellford, Jr. 
J. E. Dilworth Co. 
Ist Vice Pres., 
Ben S. Barker 
Pye-Barker Supply Co 
2nd Vice Pres., 
L. F. Perkins 
The Henry Walke Co 
Executive Committee: 
C. McD. England, Jr. 
Logan Hdw. & Supply Co 


Ashley DeWitt 

Briggs-Weaver Machinery Co. 

Paul J. Stine 

Harry P. Leu, Inc. 

Alex V. Davies 

Moore-Handley Hdw. Co. 

Joe W. Pitts 

Brown-Robert Hdw. & Supply 
Co 


(2) set 





George C. Weaks 
Weaks Supply Co., Ltd. 










TEXAS & FLORIDA conditions are 
ompared by L. L. Nelms, Wassendorf, 
Nelms Co., Houston and T. J. Kenny, 
S. B. Hubbard Co., Jacksonville 





















WAITING FOR MEETING are R. A. 


Toole, Toole Supply Co., Augusta, Ga., 
ind Jules C. Kester, Kester Machinery 
Co., Winston-Salem. 


& hy 


GOOD STORY is enjoyed by W. J. 
Riley, Jr., W. J. Riley Supply, Monroe; 


WwW. de. 


Supply, Houston 








Wahl, Farquhar Machinery, 
Jacksonville and J. W. Madden, Rex 
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GOOD FRIEND George C. Weaks, 
Weaks Supply Co. presents Association 
gift to retiring president Joe W. Pitts, 


Brown-Roberts Hdw. & Supply Co 

















BEFORE THE MEETING visit is 
accomplished by H. F. Flanagan and 
C. H. Chambers of Industrial Hardware 
ind Supplies, Baton Rouge, La. 


























SOUTHERN CONDITIONS are dis- 
cussed by Howard M. Schramm, 
Tumer Supply, Mobile, Ala. and 
Charles M. Gallmann, Patrick H. Dil- 
lon, New Orleans, La. 
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PARKER-KALON rter a bay boat and entertain distribu-- Hdwe., Indianapolis; Mr. & Mrs. Wendell H. Clark, Jr., 

ts in a three-hour cruise witl | the trimmings. Among Samuel Harris, Chicago and J. E. Madsen, Madsen & 
nding ar ( rut, Vonnegut Howell, Perth Amboy 





Distributors Visit 


Manufacturers’ Parties 


WALKER-TURNER: C 

Richard Hughes, Almquist 

iam lo . J Carn 
nd L. H. R 





WORTHINGTON: Fred Emerson (Spartan Saw), Miles WINTER BROS.: Noel P. Koontz (host), Fred L. Allen, 
Stray, Charles A. Templeton, Waterbury; W. A. Hall and Pacific Tool and Supply, Oakland and James J. Brennan 
F. J. Whelan (hosts (host 
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WALWORTH: area representatives of the company com- PYRENE: R. D. Black (Black & Decker); Mr. & Mrs. Fred 
pare notes between guests M. H. Luttrell, J. L. Hollister and W. Swanson, J slobe Machinery & Supply, Des Moines; 
B. D. Cruickshank Mrs. Black and George H. Boucher (host 


—- 


i $4 


+S 


+ Vi 
> 


EA 


YALE & TOWNE: F. A. Dewey (host), George L. Stalker, SIMONDS: J. K. Fullerton; Barbara and Mr. & Mrs. H. A 
W. J. Holliday, Indianapolis and T. A. Fletcher (host). liemever, W. H. Kiefaber, Dayton, and C. A. Fee (host). 


CARBOLOY: Mr. & Mrs. Ben Beardslee (extreme left) NORTON: Richard Alcott, Riechman-Crosby, Memphis; 
and some of their guests at the company party at the St Mr. & Mrs. T. J. Kenny, S. B. Hubbard, Jacksonville, and 
Francis Mr. & Mrs. Ralph Johnson (hosts) 
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INFLATION ji \lmon I PRODUCTION will be helped by CMP said Franz ‘T 


Stone, in address as Assistant Administrator in NPA at head 
of Industnal & Agricultura ulpment Bureau 


Roth, president 


speaker at t com 


f San Fr Isc mplover ouncil 





osing day 


Inflation Warnings Mark Triple Meeting 


San Francisco Employers Council head outlines present dangers and 


NPA Assistant Administrator depicts advantages, benefits of CMP 


fue 195] Triple Industrial Supply 
Convention was brought to a close at 
the Fairmont Hotel in San Fran 
some 1,000 members of 
the American, National and Southern 
Associations convened to hear Almon 
E. Roth, president of the San Fran- 
o Employers Council, and Franz 
I’. Stone, Assistant Administrator of 
National Production Authority, 

pe ial addresses 
Roth, long experienced in labor 
said that the employers of 
country face a choice of two evils: 
either government controls with 
inflation, or (2) no controls 
iccelerated inflation. In- 
ruinous but seemingly en- 
1 by many in its early 
representatives who are 
ging Congress to remove all 
ge and price controls find no sym- 
pathizer in Mr. Roth. Our experience 
during World War II and our experi- 
nce to date during the Korean 
“War”, he added, clearly demon- 
strate the need and the value of direct 
wage and price contr ‘ls as a means of 
] down and minimizing infla- 


isco when 


nhons, 
ome 


stages 


slowing 
tion 
Mr. Roth pointed out that the in- 
crease in living costs since the Control 
Act was passed in September, 1950 
was only half as great as it was during 
the 12-month period following the 
end of controls in 1946. 
Experience, Mr. Roth 


continued, 


%6 


clearly shows that without controls 
employers become panicky concern 
ing potential manpower shortages and 
voluntarily wages. Unions, he 
added, are in the business of getting 
wage increases and cannot be expected 
to curb themselves voluntarily. 

In the course of his address, Mr. 
Roth predicted that: 

1. The Control Act will be ex- 
tended with little change and for a 
definite period only not to exceed a 
year. 

2. Indirect controls such as_in- 
creased taxes, credit restrictions and 
scarcer material allocations for civilian 
goods will be stiffened. 

3. The basic wage increase limita- 
tion formula will be geared to the cost 
of living. 

4. Pensions and welfare insurance 
illowances will probably be excluded 
from limitations which the Wage 
Stabilization Board fixes on wage in- 
creases, ; 

5. Labor will drive to have increased 
production allowances applied uni- 
versally as a rule of thumb, despite 
unfairness to employers who do not 
get increased production. 

6. Labor may take advantage of 
governmental intrusion into the field 
of industrial relations by pressing for 
other benefits such as industry-wide or 
territorial blanket coverage of present 
pension plans, guaranteed wages and 
severance pay. 


raise 
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Labor is not likely to press for 
the closed shop because the Taft- 
Hartley Law prohibits the closed shop 
ind because it is doing very well fot 
itself under the union-shop provisions 
of the Law. 

Mr. Roth said business should not 
be deceived by any current softening 
of markets and any temporary decline 
in the rate of cost-of-living increases. 
The current levelling off and break in 
certain commodity markets was due 
principally to overbuying in anticipa- 
tion of controls and scarcities, over- 
pricing in anticipation of price freeze 
and overstocking. 

Mr. Roth pointed out that the peak 
of government raw material require- 
ments will reach a peak in late fall. 
By this time, economists predict, 
civilian goods production will be down 
65 to 75 percent of the first half year’s 
production. 

On the other side of the picture, 
Mr. Roth pointed out that govern- 
ment spending in the second quarter 
1952 will be double that of the first 
quarter 1951. In the meantime take- 
home pay, due to wage increases, 
longer hours and greater employment, 
will have increased. 

In other words, Mr. Roth said, we 
will soon be facing a situation where 
we have less goods to buy but more 
money with which to buy them. The 
danger is that if we take off controls 
and temporary conditions are adjusted 











PRE-MEETING group in the lobby included Douglas Wood and T. R 
, John Whalen (Billings & Spence Co 
Ensworth & Son, Hartford, Conn 


Utica Drop Forge & ‘Tool Corp 
Kilray of L. L 


AFTER-MEETING LAUGH, probably 
J. E. Weldy (Carboloy), D. W. Huff, I 


Thomas Laughlin Co.). 


to the normal pattern of war economy 
we will find prices and wages sky 
rocketing. 

Mr. Stone prefaced his talk with an 
emphatic seconding of the warning 
igainst inflation. He pointed out that 
his part in the fight was concerned 
with production since NPA controls 
hope to divide materials among com- 
peting demands 

NPA’s objective, Mr. Stone said, 
were (1) to get military production 
back on schedule; (2) build up the 
supporting industrial economy; (3) 
expand basic production facilities of 
the nation; (4) assure defense needs 
of basic materials; (5) spread the re- 
maining material equitably to sup- 
port the civilian economy at a lower 
than record but nevertheless strong 
rate 

Mr. Stone pointed out that by stick- 
ing to a simple priorities system, NPA 
assured military production without 


Hughes 
and Ek. C 


at one of Joe Pitts’ asides, is enjoved by 
B. Rasmussen and N. S. Wright, Jr. (The 


too great a disruption of the economy. 
However, the need for some definite 
controlled materials plan is now vir- 
tually mandatory because balanced 
production is best achieved by a plan 
proved in the last war, CMP; the plan 
compels the military to schedule its 
requirements; it takes a long time to 
get balanced production plan operat- 
ing smoothly and since the country 
is in peril, it is better now than too 
late to start; it makes it unnecessary to 
abolish civilian industry although it 
must be curbed to some extent. 

Joe W. Pitts, retiring president of 
the Southern Industrial Distributors 
Association, presided. Each retiring 
association president then introduced 
the new officers and executive com- 
mitteemen of his respective group. 

Invitations to visit Ducommun 
Metals & Supply Co., and Union 
Hardware & Metal Co. in Los Angeles 
were also announced. 
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Door Prizes Draw 


TOP-WINNERS Frank M 
Cruger, Indiana Manufacturers 
Supply Co., and John S. Hawley, 
Shakeproof, Inc.) are congratu 
lated by Bud Hanson 


lHeE Gotp Room at the Fairmont 
Hotel filled rapidly for the joint meet- 
ing of the American, National and 
Southern Associations at the conven- 
tion and one of the reasons was the 
offering of draw prizes. The practice 
was adopted at last year’s convention 
and is proving a popular feature of the 
closing day’s session. 

Only those members who are in 
their seats when the presiding officer 
calls the meeting to order, are eligible 
for a prize. Winners must also be in 
the auditorium when winners are an- 
nounced. The prizes included (1) 
choice of television set or set of 
matched irons; leather two-suiter 
traveling bag; (3) portable alarm clock 
radio; (4+) $50 U.S. Saving Bond; (5) 
$25 U.S. Saving Bond. There was one 
set of prizes for distributors and one 
set for manufacturers. 

Winners of distributors prizes were: 

1) Frank M. Cruger, Indiana Manu- 
facturers Supply Co., Indianapolis, 
Ind.; (2) Martin Brauner, Lorenz 
Co., Klamath Falls, Ore.; (3) James 
.'. Moore, Detroit Ball Bearing Co., 
Detroit; (4) Ralph W. Turner, Treat 
Hdwe. Corp., Lawrence, Mass.; (5) 
M. N. Thackaberry, Los Angeles. 

Manufacturer winners were: (1) 
John S. Hawley, Shakeproof, Inc.; 
(2) N. E. Heindl, Ducommun, Los 
Angeles; (3) H. C. Heine, Hewitt: 
Robins, Inc.; (4) J. J. DeMario, Ray- 
bestos-Maahattan; (5) Harry W. 
Hultgren, Cushman Chuck Co. 











HEARTY LAUGHS greet a story told by Mrs. W. A. Mars. SERIOUS TALKS were enjoyed by some, including W. E 
She’s with Mr. Mars, Mars Co., Duluth; Mrs. J. O. Glenn lromanhauser (Buffalo Fire Appliance); Walker Welford, 
1 J. P. McArthur (Worthington Pump Dilworth, Memphis, and Paul Stine, Leu Co., Orland 


In Industrial Distribution’s Suite. . . 





FROM THE SOUTH are Sally Pitts ARM IN ARM are H. D. Foster ABOUT TO SMILE are Philip Mc- 
and Robert Belk, Brown-Roberts Hard- Goodvear) and Joe Lind, Oregon Sup- Manus (Templeton, Kenly), and Paul 
i Alexandria, La n I Rickman, Bard Steel, Kalamazoo. 








“You Did A Swell Job” 


Har’s wat the 
the three associations were 
when Bob Hamilton (Dumore C 
presented them with watche He 
made the presentation in INpuSTRIAI 
DisrriputTion’s rooms. Although Mr. 
Hamilton presented the Hamilton 
watches to the retiring presidents, he 
ilso paid tribute to the wives, declar- 
it was only through the help 
ind guidance of wives that men could 
become successful. In the accompany- 
ing ph stograph, Mr. Hamilton is 
shaking hands with James Ruddell of 
the National Association, who is 
flanked by Franz Stone of the Ameri- 
can Association and Joe Pitts of the 
Southern Assocration. 
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ENJOYING A BITE were these two Philadelphia couples: AT THE TOP OF THE MARK, Mr. and Mrs. Ben Perkins 
Mr. and Mrs. Joseph McLaughlin and Mr. and Mrs. Fred of Indiana Manufacturers Supply, Indianapolis, enjoy the 
Casanave, all of Casanave Supply Co. hospitality of Independent Pneumatic Tool. 


And At Manufacturers’ Parties 





EADY FOR GUESTS are these three Winter Brothers rIME FOR FOOD and P. H. Puckhaber (Cleveland Twist) 
W. I. McClelland, W. R. Crook and Paul Shenefelt. ind Carl Meister (Atlas Chain) team up. 


COCKTAILS FOR FIVE: S. C. Gunnett, Strong, Carlisle LUNCH FOR SIX: Mr. and Mrs. Elton Hey, Union Hard- 
& Hammond, Cleveland; Mr. and Mrs. W. E. Butler, Queen ware, Los Angeles; W. W. Gnann (Holo-Krome Screw); 
City Supply, Cincinnati, and Mr. and Mrs. Bruce A. Boggs H. M. Anderson (Cleveland Twist) and Mr. and Mrs. Ralph 
(Mac-It Parts Co.) Bingham, Bingham ‘Tool & Supply, Cincinnati 
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195] CHIEF of tl 


Melin Tool Co 


WELCOME is extended by Charles T. Jordan (Charles 
Ralph M. Johnsor orton eft, to new members: Gerard M. Freeman (Supreme Products, Inc 
til t , and A. D. Svmonds (W. D. Allen Mfg. Co 


Parker Co.) second from 
, Paul Hartshorn 


Manufacturers Plan For New Year 


Association hears retiring president make plea for “‘best’” volun- 


teers to serve NPA in only address at annual meeting in San Francisco 


[HE SUPPLY AND MACHINERY INDUSTRY 

iderable contribution to industrial mobilization for 

defense and to its own welfare by offering its capable 

ind responsible personnel to the government during the 

Franz T. Stone of Columbus McKinnon 

orp., made the appeal to members of the Ameri 

ipply & Machinery Manufacturers’ Association at 

innual meeting in the dual role of association presi- 

ind Assistant Administrator of the National Produc- 
Authority 

innual meeting was held in the St. Francis Hotel, 

rancisco, with the president of the association 

naking the only address. His subject was “It’s Been A 


Year Of Change” 


can make a con 


Johnson Elected Head 


New officers announced at the meeting are Ralph M. 
Johnson of the Norton Co., who had served as first vice- 
president, chairman of the Projects Planning Committee 
ind the Future Convention Sites Committee. He is vice 
president in charge of sales, abrasive division, of Norton 
Co., with which he has been associated since 1915. He 
is a director of Norton Co., Behr-Manning Corp, and 
Norton Pike Co 

J. A. Proven of Porter-Cable Machine Co., was named 
first vice-president; IT’. D. Vandervoort of Clemson Bros., 
second vice-president, and J. Robert Kelley, of Manning, 
Maxwell & Moore, treasur:r. ‘These officers, with the 
exception of Mr. Kelley who was unable to attend the 
convention, were introduced. 

Charles T. Jordan of The Charles Parker Co., was 


elected to a one-vear term on the executive committee; 
John C. Stites of The Cleveland Twist Drill Co., to a 
two-year term; Bob Raymond of ‘True Temper Corp., and 
S. H. Cross of Stanley Electric Tools to three-vear terms. 
Dan Swander, Jr., of the Columbian Vise & Mfg. Co., 
ind L. B. Stoner, of the Jacobs Mfg. Co., were named 
executive committee members-at-large 

Ihe treasurer's report, prepared by R. G. Thompson 
of the Lufkin Rule Co., acting treasrrer, was presented 
by Mr. Proven and showed a cash suplus of $58,000 as 
of May 31 

Mr. Johnson reported on a survey which revealed 
members’ attitude on such questions as holding con- 
ventions, locations, conference booths, types of speakers, 
regional meetings, Washington reports, marketing 
methods reports, monthly index. Atlantic City stood high 
in members’ estimation as the site of a convention but 
with Chicago and Cleveland as fair second choices. 
Preference for a trip to the West Coast ran from once 
every three years to once every 10 years. There was a 
little more than a two-to-one ratio in favor of staging 
regional meetings which were discontinued last year. 
Beardslee Presents Gift 

K. R. Beardslee, Carboloy Co., and former association 
president, made a presentation of a gift certificate to 
Mr. Stone for his efforts on behalf of the association. 

Mr. Stone revealed in his introductory remarks that 
the association’s office under the direction of R. Kennedy 
Hanson, general manager, is now established in Wash- 
ington, D. C., in order to be better able to keep in touch 
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NEW ADMINISTRATION is Mr. Johnson, president; J. A 
Proven (Porter-Cable Machine Co.) Ist vice-pres.; T. D 
Vandervoort (Clemson Bros.) 2d vice-president 


vith developments and to report them to the member 
ship. 

In his main address, Mr. Stone recalled that during 
the last convention, business was declining. Since then, 
he added, the Korean outbreak changed everything. And 
one of the biggest changes was the government clamping 
controls on production, prices and wages. 

Mr. Stone described his own role in the National 
Production Authority as an Assistant Administrator. In 
this capacity, Mr Stone has supervision of the Industrial 
and Agricultural Equipment Bureau with its eight divi 
sions—Construction and Mining Machinery, Electrical 
Equipment, General Components, Motor Vehicle, Rail- 
road Equipment, Engine and ‘Turbine, Agricultural 
Machinery and Implements and General Industrial 
Equipment. 


Stone Appeals For Personnel 


Ihe functions of NPA, Mr. Stone said, was to admin- 
ister the policies laid down by the Defense Production 
\dministration in the way of providing material for the 
defense effort and seeing to it that the civilian economy 
did not suffer unduly. It was therefore, Mr. Stone said, 
tremendously important for the industrial supply indus 
try, as well as other industries, to loan some of its most 
capable personnel to serve the government in the contro] 
bureau 

Industry men, he said, understand industry’s problems 
and one of the chief reasons why industrial supply manu 
facturers and distributors were being treated with more 
consideration now than they had been at the outbreak 
of World War II is the fact that some excellent industry 
men are already serving. He cited Marshall Smith, Sam 
Comly, Eugene McCarthy, Ken Freedell, Oscar Iber 
ind Chester Connor, former association treasurer 

Mason Britton of the Cutting Too! Institute and 
formerly a WPB official, underlined Mr. Stone’s state 
ment with voluntary remarks from the floor 

George H. Halpin of Minnesota Mining & Mfg Co., 
reported on the Conference Booth Committee’s activity 
in making arrangements for a program at the San |] ran 
cisco Civic Auditorium. He followed with directions 
bout the selection process by which booths were 
assigned and about transportation from hotels to the 
wuditorium 


WELL DONE says Ken Beardslee (Carboloy) when pre 
enting gift certificate to departing prexy Franz T 
Columbus McKinnon) now in Washington 


GOOD INDUSTRY men are necded at NPA savs Mr 


in only address. Mr. Johnson and Mr 


before advancing to new positions 


PRE-MEETING chat is enjoyed by C 


Horton-Noves), R. Kennedy Hanson, 


manager, and Arch Morris 
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Stone 


Stone 


Proven sit on dais just 


Darnell Prutzman 
association general 
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HAPPY PROSPECT of good views arouses smiles from Mr. and Mrs. M. P. Oster KEY TO THE CITY was handed by 
gard, White Tool & Supply, Cleveland; Mr. and Mrs. John Failing, Chas. A friends to Leon Watkins, Watkins, 
Strelinger Co., Detroit, and Mr. and Mrs. John E. West, Lewis St pply Co., Memphis. Inc., Wichita. Kansas 


With the Cameraman in San Francisco 


CINCINNATI'S SONS, Ralph Bing SET TO GO are A. E. Seep, Mine & Smelter Supply, Denver; Mrs. J. D. Nicholson, 
un, Bingham Tool & Supply Co., I McLaug 1 & Metal, Los Angeles; Harrv Rinehart, National 
FE. Waltz, Walt-Dettmer t M \ ph Johnson (Norton (¢ und Mr. Nicholson, Mine & 








MEETING'’S A PLEASURE for Joe Rotunno and Gene Cooke, C. W. Marwedel, SIGNING UP for the convention js 
San Francisco; Noel P. Koontz and James Brennan (Winter Bros.); Rav Bresolin and Ed McLaughlin, Union Hdwe. & Sup- 
Burt Allyer of Marwedel ply, Los Angeles, ex-National president. 
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QUART from the Simonds Saw & Steel party 
1 Clyde Mansur, Foss B. Lewis, and Mr. and Mrs 
Mvers 


IN SESSION are John Frey, Frey Industrial Supply, Los 
Angeles; H. A. Bokran, B-H Tool & Supply, Detroit, and 
A. A. Mogg, (R. R. Donnelley 


AUTOGRAPHS were collected by S. V. V. Hoffman, (Ray 
yestos-Manhattan); this one from C. L. Fritz of F. Raniville 
; Grand Rapids, Mich 


TALKING ABOUT (guess what?) things are Mason Britton, 
Cutting Tools Institute, and John C. Stites and W. E 
Caldwell, Cleveland Twist Dn 


TION holds Harold D. Holden, Silliter- 
1, Conn.; A. G. Lindquist, Lindquist Hdwe., 
onn., and E. C. Kilray, Ensworth, Hartford. 


LOBBYISTS Allen Johnson and A. J. Knobloch, Machinists’ 
lool & Supply, Los Angeles, and David Lane, (Allen Mfg 
Co.) take it easy. 


CORNERED by Fred Emerson (Spartan Saw Works) but 
taking it easy just the same is A. D. Gugenheim of the 


} 


Gugenheim Co., Amarillo, Texas 


rRIO of Fred Ellfeldt, Fred A. Ellfeldt Co., Kansas City, 
Mo.; R. O. Artner (Cleveland Twist Drill) and Fred Pulver, 
Pulver Machinists Supply, Chicago, enter 
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rWO STORY TELLERS get together and there's plenty READY FOR LUNCH are Mrs. W. FE. Hall; C. H. Hobson, 
f action. The two are R. B. Warren (Goodyear) and Joe Harper & Reynolds Corp., Los Angeles; Frank Green (Delta 
Mideke, Mideke Supply, Oklahoma City File) and W. E. Wing (Cleveland Twist Drill 


OFF TO A MEETING ar harles etcl Armstrong COCKTAIL TIME found Clyde Mansur (Simonds Saw & 
Ste 


Blum Mfg.) and W. L. Robertson « | ool & Abrasive vatting with Harrv Kimbell, Fred S. Barnett (¢ 
Supply, Los Angeles San Francisco; and A. L. Johnson (Simonds Saw 


CENTER OF ATTENTION in this foursome was Mrs A RE-UNION took place when Russ Clark, White Star 
Henrv Hanscher, Jr. She’s with Mr. Hanscher (Fitler Co Machinery & Supply, Wichita, arrived in San Francisco and 
ind Mr. and Mrs ward Schramm of Turner Supply Co was met by Harold Wohler, an ex-employee, now in the 
Mob Ala Navv and stationed in San Francisco 
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SITTING AND RESTING after climbing one of San 
Francisco’s famous hills are Mr. and Mrs. J. Harold 
McKinstrey, Waite Hardware Co., Worcester, Mass 





Conventioneers Came 


From Near and Far 








HAPPY CONVENTIONEERS are Mr. & Mrs. W. M 
Washburn, Weaks Supply Co., Ltd., Monroe, La 


4 SOUTHERN STORY being told by A. W. Davies of 
Moore Handley Hardware, Birmingham, holds the attention 
of J. P. Kinney (Yale & Towne Mfg. Co.). 


WAITING FOR ACTION are two distributors, A. J. 
Knobloch and Allen Johnson of Machinist ‘Tool & Supply, 
Los Angeles, and J. F. ‘Traendly (Minnesota Mining 


CROSSING THE CONTINENT is no novelty for Mr. & Mrs. 
W. M. Washburn. They've done it before. But this 
charming couple is certainly unique in another regard. 
In fact, they have a record few can equal. Probably 
no other couple who attended this convention or any 
other for that matter can match it. They celebrated 
their 50th wedding anniversary in 1946 and number 
55 is coming up this month. They traveled to Cali 
fornia from Chicago on the California Zephyr and 
were regular patrons in the Vista-Dome where this 


picture was taken. 


FIVE MORE PAGES OF CONVENTION PICTURES STARTING ON PAGE 216 








1950—Seems away back when shelves were full such as Bill 
Hendicks, Industrial Supply Corp., Richmond, Va. is inspect- 
g and salesmen were plugging 


-_-. 


1951—A familiar sight in many supply houses—empty shelves 
§ y sup] I 

for hard-to-get items—which makes a difference. But, for 

the difference in selling, read on 


i 


hat’s The Difference... 


Between selling in 1950 and 1951, that is? A couple of Richmond, Va., 


salesmen give their views on the subject by answers to some questions 


l;CONOMIC CONDITIONS TODAY are quite different from 
vhat they were back in the early days of 1950. Industrial 
ipply sales have climbed quite a way. So 
there might be some difference 
ilesman. 

Bill Hendricks and Ashley 


we thought 
<M e Viln: as a 
in the life of a supply 
Wiltshire, a couple 
Supply Corp., 
me questions 


ect. Here they 


ing salesmen with the Industrial 


QO. What's the difference between selling now and 
selling a year ago? 


Wiltshire: Offhand, not Hendricks: \W< 


i uu go around istom vere 


] 
ss needed. 
don’t d *ve had more back-orders 


technique 
more saws 


> books in one 
ntly than I had 
planing knives 


virtually ever 


Q. Generally speaking, has the customer's attitude 
toward a supply salesman changed any during the past 
vear? 


Wiltshire: As far as I’m 
concerned, I think custom 
ers seem to rely a ] 
on us today 


Hendricks: Yes, and I 
think they're more tolerant 
about a lot of things, in- 
evitable delavs in ship- 


yt more 
ments for instance 


QO. Why is that? 
Wiltshire: Slow deliver Hendricks: We also try 
ies and high prices are to help them anticipate 
problems and you have to what they will need as far 
give your customer as ahead as possible just so 
much help as you can. You production won’t slow up. 
take a personal interest in \ year ago, some of my 
expediting his stuff. I al ( would have 
my customers thought I was trving to 
latest about 
prices, deliveries and any 
thing else that will help 
them. They usually appre 
iate such 


ustomers 


: . 
load them up 


SCTV1CE 


O. That makes it sound as if selling today is a cinch— 
don’t vou have to do any creative selling? 


Wiltshire: Don’t kid Hendricks: I'l] second 
vourself, mister. There's that. Although you do run 
plenty of room for what into some things-—shall I 
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BILL HENDRICKS who gives his views of selling here has 


been selling for almost two years, having spent four years at 


inside sales 


you call creative selling 
Don’t forget, you still have 
1 lot of competition 


QO. For example? 


Wiltshire: Personally, | 
don’t “sell” a customer 
what he doesn’t like. But 
I just don’t take that as a 
refusal, either. I show him 
I have one 
ustomer who uses air 
tools and recently needed 
a compressor. He never 
heard of the one Industrial 
and I figured 
f I pressed any he’d stiffen 
his resistance. Most people, 

they don’t like an item 

if they’re sold on an 

ther brand, will find fault 

nehow with anything 
fF So honesty 


109 + rec’ 
advantages 


Supply sells 


d advantagy 

red a demon 
; 1 , 
It worked. An 
} ] +} ' 
iad the Compres 

} } } } 

r a while, he thinks 
he best on the market 


say accidentally? I have a 
lawn mower repair shop on 
my beat that I drop into 
occasionally. Once the 
man asked me if I could 
get him some roller chain. 
I knew he used chain but 
you could have knocked 
me over with a feather 
when he said he wanted 
about 1,300 feet of it. I 
neved dreamed he used 
that much. 


Hendricks: Yes, and you 
have to keep looking 
around and keep up with 
what’s going on. I’m get 
ting orders for a lot of 
items I never got before. A 
lot of this is due to ex 
panding activities but you 
have to be there and tak« 
advantage of your oppo! 
tunities. Good service, a 
healthy curiosity about 
what your customer can 
use tends to build up order 
S17¢ 


Q. Well, what about sales training; is it still necessary 


todav? 


Wiltshire: should 


Hendricks: That goes 


ASHLEY (RED) WILTSHIRE has had more selling experi- 
ence, having sold since 1943 which‘ gives him a good 


perspective on differences 


think so. As in the case of 
the fellow with the. air 
tools | mentioned before. 
You have to know your 
customers to get the right 
ipproach. And you should 
know your product. Don’t 
make any claims you or 
your product can’t prove: 
Chis means knowing your 
product, what it will do 
ind what it won’t do. 
Then you go ahead and 
isk for your chance to 
prove what you said about 
if. 


for me too. | have a cus- 
tomer who operates a 
ditch-digger. The machine 
was equipped with an off- 
size chain and_ sprocket 
drive which I saw was 
wearing out and bound to 
go soon. At first I sug- 
gested that he put in his 
order for replacements as 
soon as possible as it would 
take some time before he 
could get delivery. He 
bought that. It’s funny, 
but a year ago he would 
have waited until the thing 
actually broke down. 


But then I thought 
about that drive. Why not 
standardize it? I pointed 
out to him that this would 
make it easier for him to 
replace these things in the 
future since they could be 
had right out of stock and 
that they’d do just as good 
a job if not better. ‘This 
took a lot of pointing out, 
but I final t him to 


odav_ he’ razy 


QO. Well bovs, then the only big diference todav in 
selling seems to be procurement. It that so? 


Wiltshire: Yes, ] would 


This is a propien 


s and its ou 
helpfu 
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Hendricks: Yes and it is 
getting tougher to antici 
pate what the customers 
will need. An awful lot of 
customer operations are 
changing or growing. This 
is particularly true in ma- 
terials handling and power 
transmission. You have to 
keep on vour toes 








DISPLAY FLOOR at Fred A. Ellfeldt Co., Kansas City, 
Mo., company’s stand machinery. Abrasive 
vheel stock is displayed in bins along wall at left 


contains all of 


STOCK SHELVES, running at right angle to sales counter, 
have display boards on ends. The boards, constructed by 
distnbutor, display most of firm’s smaller tools 


Arranged For Selling 


Kansas City distributor’s operations are contained in only 4750 sq. ft., yet nearly 


every item he stocks is on display in this new, compactly arranged building 


Distripurors don’t have to have a multi-storied, block 
quare building to be able to display most of the lines 
they carrv, according to Fred Ellfeldt of Fred A. Ellfeldt 
Co., Kansas City, Mo. His firm recently moved into a 
new one-story building which is “‘arranged for selling” by 
the most efficient possible display use of its 
$750 q tt 

When his firm outgrew 


Teldt was 


Making 


its old quarters, and Mr. Ell- 
deciding on the location and layout of the 
required new building, he had two principal objectives 
in mind 
1. He wanted to 
to get to the building 
He wanted to make it easy for industrial buyers to 
buy, once they got into the building. 
He accomplished the first by locating on a vacant lot 
n one of Kansas City’s most centrally-located intersec 
tions. ‘T'wo arterial highways from the city’s industrial 
areas on the west and south meet within 50 feet of the 
building’s front door. It wasn’t felt necessary that the 
building cover the whole lot, so the unused portion was 
turned into a private parking lot for Ellfeldt’s customers 
Parking space is at a premium in downtown Kansas City, 
) the private parking lot is a big “draw” in itself. 
Once customers are in the building, Mr. Ellfeldt has 
made it easv for them to buy by laying out the building 
so that practically all stock is in open view. 


make it easy for industrial buyers 


Ellfeldt’s entire stock of stand machinery is located in a 
display area directly inside the front door. Portable tools 
are on rack and tables in the same area. Conveniently 
located electrical outlets make it possible for customers 
to operate the machines where they are standing. 

Most of one wall of the display area is covered by a 
modern display cabinet housing the firm’s grinding 
wheel stock. 


Shelves Hold Display Boards 


Down the center of the floor, for practically its full 
length, runs the sales counter. Behind this, at right 
ingles to the counter, is a group of steel shelves. On the 
end of each rack of shelving is a display of the types of 
tools and supplies kept in that particuiar rack. The dis- 
plays were made by the Ellfeldt Co.’s employees, with 
the help of their suppliers. 

Other displays of items carried by the company have 
been placed behind the front windows, visible from the 
street and sidewalk. 

“There's no way to judge accurately just how many 
sales we make by having our stock out in full view,” 
says Tom Kinahan of Fred A. Ellfeldt Co. “But it’s a 
cinch that we wouldn’t have any if we kept everything 
in a back room or hidden in shelves. Stock takes up a 
certain amount of space wherever you keep it, so why 
not have it out front for your customers to see?” 
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WASHINGTON BULLETIN 


JUNE: CMP is official now but don’t look for any immediate results in easier 


deliveries before Oct. 1; allotments were late . .. Last minute changes in manufac- 


turers’ pricing regulation starts recalculations tending to up ceilings . . . Effective- 


ness of DO-97 may be resuscitated if CMF works out according to plan. so keep 


asking for them . . . How well do your order editors know DO certifications, there’s 


a lot of different ones required . .. New MRO rating is authorized for ship operators. 


marine suppliers and shipyards with suppliers privileged to use it for ordering 


inventory 


CMP Starts But Results 
May Not Show °til Oct. ] — Price Edict Results 


CMP started July 1, but you'll have 
to carry on as you have been for a 
more. Your manu 
facturing suppliers’ troubles won’t be 
eased for a while yet. This quarter is 
the transition period in which NPA 
will try to dovetail industrial opera 
tions into the new controls system. 

Ihe brunt of the tribulations will 
fall upon your manufacturing supplier 
He will have all the restrictions and 
duties that go with CMP without any 
guarantee of its benefits—until Sept. 1 

Producers of steel, copper and 
aluminum don’t have to accept CMP 
allotments as legal until Sept. 1 be 
cause NPA didn’t get its allotments 
out early enough to meet mill lead 
time requirements. 

This means that your manufactur 
ing supplier will be (or may be) in a 
better position to fill your orders 
around Oct. 1, at the start of the 
fourth quarter. In the meantime, he 
will get his allotment of materials just 
as though CMP were operating in full. 
But mills can do what they like with 
his order up to Sept 1. 


It May Work 


In practice, however, this may not 
be as bad as it sounds. Some mills 
may accept allotments and authorized 
controlled material orders at face 
value all through the current quarter. 
But the expectation is that they'll be 
operating on their old order boards 
until they have to change. 

After Sept. b, the mills must accept 
allotments and make delivery at the 
stated times, subject only to carefully 
spelled out exceptions. For example: 
a mill may reject an authorized con- 
trolled materials order (1) if it is al- 


wp) f +} 
C uUpIC or montis 





ready booked to the limit required by 
NPA; (2) if the ordér is too late to 
meet lead-time requirements or (3) if 
it is for an amount smaller than mini 
mum requirements. Otherwise, the 
mills must accept all NPA directives 
and authorized controlled materials 
orders. In the current quarter, they 
must also accept all DO orders with 
out allotment numbers within 
scribed limits. This obligation ends 
Oct. 1 


pre 


Aided 


Small supply manufacturers get spe 
cial treatment under CMP. If one of 
these buys controlled material in less 
than minimum mill quantity, he must 
depend upon a warehousing distrib 
utor. To be sure that he get his mate- 
rial, NPA Order M-1 set aside a share 
of mill output for such warehousing 
distributors and Order M-6 was writ 
ten to keep large users from emptying 
such warehouses. 

After Sept. 1, producers of steel, 
copper and aluminum will be receiv- 
ing four types of orders top priority 
must be given to NPA directives; next 
pnority must be given to authorized 
orders which carry a CMP allotment 
number; next in line are DO-rated 
orders and last on the list, unrated 
orders, which get what is left. 

What will happen between now 
and Sept. 1 is anybody’s guess. If 
controlled materials producers accept 
CMP allotments and_ production 
schedules at face value, then CMP will 
gradually and firmly take over. If not, 
the authorized production schedules 
may be pipe dreams and allotments 
only hunting licenses--until Sept. 1, 
at least. 


Small Producers 
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Late Changes Delay 


With one week to go before the 
manufacturers’ pricing deadline, OPS 
umended CPR-22 (manufacturers gen- 
eral pricing order) and CPR-30 (ma- 
chinery pricing regulation) to clarify 
language, provide optional methods 
of figuring material costs and to per- 
mit unemployment insurance  pay- 
ments to be reflected in labor cost 
determinations. So don’t be surprised 
if the price cuts you have received 
from your suppliers are recalled. 

Although those manufacturers who 
filed Form 8 and had already put their 
price adjustments into effect are per- 
mitted to recalculate their prices, they 
were required to re-file before July 2. 

As a result, the general results of 
the pricing regulations as far as indus- 
trial supply prices are concerned may 
not be known for a while. No final 
tally of Form 8 filings has been made 
and the only indication of general re- 
sults is from a mid-June tabulation. 

By that date, 9475 price-data forms 
had been received by OPS out of an 
expected total of 30,000. Industrial 
supply manufacturers are only a small 
segment of the group but large 
enough to follow the general pattern. 

The result of the mid-June tabula- 
tion showed increases and decreases 
about even. But OPS pointed out 
that manufacturers entitled to price 
increases had to get their forms in as 
soon as possible if they wanted to 
benefit. They have to wait 15 days 
after filing before they can charge 
higher prices. 

On the other hand, where a manu- 
facturer has to lower prices under the 
order, his failure to file promptly is 
understandable. Thus, OPS reckons 
that the bulk of forms still to be filed 
would show decreases. 
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Tailored Pricing 


For Distributors 


OPS wi re] it's interim di 
Amend. 2' 


more or less per 


tributor pl 
to GCPR) 
manent, tailored regulation. The 
dict is it rly firm 
legal points may block its release until 
] Meanwhile, its gen 
ire fairly clear 


he order will permit 


rder 


new 


Shap mut hin 
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vou to follow 
methods. The new 

reflect 
is figured 
p! g That 
will prescribe at least two al 
ternative pricing methods 


ustomary pricing 


T y i 1] 
ilings, of course, will have 


new manufacturers’ price 
inder other pricing regulations 


means it 


Markups Over Net Finance Cost 


Simply 
gin to the manufacturer’s selling pric« 
mly doubt seems to be what OPS 

vill specify as a base period 


I 
the Dec 


Expectations are 
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Discount From Manufacturer's 
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yuld upset th 


INVOICE 
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xy manufactur 
inufacturer 


+ 
atk 


me iI und of th 


Chere another 


g picture 
Here’s why 
Sec. 37 of the machinery 


manufac 
rs pricing order (CPR-30) states 
The Director of Price Stabilization 


in due course to issue an 
1 


S$ p 


| 
+ 


expe 


amendment to this regulation 
. ae 
uiculation of ceiling pri 


ng for a rec it 

he primary purpose of this recalcula 
tion would be to reflect more accur 
ately the material prices established by 
this and other ceiling price regula 


tions 


110 





ict 


ue 


5 " 
\rittcn in to take 


he tion 
ire of ceiling 

x finished products 
manufacturers 


changes in goods—raw 
which 
Rather 


ian have firms recalculate ceilings 


used Dy 
+] 


ndlessly every time one supplier in 
lu t, OPS decided 


ome fu 


OPS lh 
dered 60 
icon CPR-30 goc 
nto eft his would be about 
September October. But OPS time 
t time. Mor« 
up-dating won't occur 


thre 


nt standar 


before th« 
tC ma 

) rel st changes 

rom March 1] rough some mid 
Summer ) CuITe! ilings. OPS 
ut-off date that 


ct st increase 


Rubber Adhesives 
Makers Cite Costs 


minittees t 


, 
the in 


doesn t per 
1 research 


” whi h had 


extent of mate 


eased Commissi 
to be 

ik iffe ting aX url 

Chester Conner, cl he Rub- 
yer Branch: Everett D. Hawkins, Rub 
! economist, and H. M 
industrial consultant, were OPS 
officials to whom the requests and 
reasons were presented at a committee 
meeting 


absorbe 
icr Of 


ber Branch 


Bak« I, 
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than likelv 


New MRO Rating 
Set For Shipping 


DO-91P was established 
priority rating for ship 
marine suppliers and ship repair yards 
in procuring materials for mainte- 
nance, repair and operation while in 
U. S. ports. NPA said the new rating 
is similar to DO-97 used by other in- 
dustries but whereas DO-97 is limited 
to the consumer, DO-91P may be also 
initiated by a supplier to build up a 
specified inventory in advance 

The new order: 

operators of domestic 
a self-applied PO-91P 


is the new 
oper itors, 


procedure whereby for- 
can apply for the right to 


Assigns a self-apphed DO-91P 
iting to maritime MRO suppliers to 
build inventories to 120 percent of 
DASC 

+ Assigns 1 
shijy 


se] f-applhied 
| 


iting to 
i] vards to build inventories 
f material than opper 
ind aluminum to 120 percent of final 
quarter, 1950, with they 
must apply to use rating to inventory 
tl metals 


ICSC 


) repall 
other steel, 


provision 


three 


Rubber Hose Lines 
Defined For OPS 


Rubber: manufacturers recom- 
mended that their industry’s products 
ye divided into about 20 product lines 
in a tail regulation which OPS 

The manufacturers un- 
lertook to define more specifically the 
irious product lines and the items to 
each 


} 
HOS€ 


red 


preparing 


be included in 
Cost Studies Begun 


Cost studies have already been un- 
dertaken on 31 lines for the purpose 
yf computing weighted average per- 
centage cost adustment factors. Manu- 
facturers would determine their new 
eiling prices by multiplying their 
base period prices by these factors. 

The industry advisory committee 
suggested three additional lines for 
handbuilt hose and that cost studies 
be made for them. They are: heavy 
duty suction hose, water suction hose, 
ind Chernack Loom suction hose. 

Chester Conner, chief of the Rub- 
ber Branch, OPS, presided 
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Open-Ended CMP Don’t Ignore DO-97’s: 
May Be Closed Oct. 1 May Mean S omething 


Ihe open-ended CMP seems des- 
tined to last only during the period 
quarter shakedown period and con- 
sumer durables manufacturers may 
come in for allotments in the fourth 
quarter 

[his conclusion was drawn from 
the announcement that consumer 
durables manufacturers would be 
asked to file CMP applications for 
allotments in the fourth quarter. NPA 
carefully pointed out that the filing 
didn’t mean that allotments would be 
granted but steel producers said that 
reserves of steel for DO orders are al 
ready running so high that CMP al- 
otments for civilian goods are re 
garded as unavoidable. 

\utomobile makers have been told 
unofhcially by top NPA men_ they 
ould come under CMP in the fourth 
quarter if they wanted to. They, and 
ther industries, show signs of want 
ing to come under this plan 


V-Belt Unit Nears 
End Of Cost Study 


Members of the V-Belt subcommit 
e of the Mechanical Rubber Goods 
1 ommittee defined more pre 
1 product lines previ- 
ignated and recommended an 
product line for OPS’s consid- 


y¢ ve 
ously 1¢ 
eighth 
eration 

OPS hopes to obtain sufficient cost 

data from the industry on the lines 
to compute weighted average percent 
age cost adjustment factors in draft- 
ing a tailored pricing regulation. 

I} ighth product line is for re 
nent automotive type fan V-belts 
inder private brand names. 

[he previously chosen lines are (1) 

heavy duty industrial type V-belts in 
cluding multiple and ‘variable speed 
belts light duty or fractional 
horsepower type; (3) connector or 
open end type and round belting ex- 
cept railroad types; (4) connector ot 
open end type railroad V-belting; agri 
cultural implement V-belts and_ all 
round endless belts; (6) original 
equipment or car manufacturers auto- 
motive fan type V-belts; (7) replace- 
ment automotive fan type V-belts ex- 
cept private brand belts. 


Don’t give up on the DO-97 yet. 
It may mean something if the Con- 
trolled Materials Plan works out. 

At present there doesn’t seem to be 
much respect for DO-97 as a priority 
rating. NPA Reg. 4 (MRO) specifi 
cally stated DO-97 to be just as good 
as any other rating. But, in practice, 
it didn’t work out that way. Enough 
suppliers of basic materials needed for 
the manufacture of maintenance, re 
pair and operating supplies knocked 
DO-97’s down to the bottom of their 
order lists to bring a flood of com- 
plaints to NPA. 

Materials suppliers who were hard 
pressed to fill rated orders simply cre 
ated their own (unofficial) classifica 
tion of DO ratings. Thev didn’t want 
to get in bad with their military cus- 
tomers, so the muilitaty DO’s didn’t 
suffer. They also didn’t want to get 
in bad with the big defense-support 
ing industries those DO's 
didn’t suffer either. Thev just could 
not see the DO-97 

If CMP works the wavy it is 
posed to, a lot of these pressures will 
be taken off basic materials suppliers 
They won’t have to act as their own 
judge of priorities after Sept. 1. 

Up to Sept. 1, they'll have to con 
tend with DO ratings (even DO-97’s 
ind allotment But, atte 
that, stec aluminum pr 
concerned mostly with 


and s0 


_ 
sup 


numbers 
|, copper and 
ducers Will Dé 
and authorized 
material (ACM) orders. 

The controlled materials producers 
won’t see anything of DO-97’s an 
more since manufacturers of mait 
nance, repair and operating supplies 
vour suppliers) won't be extending 
the DO’s they receis 
per and aluminun 
facturers’ needs for their authorized 
output will be covered fully by an 
allotment number (which is 
tory order for steel, copper and alum- 
num) and a general rating 

It'll work out this wav. Your cus 
tomer gives you a DO-97 for supplies. 
You extend your DO-97’s to 
suppliers when you restock. But vour 
supplier doesn’t extend the DO-97 
because his requirements are met by a 
allotment and by the use of the special 
rating he got from NPA. He files the 
DO-97’s to indicate use of end. 

Most of the complaints about down 
grading of DO-97’s were based on sit- 
uations which CMP should help once 


directives controlled 


] 


e for steel, cop 
rhe supply manu 


i manda 


your 
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it gets going. Makers of jacks, for ex- 
ample, said a major part of their busi- 
ness was for MRO. They complained 
that neither steel mills, nor steel ware- 
houses filled DO-97’s as readily as they 
did other rated orders. 

Under CMP, some special jacks will 
be made for the military as “A” prod- 
ucts and therefore will be subject to 
full allocations of necessary controlled 
materials. Standard jacks for stock are 
on the official “B” products list now. 
These will also qualify for allocations 
of materials and priority assistance. 
I'he jack manufacturer then won't rely 
on extending customers’ ratings to ob- 
tain material. His authorized con- 
trolled material order should fall into 
place with other approved allotments. 

If a jam does develop, NPA prom- 
ises to step in and help the manufac- 
turer to obtain the necessary materials, 
either by directing him to a supplier 
who can fill his order (enough output 
of controlled materials has been or- 
dered set aside to fill estimated mili- 
tary and essential demand by NPA), 
or by a directive to a mill. 

One result of the rough treatment 
accorded to DO-97’s may be hard for 
you, as a distributor or a supply sales- 
man, to overcome. Some of your 
MRO customers have discovered the 
DO-97 didn’t get results and have 
quit using it, ‘depriving you of a 
chance to extend it to your supplier. 
In a lot of cases you have supplied 
these unrated orders and have been 
successful in replacing stock 

But the necessity of obtaining and 
extending ratings cannot be overem- 
If CMP works out as ex- 


phasized. 
pected, a DO-97 will get equal treat- 


ment with other ratings. It is true 
that the manufacturer will not need 
it to obtain the material he needs but 
he will require it to establish the essen- 
tiality of his products when presenting 
his estimates for allocations. The more 
rated orders he fills the more essential 
his product looms in the defense pic- 
ture 

Under the circumstances, it remains 
sound practice to ‘‘sell” customers on 
the idea of using DO-97. At present it 
is the best precaution you can take to 
help your supplier maintain or even 
increase, his output. It is the best you 

i ndo to assure yourself of adequate 
stocks. It is the best your customer 
can do to assure yourself of adequate 
supplies when he needs them. 


WW 
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DO Certifications? 
Not All The Same 


Although NPA is sticking to a sin 
gle band priority system, remember 
that all rated orders, and in some rare 
cases unrated orders, have to be prop- 
erly certified. ‘here are more differ- 
ent certifications required by NPA 
than meet the eye. Checking these is 
important, and, often troublesome 
Here’s a handy list you can use to 
verify certincations 


Certified Under NPA Regulation 2 


Basic certification under original 
priorities system to be used on orders 
for materials, products and 
nents used in the end item for which 
i rating was 
It is also used with DO-98 for 
duction equipment under certain cit 
cumstances. 
Also used 
rating 


compo- 


issued. 


pro 


vith DO-99, the basket 


Certified Under NPA Regulation 3 


Used by a Canadian supplier of a 
U. S. customer when extending a rat 
ing to acquire material in the U. S. 

Also used with DO-47 when a 
Canadian Defense Program supplier 
extends the rating to acquire material 
in the U.S 

Also used with DO-47 by an 
ized Canadian firm seeking MRO sup- 
plies in the U.S 


uthor 


Certified Under NPA Regulation 4 

This is used with DO-97 for 
hance, repair 
ind minor 


mainte 

] 1 r 
ind opel! 
idditions 


iting supplies 


capita 


Certified Under NPA Regulation 2 
and Order M-60 


Used by certain component parts 
manufacturers with DO-70 to obtain 
materials and parts during the third 


quarter of this year 


Certified Under NPA Order 
and NPA Regulation 2 


Used by certain machine tool pro 
ducers and operating under the GSA 
“pool” order program with DO-98 to 
obtain production material. 


M-40 


Certified Under NPA Order M-70 and 
NPA Reg. 2 

Used with DO-91P rating by do 
mestic and foreign (latter must apply 
for permission) to procure MRO sup 
plies in U. S. ports 
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Also used with DO-91P rating by 
marine MRO suppliers and ship re 
pair \ irds to build up inventories of 
marine MRO supplies 

Where a ship repair yard orders con 
trolled materials, it must add the serial 


number assigned by NPA 


The Undersigned Certifies that the 
Rating Hereby Applied is Authorized 
by and is Properly Used Pursuant to 
the Provisions of Order M-46 


Used by petroleum or gas 


for maimtenance, ope! 
supplies or laboratory equipment with 
DO-97 

lso used by same operators to ob 
tain steel casing, tubing and drill pipe 
for normal operating equipment with 
DQ-458 

Also used by 
emer procurement of 


with DO-45] 


opcratol 


iting and repait 


operators for 
, 


supplhie 


Same 


gency 


Certified Under NPA Order M-50 


Used by electric utilities with rated 
orders for major plant additions with 
DO-48, or for minor plant additions 
with DO-4S (minor). 

Also used by electric utilities for o1 
dering heavy power equipment 


Certified Under NPA Order M-55 and 
NPA Regulation 2 


Used by farm equipment producers 
with DO-S7 for production material 
during June 1951. 


Certified Under NPA Order M-55A 
and NPA Regulation 2 


Used by farm equipment producers 
for steel, copper, aluminum and zinc 
ind components needed in the third 
quarter of 1951. 


Certified Under NPA Regulation 
and Order M-61 


Used by machine tool and related 
equipment 
uring tools, etc 
required materials in 
with DO-75 


jigs, dies, precision meas 
producers to secur¢ 
third quarter 


To ee , Seller: The 
Undersigned Purchaser Certifies, Sub- 
ject to Criminal Penalties for Mis- 
representation, that (He has Received 
a Certification from Another Person 
that) the Office of International ‘Trade 
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has Issued to (Him) (Such Other 
Person) Validated Export License 
No. . for Export Shipment of 
All the Items Included in the At- 
tached Order 


Used by a customer 
metal strapping 12 or more in. in 
length who has a validated export 
license from OIT or has a signed cer- 
tification from another person to that 
effect, exempting the sale from the re- 
strictions of NPA Order M-59 
Ihe Undersigned, Subject to Statu- 
tory Penalties, Certifies that Accept- 
ance of Delivery and Use by the Un- 
dersigned of the Strapping Herein 
Ordered will not be in Violation of 
NPA Order M-59. 


Required of all buyers of 
strapping more than 12 in 
CMP Certifications. 


purchasing 


metal 
long 


Certified Under CMP Regulation 1 


Used on an authorized controlled 
materials order placed under an allot- 
ment. The appropriate symbol desig- 
nated as a CMP allotment symbol is 
used, for example: K-2, if validated for 
the third quarter then K-2-3051 

Note: a user may require less than 
1 minimum mill quantity of a con- 
trolled material for which he can 
provide an allotment symbol. If he 
cannot procure the quantity from a 
distributor (warehouse), he can com- 
bine the order with material not cov- 
ered by an allotment, but he must 
show the portion that is covered by 
the allotment 


Certified Under CMP Regulation 3 


Used by consumers who have re- 
ceived a DO-rating for an authorized 
production schedule and by controlled 
materials producers who have received 
the DO-rating. Rating and related 
illotment number are shown. For ex- 
imple: DO-K-2. Used for products 
other than controlled materials. 

Note: Basketing is permissible un- 
der this certification also. It is neces- 
sarv, however, to show (a) quantity 
covered by the rating with allotment 
symbol; (b) quantity covered by a 
rating without an allotment symbol; 
c) quantity not covered by any rating. 


Certified Under CMP Regulation 5 


Used on a delivery order for prod- 


ucts or materials, other than con- 
trolled materials, needed for mainte- 
nance, repair or operating supplies. 
Che rating: DO-MRO. 

(You may get CMP ratings from 
either a manufacturer of an “A” or 
“B” product or a supplier of material 
to an “A” or “B” manufacturer.) 














What puts zip 
into 1001 “removing” jobs? 


si The right brusle | The world’s favorite general pur- 


pose power brush for saving man-hours on surface cleaning jobs is the 
Osborn Masterg Wheel Brush. This dense, wide-face wire wheel 
brush cuts fast and lasts fora long, long time on all kinds of work suchas: 


Removing scale from steel parts (as shown above) ... preparing sur- 
faces for welding .. . removing rust, grit and old paint... deburring 
metal parts... roughing up rubber. 


Make sure your production and maintenance departments are using 
Osborn Master Wheel Brushes to save man-hours! Order them from 
your Industrial Distributor along with other mill supplies. The Osborn 
Manufacturing Company, Dept. 472, 5401 Hamilton Ave., Cleveland 14, O. 


@SBORS 


LOOK FOR THE NAME OSBORN... RECOGNIZED EVERYWHERE 
FOR QUALITY WORKMANSHIP AND MATERIALS 








TURNS HOURS TO MINUTES on 
jobs like this. Here a 6” Osborn Master 
Wheel Brush, mounted on a portable tool, 
removes old paint easily and quickly. 


BUILT TOLAST! This cut-away section 
of an Osborn Master Wheel shows its solid 
unit construction. Steel wire sections are 
gripped by two steel face plates brought 
together under 3'2 tons pressure. Brush is 
densely filled and has wide face. Slips on 
and off shaft quickly. Has Osborn's special 
crimped wire. Evenly balanced to make 
it a smooth-running tool. 


SAVE PURCHASING TIME 6y order- 
ing all your Osborn Maintenance Brushes 
automatically from your Industrial Dis- 
tributor along with other mill supplies. 
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Supply Sales Trend 


Final Figures For April 1951 





April 1951 April 1951 First 4 Mos. 1951 
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Threads Pipe in Record Time! | 


Here’s the machine that fits right into the rearmament program like a 
pipe in a fitting! Sell the Oster “Rapiduction” to defense industries 
where large quantities of pipe not exceeding 8” must be threaded at 
high speed to get high production at low cost. 


Typical “Rapiduction” Speeds 
20.1 seconds on 212” pipe. 44.4 seconds on 5” pipe. 
29.8 seconds on 3” pipe. 66.0 seconds on 6” pipe. 
41.7 seconds on 4” pipe. 103.0 seconds on 8” pipe. 


Two “Rapiduction” Models 
No. 6-A has Standard Range of 1” to 6” pipe. Bolt Range 1” to 4”. No. 8 model 
has Standard Range 212” to 8”. 


The die-head, with chasers and holders in 
position for threading the smallest size of 

“Never a Die-Head Change” pipe in the “Rapiduction” range. 
Each machine has a single die-head and one set of HIGH SPEED STEEL dies that " 
thread all sizes within range without change. (See illustration of “Rapiduction” 
Die-Head on this page.) 

Meet the Need for Speed! 

Pipe lines are the liquid materials handling systems for industry. Oster’’Rapiduction’ 
machines are engineered to expedite pipe threading. Meet the need for speed! 
Sell Oster “Rapiduction” High Speed, High Production Machines! 


THE OSTER MANUFACTURING COMPANY 


2041 East 61st Street * Cleveland 3, Ohio, U.S.A. 


‘ 





The die-head, with chasers and holders 
expanded for threading the largest size of 
pipe in the ‘‘Rapiduction” range. 


BUILDERS OF COST REDUCING THREADING EQUIPMENT SINCE 1893 
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SALES TRENDS (Continued) 





April 1951 
Compared with 
March 1951 


April 1951 
Compared with 


April 1950 


First 4 Mos. 1951 
Compared with 


First 4 Mos. 1950 





EAST SOUTH CENTRAL 


Alabama 
Kentucky 
Mississippi 


-9% + 20% +4.4% 


Tennessee 


WEST 
Arizona 
Colorado 
Idaho 
Iowa 
Kansas 


Nebraska 
Nevada 

New Mexico 
North Dakota 
South Dakota 
Utah 
Wyoming 


-2% + 20% 492% 


Minnesota 
Missouri 
Montana 


WEST SOUTH CENTRAL 


Arkansas 





Louisiana 


-6% 


+ 31% +09% 


Oklahoma 
Texas 





PACIFIC 
California 
Oregon 
Washington 


-3% +100% +97 % 























What Good Books Have You Read Lately? 


InpustRIAL Disrripution, you know, has its own “book club”, open to all 
readers, where every piece of literature offered earns you “free dividends.” 
You'll catch a look at it any time now, along about Page 171. 

It’s a series of fast-reading capsule commentaries on what’s new, helpful and 
sales-productive in the catalogs, bulletins, leaflets and display pieces currently 
made available by suppliers. 

What’s that you say?—suppose you don’t handle that manufacturer’s line?— 
suppose you sell a competitor's? Tell you what we're going to do for you on 
Page 171. We're going to let you know what the other fellow’s supplier has 
worked up in his sales literature to help back up his salesmen in the field; let 
you in on what your competitor’s selling angle is likely to be two or three 
months from now. 

Make a mental note right now to read “Sales Helps From Manufacturers”, 
coming up soon. 
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cuts the heating 
cycle on presses... 
y 7 minutes, 





PROBLEM: What to do when production requirements call for 
ayspeed-up in the heating cycle. 


SOLUTION: (A typical one supplied by a western molded-rubber plant) 
Equip presses with Yarway Impulse Steam Traps. 


RESULT: Heating cycle now 8 minutes instead of their usual 15, a saving of nearly 50%. 


Yarway Impulse Steam Traps are designed to get equipment hotter, sooner, 
and keep it hot—thereby increasing production. In operation, 

Yarways send the most premium B.T.U.'s 

at top temperatures into Your product or process. 


Other reasons why over 750,000 Yarways have already been installed are— 
one moving part, low maintenance, small size, easy installation, ' 


good for all pressures, made of stainless steel, low cost. ' 
It's easy to buy Yarway Impulse Steam Traps. 


One of 216 industrial distributors 
who stock and $ell them is located near you. 


FREE! NEW TRAP, SELECTOR 


The right steam trap in the right place is important. ~~ 
Find quickly and easily which is the right 


Yarway trap for each application in your plant: the steam trap designed 


Write for your free copy of this 


new 16-page Selector. with production in mind 


YARNALL-WARING COMPANY e 111 MERMAID AVE., PHILADELPHIA 18, PA. 
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The Outlook For Business 





MILITARY SPENDING 


CONVERSION PINCH 


LIMITED PROGRAM 


EMPLOYMENT UP 


One year after Korea, the U. S. is well started on its defense job. 

Best single measure of the growing importance of mobilization to business is 
military spending. From a level of about $12 billion a year before Korea, it is now 
close to $30 billion. 


Even at the $30 billion level, almost every business feels the effects —— di- 
rectly or indirectly. 


From now on the big increase in spending will be for ‘‘hardware’’ from industry. 
Military is probably buying industry’s products at the $14 billion a year rate —— or 
more —— now. As the plants that have been tooling up begin to tum out new tanks, 
new aircraft, and other weapons, that rate will double. 


So far, U.S.’s total production has met mobilization demands —— and still in- 
creased enough to give civilians more. That’s why retailers could raise their inventories 
30% last winter —— while sales gained only about 10%. 


But from now on, civilians will feel the pinch of conversion more and more. The 
defc ‘e program — including essential supporting uses —— is now taking about 40% 
of the U.S.’s steel supply. That figure will inch up in the next six months. 


Housing starts drop under the impact of controls. Builders started 97,000 new 
homes in May —— as compared with 149,000 in the same month of 1950. At the rate 
they are going, though, they will start close to one million new homes in 1951. That 
will still make this one of the top years in the industry’s history. 


Automakers —— who have cut production back gradually as steel restrictions 
tightened —— expect to turn out 1.2 million cars in the third quarter. That compares 
with 1.6 million in the first quarter. Appliances, other non-defense products that take 
steel, will be cut back slightly less. 


But it’s important to remember that this is a limited program. When mobilization 
hits its peak, it will still be only about 40% of the size of the World War II defense 
job. And —— as it is planned now —— the defense program will reach its peak some- 
time next year. 


So —— there’ll still be a lot of civilian business to be done. 

And —— the worst shortages in steel, copper and other metals will be nothing 
like what they were at the high point of World War II. Moreover, shortuges will begin 
to ease by mid-1952, as it looks now. Then the companies getting their steel in the 
‘‘free’’ market —— not through allocations —— may find the going easier. 


So far the conversion to defense has gone with amazing smoothness. 

Employment is the best single measure of business activity. In May, it reached 
61.2 million —— a million and a half higher than it was a year ago. By midsummer. 
it’s likely to go well over63 million -— as students and other part-time workers come 
into the labor force. 


Unemployment has dropped steadily. In May it was only 1.6 million —— lowest 
since World War II. And it’ll go steadily lower in months ahead. 


In short, you can look for further tightening in materials, and growing shortages 
of labor as the defense program picks up speed. And that means more pressure under 
prices by fall. 
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Most all of us like packages 
Whose looks are a delight... 
And ‘National“cartons, you'll agree 
Are crisp and clean and bright. 


Most hardware men agree they’ve never seen a 
better-looking package in their field than 
“National’s” snappy red-and-black carton. It stays 
new looking because dirt and finger marks don’t 
show on the glossy surface. And the attractive 
color-coded labels tell at a glance what type of 
fastener you're looking for. That's the kind 





of help “‘National” gives you to help you 


give your customers complete fastener satisfaction. 


FINE THO 
HEX HEAD 


CAP SCREWS 


The “business end”—the color-coded 
label —tells at a glance the type of 
fastener the carton contains, 


“National” products include: HODELL CHAINS— CHESTER HOISTS 


THE NATIONAL SCREW & MFG. COMPANY 2, SS a 


Cleveland 4, Ohio 
Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 
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™ Selling Is My Business” ce ce ce Do I suggest tie-in 


sales? . . . Work for the customer? . Believe in perseverance and hard work? 


Mr. Jones takes an active part in 
club and civic affairs where he meets 
a large number of people, and “most of 








HOMER L. JONES: 


Give Undivided Attention, 


Suggest Tie-In Sales 


Most customers have a fairly good 
knowledge of belting and what they 
want, but they welcome new _ ideas 
and improvements in manufacture 
ind use. So says Homer L. Jones, an 
ace inside salesman for C. W. Farmer, 
Co., Macon, Ga 

He says there is no secret in making 
les. “Just be interested in the cus- 
ymers problem and needs and then 
provide the best service possible. Point 
out the new improvements, quality 
ind service features. This customer 
interest will be rewarded in repeat 
orders.” 

Another point Mr. Jones stressed 

was “Don’t stop at just making a sale 
of a length of belting. Suggest belt 
hooks, lacing and dressing. And when 
you know just where he is going to 
use the belting, it leads to suggestions 
for other items which the customer 
may want in his Always 
keep well-informed on any new prod 
uct which is being manufactured that 
might fit into the customer’s opera- 
tion. It will draw interest and make 
sales.” 
Mr. Jones gives a few cautious hints 
which he has found most helpful in 
his sales activities: “Alwavs give your 
immediate customer your undivided 
attention. Make him feel that he is 
the only person you are interested in 
ind that you want to help him as 
much as possible. If the item desired 
is not in stock, make everv effort to 
obtain it locally for him. If such is 
not possible, then let him know vou 
will obtain it as quickly as possible 
This tvpe of interest builds 
rood Will ] makes for 
orders.” 


business. 


ustomer 


ind repeat 
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them are customers”. 


HOWARD C. COLTON: 


The One Sure Way: 
Get Up Early; Work Hard 


Perseverance and hard still 
have no substitutes, according to the 
example set by Howard Colton, suc- 
cessful salesman of 62 active years 
with The Charles C. Lewis Co., 
Springfield, Mass. 

Mr. Colton joined the company in 
1889, just three years after it was 
founded. At that time the principal 
business was with the blacksmith and 
carriage trade. Chief items carried 
were carriage upholstery, horseshoes 
and wagon wheels. 

It was Mr. Colton’s practice to take 
the early morning train from Spring 
field to Greenfield, Mass., arriving 
there around 5:30 a.m. From there 
he would get on his bicycle and con- 
tact most of Vermont and New 
Hampshire in the next two weeks. He 
would repeat the performance by tak- 
ing the train to Pittsfield and calling 
on widely separated accounts in that 
area 

All through his many vears of 
service with Charles C. Lewis, Mr 
Colton has continued his policv of 
making early calls. He starts at 7:30 
and still makes the maximum number 
of calls during the working dav. His 
accounts have such resnect for his 
regularitv, thev literally t their 
clocks by him 

Still active, 
1200 


L 
WOITK 


onally distributed 
company calendars last 


he pel 
over 


vear 
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JOE HAGER: 


Customer Is Your Boss, 
Not Your Management 


“Supply salesmen, both inside and 
out, don’t work for the management 
bovs. They work for their customers, 
and they shouldn’t forget it,” accord- 
ing to Joe Hager, president and still ac- 
tive salesman of Grand Rapids Supply 
Co., Grand Rapids, Michigan. 

Mr. Hager stresses the fact to every 
member of his organization that 
Grand Rapids Supply Co.’s manage- 
ment acts as bookkeeper and check 
signer for salesmen and employees. 
It’s the customers who really pay the 
salaries and commissions. 

“Occasionally you find a salesman 
who tries to oversell customers, just to 
boost his commissions. That’s one of 
the worst mistakes any salesman can 
make. The salesman should realize 
that he’s not working for himself. His 
object is to work for the customer, to 
help him make money so he can pro- 
vide a job for the salesman. 

“Anvtime vou sell a customer some- 
thing he doesn’t need, you’re boosting 
his costs, making it harder for him to 
stay in business and make money for 
himself. And if he doesn’t make 
money, it’s a cinch you won’t make 
inv sales at all to him.” 

“Another thing is that inside sales 
men too often are likely to be im- 
patient with customers, especially 
when thev buv only a low cost item. 
Thev don’t realize that if a customer 
walks in the door only to get one file, 
that file is important to him. And the 
customer has complimented you by 
walking in in the first place. Sure. vou 
show a loss on the transaction. but if 
vou sell the file as though it were a 
hundred dollar power tool, you'll 
more than likely be getting big orders 
soon 
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This map of the Chicago district is typical of how a 
Johnson Bronze warehouse supports nearby distributors. 











DISTRIBUTORS 


elite MAIN PLANT 


New Castle, Pa 





, Johnson Bronze warehouses 
maintain adequate stocks for quick delivery to 
nearby distributors. So, whatever sleeve bearings 
or bearing metals you require are as near to you 
as your phone. And, too, the Johnson District 
Representative is constantly available for tech- 





nical advice and service. Johnson Bronze helps 
make customers for you through a strong national 
advertising program, catalogs, and direct mail 
under your name sent to your own list. 


©” SLEEVE BEARING HEADQUARTERS Since 1901 "lf 


>) dunsenKrong 


a 


535 SOUTH MILL STREET*NEW CASTLE, PA. 
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IDEAS: How vou Can 


... utilize a small display area in 3 ways 


Although the area devoted to display is small at 
Briggs-Weaver Machinery Co.’s Houston branch, ther« 
are five different ways in which products are arranged 
to catch the eye of will call and counter customers 

In the center of the floor is a “lazy Susan” type of 
tier platform on which tool kits and accessories are shown 
Precision tools are featured on sloping shelves built into 
the counter; the shelves are glass enclosed and well il 
luminated by hidden fluorescent tubes. On the counter 
itself, one or two display boards are used for gadget-type 
products; these displays are changed more frequently 
than the others. 

Behind the counter and in full view of customers are 
the stock shelves; the counter men make a special effort 
to keep the stock neatly arranged and dusted at all times. 

Over the stock shelves are panel boards on which 
cutting tools are displayed 

Shown in the picture are F. E. Batz, Raymond Cripe, 
ind Bill Evans. 


\ triangular-shaped rack developed by U. S. Steel Sup- 
ply Co. in Los Angeles stores 25 tons and 190 different 
sizes of nuts and bolts in 10-gal. steel drums in 270 sq. ft., 
less than half of 600 sq. ft. formerly required. A specially 
designed side rail movable steel ladder with 24 x 24-in. 
platform is used to fill orders. The rack is 8-ft. high, 
234-ft. long and 114-ft. wide and is made of four “A” 
frames with 4-in. 134 H section acting as upright, with 
tin. x 5.4 channels as cross members supporting plat- 

ms for steel drums. Five platforms on each side con- 
in 19 drums per line. Each platform is made of two 
f 24 x 24 x g-in. angles positioned 14-in. apart 

toes of angles opposing each other. 

\V. Morley, warehouse superintendent of the U. S 
Stcel Subsidiary, picked up idea in a florist shop when 
he saw hundreds of flowers neatly arranged in metal con 

m a similarly-shaped rack 








. +. keep stock catalogs handy to stock itself 


Frequently at Chase, Parker & Co., Inc., Boston, Mass 
a store clerk on the phone will give the warehouseman 
upstairs mercly a firm name and number in describing 
in item on order and wanted downstairs—vet the stock 
man will get the item or items right every tim« 

I'he reason? It’s as simple as this: that number given 
over the phone is the manufacturer’s own catalog num 
ber for the item, and every one of the manufacturer’s 
catalogs sent in to the company has been tacked up 
ilongside that company’s product or products 

Thus the brush catalog is stored by the brushes in 
stock; the drill catalog by the drills, and so on. So that, 
instead of the need to remember the half-dozen facts 
ind figures that sometimes are specified as qualities of a 
brush, the stock man needs only to remember this num 
ber quoted to him on the intercom or the phone, and 
checked it aganist his shelving catalogs 
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The New CUSHMAN 


lron body Air Cylinders 








SIMPLE, RUGGED, PRECISION-BUILT UNITS 
YOU CAN INSTALL ON YOUR PRODUCTION LINE AND FORGET 


These new iron body air cylinders follow the well- 
proved design of our very successful high speed 
aluminum body cylinders. They are suitable for 
operating either Cushman Air Chucks or those of 
other makes. Note these important features:— 


Cylinder Body is one piece casting, light in 
weight, yet ample in section. Bore is precision 
lapped and piston fitted with special “O” ring 
seal. In addition, operation is protected by a 
graphitar disc air seal (patent applied for) that 
is pressure balanced under load. You will have 
no trouble with air pressure leakage under 
heaviest recommended production loads. 


Large air ports speed operation. Static balanc- 
ing after assembly eliminates vibration. Install- 


ation, controls and operations are very simple. 


Write for bulletin No. PO-8. And please anticipate your needs, since deliveries are tightly scheduled. 


THE CUSHMAN CHUCK COMPANY, HARTFORD 2, CONNECTICUT 


CUSHME 
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PROMOTIONS are announced by Bolton Sullivan, president of Skilsaw, Inc., Chi- 
igo, to Ralph B. Brundrett, treasurer; Edwin B. McConville, executive vice presi- 
dent; and Paul Watts, vice president of sales 





Study of Machine Tool 
Surplus Problem Urged 


\ frank and complete study of the 
machine tool surplus problem growing 
out of the current defense tooling pro 
gram should be started at once, Don 


ild M. Pattison, vice 
Warner & Swasey Co. and chairman 
of committee on sales and service, Na 
tional Machine Too! Builders’ Asso 
ciation, said recently in a report to 
the membership 

Ihe surplus problem probably will 
differ considerably from what it was 
in World War II. For one thing, it 
that only 40% o1 
many machines will be delivered to 
contractors as in the 1941-1945 per- 
iod. Many of these machines will go 
into defense plants which will be kept 
on a standby basis 

Mr. Pattison said that government 
ind industry should take a lesson from 
the Janmat reserves and put all surplus 
machines into good operating condi- 
tion at the end of the emergency and 
store them at suitable locations. — 

Bear in mind that the surplus prob 
lem can become a nightmare if not 
properly handled, Mr. Pattison 
warned. He cited the case of one 
builder who says that 30% of its ma 
chines now being delivered and on 


president, 


ippears 50% as 
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order will not be needed in peace 
time by the customers for their nor- 
mal peacetime products. If these ma- 
chines were thrown on the market, 
as they were after World War II, 
the company would repeat its experi- 
ence of competing against its own 
machines in the commercial market. 


Used Tool Order Outlined 


Key features of a new ceiling price 
regulation for used machine tools, out 
lined by OPS at a meeting May 17 
with a Used Machine Tools Advisory 
Committee, are 

1. Machine tools will be sold on a 
weight basis, and only with standard 
equipment or equipment originally 
sold as part of the machine. 

2. Packaged (tie-in) sales are pro 
hibited, and no dealer may lease a 
tool and then compel the lessor to 
purchase it at the ceiling price. 

3. Used machine tools will be sold 
under three classifications—rebuilt, 
reconditioned, and as is—on a per 
centage of today’s ceiling prices for 
comparable machines, and in four age 
groups: (a) built after Jan. 1, 1940; 
(b) after 1930; (c) after 1920; and (d) 
before Jan. 1, 1920. 
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Rockwell Mfg. Co. 
Acquires Columbus Firm 


The Rockwell Mfg. Co., Pittsburgh, 
Pa., has acquired the Ohlen-Bishop 
Mfg. Co., of Columbus, Ohio. 

Ohlen-Bishop was organized in 
1852 and is one of the five largest saw 
manufacturing concerns in the coun 
try. The present plant was built about 
two years ago and covers about 102,- 
000 sq. ft. 

The company manufactures a com 
plete line of mill and factory wood- 
working saws and saw blades; a trade 
line for carpenters, plumbers, electri 
cians, and butchers; and a complete 
line for the home workshop. 

This latest acquisition brings Rock 
well’s divisions and subsidiaries to a 


total of 17. 


Alexander Elected Head 
Of Sales Executive Club 


Vincent K. Alexander, sales man- 
ager of Manheim Mfg. & Belting Co., 
Manheim, Pa., has been elected presi- 
dent of the Sales Executive Club of 
Lancaster, Pa., for the 1951-1952 sea- 
son. During the past year he served as 
director, vice president and program 
chairman, 

Mr. Alexander joined Manheim in 
1936. He formerly Chicago 
branch manager and has been 
manager for the past eight years. 


Was 
sales 


Vincent K. Alexander 














SALES MEETING recently held by The Black & Decker Mfg. Co 
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, in Tucson, 


Arizona. Branch managers and top personnel who attended represented 625 years of 


belectric 


tool merchandising experience. 


Branch Managers’ Meeting 
Held by Black & Decker 


Ihe Black & Decker Mfg. Co., 
l’owson, Md., held its annual Branch 
Managers’ sales meeting in Tuscon, 
Arizona. 

I'he week-long gathering was at 
tended by twenty-one branch man 
agers from the U. S. and Canada and 
top sales management personnel from 
the Towson, Md. headquarters. 

(‘hose attending were: A. S. Boehm, 
San Francisco; D. §. McKeracher, 
Montreal; J. F. Apsey, Jr., Adv. mgr.; 
G. A. Underwood, Memphis; E. E. 
Randle, ass’t to sales mgr. 

J. F. Spaulding, Buffalo; R. G. 
Horner, Chicago; P. W. Lund, Seattle; 
E. H. Federschmidt, Philadelphia; 
A. G. Decker, Jr., vice president in 
charge of Mfg.; R. D. Black, vice 
president; G. H. Treslar, vice presi 
dent in charge of sales; G. W. Herbst, 
general service mgr.; EF. M. Stewart, 
Boston; J. P. Spain, Baltimore. 

J. M. Schreiner, Detroit; B. W. 
Carle, Winnipeg; W. E. Blair, Los 
Angeles; L. C. Gehring, Minneapolis; 
E. V. Schaub, Dallas; W. J. Fenwick, 
Cleveland; H. G. Smith, St. Louis; 
G. F. Fischer, New York; G. H. Nich- 
olson, Toronto; W. L. Poynter, Kan 
sas City; G. M. Burcanan, Charlotte; 
\. L. Proctor, Atlanta. 


Worthington Appoints Evans 
Head Of Rochester Branch 


L. M. Evans has been put in charge 
of the new Rochester, N. Y., branch 
ofice of Worthington Pump & Ma- 
chinery Corp., Harrison, N. J., located 
it 1246 Sibley Tower Bldg. 

Mr. Evans is a member of Amer- 
ican Institute of Electrical Engineers, 
American society of Mechanical En- 
gineers, National Society of Profes- 
sional Engineers, and the University 
Club of Syracuse. 


Grinding Wheel Institute 


Holds 131st Meeting 


The 131st meeting of the Grinding 
Wheel Institute was held in Hot 
Springs, Va., recently, in conjunction 
with the Abrasive Grain Manufac 
turers Association. During the meet 
ing, a large-scale public relations pro 
gram for promotion of safe use of in 
dustry products was approved. 

This is the first time that appro 
priation of many thousands of dollars 
have been granted for publicizing 
standard practices and emphasizing 
greater need for safety in use of grind 
ing wheels. 

Retirement of Harry B. Lindsay as 
secretary-treasurer of the institute was 
announced. He has been the only 
secretary since establishment of the 
headquarters office in January 1934. 
He is succeeded by Frank G. Gustaf- 


son. 


Lewis Supply Installs 
Customer-Sales Clinic 

Lewis Supply Co., Memphis, ‘l'enn., 
has remodeled a section of its ware- 
house for a customer-sales clinic room. 
Regularly scheduled meetings are 
planned, to which customers will be 
invited in groups of 75 to 100. 

The room is equipped with a movie 
screen and exhibition space, and a 
serving counter has been built in to be 
used for buffet lunches and dinners 
for such meetings. The room will also 
be used for sales meetings. 

The front of the building contains 
display space, to be used for the ex- 
hibition of heavy machine tools. 

The engineering department has 
been enlarged and two new graduate 
engineers added as trainees: ‘Thomas 
Wilkerson of Memphis, and Emil 
Svoboda, of Cleveland. 

Roy McDurham, sales trainee, has 
been transferred from the shipping 
department to the Specialty Sales de- 
partment. The firm now has 16 sales- 
men, covering Arkansas, Mississippi 


and ‘Tennessee. 


Industrial Hdwe. & Tool Co. 
Starts In Brooklyn N. Y. 


The Industrial Hardware & Tool 
Co., 59 Rogers Ave., Brooklyn, N. Y., 
was established May 1. ‘The company 
will carry a complete line of cutting 
tools, precision tools, portable air and 
electric tools, hand tools, machine 
tools, abrasives and supplies for ma- 
chine shops. 

It will be under the direction of Al 
Klass, former manager of the Bridge 
Hardware Co., Inc., New York City. 





CHARTER MEMBERS of the Thor 25-year Club attend their first annual awards 
dinner. The inauguration attracted 140 Aurora veterans. 
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How to help your customers 
solve MAINTENANCE PROBLEMS 


1. Use Black & Decker Electric Tools 
2. Use your technical know-how 


3. Use the help of your B&D Salesman 


jeer three steps go a long way toward 
solving plant maintenance problems 
and saving money, muscle and man-hours 
for your customers! (1) Help your custom- 
ers select the correct tools for their 
maintenance jobs from the unmatched 
variety of tools in the Black & Decker line 
. including Drills, Hammers and Bench 
Grinders. (2) Give customers the benefit of 
your experience; show them how to adapt 
these tools to their particular needs. (3) 
Call on your Black & Decker Salesman for 
help whenever you run into a particularly 
knotty problem. 
The Black & Decker Tools shown here are 
typical of the world’s largest, most com- 
plete line! They’re streamlined, easy to 
handle—particularly important on mainte- 


nance jobs that must be done in close 

quarters. They are top quality throughout 
in materials, workmanship, engineering 
for finer, faster performance. Their 

extra-tough gears, shaft and chuck 

spindles and husky housings are a 

big selling point when you consider 

the rough handling maintenance tools 

usually get. 


And as a plus, you can offer unequalled 
B&D Repair Service for longer tool life... 
from the most modern system of 30 B&D- 
owned - and - operated Factory Service 
Branches within 24 hours of any customer! 
Factory-trained expert mechanics, special 
servicing machinery, guaranteed spare 
parts! THE BLack & DeckER Mrc. Co., 
617 Pennsylvania Ave., Towson 4, Md. 








WORLD’S LARGEST, 
MOST COMPLETE LINE 


LEADING DISTRIBUTORS EVERYWHERE SELL 4 


PORTABLE ELEctTRIC FOOLS 
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FOR HAMMERING... 
Sell Black & Decker Electric 
Hammers in four models; 4", 
34,114", 2” drilling capacity 
in concrete. Deliver thou- 
sands of hammer blows per 
minute for high-speed drilling 
and channeling in concrete, ; 
stone and brick; light demoli-' 
tion work; removing rust and 
scale from metal. 


FOR GRINDING... 


Sell four models of Black & Decker 
Bench Grinders—6” to 10” wheel diam., 
1, to 1 H.P.—for everything from grind- 
ing down welds and sharpening edged 
tools to buffing plated metal surfaces 
and removing rust, scale and corrosion. 
Compact, powerful, better working 
clearance, better tool sharpening 

support with adjustable rests. 
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FOR DRILLING... 
Sell Black & Decker Electric 
Drills with a choice of capaci- 
ty (25 models withcapacities 
from 14” to 114” in steel, 
double in hardwood)—a 
choice of handle arrange- 
ment for easiest opera- 
tion—achoiceofspeed, 
power and price in 

most capacities. 











NEW VICE PRESIDENT of Edward 
Valves, Inc., East Chicago, Ind., is Carl 
W. Nedderman, who has been with the 
company since 1945. He is former 
president of Universal Camshaft Co., ngince! 
Muskegon, Mich 79th 


ing 
innual 


HONORARY DEGREE of Doctor of 
Laws was bestowed on Hesket H. Kuhn, 
president of ‘The Hardware & Supply 
Akron, Ohio, by the College of Co., Racine, Wis. Aims of the club 
it the University of Akron’s 


commencement 








FROPHY WINNER of the Eastern Hardware Golf Asso 
ciation tournament held recently at Shawnee on the Dela- 


ware, was H. Prescott Brigham, Jr., of J. Wiss & Sons. For 
other pictures, see page 196. 


FOUNDING MEMBER of Young 
Presidents’ Organization is Robert L 
Hamilton, president of ‘The Dumore 


ire to foster leadership and an exchange 
of ideas among young executives 


AT ANNUAL JOINT OUTING of Power Transmission 
Council, Elmer Starrett of Standard Conveyor (New Jersey 
chapter president) awards the prize Gold Cup to Charles 
Esterle of David R. Grossman, president of the New York 
hapter. Additional pictures are on page 208 


WILLIAM E. REINERT (right), secretary of Dehler Bros., 
Louisville, smilingly accepts a wrist watch from C. C. Mc 
Culloch company president. The occasion commemorated 


Mr. Reinert’s 40 years of service at Dehler Bros. 
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There's a YALE hoist 
for evary lifting job ! 


¢ Let YALE give your sales a boost when your customers have 
tough lifting jobs to tackle. Whatever the job. 
you can supply the YALE hoist that will 
get it done faster, more safely, at less cost. 











That’s because YALE makes all kinds of hoists... electric 
hoists, hand hoists, wire rope and chain hoists, 
trolley and hook suspension hoists, hoists with 
capacities from 500 pounds to 40 tons...each one 
exactly suited to do a specific job for your customers. 


This aluminum yace Load King with synchromatic load brake, for example, 
is ideal where portability and fast, easy, hand lifting are desired. 


As for pre-selling... YALE is telling its success 
story in the biggest national ad campaign in its history... 
opening up a bigger-than-ever market for you. 


ale is the registered trademark of The Yale & Towne Manufacturing Co YALE & TOWNE. 
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| Door Openers To Sales 





N 





Ever fumble for something to say when you want to make small talk with the 


P.A.? Here are a few random facts that will help fill in the conversational blanks 


OUT OF THE DARK: ‘Turn off the light, and vou're still not in the dark when 


you use a new model delayed action light switch. Snapped to the off position, 
labeled “Delay”, 


the light stavs on for almost a minute—long cnough to get off 
the porch, down the hall, or into bed 


GASOLINE GOING UP: Even though water won't run up a rope, the Navy can 
make gasoline run up a hose, from a carrier deck to a blimp hovering above the 
ship. ‘The trick is worked with an electric pump, which permits in-flight refueling 
f blimps. 


DON’T DROP THAT BOX: Nincty percent of all industrial accidents are said 


to occur in the handling of imaterials, although new, modern mechanical handling 


methods have cut down many of the hazards, and, at the same time have raised 
the production rate, often substantially. 


MORE STEEL WITH OXYGEN: Mixing oxvgen with the purifying air blast 
has enabled steelmakers to complete a Bessemer “blow” of 30 tons of steel in nine 


to ten minutes. ‘This means a bonus of 30 tons everv twelve to fifteen blows, or 
60 tons for each Bessemer converter in an eight hour day. 


GNAWING ON WOOD: Exposure to high-voltage electrons or cathode rays 
may turn sawdust into cattle feed 


I:xperiments have built up a cellulose-lignin 
combination that is digestible in a laboratory version of a cow's stomach. 


COAL ON 'TAP: Coal will flow like water through a pipe when a Pittsburgh 


coal company completes its pilot model. The coal will be ground to small sizes 
and mixed with water, forced through a 17,000 ft. long pipe. Propulsion will come 
from additional water being forced into line by pumps built along line at intervals 
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v ASARC, 


37% SAVED on BRONZE BAR STOCKS," 


° ape . ah Igy, Ww 
... by buying Asarcon 773 (SAE 660 a Exteel? the length 


needed. 
If the shop had used standard 13” lengths of bronze, it 
would have bought 569 lbs. of metal . . . because the job 


called for twenty-one 8” lengths of 3” diameter tubular bars 


with a wall thickness of 1”. 
By ordering Asarcon 773 in exactly the length required 
. an 82” piece and a 90” piece . . . the shop bought only 
356 lbs. of metal. Savings over 37%! And no short ends! 
Asarcon 773 bar and bearing bronze is continuous-cast 


cv 


in diameters 1” to 5”, cored or solid, in 105” lengths ... 
216 stock sizes of rods, tubes and shapes available. 
Distributors will cut this warehouse stock long or short in 
exactly the length you need. 

Round or symmetrically shaped bars and tubes, special 
alloys and longer lengths can be made to order. 


Send for this free catalog on 
Asarco Continuous Cast Bronzes. 
It contains physical properties, 
table of weights, photomicro- 
graphs, table of stock shapes 
and sizes and other data. 


West Coast Sales Agent: 
KINGWELL BROS. LTD., 444 Natoma Street, San Francisco, Calif. 


American Smelting and Refining Company 


OFFICES: Perth Amboy Plant, Barber, New Jersey 
Whiting, Indiana 
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NEW PRODUCT 


WITH SALES 
POSSIBILITIES 





Wheel Bond 


Designed For Tungsten 
Carbide Tool Sharpening 














Work Table 


Features Hard 
Maple Top 


throughout, and will support up to 
1 ton of weight, it is claimed. The 
top is of 2-in. selected hard maple, 
jointed true and glued. It has a nat 
ural wood finish and is reinforced 
with concealed bolts 

The unit measures 48-in 
in. wide and 31-in. high, with casters 
6-in. diameter semi-steel swivel type 

The table is available with casters 
or legs, and can be furnished with 
floor locks 

Market Forge Co., Everett, Mass 

Industrial Distribution, July 1951 


long, 30 








Stud Driver 


Cartridge-Powered, 
Quick Settings 


The new Model 450 Remington 
Stud Driver, which weighs little more 
than five pounds, is said to generate 
cnough controlled energy to drive a 
stecl stud into a structural steel plate 
3-in. thick, or so snugly imbed_ it 
into aged concrete that a pull in ex 
cess of 4,000 Ib. is necessarv to re 


move it 
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The tool can be operated by one 
man. Its portability and efficiency, 
it is claimed, makes it of particular 
interest to the general contracting, 
maintenance, contracting, 
plumbing contracting and ship fit 
ting fields 

The tool is said to be comfortably 
operated at a sustained speed of five 
x more stud settings a minute in 
concrete, steel, wood, brick, 
siding and roofing and. other 
tural materials. 

The “energy supplier” is a 32 cal 
iber long rim fire blank cartridge. A 
colored plastic heel cap or cup is 
inserted in the mouth of the cartridge 
case. ‘The studs used vary in length 
from 3 to 2j-in. long and are made 
ot specially developed steel alloy 

Phe stud driver is equipped with 
1 number of safety devices which are 
said to afford the operator and thos¢ 
carby maximum protection. It 1s 
said to have exceedingly low 
ind lacks explosive noise. 

Remington Anns Co., Inc., Bridge 
port, Conn.—Industnal Distribution, 


July 1951 


electrical 


asbestos 


struc 


recoil, 














Band Saw 


Provides Fast, Accurate 
Metal Cutting 


Vhis new metal-cutting band saw 
the Kalamazoo “1200’’—is the latest 
addition to the line by the Kalamazoo 
lank & Silo Co. It is said to provide 
fast, accurate production cutting of 
metals up to 12 by 20 in. flat, and 12 
in. and over, round. Low priced, it is 
available in standard or coolant 
equipped models. 

Construction features reported by 

Continued on page 136) 
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EEWOX — | "s 
Ek PVOA-: POWER HACK SAW BLADES 
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are best by Svery test! 


QUALITY ... The very finest in both Q eg 


steels and workmanship 
SERVICE ... | Prompt Deliveries 
TECHNICAL ASSISTANCE... 


Whenever needed on unusual 
or difficult cutting problems 


These things we pledge to you. The final test is on 
your own machines. Try Lenox for yourself... on 
any job... . against any other blade in the world. 


Then you be the judge. — y~-*- ot 
Springfield Massachusetts 
LEDERER EGG wwe ACK SAWS BAND SAWS _ GROUND FLAT STOCK 
RAGE RAGGA REREEERRES 
bah abedinabbuDbecDandved badbbadbinddindbiadbbadaiec enc inca rcabica had inc ied iad baaiiacdac bad iid loaned lac aliac hadhlaabcdeadieavnaheadseas ok cok ca 
BRERA GAARA RRR RRR EE EIEN 
BAUR ah cm i th ei tinted ua uhh hot ahah vhveh shoei ahoahshoehoahomhomhuahoaboai ah siboabsaboabombemheahvaheanedieaad 


INDUSTRIAL DISTRIBUTION © JULY, 1951 133 








YOU CAN FILL 


THAT ORDER FROM 


THE COMPLETE As a Winter dealer you can quickly 

satisfy all of your customers’ tap needs. 
WINTER LINE it vie aves teal ie tebe 

simply call the nearest Winter branch 
warehouse. Winter branches are 
strategically located at New York, Detroit, 
Chicago, and San Francisco. Each carries 
the complete Winter line of hand, 
machine screw, pipe, chip driver, nut, 
pulley, and tapper taps, in all sizes and 
tolerances. Winter buyers know they can 


depend on their dealer for the right tool, 
delivered when it is needed. 


WINTER BROTHERS COMPANY - Division of the National Twist Drill and Tool Company, Rochester, 
Michigan, U.S.A. - Distributors in Principal Cities - Branches in New York, Detroit, Chicage, Sen Francisco 











VG 
sire Aecuraey and Wool \\ 


Y.OUR 

SALES STORY 
IN EVERY 
NATIONAL AD 





Every month, National advertisements are 

at work for National dealers. The advertisement 

shown here—explaining the extreme care exercised 

in manufacturing National reamers—appears in 

current issues of AMERICAN MACHINIST, MACHINERY, 
MODERN MACHINE SHOP, TOOL ENGINEER, 

and WESTERN MACHINERY — magazines with a 
combined circulation of more than 100,000. In addition 
to reamers, National manufactures a complete 
NATIONAL line of rotary metal cutting tools, including twist drills, 
counterbores, milling cutters, end mills, and hobs. 





444444441 b> 

jeter " 

terreenee , 

Vitieeiey 
NATIONAL TWIST DRILL AND TOOL COMPANY, Rochester, Michigon, U.S.A. - Distributors in CANE R LEG 
Principal Cities + Factory Branches: New York, Chicago, Detroit, Cleveland, San Francisco 














the manufacturer are: exceptionally 
rugged construction to maintain pre 
cision; four cutting speeds; a dash-pot 
mechanism to insure controlled pres 
sure during complete cut; and, swivel 
leaf type +5 degree vise for easy ad 
justinent of cutting ingles 

Standard equipment includes 1 hp 
220/440/60/3 motor and stock stop 
bar. Dimensions—S87 in. long, 26 in 
vide, 254-in. height to bed 

Machine Tool Division, Kalamazoo 
lank & Silo Co., Kalamazoo, Mich 

Industrial Distribution, July 195] 





Clamp Attachment 


For Standard 
Miter Gage 


\ clamp attachment, No. 865, for 


the standard Delta miter gage is an 


added convenience when making ac 
curate miter cuts and when cutting 
irregular stock, it is claimed. 

It consists of a bracket and two 
clamps which hold the work firmly 
in position. It can be ittached = to 
iny standard Delta miter gage, and 
can be used on § and 10 in. Delta 
circular band saws, — spindle 
shaper, ibrasive finishing ma 


saws, 
and 
chines 
The Delta Power 
Rockwell Mtg Co 
Industrial Distribution, July 


lool Division, 
Milwaukee, Wis 
1951 


Screw Drivers 


Pistol Grip, 
Has 13 Attachments 
\ new line of pistol grip screw 
drivers has been added to Thor's Sil 
ver Line portable clectric tool series 
Identified as the “ED” 
wailable in 13 attachments and speed 
variations for driving up to No. 12 
and for nuts up to 

1 in. thread 
All ED models are said to be from 
30 to 35 percent lighter in weight. 


They 


series, if 1s 


SCTCWS setting 


ire available in speeds of 500, 
SOO, and 1,100 rpm in all straight 
ind 25 degree attachment models, 
ind 660 and 880 rpm in night angle 
mnodels, with positive, kick-out and 
double slip clutches 

Independent Pneumatic Tool Co 
Aurora, ° [1].—Industnial Distribution, 


July 1951. 














Power Hack Saw 
6-In. Stroke, 
Coolant Tank In Base 


\ new heavy duty power hack saw 
has been added to the Kelle 
power hack saws. ‘The new 
#3CH, has a 6-in. stroke, a built-in 
coolant tank in . Oilite bearings 
ind has a 4 hp single or three-phase 
standard equipment 

The new saw will handle up to 
6} x 6}-in. materials. It is equipped 
with wutomatic feed svs 
tem, and automatic stop. It takes 
either a 12 or 14-in. blade and has 
two speeds, 70 or 125. strokes per 


line of 
model, 


bas¢ 


tor 
MOTOT As 


swivel 


minute. 

Sales Service 
St. Paul, Minn 
tion, July 1951 

Continued on page 135 
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Industrial Distribu 





Product 


Wheel Bond 
Work Table 
Stud Driver . Remington 
Band Saw 

Clamp Attachment 
Serew Drivers 
Power Hack Saw 
Gate Valve 
Radial Support . Skiisaw, 
Lifter 
Drill D. 


Holders 


Twist 
Base 
Hole Cutters 
Tapping Machine 
Tool Stand 





Manufacture 


. Chicago Wheel & Mfg. Co. 
. Market Forge Co. 

Arms Co, 

. Kalamazoo Tank & Silo Co. 
Rockwell Mfg. Co. 
Independent Pneumatic 

. Sales Service 
. American Chain & Cable 
Inc. 

The Fairbanks Co. 

R. Carner Co. 

Enco. Mfg. Co. 

. Robert H. Clark Co. 

Ettco Tool Co. 

Lyon Metal Products, Ine. 


.South Bend Lathe 


Page Product 
132 
132 
132 
132 
136 
136 
136 
138 
138 
140 
140 
142 
143 


Milling Machine 
Reduction Drive 
Carbide Inserts. . 
Respirator 

Hoist 

Table 


Machine 


Trolley Hoist 


Bushing Drivers 
Power Saw 
Screw Starters... 
Conveyor .. 
Tap Wrench 


Floor Compound. 





Works. 


Wrenches 


Manufacture 


Ex-Cello Corp. 
.The American Pully Co.. 
. Firth-Sterling S&C 
. Mine Safety Appliance 
.American Hoist & Derrick 
.Lyon-Raymond Corp. 
American Chain & Cable. 


Bonney 


Works 
.Cummins Portable Too!s 


. Bonney 


Works 
Link-Belt Co. 


Forge & Tool 


. Dahlstrom Mfg. Co. 
..The Wilbur & Williams 


Proto Tools Co.. 
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We Mobilize for Freedom 


FOURTH OF A SPECIAL SERIES 


CONTROLS... 
A Two-Edged Sword 


I may seem dangerously premature to talk 
about getting rid of emergency government 
controls while all-out war is still an imminent 
possibility. 

But success in this strange struggle for our 
freedom into which the Russian Communists 
have plunged us requires that we: 


1. Maintain a whole battery of controls 
designed to speed defense production and 
curb inflation, and at the same time 


2. Work to end the controls at the earliest 
possible mament. 


Here is the reason why this editorial— 
fourth in a special series on mobilization for 
defense — is devoted to the need for a speedy 


release from controls. 


If the Russian Communists can force us to 
maintain indefinitely the present system of 
government controls, they will have won a 
tremendous victory. They will have saddled 
us with a system of collectivism which, over 
a period of years, would be fairly certain 
death to freedom of business enterprise. 


Make no mistake about it. This is not an 
argument against emergency controls. We 
need controls now to break a right of way for 


our mobilization program through the busi- 
ness boom. Indeed, the third editorial in this 
special series was titled “Why Controls Are 
Necessary.” It stressed both the need for con- 
trols and the need for positive cooperation to 
make them work. 


Controls Can Undermine Our Economy 

But these controls surely chisel at the 
foundation of our normal economic system. 
So long as we have them, many if not most 
key business decisions will be made in Wash- 
ington bureaus rather than in the free market 
place. For example, the National Production 
Authority administers a Controlled Materials 
Plan (italics ours) which directs the flow of 
basic metals, and decides who can use them 
for what purposes. 


Happily, the people who operate these 
controls are not using the methods of a secret 
police state. 


Even more happily, most of the leaders 
who have been drafted to manage the con- 
trols are not in love with their jobs. They are 
doing their best in the thankless task of mak- 
ing controls work. They recognize the danger 
of chronic controls. 


But the fact remains that our economy is 














operating under arrangements which carry 
it a long way toward the pattern of central- 
ized control the Russians would inflict on 
the world. 


The Wilson Plan 


A plan for getting rid of these controls has 
already been developed. It was put together 
by our Director of Mobilization, Charles E. 
Wilson — while he was working day and night 
to set up the necessary emergency controls. 


The Wilson Plan —if we escape all-out war 
— will strengthen our defenses and our econ- 
omy. By 1953, it calls for: 


1. Providing the weapons to equip an 
armed force of 342 to 4 million, together with 
a supply of weapons for our allies. 


2. Building a stockpile of weapons which, 
with current production, would be sufficient 
to carry on an all-out war for a year. 


3. Building the manufacturing capacity by 
which we could rapidly expand our produc- 
tion of weapons if all-out war should come. 


4. Increasing the productive capacity of 
industry enough to resume the expansion of 
our civilian economy. 


With these jobs done our economy would 
be big enough and strong enough to meet 
both civilian and military requirements. And 
the government controls needed for mobili- 
zation could be speedily dropped. 


Call for Sacrifice 


The Wilson Plan requires a major effort— 
it means spending more than $50 billion a 
year for mobilization. That is almost 20 per- 
cent of our total production. And this cannot 
be done without sacrifice. For a time, particu- 
larly in the next year, living standards will 
drop. 


But the sacrifice required is amazingly 
small. At the peak of the defense effort, ci- 
vilians will still have available to meet their 
needs about as much as they did in any year 
before 1948. 


To make the Wilson Plan succeed we must 
curb inflation. A second year of inflation such 
as that which we have had since the Korean 
war started would multiply disastrously the 
costs of our defense program. One key part 
of a successful program to curb inflationary 
pressure, which soon will be building up 
again, is a pay-as-we-go tax program. The 
second editorial in this series urged that we 
do our utmost to pay as we go. 


We Cannot Out-Control the Communists 

But, above all, to make the Wilson Plan 
work we must keep our sights set on the 
crucial importance of increased production. 
Our problem is to increase our capacity to 
produce so that we can carry both a major 
military program and an expanding civilian 
economy for as many years— General Brad- 
ley thinks it might be fifteen or twenty —as 
the menace of Russian Communist aggres- 
sion persists. 

If we do not produce enough to do this 
double job, we shall be confronted with the 
prospect of having to live indefinitely under 
government controls of the sort that have 
been set up since the start of the Korean war. 
That would be delightful to the Russian Com- 
munists. It would go far toward making over 
our economy on the Moscow model. 


Even if we wanted to, we never could hope 
to out-control the Russians. They are miles 
ahead of us in that line. But we can out-pro- 
duce them, by a tremendous margin. By 
doing that we shall travel the surest road to 
victory. 


McGraw-Hill Publishing Company, Inc. 




















Make Your 
IMPERIAL 


pistriputor ibe Hitting Headquarters 


Your... 


+9 is your : 
ire ot this connection. 
pro Here is our 


e a“ 
recommendation: 


CONVENIENT LOCAL STOCKS 


Even under conditions of heavy demand, as at 
present, our stocks often can help you get the 
fitting you need quickly. 


We are equipped to help you select the right type” 
of fitting for each specific application. 


INTELLIGENT HANDLING OF YOUR A COMPLETE LINE OF TUBING TOOLS 
NEEDS BY PHONE OR BY MAIL i—7 


For Cutting, Flaring, Bending, 
Reaming and Swedging. 
For better joints that STAY 


"Yes, Mr. Jones, what you 


need is a compression fitting 


elbow. It carries Imperial Cata- A, " . LEAKPROOF. 


log No. 69-F %#”x4". 


nts over ordi | 
NUT for speedy identification 

iN 

th and toughness a , 


eater streng HREADS — 2” 


i r 
2. FORGED for na DR YSEAL PIPE q 


G LENGTH Y 
, “ pipe connections 


THE IMPERIAL BRASS MANUFACTURING COMPANY, 511 S. Racine Ave., Chicago 7, Illinois 
In Canada: The imperial Brass Mfg. Co., 33 Church St., Toronto, Ontario 


IMPERIAL ce, so 20 von 
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New Products 


(Starts on page 132) 





| Gate Valve 


| Designed For 
High Pressure 


The R-P&C Forged Stecl Gate 
valve was designed particularly for the 
high pressure field. It has a bolted 
bonnet which insures maximum serv- 
ice life and low cost maintenance, 
tongue and groove joint with soft 
iron gaskets to assure tightness under 
varying service conditions and ex- 
tremely hard wedge facing that min- 
imizes seizing, galling and abrasive 
wear. Stainless steel gland bolts and 
nuts prevent freezing or corrosion 
while the two piece gland and fol- 
lower applies uniform pressure on 
packing—will not bind on stem. 

It is available in sizes of 4, 2, 3, 
3, 1, 14, 14, and 2-in. 

R-P@&C Valve Div., American 
Chain €* Cable Co., Inc., Reading 


+ oh: ‘0., Inc., g, 
and you re sure Pa.—Industrial Distribution, — July 
e 1951. 
to sell again 


The Vincent line of dressers and cutters is designed and built to give 
satisfaction on every dressing application. The proof of that statement is in the 
ledgers of our distributors who have found that for over forty years Vincent 
sales are sure for repeats. 

First of all, Vincent has product advantages. The exclusive design of their 
Vincent-Huntington Dressers incorporates the hex bushing which extends dresser 
life and assures clean dressings without “wobble” or “drag.” Further, Vincent Cut- 
ters are made of alloy steel and hardened by a special 

rocess that makes them just the right degree of hardness FOR CORRECT ° 

i best performance. . ’ DRESSER USE Radial Support 
But just as important, Vincent Dressers and Cutters TR: SRN 
: f H @ Use #0 Dressers on Li ht Wei ht 
are made in a variety of sizes and styles. There is no Wheels upto! 4" face. 9 ght, 
danger of a good dresser or cutter making a poor show- A oF ta lg Full Work Table 
ing due to mis-application. For every job, there is a © tee £2 Gronem on Skil Saw Models 77, 87, 800 or 825 
correct Vincent dresser and cutter, designed right— @Use #11 of $22 can now be converted to an effective 
built better. Vincent Steel Process Company, pan 9 ap aoa radial saw in a matter of minutes, it 
2424 Bellevue Avenue, Detroit 7, Michigan. is claimed, through the introduction 

of the new Skil radial support. 

With the radial support all radial 
cuts can be made with speed, ease 
and accuracy, according to the manu- 
facturer. Gang cutting and pre-form- 
ing are possible since the 175 Ib. 
support is light enough to be carried 
from job to job by two men. 

A full-size 84 by 40-in. work table 
permits large pieces to be cut at any 
angle or bevel up to 45 degrees. ‘The 
steel arm can be extended 223-in. 
horizontally. Vertical maximum ad- 
justment is 64-in. The width and 
depth of cut vary slightly depending 
upon the saw model used. 

Skilsaw, Inc., Chicago, II1l.—Indus 
trial Distribution, July 1951. 
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PERMITE | 


— 


PERMITE Reedy-Mixed Aluminum 


Paint is going places! 


It’s going on all kinds of surfaces: wood, metal, brick, concrete 

. indoors and out. 

It’s going into boiler rooms; onto road machinery; farm 
implements; transmission towers; smoke stacks; tank cars; 
storage tanks; laundries; dairies; roofs and bridges. 

Permite is becoming one of the fastest-selling industrial paints 
in America because there’s a right kind of Permite Aluminum 
Paint for every type of painting job, inside and out. Mainte- 
nance men like the longer-lasting protection, the extra coverage, 
the better hiding power, the true economy of high-quality 
Permite Aluminum Paints. 

Stock the complete Permite line. Be prepared to supply the 
right Permite Aluminum Paint for every type of job. Remind 
your salesman to keep looking for those extra sales opportunities. 
Every Factory, Institution and Commercial Structure can profit- 
ably use Permite’s long-lasting, beautiful protection. 

Make sure each of your men has a copy of the Permite 
Catalog. This is an authoritative guide that describes each type 
of Permite Aluminum Paint and where and how to use it. 

There's a lot of aluminum paint to be sold in your territory. 
Get your share of those sales, with PERMITE! 





Permite Permite Varnishes, made to the same high quality standard as Permite Aluminum Paints, are now 
Vv é available in a complete range of types, including Floor, Furniture, Marine Spar, Quick Drying, 
arnishes Spar Oil, Reinforcing Oil, Redwood Finish — varnishes for all exterior and interior applications. 








ALUMINUM INDUSTRIES, Inc., Cincinnati 25, Ohio - ~- ; Paint and Varnish Division 


“~/= ALUMINUM PAINTS & VARNISHES Sik 
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gives you 


You can handle all your cus- 
tomers’ reamer requirements 
quickly and profitably with 
L&l’s complete range of styles 
and sizes. All sizes 1/16” thru 
1-1/2” are standard, and 
64ths sizes are carried in stock. 
Wire gage sizes #1 thru #60 
are standard, too. Selling L&l 
gives you a constant source 
that specializes in reamers, 
plus a price and delivery 
schedule which will keep you 
out in front. 


Why don’t you get the 
L&l story? Write for booklet 
and sales policy NOW! 


“The Reamer Speciatists” 
LAVALLEE & IDE, INC.! 


CHICOPEE, 


MASSACHUSETTS 
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Lifter 
For Safe, 
Single-Man Lifting 


The Saf-T-Lifter is a new attach- 
ment for two wheel, steel-framed, 
hand trucks. It is recommended for 
use in warehouses, shipping rooms and 
other locations where it is frequently 
necessary to lift bulky packages off the 
floor in order to load them on a dolly, 
strap them or bring them to an up- 
right position. 

With the Saf-T-Lifter, it is claimed, 
one man can pry up the load with 
this nose truck, push the handle for- 
ward to the locked position and then 
complete his work on the package. 

Another advantage claimed is that 
the nose truck will lift the package 
higher than a pry bar, facilitating the 
work under the package. The at- 
tachment is available on Fairbanks 
warehouse trucks 9272-2 and 9272-3. 

The Fairbanks Co., New York, 
N. Y.—Industrial Distribution, July 
1951. 


Twist Drill 
Three Operations 
In One 


[his 3-in-1 drill is said to counter- 
sink, drill shank clearance, and drill 
tapered pilot hole all in one operation. 
It is called “Screw-Mate” because it 
matches the body shape of the corre- 
sponding size wood screw. 

The tapered pilot hole allows even 
the first threads of wood screw to do 
their share of the holding, and, it is 
claimed, it is impossible to drill the 
pilot hole too large or too small, too 
deep or too shallow. The shoulder on 
the tool stops the drill at just the 
right depth, while the size of the drill 














Here’s 
proof... 


BLU-MOL 


cuts costs on 


TOUGHEST 


hack sawing jobs 


Tough heavy rails, their surface hardened by the 
constant hammering of passing trains, are notoriously 
rough on hack saw blades. In test after test, ““Blu-Mol” 
has proved its ability to outperform other blades for 
this rugged work. 

Time after time, cuts per blade average 50% to 
100% higher —costs take a nose dive when “Blu-Mol” 
goes on the job. Asa result, more and more leading 
railroads are adopting ‘“‘Blu-Mol” as their standard 
hack saw blade. 

“Blu-Mol” is just one of the outstanding perform- 
ers in the Millers Falls line. For other applications, 
you can promise your customers tremendous savings 
with “Jet-Edge”s the new welded-edge power blade 
that is unbreakable in use. And when it comes to 


AND most A 
LINE OF METALCUTTIN 


hand blades, there’s super-tough, super-flexible “Tuf- 
Flex”’® “Blu-Mol” in hand sizes, and “Blu-Flex”; the 
remarkable new flexible, high speed hand blade. 

You're on the right track to higher sales when you 
stock and push Millers Falls. Write for full details 
on the whole Millers Falls line of top performance 
metalcutting saws. 


MILLERS FALLS COMPANY, GREENFIELD, MASS. 


MILLERS FALLS 
TOOLS 


SINCE 


1868 


The Mek of dyporinitp 
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BUFFALO 


142 


This re. s at the Austin Bridge Co., 


Dallas, 


Texas, started when only 


guards were in the plant. Loss 


\ estimated at $550,000. 


FIRE ALARMS 
can stop disaster before it starts! 


You know the first five minutes of fire are crucial! Buffalo Auto- 
matic Fire Alarms, placed at intervals or known fire hazards in your 
buildings, stand alert to warn the instant fire threatens. The fool- 
proof, wind-up mechanism is completely self-contained and inde- 
pendent of any power soutce. The moment surrounding temperature 
reaches 135°, or other limits, if you desire, the heat-sensitive fuse 
automatically releases the alarm. A loud, penetrating gong sounds 
for five minutes, signaling for quick action to prevent disaster. After 
sounding its warning, a new fuse and winding is all that is necessary 
to put your Buffalo Automatic Fire Alarm on the job again. 

You know you sell the finest fire protection possible when you 
handle Buffalo’s complete line. Find out now about Buffalo’s ex- 
clusive distributor sales policy. Write today! 


FIRE APPLIANCE CORPORATION, DAYTON 
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COUNTERSINKS 


DRILLS SHANK 
CLEARANCE 


x 
DRILLS TAPERED 
PILOT HOLE 











is slightly smaller than the body of the 
corresponding wood screw to provide 
snug fit and prevent dry rot. 
Screw-Mates fit any drill gun, hand 
drill, or drill press and are available 
in a wide variety of sizes. ‘They are 
made from hardened and ground high- 
tungsten steel. 
D. R. Carner Co., 
I.—Industrial 


Providence, 


July 


Inc., 
Distribution, 


Base Holder 


Dial Indicators 
Held Securely 


versatile tool, the No. 150 
Duplex Magnetic Base Indicator 
Holder, attaches with a 100 Ib. pull 
to flat or curved surfaces, for holding 
all dial indicators precisely in place. 

Che unit is equipped with a finger- 
tip release for removal or positioning 
the holder without jarring the indi- 
cator being held. The set consists of: 

1. Magnetic base holder, con- 
structed of non-breakable molded plas- 
tic, 1}-in. wide, 4-in. long and 13-in. 
high. Steel parallel ribs, 24} by 4 
by 4-in. provide the magnetic con- 
tact surface on bottom of unit. The 
magnet release, of helical design, is 
also on the bottom. At the top end 
of the unit is a post 4-in. in length 
with ball stem, socket and lock nut 
construction, 

2. Adaptor for 


dicators. 


A new 


in. stud type in 























3. Universal swivel adaptor with 
¢ and ¥s-in. grip lock holes. 

4. Sweep arms, one } and ‘%-in. 
t and s2-in. di- 


diameters and one 4 


imeters 
5. Bracket arm for lug back indi- 
cators with # and }-in. holes. 

In use, the desired dial indicator 
is attached by means of the suitable 
adaptor to the No. 150 Duplex Mag- 
netic Base Holder, and the unit placed 
so as to bring the dial contact point 
into position for making the test. 

Enco Mfg. Co., Chicago, Il.—In- 
dustrial Distribution, July 1951. 











Hole Cutters 


3-Blade, 
Adjustable 


The new CC Clark line of 3-Blade 
Adjustable Hole Cutters are said to 
cut equally well on steel pipe, stain 
less steel, boiler plate, hard fibre, 
l'ransite and other problem materials. 

It is an engineered tool with re 
placeable cutter blades that are easily 
harpened and set. Body of hole 
cutter is made of heat-treated steel 
vith three high-speed steel blades set 
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li The perfect coupling 


for air hose used i 


| chipping, core break- 


ing, riveting, drilling, 
tamping ...and many 
other indoor and out- 
door applications... 
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CAP SCREWS 
In sizes 
up to 1” x 8” 


SET SCREWS 
In sizes 
up to %" x 4” 


MACHINE BOLTS 
In sizes 
up to 1” x 60” 


CARRIAGE BOLTS 
In sizes 
up to 1" x 60” 


STEP BOLTS 
In sizes 
up to ¥." x 6” 


PLOW BOLTS 
In sizes 
up to ¥%" x 20” 


STOVE BOLTS 
In sizes 
up to ¥" x 6” 


LAG BOLTS 
in sizes 
up to %" x 20” 


SEMI-FINISHED NUTS 
tn sizes 
up to 1%,” 


CASTELLATED NUTS 
In sizes 
up to 1%," 


The ten TRIPLEX fasteners illustrated above are in greatest 
demand. Preference is growing because the name TRIPLEX 
is synonymous with TOUGHNESS. It's your first choice for 
heavy-duty work that requires surplus holding power. Write 
for catalog. The Triplex Screw Company, 5317 Grant 


Avenue, Cleveland 5, Ohio. 


AND SET 


BOLTS, NUTS AND RIVETS 
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120 degrees apart. Pilots are remove- 
able to. permit the use of lead drills. 

The Clark line of adjustable hole 
cutters has a cutting range of § to 
5-in. diameters, and thickness capaci- 
ties from thin sheets to one inch. 
While all models will cut clean holes 
through curved surfaces of pipes, 
tanks, cylinders and the like, Mod- 
els 4C and SC are especially designed 
for this purpose. 

Robert H. Clark Co., Beverly Hills, 
Calif. —Industrial Distribution July 














Tapping Machine 


Operated By Foot 
Or Air Pressure 


A new, high speed-sensitive tapping 
machine, the Ettco-Emrick No. 72A, 
that can be operated by using either 
foot or air pressure has been devel- 
oped. The machine is built for the 
use of either single spindle tapping 
units or multiple heads with provisions 
for quick changeover from one pro- 
duction job to another. 

lapping action is controlled through 
an adjustable pull spring inside the 
centerless ground column. When 
ever the foot treadle is pressed down 
by foot or air, this spring feeds the 
tap into the work and gives automatic 
protection against tap breakage or 
faulty thre ads. 

I'wo oil tanks are built in the ma 
chine; built-in stripper plate permits 
the use of simple work holders and is 
used to strip part from tap. 

I:ttco Tool Co., Inc., Brooklyn, 
N. Y.—Industrial Distribution, July 
195]. 








hich Distributor 
Handles 


Air Compressors 
up to 125 hp? 


You do, if you handle the Worthington line. 

Yes, Worthington is the only manufacturer who gives 
its distributors a complete line from % hp to 125 hp! 

We believe air compressors are a logical distributor 
item, and it’s our policy to do our best toward making 
air compressors a profitable item and a volumeitem for you. 

In fact, we devote a good share of our national ad- 
vertising to promoting the value of the distributor as a 
convenient, dependable source of air compressors. 

And we furnish our distributors with plenty of solid 
direct mail and point-of-sale material. 

The distributor who handles Worthington Air Com- 
pressors and Worthington Pumps is in the best possible 
position to capitalize upon demand in his territory. 

Worthington Pump and Machinery Corporation, 
Pump and Compressor Merchandising Division, Gen- 
eral Offices: Harrison, New Jersey. 


ee he Rw 
Ze 


(iri Pe mS AM 


THE GOOD RIGHT “a HAND OF INDUSTRY 


POWER TRANSMISSION: PUMPS: AIR COMPRESSORS: 
sheaves, V-belts, variable speed drives centrifugal, power, rotary, steam water-cooled, air-cooled 


INDUSTRIAL DISTRIBUTION © JULY, 1951 

















Tool Stand 


Portable or Stationary 
Steel Models Available 


The Lyon Tool Stand is said to 
give sturdy performance around pro 
duction machines and contains mount 
ings for small tools and parts con 
tainers for assembly lines 

Available in either the stationary 
or portable models, it has intermedi 
ate trays which are all interchange 
able and punched for attachment of 
drawers. Drawer operates on ball 
bearing rollers and has padlock at 
tachment and a sliding tool tray 

(he stand with casters is 372-in 
high. The trays measure 20 by 28-in 
and 24 by 36-in. 

Lyon Metal Products, Inc., Aurora, 

Industrial Distribution, —Juh 


Sales keep coming! 


BEALL nationally advertised, time-proven helical 
Spring Washers are used by the millions by indus- 
try and railroads. They keep bolted assemblies 
tight... permanently tight. 


BEALL Spring Washers—for 30 years—have been , : PATENTED 
precision made to the exact dimensional standards y 

of the American Standards Association and are 

available in all sizes and metals. Packed in car- tueth 

tons, kegs and cases. ond bulk. Tool Holder 


Supplied in Five Sizes 
SPRING WASHER SPECIALISTS for 30 Years For Lathes 


Ihe new 10 in 1 tool holder is 
supplied in five sizes for South Bend 


BEALL TOOL DIVISION of HUBBARD & CO. Lathes, and can be adapted for usc 


160 Shamrock St. « East Alton, Ill. on some other makes 
It is constructed of heat-treated 
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steel, and features screw adjustment 
for tool height. It comes equipped 
with a self-aligning knurling head and 
a pair of medium diamond knurls. 
Coarse and fine diamond knurls; and 
coarse, medium and fine straight pat 
tern knurls are available. 

The manufacturer recommends the 
10 in 1 tool holder as simplifying the 
tool holding problem. Its use is said 
to eliminate the need for the many 
different types of tool holders usually 
required. 

South Bend Lathe Works, South 
Bend, Ind.—Industrial Distribution, 
July 1951. 














Milling Machine 


Mills Airfoil Form 
On Jet Compressor Blades 


A standard machine for milling th« 
airfoil form on jet aircraft compressol 
blades is now available. ‘The machin 
ing cycle is completely automatic ex 
cept for loading the work, pressing the 
start button and unloading the work 
at the end of the cycle. 

Blades are located from the finished 
root form at one end and from a cen 
ter in the other end. Accuracy of ait 
foil form is assured by the use of 
master cams made directly from the 
engineer's glass lavouts. ‘The coolant 
equipment also has automatic controls. 

Ihe Ex-Cell-O Stvle 86 Precision 
Profile Miller mills the complete air 
foil form including leading and trail 
ing edges. An outstanding feature 
claimed is that the work is supported 
rigidly by back rests throughout the 
cutting stroke 

Ex-Cell-O Corp., Detroit, Mich. 
Industrial Distribution, July 1951. 


Reduction Drive 


Handles Drives 
Up To 40 hp 


A new, No. 6 unit has been added 
to the line of American Reduction 
Drives. It will handle drives up to 
10 hp and maintains features of the 


CHICAGO WHEEL 


Ask any Industrial Distributor who sells Chicago Wheel products, and 
he'll tell you that, year-in year-out, it’s the top abrasive specialty 
line for him. His profit margin is larger and fully protected, and he’s 
never stuck with stock obsolescence or slow turnover. The Chicago 
Wheel line, moreover, is non-competitive on many items. And it’s 
backed by hard hitting, consistent national advertising, helping to 
boost the fastest growing company in the abrasive industry. If you 
are not satisfied with your present connection . . . if you want to 
get aboard a real money-maker .. . don’t delay . . . find out today why 
CHICAGO WHEEL is a Peach of a Deal! 


MOUNTED WHEELS 


First—Foremost—and 
Finest! The fastest 
turnover and the big- 
gest profit line in the 
abrasive field. Mini- 
mum space require- 
ments . . . low stock 
investment... higher 
profits. 


GRINDING WHEELS 


Wide range of sizes, 
shapes and specifica- 
tions for every port- 
able tool operation, 
The outstanding line 
from both quality and 
profit factors. Tops in 
internal grinding. 


HANDEE —Tool of 1001 Uses. Top quality hand tools for shop and home use. Na- 
tionally advertised . . . nationally known. Ideal for pattern and die shop work. 
Complete range of models and styles . . . plus line of more than 500 accessories for 
steady, repeat business. 
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SPECIAL 


SHEAVES sy 


We can make SPECIAL SHEAVES without delay and we maintain a 
full stock of “‘Sure-Grip’’ Sheaves in a complete range of A, B, C 
and D Sections for immediate delivery. Write for detailed information. 


ee 

18.6” P.D., 18 “D" Groove 

and 18.6” P.D., 21 “D" 
Groove Sheaves. 


£69.00" 6.3... 25 *t" 
Groove Sheave with special 
“Sure-Grip” Hub. 


40.0” P.D., 19 Rope Groove 
Sheave, fully split through 
the arms. 


T. B. WOOD’S SONS COMPANY 


CHAMBERSBURG, PA. 
Branches: Boston, Mass., Newark, N. J., Dallas, Tex., Cleveland, O. 


INDUSTRIAL DISTRIBUTION © JULY, 1951 





regular line, such as concentric input 
and output hubs which permit the use 
of the American Torque-arm Overload 
Release. 

It is said that the new reduction 
unit is rugged, yet compact, and fea- 
tures high-capacity, anti friction bear 
ings for long service; heavy internal- 
ribbed housing which assures per 
manent gear and bearing alignment. 

Forged, heat-treated, alloy-steel hel- 
ical gears provide ample capacity and 
quiet operation; exclusive oil-seal de- 
sign and location above oil level pre- 
vent oil leakage; and ample housing 
area eliminates overheating. 

The American Pulley Co., Phila 
delphia, Pa.—Industrial Distribution, 
July 1951. 














Carbide Inserts 


New Design 
Aids Adjustment 


Firth Sterling has re-designed its 
carbide-insert Mechanigript tools. The 
new line features open facing of the 
carbide insert so that the chips curl 
against the carbide. 

Additional features of the new tools 
include top or bottom screw adjust 
ment of the carbide insert. This fea 
ture is said to make it practical to use 
conventional or inverted mounting of 
the tool and still have easv access for 


adjusting the carbide insert as it is re 


quired. All the styles of the new 
Mechanigript tools will accommodate 
carbide inserts made to the shape and 
size standards established by the Car 
bide Industry Standardization Com 
mittee, it is claimed. 

Firth-Sterling Steel © Carbide 
Corp., McKeesport, Pa.—Industrial 
Distribution, July 1951. 


Respirator 


Mineral Wool 
Filter 


The new Compact Comfo Respira- 
tor is designed to provide protection 
for workers in all industries where 














5 af ant ——-— = 
1. PRODUCTION-ENGINEERED 2. PERFORMANCE-PROVED 3. LONGER LASTING 


BELTING HOSE PACKINGS 


Quaker offers a full line of conveyor, fiat Proved for flexibility and strength . . . built Developed to assure positive, safer seals . . . to 
transmission and V-belts to fill every order. All to stand abrasion and resist wear . . . there's last longer . . . Quaker Sheet Packing is made 
developed and proved through the years to @ Quaker Hose for air, steam, welding, suc- to give the finest service on pumps, com- 
give maximum, trouble-free service. tion, chemical, water or fire protection. pressors, water, air, steam and chemical lines. 


sus MERCHANDISING THAT @ 
BUILDS REPEAT SALES —_ ie ; 


gas BELTS 2s 


Key 


Quaker'’s big, colorful advertisements in leading industrial and ; a 
consumer publications ... plus catalogs, technical booklets ee canteen | 


and folders help distributor salesmen close the sale. 


Now, the newest Quaker program to help you keep customers 
ordering .. . and to win new ones.. . the Quaker Conservation 
Maintenance Plan. Includes an informative booklet, plant wall 
charts, maintenance memos. Write for the complete plan. 


QUAKER RUBP 


QUAKER e22tr conrorarion 


SS ee ae eee PENNA BoA NCHES- IN. PRINCIPAL CITIES 








You Can Profil by the Need 
for MULCONROY 


Nearly every industry, today, has need for hose possessing the very properties 
which have made Mulconroy special constructions so successful for over 60 
years ... the extra strength, durability and safety that mean greater efficiency 
and longer service life, under severest conditions. The market is growing, and 
with it, your opportunity for steady sales and profits. 


“DYNAFLEX” 
SPRAY HOSE 
STYLE 904 


“DYNAMITE” 
STEAM HOSE 
STYLE 801 


“DYNAFLEX” SPRAY HOSE 


Built to stay on the job longer, in paint, white- 
wash, chemical and insecticide spraying. Com- 
bines light weight and extreme flexibility with 
armored resistance to high pressures and hard 
wear. Tube is firmly vulcanized to strong 
duck carcass and will not swell, peel or 
buckle. Sizes 33” to 34”. 


“DYNAMITE” STEAM HOSE 


Armored inside and out, for maximum strength 
and durability, yet comparatively light in 
weight and very flexible. Will demonstrate 
its outstanding safety and efficiency in a 
wide range of applications where pressures do 
not exceed 150 Ibs. Sizes 12” to 3”. 





Write for literature completely describing these and other 
items in the MULCONRROY line of hose specialties 
door-openers to increased sales. 


"MULCONROY Siaru,... WHERE OTHERS Sion!” 


| 
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| Paul, Mnn. 


toxic or fibrosis-producing dusts are 
hazards. 

Ihe redesigned respirator, which 
has been approved by the U.S. Bu- 
reau of Mines, features a new type 
mineral wool filter which requires 
less than half the filter area and of 
fers, it is claimed, only half the breath- 
ing resistance of previous models with 
the same dust collecting efficiency. 

The perforated metal filter covers 
are designed to snap on and off the 
filter holder enabling speedier chang 
ing of filters. ‘The covers come off 
vhen pressed in the center and snap 
on when pressed at the sides. 

The new filters, made of extra-fine 
fibers, are reported to be effective as 
dust collectors under any type of at- 
mospheric conditions. 

Mine Safety Appliances Co., Pitts- 
burgh, Pa.—Industrial Distribution, 
July 1951. 














Hoist 
Designed For 
Steel Erection 


\ new hoist designed specifically for 
steel erection incorporates a torque 
converter, anti-friction bearings, and 
air operated clutches to give positive 
load control. 

Safety features include a_ back-up 
brake that engages automatically on 
reversal of the drive shaft, ratchet 
rings of forged steel with compression 
type dogs and overload regulating air 
valves which permit clutch slippage in 
case loads become snagged while be- 
ing hoisted. 

Basically the machine 
Iron Workers’ Special) is a two drum 
hoist. A third drum and_ derrick 
swinger can be added. ‘There are three 
models available: Model SE 140 with 
14,000 Ib. single line pull; Model SE 
180, with 15,000 Ib. single line pull; 
and, Model SE 250 with 25,000 Ib. 
single line pull. 

American Hoist & Derrick Co., St. 
Industrial Distribution, 


(called the 


July 1951. 











help you soled the tight valves to 
meet your customers requirements. 


Fig. 2608—200-pound Bronze Globe Throttling 
Valve. Designed to permit full flow through 
the seat when wide open. Has special bronze 
stem. The stainless steel disc and seat are 
hardened to approximately 500 Brinell. 


POWELL 


‘The WM. POWELL CO., 2525 Spring Grove Ave., P. 0. Box 106, Station B, Cinciiinati 22, Ohio 
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Reduction ratios of 1:1 to-50,000:1 


that is 
among speed reducers... the Win- 
smith Patented Differential Gear. And 
it’s unique in many respects — all 
of them of major importance to 


Here’s a design unique 


machinery builder and user alike. 


In a single stage, in one housing 
(which may be the horizontal, ver- 
tical or flange-mounted type), re- 
duction ratios of 1:1 up to 50,000:1 
are achieved smoothly and silently 

. without additional parts! 


The heart of the Winsmith sys- 
tem is a 6-gear planetary element, 
free within the reducer housing to 
float into the most equalized load- 
distributing position, thereby as- 
suring even wear, automatic com- 
pensation and alignment, smooth 
and quiet operation. 

Make sure your clientele is fully 
familiar with Winsmith Patented 
Differential Speed Reducers, as well 
as the features of the worm and 
helical lines. The “Save Through 
Standardization” Folder sums it all 
up very briefly. Write. 


WINFIELD H. SMITH CORPORATION 
12 EATON ST 


Springville (Erie County) N. Y 


HORIZONTAL TYPE 


1/10 to 82 hp ot 1800 rpm 


FLANGE-MOUNTED TYPE 
1/10 to 50 hp at 1800 rpm 


a 


VERTICAL TYPE 


1/10 to 82 hp at 1800 rpm 


wx 


DIFFERENTIAL GEAR TYPE 
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Table 


Hydraulic Elevating 
For Hot Mold Handling 


Hot heavy curing molds in a rubber 
processing plant are positioned and 
carried on special Hydraulic Elevating 
l'ables designed and manufactured by 
Lyon-Raymond Corp. 

Slight modifications were made to 
the manufacturers’ standard Hydraulic 
Elevating Table to meet special re- 
quirements. Serving a_ battery of 
each table has two offset 
grooved wheels which run on angle 
iron tracks. 

In order that molds can be placed 
in the presses at different levels a 
16-in. range of elevation is furnished. 
The top lowers to 28-in. and raises 
to 44-in. 

It has a capacity of 2000 lb. and 
the molds roll on the top over a single 
roller mounted on the front edge of 
the top. 

Lyon-Raymond Corp., Greene, N. Y. 

Industrial Distribution, July 1951. 


presses, 


Trolley Hoist 


Capacities from 1% 
To 3 Tons 


The Wright Safeway Army Type 
Trolley Hoist is made in capacities 
from 4 ton to 3 tons and is available 
with a special load bar and either a 
pair of two-wheel plain trolleys or 
one plain and one geared two-wheel 
trolley. 

The plain trolley assembly has 
chilled tread wheels equipped with 
New Departure ball bearings, steel 
side plate and connections to load 
bar. Adjustable for a wide range of 
beam sizes, it can be changed from 
plain to geared. 

The geared trolley is constructed 
the same as the plain trolley type ex- 
cept that the wheels furnished 
with gear rings cut teeth, 


are 
having 

















Why Greenfield? 


At Greenfield,” nothing is left to chance, nothing is taken 
for granted. Attention is given to every detail — to in- 
sure a product as near perfect as modern engineering 
skill can make it. 

Take tap chamfering. At “Greenfield,” skilled opera- 
tors working at specially designed automatic chamfering 
machines turn out taps which exceed all previous stand- 
ards of perfection. Correct angle, concentricity, and 


length of chamfer in a tap insure a good tapping job for 





you. Greenfield” taps, precision perfect, are your great- 
est guarantee of good tapping every time. 


GREENFIELD TAP AND DIE COFPORATION 
Greenfield, Massachusetts 











ON THAIS FAMOUS 
TRADE MARK 


. .it has the “buy-appeal’’ 
to attract customers... cus- 
tomers who demand quality 
... whose repeat business is 
always sure, steady and 
profitable. 


Ask your Distributor, 
or write direct to 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 


A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 
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Butterfield’s ; 
sfekaalateMlaaitre(-ame INTHE 


BUTTERFIELD 


SALES POLICY 
M E \ “We will provide the 
services of Factory- 


trained salesmen to 


Xs We | As assist our Distributors. 


Today, users of cutting tools expect a good 
deal of service — and Butterfield sees that 
they get it as often as they need it. Butter- 
field experts — trained at the factory, and 
with plenty of practical field experience, are 
ready at all times to help your customers 
with any cutting-tool problem. Remember: 
these men represent you as well as Butter- 
field — and an essential part of their job is to 
build good will for us both. 


As For Materials... 

You get a well-filled merchandising kit 
from Butterfield — a full supply of colorful, 
factual literature, decimal equivalent charts 
and tap size charts — all with your imprint. 
Together with Butterfield’s non-spill pack- 
aging they’ll do a continuous selling-job for 
you, at both point-of-sale and point-of-use. 


National Advertising That 
Does Double Duty 

Butterfield’s full-page color advertise- 
ments appear regularly in leading metal- 
working magazines. And every ad, besides 
selling Butterfield Tools, tells the many 
prospects in your area to “See Your Nearby 
Butterfield Distributor’? — following our 
strict policy of sending business direct to you. 

Speaking about policy, you’ll like the fair 
treatment and cooperation offered you in 
every detail of the Butterfield Distributor 
Policy. Why not investigate it? For full in- 
formation, write to Union Twist Drill Com- 
pany, BUTTERFIELD DIVISION, Derby 
Line, Vermont. 











| BUTTERFIELD 


THE 100% INSPECTED TOOLS 
Every Tool Individually Inspected 


TAPS + DIES + REAMERS + SCREW PLATES 
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pinions with cut teeth handwheel, 
hand chain and hand chain guide. 
| ‘Thrust rollers are mounted to insure 
proper alignment of the assembly 


whether on straight or curved track. 

It was designed for service where 

close headroom assembly is required. 

ive : It is light in weight and is said to 

in the Avtomot! operate freely around minimum radius 


es curves. 

king -- - Plastic Wright Hoist Div., American 

metal Wor Chain & Cable Co., Inc., York, Pa. 

. ystries Le Industrial Distribution, July 1951. 
king Ind 


hing rooms 


_,. Aviation - ~~ 
and Woodwor 

















Bushing Drivers 


Set Includes 


Nine Pieces 

Model 300 
Straight-Line Action : : A new, heavy duty bushing driver 
3 set covering the requirement of most 

Air Sander = trucks, buses and tractors, as well as 
farm, road, construction and indus- 
trial equipment, is now being shown 
bv Bonney Tool Distributors. Set in- 

eS ira cludes nine pieces packaged in a metal 
Model 400 é‘ } : a box and covers a broad range from 
fola-Ihi-1 Mm \aiteli P > ¥ 4 ~~ | is to 1§-in. 

i Recor ; ur I'he drivers are made of selected 
alloy steel and carefully heat treated 
to assure long, trouble-free service. 

Bonney Forge & Tool Works, Al- 
lentown, Pa.—Industrial Distribution, 
July 1951. 





PROFITABLE MARKETS FOR YOU 


Whether your customers are working with metal, plastic, 
wood, leather, stone, or other material there is a National 
Sander adapted to their needs. National has a complete line 
of portable, block sanders... straight-line or orbital action 
...air or electric driven. Put yourself in a position to offer a 
complete line of sanders from one manufacturer. See how you 
fit into National's selective distribution system. Write today. 











NATIONAL 


Power Saw 


Light Weight, 
NATIONAL AIR SANDER, INC. 8 Inch Tool 


2822 AUBURN ST., ROCKFORD, ILLINOIS The new 8-in. Maxaw is a compact, 


precision-engineered power saw, built 
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A Blackhawk Hydraulic Jack 


Does More than Lift! 


‘ lt Powers 
lt Measures w i a@ Press! 


For testing strength of 
materials or weighing 
vast tonnages, a standard- 
ized gauge mounts in 
the jack's base, to show 
pressure exerted. 


Press manufacturers them- 
selves choose Blackhawk 
for this job. 


sy 


nina Ei 


Pushes! 


FULL power and 
travel at any angle, 
vertical to horizontal, 


ee 


SACKHAWE 


“vue dae 


oS nn 


lt Straightens! 


Here a warped casting is 
salvaged. A one-man 
operation. 


Model GB-11 
50-ton 
copacity 


Sell Blackhawk Jacks on the basis of the many jobs they'll do! And, mister, 
you'll sell a whale of a lot of jacks! This is industry’s most complete line of 
hydraulic jacks — 114 to 100-ton capacities. A product of Blackhawk Mfg. 
Co., Dept. J1771, Milwaukee 1, Wisconsin. 


lt’s a low-cost 


BLACKHAWK ) “etioe ru 


manufacturing problems are 


Industry's No. Line of Hydraulic Jacks offered by Blackhawk Jacks, 
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BOLTS and NUTS 


~DON'T BLAME YOUR DISTRIBUTOR! 


Your Industrial Distributor is a mighty fine gent, as 
you know, or you wouldn’t do business with him. 
He’ll turn handsprings to supply you with the items 
you need. 


But today he has trouble getting everything you want. 
Right now, for instance, the defense program is tak- 
ing a lion’s share of the country’s fastener production 
—so “shortages” develop in some lines. 


Lamson & Sessions is working at top capacity to keep 
its distributors supplied. So please be patient. If you 
can’t always get all the bolts, nuts and screws you 
need, remember, your Industrial Distributor—and 
Lamson—are doing the best they can. 


The LAMSON & SESSIONS Ca. 


General Offices: 1971 West 85th Street . Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio + Chicago + Birmingham 


to provide added utility and extra 
capacity for every cut. It cuts 2%-in. 
on a square cut, and at 45 degrees 
it cuts through lumber 21%-in. thick. 
It is light and easy to handle, it is 
claimed, weighing only 14 Ib. 

It has a frame of die-cast aluminum 
alloy. The motor is universal ac-de, 
115-120 v special with a no-load speed 
of 4600 rpm. The saw is equipped 
with a double pole, momentary con- 
tact switch with 100 percent over- 
load capacity. The safety guard is of 
the telescopic type with quick return. 
Standard equipment includes one 8-in. 
combination blade, wrench, and rip 
fence guide. 

Fred W. Wappat Div., Cummins 
Portable Tools, Mayville, N. Y.—In- 
dustrial Distribution, July 1951. 














Screw Starters 


Starts Screws In 
Hard-To-Get-At Places 


Bonney’s new slot-head screw starter 
is said to solve the problem of start- 
ing screws in difficult to reach posi- 
tions. The tool provides a patented 
gripping head which, it is claimed, 
holds the screws firmly for starting. 
The screw is readily released by merely 
turning the handle. 

Available with metal handles in 4 
lengths—24, 5, 9, and 15-in., it is 
available with nylon handles 6 and 
9-in. overall in length. Classified as 
Item No. SS-34, it comes in sets of 
one each, all-metal. 

Bonney Forge & Tool Works, Al- 
lentown, Pa—Industrial Distribution, 


July 1951. 


Conveyor 


Oscillating Trough Type 
For Loose Bulk Materials 


A new conveyor of oscillating trough 
type, called Link-Belt Flexmount, is 
designed for the handling of a great 
variety of loose bulk materials at mod- 
erate capacities. 

It is claimed that the construction 
is ideal for handling foodstuffs, chem- 


SERVING THE DISTRIBUTORS WHO SERVE INDUSTRY 
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and PEACETIME 
DEMANDS TOO 


We've pulled out all the “stops” to 
deliver the goods...where they’re needed 
...in adequate quantity ...on time. 


Confronted with the ever-increasing demand of a 
hungry consumer market and stepped-up mobilization 
efforts, we’ve been discovering new ways and means of 
streamlining our manufacturing methods, experiment- 
ing with new processes, and designing new machinery 
to increase CELFOR’S productive capacity of BLACK 
DEVIL drills and reamers. That these improvements are 
‘paying off” is shown by our ability to keep pace with 
ever-increasing mobilization and peacetime demands, too. 


TWIST DRILLS 
REAMERS 
TRACK BITS 


CAR AND BRIDGE 
REAMERS 


COUNTERSINKS 
SPECIAL TOOLS 


CATALOG No. 24A 


Were geared for 
Mobilization 


DRILLS and 
REAMERS 


CELFOR TOOL COMPANY 
Division of Avildsen Tools and Machines, Inc. 
Factories: Chicage—New York—Los Angeles 
815 W. Jackson Bivd. 90 White Street 
Chicago 7, Ill. © New York 13, N. Y. 
1320 Santa Fe Ave., Los Angeles 21, Calif. 
Branch Offices in Principal Cities 


SENT ON REQUEST There should be a Celfor Distributor in your areg 
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OUR SEVENTY-FIFTH YEAR 


Ks Not New! 


THERE'S ALWAYS 
a STRONG DEMAND for 
JACKMANCO BARROWS! 


We admit that we're hard pressed to keep our distributors 
supplied with enough Jackmanco products to fill all 
orders promptly. 


In recent years we have modernized our plant, stream- 
lined our operations and stepped up our capacity. How- 
ever, due to the shortages of critical materials, we are 
unable to turn out enough barrows and other Jackmanco 
products for all who want them. 

This year we are celebrating our 75th Anniversary. 
Accordingly, in such a long span of business, difficulties 
are not new to us. They simply require that we use every 
bit of our accumulated knowledge and resourcefulness 
in trying to accomplish the job that lies ahead. 

Present shortages will undoubtedly be overcome. And 
as materials become available we'll be turning out 
Jackmanco products as fast as you need them. 

This much you can rely upon. When you do receive a 
shipment you can be sure that every Jackmanco product 
faithfully reflects the quality and value that is associated 
with that name. 


JACKSON MANUFACTURING CO. 


HARRISBURG # PENNSYLVANIA 
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icals, and other material where cleanli 
ness, contamination or corrosion Is a 
factor, and that hot, sharp, jagged or 
oily material, such as steel chips and 
turnings, are handled with virtually 
no wear of the metal troughing. Es- 
cape of dust or gases can be elimi 
nated by the addition of a metal 
cover with flexible connections at load- 
ing and discharge points. 

The conveyor trough is normally 
four in. deep and can be furnished 
in standard widths of 8 to 24 in. It 
is made of No. 10 or 12 gauge steel, 
stainless or corrosion resisting steel, 
or other special material. Motion is 
imparted to trough by a roller-bearing, 
constant-stroke eccentric. 

Link-Belt Co., Chicago, I1].—Indus 
trial Distribution, July 1951. 














Tap Wrench 


For Supplementary 
Use in Shop 


This new tap wrench has a place 
for occasional use in the machine 
shop. It fits a mechanic’s tool kit 
and is designed for quick changes of 
taps by using Dahlstrom Tap Adap- 
tors. It accommodates taps in sizes 
from 8-32 to ?-in. 

It is of polished stecl and weighs 
64-0z. 

Dahlstrom Mfg. Co., St. Paul, 
Minn.—Industrial Distribution, Juh 
1951. 


Floor Compound 
Rubber Coat, 
Skid Grip 


An casily brushable thick tough re- 
inforced rubber-base coating for appli- 
cation to metal, wood or concrete is 
especially recommended for applica- 
tion on flooring where non-slipping 





HOW OURKEE-ATWOOD 


SSeS 


_ BACKS UP YOUR 


V-GELT SALES 


OUR BREAD AND BUTTER depend on the sales efforts 
of industrial supply distributors like you. For that rea- 
son, we back you up with the most comprehensive, the 
most helpful and the most profitable program in the 
industry. 

When you sell Durkee-Atwood V-Belts, you carry a 
written policy that guarantees you... 


. a quality product, supported by a top-flight engi- 
neering staff and a production department that 
encourages special work and emergency orders. 


. an unqualified guarantee that D-A Belts will match 
or exceed the life of competing brands—will your 
present supplier do the same? 

. a resale plan that gives you the status of a manufac- 
turer’s agent—with his volume potential! 


. 100% cooperation in signing up new OEM accounts. 





DURKEE-ATWOOD MULTIPLE V-BELTS: 
Iso-Dynamically matched with belts running 
under full load for top performance 
DURKEE-ATWOOD GENERAL DUTY. V-BELTS: 


“High Cord Line” makes equal compression . . . 
reduces slippage and wear. 


a 


f 
, 
f 
A) 


 gISTRIBUTOR\ |” 


. an absolutely protected territory, free from home 

office competition. 

That’s only part of the story. You'll find all these ad- 
vantages and many other provisions for a more profit- 
able V-belt business clearly outlined in Durkee-Atwood's 
written sales policy. 

Right now, with the speed-up in defense work, is a 
good time to find out how you can sell more V-belts 
with Durkee-Atwood . .. how we can help you sell the 
belts needed for new machines, new drives and the 
machines being taken out of mothballs. 

To get the complete story, write today for our Master 
Industrial Distributor Proposal. 


DURKEE-ATWOOD COMPANY 


DEPT. A6é-7, MINNEAPOLIS 13, MINN. 
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Save with RANDALL 
BIROINAESBIAIRS 


PRECISION MACHINED 
IN THE SIZE YOU NEE 


You save time ... money ... and tools by using 
Randall fully machined—precision bronze bars 
as compared to making bushings from rough 
bars which require more cutting, weigh more 
and often wreck tools on rough, hard, sand filled 
outer surfaces. Randall bars are graphitic cast,* 
have unusually high load carrying capacity and 
meet SAE 660 specifications. Randall bronze is 
also available in alloys SAE 64, 62, 63 and hi- 
leads. 

There are over 100 stock sizes of Randall bored 
bronze bars and 50 sizes of solid bars. From this 
wide variety of sizes it’s easy to select the right 
size for your particular needs. Protect yourself 
against costly shutdowns by keeping Randall 
bar stock on hand in all your bearing sizes. 
Write today for Randall Bar Folder No. 101 
which lists all available sizes. 


*Graphite permanent mold cast. 


BRONZE BAR STOCK GRAPHITED BEARINGS 
BRONZE BUSHINGS THRUST WASHERS 


PILLOW BLOCKS CRndal BABBITT METALS 


SHEET LUBRICATOR SAFETY COLLARS 


RANDALL GRAPHITE BEARINGS, INC. 


1009 S. Greenlawn Ave. Lima, Ohio 
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is essential. It is said to eliminate 
danger from slipping even under wet 
conditions, and is suitable for stair 
treads, ramps, garage aprons, plat- 
forms, marine decks and floor surfaces 
in general. 

Known as Rubber-Coat Skid-Grip 
I'looring Compound, it is supplied in 
tile red, light gray, and battleship gray. 

The Wilbur &* Williams Co., Bos- 
ton, Mass.—Industrial Distribution, 
July 1951. 


Wrenches 
Improvements On 
Standard Tools 


All Proto standard box wrenches, 
open end wrenches and combination 
box and open end wrenches were 
redesigned recently to improve their 
efficiency, appearance and ease of han- 
dling. 

Jaws were made narrower in the 
open end heads to reduce overall width 
of new pear-shaped heads, permitting 
work in closer quarters. Shank ends 
were well rounded and long name 
panel between size marking replaced 
by a smooth, flat surface to make the 
shanks easier on the hands. More 
operations were added to the finish— 
open end flats and box exteriors are 
polished with a high luster and shanks 
are given a satin finish. Lengths have 
been changed to provide the proper 
leverage for each wrench and to make 
progression of lengths more uniform. 

Proto Tools Co., Los Angeles, Calif. 

Industrial Distribution, July 1951. 








“Our latest price list, subject to change 
without notice. Pages 1 to 43 are 
already supplemented; pages 43 to 45 
are in the process of change—” 





..»For well over a quarter of a century 


Conscientious, skilled craftsmanship... 
BAY STATE has consistently 


Modern Manufacturing Equipment... 


supplied Highest Quality grinding 
wheels and allied abrasive products 
to world-wide industry. This 
steadfast Quality aim has been a 
major factor in BAY STATE’S 
recognition as a leader in the 
entire abrasive industry. 


..- Research Facilities... Personnel 
with Extensive Engineering Back- 
ground...Patented Manufacturing 
Features...these factors all 
contribute to BAY STATE’S 
continued aim to keep Quality 
paramount at all times. 


BAY STATE ABRASIVE PRODUCTS CO., Westboro, Mass., U.S.A. 


Branch Offices and Warehouses — Chicago, Cleveland, Detroit, Pittsburgh 
In Canada: Bay State Abrasive Products Co. (Canada) Ltd., Brantford, Ontario 


“Tote Performance Consistently Duplicated 
Write for details in handling the BAY STATE line. 
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DARNELL § CASTERS 


Maximum Maximum 
FLOOR FLOOR 
PROTECTION PROTECTION 





SAVE EQUIPMENT SAVE EQUIPMENT 
SAVE FLOORS SAVE FLOORS 
SAVE MONEY SAVE MONEY 
and TIME and TIME 


DARNELL CORP. LTD. Long Beach 4, Calif 
"4 60 Walker St., New York 13, N. 7: + 
36 N. Clinton; Chicago 6, tll 
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D-A-T-E+§ 
TO REMEMBER 


June 2S-July S—Canadian Interna 
tional ‘Trade Fair, ‘Toronto. 

July 25-29—American Society of Me 
chanical Engineers, Oil’ & Gas 
power division, Dallas, ‘lexas. 

Sept. 8-23—2nd International ‘Trade 
lair, Chicago. 

Sept. 10-14—Sixth National Instru 
ment Conference & Exhibit, In 
strument Society of America, San 
Houston Coliseum, Houston. 

Sept. 16-19—National Contract Hard 
ware Association, Palmer House, 
Chicago 

Sept. 24-26—National ‘Truck Body 
Manufacturers & Distributors, Had 
don Hall, Atlantic City. 

Oct. 1-4—Industrial Packaging and 
Materials Handling Exposition, 
Cleveland Public Auditorium, 
Cleveland, Ohio 

Oct. 3-Nov. 3—Paint Industries Show, 
\uditorium, Atlantic City 

Oct. 8-12—Sixth National Hardware 
Show, Grand Central Palace, N. Y. 

Oct. 8-12—39th National Safety Con 
gress and Exposition, Chicago, III. 

Oct. 9-11—Electrical Progress Show, 
Convention Hall, Philadelphia. 

Oct. 14-]1S—National Hardware Con 
vention, Atlantic City, N. J. 

Oct. 15-19—National Metal Congress, 
National Metal Exposition, Detroit 

Oct. 21-24—National Institute — of 
Governmental Purchasing, Shore 
ham Hotel, Washington, D. C. 

Oct. 22-24—National Electronics Con 
ference, Edgewater Beach Hotel, 
Chicago 

Oct. 22-27—43rd National Business 
Show, Grand Central Palace, New 
York 

Nov. 5-9—All-Industry Refrigeration 
& Air Conditioning Exposition, 
Chicago 


Who Said It, And When? 


“We believe that American busi- 
nessmen and their workmen will 
soon come to a common under- 
standing as to their several rights, and 
then work to the end that the trouble- 
maker, the radical and the bolshevist 
will be cast out from all the industries 
into exterior darkness.” Who said it, 
and when? For the answer read ow 
Nugust issuc 





wooo sc Reaws 





a ihe Sheth Meade te odd 


aE 


You Can Depend on Central 


1) CENTRAL SCREW COMPANY 
Yr 


3501 SHIELOS AVE, CHICAGO & ILLINOIS 
3028 —€ ELEVENTH ST. LOS ANGELES, 23 CAIIF © 149 EMERALD ST, KEENE N H 
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FROM THE 


ov FILES » 


25 YEARS AGO 


Donald S$. Whidden graduated from 
Amherst College and immediately 
assumed active control of A. H. 
Whidden & Son, Peabody, Mass. 


J. D. Wallace & Co., Chicago, was 
operating a demonstration bus used 
in calling on prospects and to break 


in new salesmen. 





“Salesman, know thy stuff,”” is a good 
rule, according to Frank Farrington, 
who also thought the important 
thing is to know it from the point 
of view of the prospect. 


Jenkins Bros., N. Y., celebrated its 
sixty-second birthday with a gather 
ing of salesmen from the United 
States, Canada, England, Cuba and 
Mexico. 

Ihe Carson Machinery Co. was ot 
ganized in Davenport. lowa, by H. 
B. Carlson, R. R. Engelhart and 
H. R. Bartlett, to cover the automo 
tive equipment and industrial fields. 


J. T. Wing & Co., moved to a new lo 
cation after 40 years in the old 
headquarters. 

ink-Belt Co., Chicago, held its an 
nual sales school at Indianapolis, 
which was attended by 30 salesmen. 


H. Babcock, of Monarch Metal 
Co., Chicago, returned to the home 
office after an extended trip through 
seven southern and western states. 
Dealers visited during the trip re 
ported a large increase in business 

Why? The answer is easy! It’s because Darts in recent months, Mr. Babcock said. 
are made with greater care. 

Take the joint, for instance! Both seats are made of resistant 
bronze; both are swaged into place under great pressure — per- brick building to be the headquar- 
manently interlocked with the ends. And both are precision ters of the Duncan & Goodell Co., 
machined, then carefully spherically ground to give very wide, Worcester, Mass. 
near perfect contact. established in 182 


Finally — to protect the seats, give extra stren 
q th — ends and The Cleveland Tool & Supply Co. w 
nut are made of practically indestructible, air-refined, high tes cassiiiel lech destade: tor te 
. ‘ c ; ‘ 
ey ce Pinas ’ » hig appointed local distributor for the 


. : Lincoln Electric Co., manufacturers 
Little wonder Darts are drop-tight of motors and stable-are welders. 
without excessive wrenching. No wonder 

they can be used over and over again. 10 YEARS AGO 


DART UNION COMPANY Hugh Hirshon (W. S. Wilson 

headed from the Chicago conven 

Providence 5, Rhode Island tion for Florida, unlimbered rod 
The Fairbanks Co. — Distributors 


and reel and, the first day, hauled 
Boston NewYork Pittsburgh in a 75-Ib. tarpon. 


J. D. Davis and P. J. Edmonds, sales 


This True Ball Joint Makes the Difference 


Work was being rushed on the con 
struction of the two-story stone and 


Che business was 
e 


My, 
A" 


(h 


‘willy 
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SPECIAL -— TO DISTRIBUTORS! 


a quality tape and an 
excellent distributor policy 


DUTCH BRAND 


MASKING TAPE 


DUTCH BRAND Masking Tape 
means everyday repeat sales 


vrers of 
OP necessities 


DUTCH BRAND masking tape is a fast-moving, 
fast-turnover item that should be a prominent 
part of every distributor's line. Manufacturers 
have included it in manufacturing processes 
of uses... to the point where it is in everyday demand. 
panes If you are not already -handling masking 
iia: ; tape, now is the time to do so. The 
DUTCH BRAND distributor 


Oty Trim Sik 


whe Manutecurers of 


Made by 
Durch Brand Qu 


thousands 


able to handle 
DUTCH BRAND 


It will pay you 

to inquire about 

our distributor plan! 

ALSO AVAILABLE... 


she Hutch Brand ty, . DUTCH BRAND MASKING TAPES ARE USED FOR 


masking holding e sealing ° protecting 


reinforcing ° splicing 





VAN (CLEEF BROS NC. 


Manufacturers Rubber Products Est. 1910 
: 7800 WOODLAWN AVENUE © CHICAGO 19, ‘ILLINOIS 
The Three Electrical Tapes 
Friction— PLASTIX —Rubber 


to meet all requirements 
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case 


ylleys / 


Whatever Type 
You Want, We Have it! 





= 


If it’s a cast pulley, you name it 
and we'll ship it—fast! Here at 
Medart are pulleys made from the 
best cast iron produced. Here are 
pulleys for every requirement in 
every size in use—with split rim or 
solid rim—split hub or solid hub 
—single arm, double arm or web 
center— 


internal or external flange, one side 
or both—loose pulleys and 


Or if, by chance, you 
pulley, we can 


tight pulleys. 


need a special 
make it quick. 


It will pay you to have the Medart 


Catalog on hand for 


reference, and 


for easy ordering. Send for it now! 





Sprockets 


~~ 


100 | 


Here also is your best source for all 
types and sizes of cast tooth or cut 
tooth sprockets—made of Medart 
wear-resistant Hi-Ten cast iron — 
for malleable, roller or other kinds 
of chain. And there's also a full 
line of gears! 





THE MEDART CO. 
Most Complete Source For 
Mechanical Power 
Transmission Equipment 


3535 DeKalb St., 
St. Lovis 18, Mo. 


via + > 

Wack Coupon “Joday/ 
ATTACH TO COMPANY LETTERHEAD 

MEDART CO., 3535 DeKalb St., St. Louis 18, Mo 

© Send Catalog showing all Medart Pulleys 

© Send Gear Catalog 

Also send following catalogs: ©) V-Belts and Sheaves 

© Speed Reducers © Pillow Blocks and Hanger Bearings 


Name —— 





Title 








SOO OOS Cl CR RA TE AT 
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men with the Pen General Supply 
Co., Pittsburgh, were promoted to 
executive posts. 


Appointment of Edward L. Pugh as 
secretary of the Southern Suppl 
and Machinery Distributor’s asso- 
ciation was officially confirmed. The 
first change made was to move the 
association’s headquarters to Atlanta 
from Richmond. 


R. C. Mueller of the Minnesota Min- 
ing & Mfg. Co. won the New York 
Hardware Trade Association’s an- 
nual golf cup. Flick Gilliam, Wood 
Shovel & Tool, was runner-up. 


“Lost eight pounds; full of fun and 
blisters,” H. C. Cadwallader, Jr., 
Standard Shop Equipment, wrote 
while on a hike from Washington, 
D. C. to Danville, N. Y. 


The Defense Supplies Rating Plan 
had been traveling a rocky road dur- 
ing its first month—general opin- 
ion was, considering everything, the 
plan had made good progress toward 
general acceptance and use. 


R. J. Branham, Indianapolis Belting 
& Supply Co., cautioned salesmen 
not to forget greenhouses as good 
customers for pipe, valves, fittings 
and pumps. 


“Small orders are a form of sabotage,” 
was the heading of an article by 
Oscar Iber, O. Iber Co., in which 
he stated that net profits of dis 
tributors could be increased by 25 
to 100 percent by adjusting small 
order losses. 


Greene, Tweed & Co., N. Y., moved 
their manufacturing plants and 
general offices to new and roomier 
quarters. 


A leaf out of Barnum & Bailey’s book 
of showmanship was clipped by 
Murray W. Sales & Co., Detroit, 
when they staged an industrial show 
in which part of the exhibits—and 
refreshment department — were 
housed in circus tents. 


Who Said It, And When? 


“Day by day the story of individual 
inefhciency and government hesitancy 
and inaction is being written in the 
United States. Foolish hope and trust- 
fullness take the place of battle cruisers 
and trained men properly equipped. 
No real champion of the people has 
as yet appeared in Washington, a man 
big and bold enough to tell the truth 
often enough and with force enough 
to overcome the false logic of his paci- 
fist opponents.” Who said that, and 
when? You'll never guess. But read 
our August issue, and learn the 
answer. 





the *64 question 


Under today's pressures some manufacturers are unable 
to maintain 4 high standard of co-operation with dis- 
tributors. Besly, specifically in the field of taps, drills 
and reamers, has recognized this situation and estab- 
lished a clear cut policy. 


Besly is building for the future by helping to build its 
distributors. We see our growth closely linked with 
those who intend to grow. These distributors we 
offer to support. 


with a Statement of Policy 
on Cutting Tools 


ALL TOOLS through distributors — Every tool from Besly production 
will go to a Besly Distributor or his customer. 


MORE TOOLS through distributors—because Besly has stepped 
up output, is producing more tools today than at any other point 
in the long growth of the company. And, quality is being main- 
tained—continuing the engineering leadership in the improve- 
ment of precision cutting tools that has been a major factor in 
putting Besly in the forefront in this field. 


MORE FIELD CALLS—Besly is expanding its tool advisory service 
organization to assure maximum effective use of Besly Taps and 
Drills in the shops and plants of the nation. 


MORE OF THE SAME carefully selective policy of distribution that 
4 has given the Besly Distributor his fair profit. This will be strictly 
* maintained. 





CHARLES H. BESLY & COMPANY 


118 N. CLINTON STREET, CHICAGO 6, ILLINOIS 


FACTORY: BELOIT, WISCONSIN 
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SKINNER 


POWER CHUCKS 


Skinner has a complete line of models 
for heavy duty production work on 
engine and turret lathes and auto- 
matic machines. Sizes from 6” to 21” 
with forged steel bodies, and with 
either 2 or 3 adjustable or non-adjust- 
able jaws are available. The wedge 
angle is such that work is gripped 
positively, either internally or exter- 
nally, regardless of jaw position. The 
chuck will not release the work, even 
if air line is broken, until operator 
actuates draw bar. 


SKINNER 


Skinner double acting rotating or 
non-rotating air cylinders, for oper- 
ating power chucks and fixtures, use 
a minimum amount of air. Large air 
ports give quick piston movement. 
Bronze piston packing spacer reduces 
friction and insures piston alignment 


and support. All packings are ad- _ 


justed automatically by the pressure 
of the air against the flanges of the 
packings. Available for 6” to 21” 
diameter power chucks. 


SKINNER 


Skinner power chucking accessories 
include: hand operating valve which 
is self-sealing and easy operating 
regardless of position—complete air 
unit including regulating valve, pres- 
sure gage and lubricator — filter to 
remove all impurities, scale, etc., 
from the air line—soft blank top 
jaws — draw bars — draw tubes, etc. 


Write for catalog giving complete details 
on the Skinner line of power and manually 
operated chucks. 


THE 


DKINNER 


CHUCK CO. 


THE CREST OF QUALITY 


346 Church Street, New Britain, Conn. 


168 
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OBITUARIES 





James G. Christie 


James G. Christie, 
Barrett-Christie Executive 


James G. Christie, 70, executive 
vice president and treasurer of the 
Barrett-Christie Co., Chicago, III. 
died suddenly May 6. 

He left the Crerar Adams Co., in 
1912 to join Harry Barrett in found 
ing the Barrett-Christie Co. 

Mr. Christie was a member of the 
Masons and the Machinery Club of 
Chicago. He was a director of the 
Chicago Mill Supply Club. An ac- 
tive member of the Bethany Union 
Church of Chicago, he served on a 
number of committees. 

He is survived by his wife, two sons, 
six grandchildren, his mother and his 
sister. 


Robert W. Liddell, 
Somers, Fitler & Todd Co. 


Robert W. Liddell, oldest em- 
ployee of Somers, Fitler & Todd Co., 
Pittsburgh, Pa. died June 1 at the 
age of 77. 

He was associated with Somers, 
Fitler & Todd Co. for fifty years and 
was secretary of the firm for thirty 
years. He also served several terms on 
the board of directors. 


Constant A. Benoit, 
Head Of Permatex Co. 


Constant A. Benoit, 67, founder 
and president of the Permatex Co., 
Sheepshead Bay, Brooklyn, died re- 
cently at his home. 

Mr. Benoit was born in Brooklyn 





For 
PRODUCTION Needs 


LYON offers more than 1500 
regularly cataloged items of Steel 
Equipment to meet your customers’ 
regular needs. 


For 
DEFENSE Needs 


Your customers will find many 
standard Lyon products (listed below) 
of vital help in increasing their defense 
production. 


2 STRATEGIC PLANTS... AURORA, ILL., AND YORK, PA, 
LYON METAL PRODUCTS, INCORPORATED 


General Offices: 753 Monroe Avenue, Aurora, Illinois 
Sold Nationally through Factory Branches and Dealers 


YON 


L EQUIPMENT 
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Switch to Quality Buffalo Bolts in 


RUGCED 


HANDY-PACK BOLT CARTONS 


® Bolt storage, shipping and 
handling headaches are a thing 
of the past when you put husky 
Handy-Packs on the job. And when 
you order Buffalo Bolts, you not only 
get Handy-Packs... you get the world’s 
— best bolts as well. 
sie an 


HANDY PACK ®@ Same price as ‘ordinary’ bolts in ‘ordinary’ cartons. 


FEATURES ® Same carton quantities as always, same method of ordering. 





® Cartons are re-shippable without tying or wrapping. 
® Covers make durable open drawers for bolt cabinets. 
® Can be ordered in carload or less-than-carload lots. 


Wrte for circular on quantities and weights of Handy-Pack Cartons. 


BUFFALO BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities. Export Sales Office: 


PRODUCERS OF CIRCLE ® PRODUCTS ~ 
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| football referee. 
| from Dubuque University, and was a 


BOLTS * NUTS « RIVETS AND SPECIAL FASTENERS | 


| and was a graduate of Brooklyn Poly- 


technic Institute. He founded the 
company in 1909. He was a director 
of the Brooklyn Chamber of Com- 
merce and of the Brooklyn Industrial 
Home for the Blind. 

He is survived by his son. 


F. M. Brodhead, 
Brodhead-Murphy Co. Head 


Frank M. Brodhead, president of 
the Brodhead-Murphy Co., Elizabeth, 
N. J., died at his home in Scotch 
Plains, N. J. He was 69. 

He was affiliated with the J. K. 
Larkin Co., N. Y., until he organized 
his own company. He served several 
times as president of the North Jersey 
Industrial Supply Association. He had 
been in failing health for several years 
because of a heart condition. 

Among the organizations with 
which Mr. Brodhead was affiliated are 
Elizabeth Lodge of Elks, the Rotary 
Club and Elizabethtown Chapter 1, 
Sons of the American Revolution. 

He is survived by his wife, two sons, 
three grandchildren and a brother. 


John R. Trimble, 
Hajoca Zone Manager 


John R. Trimble, 58, zone manager 


| of the Hajoca Corporation, Bethle- 
| hem, Pa., died May 18. 


Mr. Trimble was a former collegiate 
He was graduated 


veteran of World War I. He had be- 
longed to the National Intercollegiate 
Association of Football Officials. 

He is survived by his wife, two 
daughters, two brothers and two sis- 
ters. 


| Richard E. Damkroger, 


Armstrong Bros. Tool Co. 


Richard E. Damkroger, Detroit area 
sales representative for Armstrong 
Bros. Tool Co., Chicago, died sud- 
denly at his home in Detroit Febru- 
ary 22. 

He had represented Armstrong Bros. 
in Detroit since 1943. 

He is survived by his wife. 


S. George Trull, 
Trull Packing Co. Head 


S. George Trull, 73, head of the 


| Trull Packing Co., Buffalo, N. Y., 
| died June 4. 


Mr. Trull came to Buffalo 30 years 


| ago as a representative of the Garlock 
Buffalo International Corp., 50 Church Street, New York City | 


Packing Co. He founded the Trull 
Packing Co. in 1935. 








Sales Helps From Manufacturers 

















“Quick Facts” Offers Plan 
For New Handling Efficiency 


\ four-step approach to the job of 
obtaining oe handling efficiency 
is presented by Whiting Corp., Harvey, 
Ill., in “Quick Facts on Handling,” 
a new illustrated brochure which 
supplements concise suggestions with 
a complete presentation of the com 
pany’s line of materials handling 
equipment. 

I'he plan is brief, but it emphasizes | 
the factors which should be considered 
in effectively approaching handling | 
problems, particularly from manage | 
ment’s point of view. Also stressed are 
the “extra dividends” to be achieved | 
from modernized handling such as | 
faster production, improved safety and | 
greate! productivity of manpower. 

“Quick Facts’ uses an oversize 
format to present a typical installation | 
view of each Whiting handling prod- | 
uct, with smaller photographs show | 
ing a variety of other applications. | 
he test emphasizes primary engineer- | 
ing, Operating and maintenance fea 
tures. Ihe book is not intended as 
a catalog, although sufficient detail is | 
given for practical study and analysis. | 


NEW AD TECHNIQUE-A new 
campaign, the art treatment of which 
emphasizes through a combination of | 
halftone and line ‘dt awings the client's | 
raw material product as fabric ated by | 
his customer, has been developed by | 
the John Mather Lupton Co., Inc., 
N. Y., for their client, Federated Met- | 
als Division, American Smelting & 
Refining Co. “he company tries to| 
improve product display by using this | 
style layout with halftones illustrating | 
parts made by a Federated customer 
from a Federated metal. 


FILES—A_ new 
ment By Exception,” released by 
Remington Rand, Inc., New York, 
describes a method whereby manage- 
ment men can conserve time they 
now have to give to detail and routine 
operations. It deals with the Kardex 
Visible Files, which enable the busi- 
nessman to keep a visual chart of his 
business position at his fingertips. 


handbook, ‘Manage 


PACKING RINGS—A new four-page 
bulletin featuring R/M_ Vee-Flex 
Packing Rings has just been issued by 
the packing division of Raybestos 
Manhattan, Inc., Manheim, Pa. The 
bulletin describes in detail conclusions 
drawn by engineers from recent tests 
at the Franklin Institute Laboratories. 


RULES—A supplement to catalog No. 
150 has been published by Stanley 
New Britain,’ Conn., describ 
ing the new “Pull-Push” Rules, Nos 
56, 558, and 556E. Instructions for 
replacement of blade, illustrations of 
the rules, and di are in 
cluded. 


l ools, 


nensions 














New Hacksaw Display 
Sells Blades, Frames 


A new self-selling counter display 
recently introduced by The L. S. Star- 
rett Co., Athol, Mass., features a com- 
plete assortment of hand hacksaw 
blades as well as displaying a hacksaw 


WEINBERG & MchEE 


HAVE THESE MODERN FEA runes! 


WEINBERG 


600 West Jacksoe Bivd., 
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ore 
of HIGH gpeeD STE 


ed. 


Action illustrations demonstrate the use 
of many products. 


Nationally Adverti 
with manufacturers 
of their trade. -marks, 


ised Lines are tied up 
rs advertising by use 


& MOREE, Ine 








AMAZING 
NEW-TYPE 
GRINDING WHEEL 


fialead wruol 
w Nu-matic give 


more ¢ 


This new-type grinding wheel shows amazing 
grinding, polishing, buffing or 
the picture above proves, Nu 
ip to 30 TIMES more contact 
And it easily succeeds on con- 

tour surfaces where ordinary gru 


Why? Because Nu-Matx 
a rubber drum. This is inflated by the oper 
10 Ibs. air pressure, depending 
on the operation, Nu-Matic Grinders do bet- 
ter work 

on bench grinders, back-stand idlers” or 
portable equipment 


SAVINRS in 
snagging. As 
Matic presents 
on flat surfaces 
ers fail 


Grinders have 
ator with 3 to 


faster, easier and at less cost 


LONGER ABRASIVE LIFE 


abrasives last longer 


1 Nu-Matic Grinders. In fact, 
facturers of coated abrasives approve 
Matic Grinders for use with their products 
Furthermor the Nu-Matic Aijr-Inflated 
Grinder eliminates chatter and bounce, cuts 
training time for new Operators, an 


pattern 


nd 


i Straignt 


“OPENS DOORS” FOR DISTRIBUTORS 
ribut tell NuMatic Grind 


SY ibrasive 
that NuMati 


1 feet 


yutors te us they 
to zg 


is a highly 


r iten yn the origina 
t sales and replacement parts 
DISTRIBUTORS WANTED 
Abrasive-minded distributors 
turers’ agents operati t ! 
write today fo ull information and 
literature includir ir nev Pr 
Nu-Matic Grindes 4 
Cleveland 3, Ohi 


NU-MATIC 


Air-Inflated 


‘GRINDERS 





frame to stimulate tie-in sales. Printed 
in three colors, it provides a compact 
counter stock of popular sizes. 

I'he display is available in two sizes; 
one holds 200 hand blades in 10 and 
12-in. sizes, 18, 24, and 32 teeth. A 
display holds 100 blades m a 
similar assortment of sizes. Both dis 
plays are designed to hold any one of 
the four different brands of hand hack 
saw blades manufactured by the com 
pany. 

he 200-blade display occupies only 
154 by 7§-in. of counter space; the 
other display takes only 63 by 5-in. of 


} 
STHALCT 


a dual merchandising feature, 
both displays are designed to hold and 
display a Starrett No. 153 Pistol Grip 
Hacksaw Frame. ‘The: hacksaw frame 
is readily removable from the display 
and is mounted in a way that invites 
the customer to try it for feel and 
balance 














PACKING—A 32-page catalog has 
been issued by the Packing Division 
of Raybestos-Manhattan, Inc., Man 
heim, Pa. It illustrates and describes 
the 95 packings and gaskets in their 
line which are most popular. Com 
information on construction, 
service recommendations and size are 
included. A feature of the catalog is 
the recommendation charts showing 
specific R/M recommendations for a 
wide variety of applications. 


a 
piete 


BEARINGS-SKF Industries, Inc., 
Philadelphia, Pa., has made available 
at low price their 270-page book, “Ball 
And Roller Bearing Engineering,” for 
enginecrs, product designers, mainte 
nance men and engineering students. 
Ihe text covers in technical detail 
such subjects as bearing types and 
nomenclature, capacities, selection, de- 
sign, installation, maintenance, causes 
of failures, and load calculations. 
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LOOK 
around 


you... 


In plants, mén ate repairing and mov- 
ing machinery. Along roads, guard 
rails and fences*are being built. On 
industrial afd hdbsing projects — gas, 
sewer, and) water mains are being 
laid. Look up! Y6y'll see men working 
on telephorre add power lines. Here, 
all around you are prospects for 
‘Tugit’ Hoists, thet mighty little pulling 
and lifting tool of innumerable uses. 


a 


A ‘Tugit’ Hoist.is light, portable, 
efficient. It's bulft like a hoist — has 
spur gears,’ automatic load brake, 
anti-friction, bearings, permanent lu- 
brication. itis thé ideal lever-operated 
tool on close-quarter lifting, pulling, 
or stretching) jobs. The 12-inch non- 
kicking handte has a molded grip that 
fits the hahd™ The ‘Tugit’ is so small, 
every tdol chest has room for it. 


Everywhere you look, you'll find jobs 
where the powerful little ‘Tugit’ can 
save time and effort, cut costs. Tell 
your prospects what it can do for 
them. Bulletin No. 388 will help you 
sell. If your supply is low, write for 
more copies. 


MAXWELL 
° 


iM! rag ir’ 


MANNING,MAXWELL & MOORE, INC, 

MUSKEGON, MICHIGAN 
Builders of “Shaw-Box'' Cranes, ‘Budgit’ and 
Load Lifter’ Hoists and other lifting specialties. 
Makers of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, 
‘Consolidated’ Safety and Relief Valves, ‘Amer- 
ican’ Industrial and ‘Microsen’ Electrical 
Instruments 





) cut costs as well 
as metal... 


CNION COURT IND EMO MILLE oe 
with WE ne 


end mills 





“ran, 


4m, 
tea, 
4e. 
< 


You’re In These Magazines when you sell Union. Continual Union advertising urges 
readers to: “contact your local distributor,” stating further that your name is listed in Union's 
THOMAS’ REGISTER insert under “Drills, Twist.” This is but one of many ways in which you 
benefit from strong Union backing as a Union distributor. 
ie ‘ 
\\ £3 This 8- Point Policy is Union’s A Kit of Sales Aids including 
direct guarantee to you of cooperation displays, ad reprints, folders, charts, 
and fair treatment ...and another rea- gauges, helps Union distributors keep 
son why you can rely on steady profits. their names before their prospects. 
Every Union distributor benefits from Net price sheets simplify your pric- 
this protection. ing and bookkeeping. 


No other cutting tool 
will outperform a 


UNION TWIST DRILL COMPANY, atHol, massacnuserts 
_——— 33. . Site 
Milling Cutters ws Geor Cutters 1@e Twist Drills —<-°~ Hobs Jane 


Reomers Lt Corbide Took - 
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DRILL PRESSES—Bulletin D. P. 51, 
“Bull Dog” released by Toolkraft Corp., Spring 


te) °4 EVERY Afe):' ; field, Mass., gives specifications of an 


entirely new industrial line of Darra- 
o y) 
I * 


James Drill Presses. Single spindle, 
multiple spindle, standard and _pro- 
duction models are illustrated and de- 
scribed. 
Top Swivel Jaw 
* 





Combination 


2 
Pipe 
* 
Hinge Pipe 
4 
Woodworkers 
Utility 


For 83 years Prentiss have 
proven to be high quality sacl 4 od Self Meyning 
vises that have stayed sold ry ROLLER BEARINGS 
and brought distributors re- 
peat profitable business. 











soe see Coe IN A FEW SECTIONS 
100% through Distributors TERRITORIES ARE OPEN BEARINGS-Engineers and specifiers 


PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. | | °!. industrial | roller bearings | and 


mounted units will be interested in a 
OF THE CHARLES PARKER CO. copy of the new Shafer Catalog No. 


51. This book illustrates and describes 
the full line of Shafer products. It 











contains complete engineering and 
* Re ney ceparible load rating data and illustrates many 
product applications. The catalog su- 
persedes older literature, released by 
£ LEX co x j ie i k D Shafer Bearing Corp., Downers Grove, 
Ill. 


ALLOYS—A four-page folder has been 
issued by All-State Welding Alloys 
Co., Inc., White Plains, N. Y., which 
describes three specially packaged 
low-temperature brazing alloys and 
fluxes. It specifically describes those 
widely used for intermittent work and 
infrequent jobs requiring supplies that 
are too expensive to be handled in 


bulk, 


CONTACT WHEEL-—A four-page 
catalog by The Carborundum Co., Ni 
agara Falls, N. Y., describes a new 
kind of contact wheel developed for 
. abrasive belt backstand applications 
U. S. Patent No. 2,477,855 Charts portraying wheel performance 
are included, as well as illustrations 


Pee : ; and operation data. 
For joining grader, trencher, ditcher and other earth moving conveyor belts. t 


For belts 4” to 12” thick. 

A FLEXCO fastener that is HINGED. Has removable hinge pin. 
Troughs naturally, operates through take-up pulleys. 

Strong, durable . . . pull or tension is distributed uniformly across joint. 


LAMPS-Slimline fluorescent lamps 
are described in a 12-page illustrated 
booklet issued by the G-E Lamp De- 
partment at Nela Park, Cleveland, 

Order From Your Supply House. Ask for Bulletin HF 500. Ohio. The booklet describes details of 
\ FLEXIBLE STEEL LACING CO. 4633 Lexington St., Chicago 44,1, J construction, and also tells about a new 


G-E chemical factory for the produc- 
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We are proud to introduce the famous 
Armstrong-Bridgeport pipe tool line under 
the Capewell name. These are quality tools 
throughout, backed by eighty years of manu- 
facturing experience and everyday use on the 
job. 

Tools for every use and the kind of tools 
that make work easier, results better —adjust- 
able stocks and dies, solid stocks and dies, 
ratchet die stocks for adjustable, segmental 
and solid dies, 3-way diestocks, improved pipe 
vises, pipe cutters, portable vise stands, in- 
tegral Vistands, tube cutters, handy threaders, 
reamers. 


vosper PORTABLE PIPE THREADING 


MACHINES SOLD THROUGH DISTRIBUTORS 


Two rugged high production ma- 
chines that bring your shop to the 
job: The Vosper designed SUPER 
CHIEF and PAPOOSE power ma- 
chines for pipe and bolt threading, 
cutting and reaming. Both have 
patented VOSPER quick opening, 
adjustable die heads which are de- 
signed for greater rigidity, more 
chip clearance and positive support 
of the high speed steel segments 
— These die heads permit cutting 2” 
pipe nipples 2%” long without the 
aid of a nipple chuck. Both have con- 
stantly primed centrifugal coolant 
pumps located below the sump. THE PAPOOSE 
2” portable heavy duty 


BEER RR RR RRR eee eS 
THE MORE-WE TELL 
THE MORE YOU SELL! 


Your selling efforts are backed up by 
Capewell’s aggressive new advertising 
in AMERICAN MACHINIST, MILL & FAC~ 
TORY, ELECTRICAL CONSTRUCTION & 
MAINTENANCE, PLUMBING & HEATING 
BUSINESS, MODERN MACHINE SHOP, IN- 
DUSTRIAL MAINTENANCE, FOUNDRY, 
AMERICAN IRONSMITH, AMERICAN EX- 
PORTER INDUSTRIAL, THOMAS’ REGISTER 
OF AMERICAN MANUFACTURERS and 
FRASER’S CANADIAN TRADE DIRECTORY 
...as well as by a hard hitting direct 
mail program. 


THE CAPEWELL MANUFACTURING COMPANY 


ower pipe and bolt 
th es . 62 Governor Street, Hartford, Connecticut 


threading machine. 
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tion of materials necessary for the de- 


; velopment of slimlines, and outlines 
ga 10 basic advantages of slimlines over 
& VCC other fluorescent lamps. 

- 


ABRASIVES—“‘Grits That Grind”, a 


new Norton Co. color motion picture 
on abrasives and grinding wheel man- 
ufacture is now ready for immediate 
showing. 


Released by the Norton Co. of 
Worcester, Mass., it is a 30-minute, 
16 mm. film showing step by step 
manufacturing processes from mining 
bauxite in Arkansas to the finished 
product in Worcester. 

The film also touches on other Nor 
ton products such as grinding ma 
chines, refractories, pulpstones, sand 
paper, sharpening stones, porous me 


a2 i 
fr 6 Ww & Re = . diums, non-slip floors and tile, and 
. : wear-resistant products. 


HYDRAULIC 
PULLER 


Fastest selling, easiest 
working, handiest 
Push-Puller in history 
. . . Fits all OTC Pull- 
ing Units . . . Works in 
any position . . . Elimi- 
nates torque, eliminates 
friction . . . Twin cylin- 
ders develop 1714 

tons power... 

Light, compact, 


easy to handle. with the CENTER HOLE... 


OTC Power-Twin does jobs no other hydraulic 
ram can do Applies force directly Fast 





easy, unlimited adiustment Quick, simple 
interchange of parts Permits use of adjust- 


ing screws 











COLOR LIGHTING—A simplified 
lighting guide for commercial and 
home decoration, the new “Color Is 
How You Light It” book by Sylvania 
Electric Products Inc., Salem, Mass., 
is available at a charge. The book 
analyzes the appearance of 40 popular 
colors under the eight white light 
| sources now available. It also suggests 


S ick bel both first and second choice of light 
36 inch clearance below press source for each color sample. ‘The 


is enough to hold any job . pes book, I°L-420, is an improved and ex- 
Amazing sales appeal for selling with | ii | panded version of the original intro- 
Power-Twin Hydraulic Puller. E | duced two years ago. 


Portable hydraulic pulling unit, 
holds complete OTC Push-Pull- 
ing system and adapters 
Easily moved to any spot in 
shop, always right on the job... 


Open throat Press plate . . . Avail- | _ . ne 
able separately A euiediinen nod | ' | MOTORS—A new bulletin, 05B71- 


bench or service truck... Can be =] : SOA, released by Allis-Chalmers, Mil 
used with OTC Power-Twin for per- | Hu waukee, Wis., describes types of con 
manent hydraulic press struction and ratings of its improved 


totally-enclosed, fan-cooled motors 


OWATONNA TOOL COMPAN Y with tube-type, air-to-air heat ex 
373 CEDAR STREET © OWATONNA, MINNESOTA sa 


Included in the bulletin is a chart 
showing ratings of the motors avail 
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permit quic 
of flexible lines from stock 
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FIRST IN HYDRAULIC CONNECTIONS 


Plants at Cleveland, Ohio 


Angola and Columbia City, 
Indiana; and St. Thomas, Ontario 
\ \ 


t 
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HALLOWELL 


HEAVY-DUTY 


TRUCKS 
FOR 


TOUGH 
JOBS 


Tough jobs are easy with these 
sturdy, 2-wheel HALLOWELL 
Trucks. All-welded, all-steel con- 
struction minimizes weight (heavier 
model #738 weighs only 50 
Ibs.), cuts maintenance costs, 
lengthens truck life. Ribbed, 
angle-form steel nose carries 
heavier pay loads without bend- 
ing, reinforces “UNI-TRUK"” at 
point of severest stress. Two 
popular models: #738 with 8°’ 
wheels and braced legs; #734 
with 6'’ wheels, no legs. 


Write for Bulletin 718-2, 


MATERIALS HANDLING EQUIPMENT 


STANDARD PRESSED STEEL CO. 
JENKINTOWN 13, PENNSYLVANIA 
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able in squirrel-cage, wound-rotor and | 


synchronous types for both horizontal 
and vertical installation, and a cross 
section view of horizontal motor con- 
struction features. 


MACHINERY-—A 17 by 22-in 
broadside, folded twice, is being used 
by Allis-Chalmers, Milwaukee, Wis., 
to urge its general machinery division 
dealers to tie in with the moderniza- 
tion and increased production theme 
being currently promulgated in in 
dustrial trade magazines. 

Cuts of cartoon characters appear 
ing in Allis-Chalmers advertising, 
which is keyed to telling dealers’ cus 
tomers the importance of production, 
are offered free of charge, along with 
suggested headlines and copy. 








28 


HOW TO RUN 
A DRILL PRESS 


SOUTH BEND LATHE WORKS 
SOUTW Bt 


IND 22. INDIANA, U5. 


—— 


























DRILL PRESS—“How to Run A 
Drill Press” is the title of a new man- 
ual, for shop men, recently announced 
by South Bend Lathe Works, South 
Bend, Ind. 

Devoted to the small sensitive-type 
drill press, this book contains prac 
tical information of value to the ex- 
perienced machinist as well as the 
beginner. The section covering care, 
operation, and maintenance includes 
illustrations giving the name and func- 
tion of all important parts and correct 
adjustment of each unit. 


The book includes many special | 


classes of work including boring and 


sanding wood parts, drilling through | 


glass, polishing and buffing, and sur- 
face finishing, as well as best methods 
for mounting and removing chucks 
and tools. 

It contains 32 pages and more than 
75 illustrations. 


DRIVES—A complete catalog, No. 
C 72-51, is available on the new HY 


VO power transmission drives recently | 
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FOR SALE: 
Set-up time! 


“YANKEE” 


ANGLE VISES 


One look at this “Yankee” Angle 
Vise and any shop man sees a set-up 
shortcut. It’s the quick way on small 
jobs. Just two easy steps. (1) Lock 
work in the vise, machined square 
and true on base, sides and front end. 
(2) Tilt for any angle up to 90° and 
engage positive adjustment lock. 
Work is then set up for any job, or 
series of jobs... hand work on the 
bench; for drilling, milling, grinding 
or sawing at the machine. 


Quick-release swivel base for bencl: 
use. Work moved from bench to 
machine, transferred to next opera- 
tion, without disturbing alignment. 
No mistakes, no waste. 


Available in two sizes... 2” and 
234” jaw widths. . . with or without 
swivel base. Each vise equipped with 
hardened steel V block for holding 
round stock. 

Sold through industrial distributors 


NORTH BROS. MFG. CO. 
Philadelphia 33, Pa. 


Sp sc 


oe vo. 


YANKEE TOOLS 
NOW PART OF 








On nearby shelves 
of industrial sup- 
ply distributors 


BAY STATE TAP & DIE CO. 
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For Safety’s Sake . . . SELL 
DAYTON SAFETY LADDERS 
IN 














Sizes 3 feet to 16 feet In height (meas- 
ured from ground to platform). Standard 


DAYTON SAFETY LADDER CO. 


2339 GILBERT AVE. 


Maintenance men everywhere rely on 
Dayton Safety Ladders for maximum 
safety and convenience. Daytons are 
constructed of tested airplane spruce 
and reinforced with rigid steel sup- 
ports to give great strength and light- 
ness of weight. 


Handrails of steel guard the large 
roomy platform for added safety. 
Half of platform can be raised to 
form an extra step, when needed. 
These famous ladders can be set up 
instantly, are easy to carry and fold 
compactly for storing. Automatic 
locking feature insures safety while 
ladder is in use. 


A FEW CHOICE TERRITORIES ARE STILL 
OPEN. 

WRITE TODAY FOR COMPLETE INFORMA- 
TION ON OUR FAMOUS LINE OF LADDERS 
AND LADDER SHOES! 


CINCINNATI, OHIO 


In Canada—Safety Supply Company—Toronto 


announced by Morse Chain Co., De- 
troit. 

The catalog includes: 

1. A basic discussion of the operat 
ing principles behind chain drives. 

2. Highlights of the new design 
principles incorporated in HY-VO 
drives. 

3. Description of what the drive 
will do in the field of high speed, 
heavy duty, power transmission. 

4. HY-VO capacities, speed ranges 
and service factors for selecting drives. 

5. Installation and lubrication pro 
cedures. 























tors 














DRILL RODS 





PYAL : 
‘ industries 


Bus and Mine 


Service 


° nlae 
Machin 
oil Fields 


Truck 


ShOPs 4 Refineries 


More Sales to 
All Markets 


Consumer 
a 
Industries 


R 
Auto 
* Form Eq p 

Shops - 
Pronufacturing Shop 





-~ EXTRA SALES OW . 


PET! 


Want more shim profits? Then, 


choose the shim that meets user tests 





Li. 


eS 
== =? 


GROUND FLAT STOCK 
MUSIC WIRE 


<~ 
SS y= 
~en “G4 \ 


FEELER STOCK “a 
4 


in every held! Youll widen your 
markets; you'll step up sales with 
Precision Brand Shim Stock. Sell 
quality that does make a difference 
and see how many orders you fill 
with Precision Brand. In brass or 
steel; accurate, uniform and packed 
to suit every customer requirement. 


4% PRECISION STEEL WAREHOUSE, inc 





MANUFACTURING DIVISION 
4409 25 WEST KINZIE STREET CHICAGO 24, HLLINOIS 


> SHi7a STEEL @ BRASS SHIM @ MUSIC WIRE 


ORL BOD © THICKNESS GAUGE STOCK © GROUND FiaT STOCK 
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ROPE—American Mfg. Co., Brook- 
lyn, N. Y., is now putting up its 
Handy Coils in factory-sealed boxes 
which protect the rope from dirt and 
damage from the time it is packed 
at the factory until it is opened by the 
purchasers. 

The new box, which can be opened 
to make a counter display, is designed 
as a shipping container so that dis- 
tributors can re-ship Handy Coil 
orders with a minimum of labor and 
expense. Boxes are plainly marked 
to make the taking of inventory 
simple. 


ALLOYS—A new edition of a six page 
folder containing specifications on 
close to 100 different low temperature 
welding alloys used in welding, braz- 
ing, and hard surfacing of steel, alloy 
steels, stainless, cast iron, — brass, 
bronze, copper, aluminum, magnesium 
and zinc die cast, is now available 
from Eutectic Welding Alloys Corp., 
Flushing, N. Y. Known as Chart 246 
P, it can be filed or bound or unfolded 
to an 11 by 25-in. chart for wall 
mounting. 


OILERS—A new four page broadside, 
“Series 4900,” is designed to aid lu- 
brication and maintenance men in se- 
lecting the proper visible, automatic 
oiler for constant level, gravity, wick, 
underfeed, multiple and large capacity 
gravity feed applications. Released by 
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@ Advertisements like these are appear- 
ing every month in The Saturday Evening 
Post. They will provide maximum pene- 
tration of buying factors in the industries 
you sell, and they urge buying through 
industrial distributors. 


Abrasive Products, Inc. 
South Braintree 85, Mass. 
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WITT CANS have bull-dog toughness and will last 
for years and years under normal abuse. The best 
of materials and workmanship plus a superior 
design guarantee a wearing quality found in no 
other Can. WITT CANS defy all-out destructive 
efforts of heat, food acids, weather, heavy loading 
and rough handling. 


Compare the WITT CAN with any other Can 
on these points... 


STRAIGHT SIDES—assure extra resistance to rough handling. 

DEEP ROLLING CORRUGATIONS—run full length of Can adding further rigidity. 

HEAVY GAUGE STEEL—provides battleship ruggedness. 

STRUCTURAL STEEL BANDS—protect top and bottom of Can and act as shock 
absorbers. 

HOT DIP GALVANIZING—a hand process after fabrication, insuring heaviest pos- 
sible rustproofing. 

PINCH PROOF HANDLES—for easy handling. 

STURDY LID—snug fitting yet easy to remove. 


If you want your customers to get more out of a Can in service 
thon they put into it in cash, sell WITT CANS—guoronteed to out- 
last 3 to 5 ordinary Cans. 

WITT CANS HAVE THE “Right Angle” 


THE WITT CORNICE COMPANY 
CINCINNATI 14, OHIO 
CHV “Originators of the Corrugated Can” 
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Trico Fuse Mfg. Co., Milwaukee, 
Wis., it contains suggestions on how 
to eliminate the waste and dangers of 
“trust-to-luck” hand oiling—how to in- 
crease production — reduce mainte- 
nance costs—lengthen machine life. 
Installation photos show actual appli- 
cation. Broadside may be used as a 
17 by 22-in. wall chart. 


FASTENERS—A_ 16-page booklet in 
color, Vol. 1, No. 2, has been released 
by Industrial Fasteners Institute, 
Cleveland, Ohio, presenting the story 
of the high tensile structural bolt, and 
an approved specification for its us¢ 
Varied uses and applications of fas 
teners are described, in magazine article 
style. Charts and illustrations are in 
cluded 
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ACCESSORIES—A_ new, permanent 
counter merchandising display for 
portable electric tool accessories has 
been announced by Skilsaw, Inc., 
Chicago, Ill. It is a maroon and yel- 
low unit displaying 85 of the acces 
sories for Skil Home Shop tools and 
other popular makes. Of the 85 items, 
54 fit other tools. The display re 
quires a space of 24% by 194 by 
25}-in. There is ample storage space 
accessible from front and rear to ac- 
commodate a large stock of items. 
Literature holders are placed in con 
venient position for on-the-spot in 
formation, and a complete supply of 
literature is shipped with the display. 


PIVOT PUNCHES — The Pivot 
Punch Division of Pivot Punch & Die 
Corp., North Tonawanda, N. Y., has 
released an eight-page catalog listing 
pivot punches by size and type. De 
scription and_ specifications are in 
cluded, as well as information on use 
and application of pivot punches. 
Catalog is printed in three colors on 
special, stiff stock. 





Incandescent Committee 


Confers With NPA 


Conservation of approximately 20,- 
000 Ib. of nickel a month by the in- 
dustry was reported recently by the 
Incandescent & Fluorescent Lamp 
Manufacturers —_ Industry Advisory 
Committee at a meeting with the Na- 
tional Production Authority. 

The committee, meeting for the 
third time with NPA, said the conser- 
vation is being accomplished by meas- 
ures which have not necessitated pro- 
duction cuts. Members said their 
industry can potentially save 42,000 Ib. 
of nickel a month. Estimated normal 
consumption of nickel in incandescent 
and fluorescent lamps is 92,000 Ib. a 
month, it was pointed out. 

Despite conservation measures, the 
industry is currently unable to obtain 
adequate nickel for wire, the commit- 
tee reported. NPA aid in securing 
sufficient nickel for June operations 
was asked in view of the industry’s 
essentiality. 

NPA said that suppliers of niekel 
wire are entitled to apply for adjust- 
ments, and that full consideration will 
be given to their requests. 

Opinion of the committee was di 
vided as to further controls on the 
industry, which NPA officials indi- 
cated may become necessary because of 
increasing defense needs for critical 
materials. 

Some members felt that a limita- 
tion on production, shipments, and in- 
ventories would be desirable. Others 
declared that the present allocations of 
tungsten and molybdenum, exercise 
sufficient control over the industry. 

Further consideration will be given 
this problem before a decision is 
reached, NPA officials said. 

Essentiality of the incandescent and 
fluorescent lamp industry has been rec- 
ognized, and the industry will be so 
programmed under the Controlled 
Materials Plan, NPA told the com- 
mittee. 

Several committee members advised 
NPA that in general, the effect the 
Maintenance Repair and Operating 
Supplies Regulation 4 (MRO) has 
been helpful to their industry. 

These industry members attended: 
Dwight H. Marsh, Champion Lamp 
Works; Charles Sabatini, Colonial 
Electric Products, Inc.; Michael Port- 
now, Dura Electric Lamp Co.; Wil- 
liam F. Bayne, Duro-Test Corp.; R. 
W. Davis, Lamp Dept., General 
Electric Co.; William Weil, Radiant 
Lamp Corp.; Max Ettinger, Save Elec- 
tric Corp.; Frank J. Healy, Lighting 
Div., Sylvania Electric Products, Inc.; 
R. E. Carlson, Tung-Sol Lamp Works, 
Inc.; and H. G. Cheny, Lamp Div., 
Westinghouse Electric Corp. 


Progress Reported 
On State Commissions 


Defense Production Administrator 
William H. Harrison recently reported 
progress on his request that state gov 
emors establish commissions for the 
marshalling of community resources 
to aid small business in the mobiliza- 
the program. 

Twenty-two states have already or- 
ganized commissions or delegated 
small business duties to an existing 
organization, the DPA administrator 
said. Seven other states have notified 
DPA of their intention to take action 
along this line, and the governors of 
the other 19 states are again being re 
quested to adopt a program for the 
benefit of small business. 

The 22 states which have organized 
commissions or have delegated small 
business problems to an existing or 
ganization are: 

California, Colorado, Connecticut, 
Florida, Georgia, Michigan, Minne- 
sota, Missouri, Montana, Nebraska, 
New Hampshire, New Jersey, New 
York, North Carolina, Oklahoma, 
Rhode Island, South Carolina, Ten- 
nessee, Texas, Utah, Washington, and 
West Virginia. 

The seven states which have an- 
nounced intention to form a small 
business commission are: 

Arizona, Iowa, Louisiana, Maine, 
South Dakota, Vermont, and Vir- 
ginia. 


Wiehe and Wenzel 
Head New Allis-Chalmers 


Dept. 


John Wiehe and Walter Wenzel 
have been named heads of a new plant 
engineering and planning department 
at Allis-Chalmers Norwood (Ohio) 
Works. 

The new department has been set 
up under the supervision of J. J. De- 
Windt general superintendent to han 
dle further planning in a moderniza- 
tion program underway at the works. 
The program includes erection of a 
new 80 by 210-ft. non-ferrous foundry 
building which is expected to be in 
operation during the third quarter in 
1951 and a new oil storage building 


AMA Elects Division Heads 


The American Management Asso- 
ciation has elected James D. Wise, 
president of Bigelow-Sanford Carpet 
Co., N. Y., to the newly created post 
of vice president for the general man 
agement division. Four other vice 
presidents were elected for the 28th 
year since the founding of the na 
tional management group. 
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CHAMPION 
DEARMENT 


And who wouldn't? For Channellock 
liers are the'finest to be bought. . . or sold. 
hannellock pliers have been known for years 

as a highest quality tool— made by Champion 
DeArment, long r g d as sy 
with quality and craftsmanship. 

eck the features — Longer Wearing, 
Closely Spaced Adjustments, No Wear on the 
Joint Bolt, Self Cleaning—these plus the skill 
and experience of more than 65 years make 
Channellock Pliers outstanding. 

When your customer relies on your judg- 
mont you can recommend Channsiiaats liers 
peoudie. Hand him Channellock and he'll buy. 

And remember, ONLY Champion DeAr- 
ment makes Channellock. Send for Catalog 
DS today. 


CHAMPION DEARMENT TOOL CO. 
Meadville, Pa. 
Channellock pliers are listed in the 
Yellow Pages of most Telephone 
Directories under ‘‘Tools’’ 








& ose See how the label 
stands out? It’s easy to read—from the top-most 
shelf. Different colors identify different screws, 
bolts, nuts, metals, plating, etc. Saves time! 
ast Pheoll products are 
packed in sturdy boxes that won't “bow out” 
when opened or stacked. Covers slip on and off 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 
eat Prompt, reliable deliv- 
ery through convenient factory warehouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand” fasteners. 

ay 

f 

Vad Pheoll products are 
money makers because they're easy to sell. 
They're fast movers. They repeat because they’re 
made to build your business. Our reputation is 
your guarantee. 
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PLASTIC PACKINGS-—R/M Plastic 
Packings are featured in a new four- 
page, illustrated bulletin recently is 
sued by the Packing Division, Ray- 
bestos-Manhattan, Inc., Manheim, Pa. 
It illustrates and describes “versi-pak” 
non-jacketed plastic packing which is a 
dense, relatively inert packing with 
high compressibility that provides posi 
tive sealing at high pressures while 
maintaining relatively low pressure on 
the packing gland. 


CONVEYOR CHAIN—A new bulle 
tin on Rex ‘Table ‘Top Chain shows 
and describes details of construction, 
ind suggested applications. ‘The bulle 
tin, released by Chain Belt Co., Mil 
waukee, Wis., gives engineering data 
and a table of strength, weights, di 
mensions and prices, All data needed 
to select ‘Table ‘Top sprockets is fur- 
nished 


NEEDLE FILES—E. C. Atkins & 
Co., Indianapolis, Ind., is boxing its 
set of twelve genuine Swiss Needle 
Files in a handy transparent plastic 
case, approximately 63 by 2% by 3-in. 
overall. Individual holders prevent 
rubbing, and protect the point. 


PLIERS—Two new 10-minute sound 
films are being offered by Utica Drop 
Forge & Too] Corp. “Add Power to 
Your Hands,” is filmed in the Utica 
plant, and dramatizes the manufac 
ture of drop forged pliers. “Pliers: 
Their Care and Uses,” tells the worker 
how to keep pliers in good condition, 
how to select and use them for best 
results and how to make simple, prac 


tical tool repairs. 


P-K 
applica 
recommended hole 
corresponding drill size 
numbers are condensed into a 24-page 
booklet. Known as No. 480 Booklet, 
it is designed as a handy pocket-size 
reference for veteran production men 
is well as to help in training new as 
sembly information in 
this Parker-Kalon Corp. release is up 
to date and may be obtained by writ 
ing to the company in New York 


SCREWS-—The essentials of 
elf-T'apping Screw selection, 
tion information, 
sizes, and 


workers. ‘The 
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Suprene Belting ...newly created 
to meet the most exacting require- 
ments ... is a natural to help boost 
your belting sales in the tough, food 
handling market. 


AND HERE’S WHY! 

... It’s made of special woven cotton 
duck, impregnated with Neoprene 
for extra strength and durability. 
It’s sanitary and washable. 


... Sales come easier with this “name” 
product, backed by many years of 
belting experience and craftsman- 
ship. 

... Four styles and a wide variety of 
sizes, enable you to meet practically 
every specification. 
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REMEMBER...FOR INCREASED BELTING 

SALES...SUPRENE IS YOUR ANSWER. 

Why not get the complete story, 

now! Just write for Bulletin No. 20. 
No obligation, of course. 
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DRILLS — Speedy, Photo courtesy 
powerful for metal, Lockheed Aircraft 
plastic or wood. 500 to Corp., : 
17,000 r.p.m. Up to Burbank, Calif. 
1/2” capacity. 


Photo courtesy 
Solar Aircraft Co., 
San Diego, Calif. 


hot t jag}; and speeds... 275 to 
DuMont” és 2,400 r.p.m.... No. 0 
Laboratories, Inc. to 14 screws or 5/16 
E. Paterson, N.J. nuts. 
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The Aro Equipment Corporation, Bryan, Ohio 
Please send literature on... 


| 
I 
| 
OJ Drills [J Screw Drivers [J Grinders 
| 
! 


oo eee ponders eveesdeceeenssces ecccecccocoes 
GRINDERS — Complete range 
..-high speed turbine, heavy SEND 
duty vertical and_ horizontal COUPON 
grinders, 2” production grinders 
- ++ 17,000 to 75,000 r.p.m. 
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PLASTEX THE PURE FOOD BELT THAT'S 


ALWAYS ODORLESS AND EASY TO KEEP CLEAN 


Here's the conveyor belt that was specially designed 


) for the sanitary handling of food! It's impervious to 


oils, greases, acids, alkalies and moisture, and can with- 
stand temperatures from —20° to 200°F. PLASTEX 
won't absorb or exude ANY ODORS and can be easily 
including 
steam! It’s fully pliable, requires no special care 
and will last longer than any ordinary, untreated belt! 


and quickly cleaned by any method .. . 


Impossible? Oh, no, and here's why: To produce 
PLASTEX, we take our regular Solid Woven Cotton 
Belt and cover it with a tough coat of plastic that 
won't crack or peel. This plastic overcoat just won't 
give in to acids, alkalies, greases and oils. They can 
“ride” on Plastex . but they can't “dig in.” That's 
why Plastex LASTS LONGER and is always pure, 
sweet and clean! Ask your mill supply jobber or 
write us for literature and prices. 


This ad 15 one of a series appearing in leading 
trade journals reaching your customers everywhere 


BUFFALO WEAVING & BELTING COMPANY 


209 CHANDLER STREET 
PHILADELPHIA 


NEW YORK 


BUFFALO 7, NEW YORK 


CHICAGO DETROIT SAN FRANCISCO 
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AID—An __audio- 
visual sales “bible” that cites the ex- 
perience of 69 companies with 170 


| different films, has been released by 


National Sales Executives Inc., New 
York. The book, which contains 45 


| pages, is organized for quick and easy 


reference. It lists the responsibilities 


| and job requirements of a sales man- 
| ager, as well as other sales data. 


METERS-—A new bulletin intended 


to guide the proper selection of meters 


| for measuring more than 200 liquids 
| with varying corrosive characteristics 
| has just been issued by the Rockwell 


Mfg. Co., Pittsburgh. Designated as 
No. 0G400, it contains a complete 
table of metered liquids matched with 
case, chamber and piston specifica- 


| tions, and includes a simplified specifi- 


cation sheet allowing the customer to 
cover all necessary operating require- 


| ments. 
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CHAIN BELT COMPANY 


1600 W. Bruce Street Mibwoukee 4, Wis, 
BALDWIN-DUCK WORTH Div. 
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CHAIN DRIVES—A new bulletin, 
“Installation, Operation and Mainte- 
nance of Chain Drives and Convey- 
ors” has been published by Chain Belt 
Co. of Milwaukee. Dedicated to the 
interests of all who design, install, 
maintain, or operate chain drives and 
conveyors, it goes on the theory that 
no matter how good a_ chain is, it 
will not satisfy unless properly in- 
stalled. 


Who Said It, And When? 


“The man who comes to a place of 
business and is content to jot down 
in his order book whatever the pur- 
chaser may have to offer him is not a 
salesman. He is an order taker.” Who 
said it, and when? Read our August 
issue. 





AMERICAN 
AQVERTISING 


. +. year after year it keeps building 
sales at 3 different levels 


Full pages every month in leading industrial magazines, directed to 
users of American Phillips Screws in every field from metal-working to 
wood-working. Full pages in dealer and jobber magazines on the com- 
plete American Slotted and Phillips line. Plus the new Phillips co-operative 
consumer-education campaign (“Look for the Clue to Quality”) every 
month in the Saturday Evening Post. 

This is what American does to back your own selling 
efforts on the complete American Line. This is why 
American means acceptance in the trade. And this is why 
American is the top-profit line for you. 


+++ Gnother aid in pa 
erchandisi, 
the complete AMERICAN Sig 


Get 
AMERICAN PHILLIPS 
Speed and Security 
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DEALER & JOBBER MAGAZINES 


AMERICAN SCREW COMPANY 
WILLIMANTIC, CONNECTICUT 


Plants at Willimantic, Conn. ‘ 
and at Norristown, Pa. d 


—iy—)—S- 








Warehouse and offices 
at Chicago 





SATURDAY EVEN ING POST 
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MACHINISTS’ 


VISES 


STRONG, DURABLE and 


Here’s why REED Vises last longer. 


1. Adjustable front end bearing eli- 
minates lost motion throughout entire 
life of vise. 


2. Heat-treated, high-carbon steel 
vise nut for greater strength and perma- 
nent use. 


3. Heat-treated, high-carbon steel 
screw for strength and stiffness 
accurately machined for maximum 
bearing surface and long life. 


4. Base of main vise nut is accu- 
rately milled to limit gauge and fits 
into machined V-slot in body. In- 
sures perfect alignment, less stress 
and longer wear. Permits easy re- 
placement of obsolete malleable nut. 


5. Corrugated clamp bolt fits in- 
to corrugations in base plate to in- 
sure positive clamping. 


6. Quick, positive provision for 
taking up longitudinal play in the 
main vise nut. 


It pays to sell quality! The exclusive fea- 
tures of REED Machinists’ Vises will help 
you build more sales volume with greater 
customer loyalty and good-will. Recom- 
mend them with complete confidence. 


Remember, In a vise or pipe tool, 
if it’s a REED . . . it’s RIGHT! 


TRADEMARK 


MANUFACTURING COMPANY 


PENNSYLVANIA, 


U.S.A. 
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NEW LINES 
taken on by 
DISTRIBUTORS 





Carey Machinery & Supply Co., Inc., 
Baltimore, Md., has been named a 
distributor for Behr-Manning coated 
abrasives, sharpening stones, and 
Behr-Cat brand __ pressure-sensitive 
tapes. 

Allied Metals, Inc., Houston, Texas, 
has been named a distributor for 
the Cooper Alloy line of stainless 
steel valves and fittings. 

Frank Tracy, Inc., New York City, has 
been named a distributor for Allis- 
Chalmers motors in Westchester, 
New York, Kings, Queens, Suffolk 
and Richmond counties. 

Peaslee-Wells, Inc., West Springfield, 
Mass. has been named distributor 
for Western Massachusetts, Eastern 
Vermont and Western New Hamp- 
shire of Carboloy Co., Inc., standard 
tools, standard blanks, carbide 
tipped masonry drills, and diamond 
impregnated carbide wheel dressers. 

New distributors announced for 
Chromaster and Chromasol of the 
Industrial Chrome Division, Ward 
Leonard Electric Co., include: 


eS. B. Roby Co. 
Rochester, N. Y. 


e Syracuse Supply Co. 
Syracuse, N. Y. 


e Logan Hardware & Supply Co. 
Huntington, W. Va. 
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SEALIWASTER 
BALL BEARING UNITS 


SEALMASTER bearings are 
ideal for replacements 0 a 

f machinery Only 

STERS have all 

al features: (1) 

al (2)Self-aliga- 
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Prac evey bay ct te one or mare You 
“Cost oe eee are an important phone Kv 
ture those which | 1 help you open new accounts. rhe 
dustries are alert speed up material handlin ca — 
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SACO SPEED REDUCERS 


They fill a vital need. Adapt standard 
motors to any d 


between 10 t 





S-A WINCHES 


It’s quicker and more ¢cO- 
nomical to use an s-A Winch 
for most lifting OF pulling 
jobs. One man can easily lift 
—or move heavy loads—at 4 


any full speed mot 

directly on the SAC 

floor space, installation costs an 
maintenance. Catalog No. 643 gives 
full informatson. 








S-A Box CAR LOADERS 


Your men can sell this unit readily. 
The S-A Box Cat Loader saves much 
of the time and labor that makes 
material handling costly. There's 
no easier, quicker way tO load and 


real saving in time and men. 
inches lift upto 2000 
winches as much as 3000 pounds. S-A 
Winches are invaluable in cutting material handling 
costs. Write for Bulletin No. 340. 





S-A CAR PULLERS 


Every firm with switch track facili- 
ties can use ao s-A Car Puller. One 
man can move uP tO six loaded cars 
_..and spot them quickly. No wait- 
ing for an engine. Powerful capstan 
ds at 45 feet pet min- 
dvantages make sales 
easier. Request Bulletin No. 1339. 


ired. Ex- 
osure to dust d. Ask 


for Bulletin No. 948. 








S-A SWIVELOADER 


Sell “savings” in material hao- 
dling. An S-A SWIVELOADER 
loads and trims dry bulk mate: 
rials (up to 2” size) in cars and 
storage spaces- Adjustable, cen- 
trifugal throwing unit dis- 
charges material to spot desired. 
Descriptive bulletins of this One man, = time, can oper 

plete price inkermati —e with ate SWIVELOADER unit with- 
you promptly — sent fo out enterin: car. emind us to 

= send you Bulletin No. 1046. 











aap 


Division 


DAMSO.N 


Belleville, Ontario 


STEPHEN 


me 
tos Angeles, California 


MFG. CO. 


8 Ridgewa 
y Avenue 
AURORA, ILLINOIS 
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AHLBERG 


e 
PRECISIONeered Anti-Friction Product 
Since 1908 


Here’s a profit cue: More Ahlberg Pre- 
cisioneered Bearings are being ‘“‘drafted”’ 
into D.O. production line duty than ever 
before in Ahlberg history. It’s an Ahlberg 
Distributor success story that is strength- 
ening America today and strengthening 
relations with manufacturers from coast- 
to-coast. The basic reason is simple: No 
finer ball are made—accura- 
cies up to 25 millionths of an inch is just 
one reason. And Ahlberg distributors 
stress quality. By building on “‘the best,”’ 
old Ahlberg users KEEP “‘sold’’; new 
Ahlberg users STAY ‘‘converted.’’ Ahl- 
berg Bearing Company, 3025 West 47th 
Street, Chicago 32, Illinois 


bearings 
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Allen Cook 


Cook Succeeds Fuller 
In South For Boice-Crane 


Allen Cook succeeds M. D. Fuller, 
Boice Crane Co., Toledo, Ohio, as 
factory representative in the middle 
south. 

Mr. Fuller who has held that posi- 
tion since 1933, recently retired. Mr. 
Cook has been a woodworking ma- 
chinery manufacturers’ representative 
for several years. 


Ducommun Metals & Supply 
Opens Phoenix Sales Branch 


Ducommun Metals & Supply Co., 
Los Angeles, Calif., has recently 
opened a sales office in Phoenix, An- 
zona. No stock will be carried; the 
new office will act as a clearing house 
for prompt handling of orders. 

Operation of the office will be un- 
der the supervision of B. G. Nelson, 
who has been with Ducommun for 
the past ten years. 

Inside sales will be handled by W. 
A. Steinmetz. 


Du Pont Promotes Bours 


William A. Bours III has been 
named manager of the plants develop- 
ment section of the Du Pont Co.’s 
organic chemicals department, suc- 
ceeding Dr. George E. Holbrook who 
has become assistant director of the 
Du Pont development department. 
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In recent years The Henry G. Thompson & Son Co. has consulted a substantial number 

of its distributors before making any sales policy changes effecting its distributors. 

We have made such consultation a permanent policy and have organized the 
THOMPSON DISTRIBUTOR ADVISORY BOARD. 


The members of this appointed Board include a large cross-section of all our distributors 





who will now take an active part in our sales policy planning. Through the cooperation 
of this Board we will obtain for all MILFORD Distributors the benefits of combined 
knowledge and advice. 











By establishing the THOMPSON DISTRIBUTOR ADVISORY BOARD, we have taken 
f another step forward to achieve a closer relationship between our distributors and 
ourselves. 


SAW BLADE MAKERS FOR 75 YEARS 
1876 <Q 1951 
THE HENRY G. THOMPSON & SON CO. 
NEW HAVEN 5, CONNECTICUT, U. S. A. 


PROFILE AND REZISTOR and DUPLEX 
BAND SAW BLADES ee HACK SAW BLADES 
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Vest-pocket \ 
Salesmaker... 


ANGLES, 27 


Photographed beside a key chain to show size and compact design 
t 


This unique, standardized right-angle bevel gear drive the 
finest of its kind will answer many of your customers’ prob- 
lems. A salesman can put one in his vest pocket and show 
it on every call he makes. It’s a wonderful “opener,” with 
horizons unlimited in the industrial field. 


Capacity of equipment many times its size and weight 
Two basic models meet practically all requirements 
Suitable for manual or power-operated systems 


Precision built: hardened gears, antifriction bearings, lu- 
bricated for life 


Ratio 1:1 in 1/3 hp and 1 hp at 1,800 rpm with ultimate 
static torque of 250 and 750 in. lbs. respectively 


BACKED BY 
NATIONAL 
ADVERTISING 
ANGLgear is strongly ad- 
vertised in the leading trade 
publications read by your 


customers and prospects. 


ACCESSORIES CORPORATION 


1414 Chestnut Avenue « Hillside 5, New Jersey 
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OWNER-MANAGER of the newly 
formed Christensen Machinery & Sup- 
ply Co., Menominee, Mich., is Arthur 
M. Christensen, shown here with his 
oldest son who is a chemical engineer 
for the Marathon Paper Corp. 


Christensens Organize 
Supply Company 

Arthur M. Christensen has organ- 
ized the Christensen Machinery & 
Supply Co., in Menominee, Mich. 
The firm will eventually be a partner- 
ship of Mr. Christensen and his son, 
J. M. Christensen. At present, the 
former is Owner-manager. 

Headquarters are in the I. Heming 
Larsen building, and include 3,000 
sq. ft. of floor space in the store, and 
2,000 sq. ft. available for warehouse 
and expansion. There is a parking lot 
at the side of the building, and a load- 
ing dock at the rear. Hemming Larson 
will be in charge of retail sales. 

The company will handle nation- 


J. M. Christensen 





industrial Thermometer, 
mercury filled, straight 
form. 








HAVE YOU AN INDUSTRIAL 


Whenever an industrial temperature has to be 


taken there is a USG thermometer for the job. 
You have your choice of the Industrial Type 
in all sizes, and mounting forms with standard 
or protected stems; or the Dial Type in 
a variety of sizes, case styles, mountings, 
and connections. Gas, 


ranges, mercury or 


vapor-actuated. 


Dial Thermom- 

eter with bot- 
tom-connected 

rigid siem, one 

of many USG types 
available. 


industrial Ther- 
mometer of the’ 45° 
Recline Form. There 
are 5 other 
standard 

forms. 





er leag, 


Ip 
‘° Yo, 
 Stocy sey 
Stor 


Dial Thermometer, mer- 


cury-actvated, with 


capil- 


lary tubing and bulb. 


TEMPERATURE TO TAKE? 


For typical applications of commercial and 
approved Navy Standards, covering dimensional 
information and the use of bushings, flanges, 
sockets and special tubing, send for Catalogs 


100 and 200. 





Special thermometers for dough testing, milk test- 
ing, fuel gas, candy, solder baths, varnish, can- 
ning, vulcanizing and other unusual processes. 














UNITED STATES GAUGE 


United States Gauge 

Division of American Machine and Metals,jinc. 
Sellersville, Pa. 

Gentlemen: We are interested in USG [[] Industrial 
Thermometers; [_] Dial Thermometers. [] Please send us 
your catalog. Have your man call. No obligation, 
of course. 


Name. Title. 





eae 


- f. 





Company 





Address 








City. 
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| ally-advertised lines of machinery, port- 
| able electric tools and related supplies 
for industrial plants. 

A. M. Christensen has had con- 
siderable experience in the field, hav- 
ing been connected with the Northern 

Hardw: are & Supply Co., Shadbolt & 
Boyd, and vice-president and _sales- 
manager of Northern. 


Chain Belt Co. 
Appoints Five To Sales 
Chain Belt Co. of Milwaukee has 


appointed five new district sales engi 
neers. 

Edward D. Williams has been as 
signed to the company’s Philadelphia 
district sales office. A native New 
Englander, his experience has cen- 
tered on railroads and large industrial 
companies. 

Truman J. Hammel, who will work 
out of the Kansas City office, grad- 
uated from Michigan State College 
with a Chemical Engineering degree 
He was employed in the Research 
Engineering Division of Chain Belt 
Co. at their Milwaukee works. 

R. W. DeMott Jr. is a New Yorker 
and a graduate mechanical engineer. 
He has had considerable experience 
with industrial plants in the New 
York area, and has been assigned to 
Chain Belt’s New York district sales 
office. 

Kenneth Burch, who is a_profes- 
sional engineer in the state of Ohio, 
was formerly associated with the Ohio 
Edison Co. He will now work out of 
the Cleveland district sales office. 

George Robichaud who has been 
assigned to the Boston district sales 
office, was previously with the com- 

@ The most all-around satisfactory fas- pany’s Baldwin-Duckworth division at 
tener youcan recommend, with maximum Springfield, Mass. 

strength, excellent working qualities and 
good appearance. Size and shape are 
held to remarkably close tolerances. 
Double heat treating adds the final value 
to this fine product produced by the 
Kaufman Double Extrusion Process. It 
pays you to stock and sell Cleveland 
High Carbon Heat Treated Cap Screws. 








THE CLEVELAND CAP SCREW COMPANY 
2917 East 79th Street, Cleveland 4, Ohio 


Warehouses: 
Chicago, Philadelphia, New York, Providence 


CLEVELAND 7 24% FASTENERS 


T1TIT TT? Veit 


ouste president of Eagle Supply Co. in Pater- 
yoron son, N. J. tells salesman Joe Frank, 
Hew while he breaks open the catalog to 
the pricing pages to quote on an order. 
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\. Mow to do it: night with 
ot >WILLIAMS BORING TOOLS — 





Boring Tools of this type, as opposed to drills and 
reamers, are used for machining internal surfaces and 
their operation might be described as inside turning. 
The cutters differ from outside turning tools in that 
they must be ground with more front clearance to pre- 
vent the heel of the tool from rubbing. Recommended 
grinding angles and proper apo of tools to work 
are graphically explained in the three diagrams. 





SECTIONAA 
S707") | 
WU is rt REGULAR 
‘\ « BORING | 
a Sail CUTTER = 
<— ANGLES VARY Led | —t - 7 ‘ : ; 
oo WITH DIA OF WORK Height of bars is easily adjusted with this 
Williams Boring-Tool Post 


- 
NO BACK RAKE 


\——~. 








Above Cutter used with Williams Boring-Tool Posts, 
Holders and 3-Bar Boring-Tools 





There are four types of Williams Boring Tools as 

illustrated below. Bars and Cutters are interchangeable 

in all except the Light Boring-Tool Holder. Depth of 

hole, of course, determines the length of bar required. i“ 

When using long bars, remember that the ee / a ZZ CORNER 

overhang makes the tool more likely to spring ane w & wo wack 

correspondingly lighter cuts should be ba Ba —s — — “Yy BORING 
Copies of this and other “Memos to Mechanics” are ==) ‘ucaiinae- CUTTER 

available free upon request. ANGLES VARY. 4) 


WITH DIA.OF 7S eX 10 
WORK 1s 10 

















ADJUSTABLE BORING- {bove Cutter used with Williams Boring-Tool Posts, 
TOOL POST Holders and 3-Bar Boring-Tools 
4 sizes for bors 
1/2” to 2-1/4" dia. 





BORING-TOOL HOLDER 
6 sizes for bors £ 


c™ 
3/16" to 1-5/16" dia C 


LIGHT BORING-TOOL a) 
HOLDER J ir | ence AC secronAA = RECESS 
4 sizes for bors : | _—#| Rake | 90°% 
1/8" to 7/16" dia pe | feo" | ey “ BORING 
a A ' CUTTER 
3-BAR 4 
BORING-TOOL 
5 sizes for bars 
3/8" to 1.13/16" dio 


Above Cutter used with Williams Boring Tool Posts, 
Holders and 3-Bar Boring-Tools 











OPEN END, BOX, ADJUSTABLE & RATCHET WRENCHES; DETACHABLE SOCKETS & 
SETS; IMPACT SOCKETS; TOOL HOLDERS; LATHE DOGS; “C” CLAMPS; CHAIN 
PIPE TONGS & VISES; FLANGE JACKS; PLIERS; SCREWDRIVERS; PUNCHES & 
CHISELS; SOFT FACED HAMMERS; HOIST HOOKS; EYE BOLTS; ROD ENDS; CRANK 
& BALANCE HANDLES; THUMB SCREWS & NUTS; BODY & FENDER TOOLS. 


J. H. WILLIAMS & CO., BUFFALO 7,N.Y. Qishicbulors Everywhere 


INDUSTRIAL DISTRIBUTION © JULY, 1951 





THREE PARTICIPANTS in the tour- 
nament rest in the shade. W. W 
Edwards, Hansen & Yorke Co., com 
ments on the news to Fred M. Scott, 
The Carborundum Co., and M. C 
Langel, Osborn Mfg. Co 


Brigham Wins 
EHGA Championship 
The Fifteenth Annual Eastern 
Hardware Golf Association meeting 
and tournament was held at Shawness 
on the Delaware, May 22, 23 and 
24th. H. Precott Brigham, Jr., of J. 
Sell the reamer that Wiss & Sons won the championship 
flight, and was awarded the sterling 
silver bowl. He also retains possession 
’ 4 of the EHGA trophy for one year. 
won t thin, flare One hundred thirty-six distributors 
and manufacturer members competed 
lit e for golf trophies, the following being 
or sp I pipe winners in their respective flights: 
Second flight, George J. Kohler, 
The McKay Co.,; 3rd flight, R. M. Lor- 
enzen, Imperial Knife Associated Co., 
Inc.; 4th flight, Fred M. Scott, Carbo- 
rundum Co.; 5th flight; H .M. Wor- 
@ You find it easy to sell RIE(D LonGrip thington, H. L. Worthington & Co.; 
reamers because they have that extra-long 6th flight, F. W. Berdan, National 
taper that cleans the burr smoothly out of pipe Carbon Co., Inc.; 7th flight, Russell 
; : Hoehl, Russell, Burdsall & Ward Bolt 
or conduit almost without effort. Just a few & Nut Co; Sth ficht, Miles T. 
light ratchet strokes do the job. Furnished Hutchinson, Robert Hdwe. Co. 
complete with ratchet handle. You can sell 
No. 2 Reamer unit separately for use in 
Rieti OOR small ratchet 
threader handle. Two sizes No. 2, 
4” to 2” pipe; No. 3, %”’ to 3” Reamer unit sells sepa- 
pipe. New type RIGID _—_rately—fits RtmmiD oor 
reamers save your customers __ ‘hreader handle. 
time, work— and pipe. It pays you 
to sell them. 














yt | PSE 


ell 


«4 . . 
TOUGH BATTLE ensued between 
Sherrill Sherman, Roberts Hdwe. Co., 
* Work-Saver f ipe lools ke Utica, and Stuart Russell, J. Russell & 
Co., Inc., Holyoke, who played six 


extra holes before the latter won. 
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“We can’t go wrong —it’s resdiieant heated” 

















Steel pipe is first choice 
for radiant heating 


Among the thrills that come to all of us but “‘once in a lifetime”, 
who does not remember that first Christmas together . . . or the baby’s 
first birthday cake . . . or the first brand-new, shining car? 

But the biggest thrill of them all came when, hand in hand, we 
stood before that just purchased home-of-our-own! 

Young folks today (and older ones, too) face the same moments 
of decision that we did when buying or building a new home. But, 
when they find their dream house is to have Radiant Panel Heating, 
they know it was designed by those acquainted with the latest in 
home building ideas. Radiant Heating becomesa symbol of sound value! 

And when the Radiant Panel Heating coils are of Steel Pipe, success 
is assured. For Steel Pipe has all the desirable characteristics of 
durability, weldability, formability, and maximum economy . . . proved 
through more than 60 years of service in domestic heating systems! 


A 48-page color booklet "Radiant Panel Heating with Steel Pipe” is yours for the asking. 
Write for it . . . it’s free. 


ed oie: ea pi sia _— 


Steel Pipe coils for Radiant Panel systems may be used 
with equal effectiveness in floor, wall, or, as showa 
above, ceiling installations. 


COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 
350 Fifth Avenue, New York 1, N. Y. 


nN oT i” , A 
CS er eee 


—__ naerrcaccccc 


7] 


INDUSTRIAL DISTRIBUTION © JULY, 1951 











RESTING UP is Lloyd C. Smith, 
Heller Bros. Co. 


Inc.; 9th flight, J. E. McIntyre, Ben 
nett Ireland, Inc.; 10th flight, James S. 
Sherman, Roberts Hdwe. Co., Inc.; 
and, 11th flight, Chas. D. Merritt, 
Reed Mfg. Co. 
Other flight winners were: 12th 
flight, Stewart M. Jones, New ork 
eins Wire Cloth Co.; 13th flight, H. E. 

Live Action” of B. & H. lock washers compen- Holland, Holland Mfg. =. 14th 
flight, B. E. Bostwick, J. Wiss & Sons; 
15th flight, David G. Baldwin, Bald 
and maintains the tightness of the assembly. win-McLean Inc.; 16th flight, Gordon 

W. Farr, Decatur & Hopkins Co.; and 

the 17th flight winner was John R. 

: : , : Earle, of the North Wayne Tool Co. 

Modern packaging, with quick and easy identi- R. . Edwards of Burhans & Black 

Inc., was low qualifier, with a score in 
the seventies. 

Leo C. May, May Hardware Co., 
chairman of the board of governors, 
retired from that office, and was 
. awarded a silver cocktail tray with 
These advantages, together with our personal facsimile signatures of the members of 
the board. 

The following new officers were 
elected: Miles T. Hutchinson, Roberts 
Hdwe. Co., Inc., president; J. S. 
Davey, Russell, Burdsall & Ward Bolt 
& Nut Co., vice president; Wm M. 
Stout, American Hdwe. Supply Co., 
vice president; H. L. Gilliam, The 
Wood Shovel & Tool Co., secretary- 
treasurer. 

The following were elected to the 
board of governors: M. H. Campbell, 
Campbell Chain Co.; F. P. May, May 
Hdwe. Co.; J. E. Walker, Buffalo Bolt 
Co.; Frank L. Campbell, Fayette R. 
American Society of Me- Plumb, Inc., became chairman of the 
chanical Engineers board. E. E. Griswold was official 
(A.S.M.E.) scorer, 


) sates for the frictional wear of metal on metal 


fication, simplifies the distributor’s merchan- 


dising job. 


interest in serving you, make B. & H. Spring 


Washers a good, profitable line to sell. 





Society of Automotive 
Engineers (S.A.E.) 


American Standards As- 
sociation (A.S.A.) AC&C Promotes C. E. Witt 
} C. 7 Witt has _ appointed dis- 
i § manage he Pittsburg! 
BUTCH Sm ACLU CHUM Satie oe The Weight Host aad 
Ford Chain Block divisi f Amer- 
TOLEDO 6, OHIO cuntae & ae co. tex, ooh 


| headquarters at 3000 Liberty Ave., 
| Pittsburgh. 
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fill almost every roller 


chain drive need right 


from your shelf with 


Roller Chain and Sprockets 


Give your customers faster delivery, 


better power transmission equipment. 


In standard pitches from 34” to 2”, Morse Stock Roller Chains, 
and their corresponding sprockets in Types A, B, and C, give 
you a wide selection of the best roller chain power transmission 
equipment for fastest delivery to your customers. 


Morse Roller Chains transmit power unfailingly with 99% plus 
efficiency on long or short centers at low or medium-high speeds. 
They will assure your customers longer, trouble-free operation at 
lowest total cost per service hour of operation. 


Take the first step toward servicing 
your customers’ needs faster and better. 
Write today for new 29-page Catalog 
No. C 55-50, which gives you complete 
technical information. 


PSN SS OOM MME BBeeeq, 


M-P Morse mane Per | MMORSE 


T ° MECHANICAL 

ransmission POWER TRANSMISSION 
4 ProoucTs 

MORSE CHAIN COMPANY « Dept.175,7601 Central Ave., Detroit 8, Mich. Qo 


woe e ee = 
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Our new “Service Campaign” 
Tool Reference Charts* has go 
e requests that are com! 
and users of cutting tools. 
trial Supply Distributor custom 
thing when they see it. Do you 
you the Threadwell story. 


onthly in leading metalworking and industrial public 


THREADWELL 
SALES TOOLS..- 
Requestfully Yours 


of informative Cutting 
t us panting to keep 
ng in from buyers 
These men are all Indus- 
ers. They know a good 
2 We'll be glad to tell 


ations. 


THREADWELL TAP & DIE CO. GreEeNFIELD, MASS. 
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SALES MANAGER for Flexible Tub- 
ing Corp., Guilford, Conn., is Ralph 
H. Cockroft, who directs sales activities 
in eleven far Western states. 





Norton Co. Makes 
Personnel Changes 


Russell E. Starbard has _ recently 
been appointed a buyer in Norton 
Co.’s purchasing department, replac- 
ing Robert F. Kirkpatrick who has 
been called into service in the Army 
Air Force. 

Mr. Starbard came to the purchas- 
ing department from the company’s 
grinding machine division where for 
ten years he was engaged in methods, 
sub-contracting, jobbing, and indus- 
trial engineering work. 

Curtis M. Clark of Norton’s legal 
department has recently been ap- 
pointed counsel. He joined the com- 
pany in July 1950 as assistant counsel 
following four years with a Washing- 
ton, D. C. law firm. 

A testimonial dinner was given re- 
cently to Elmer B. Jones, former Nor- 
ton Co. general trafic manager. He 
retired May | as general traffic man- 
ager, and is being retained as a traffic 
consultant. The dinner was attended 
by 250 traffic associates from all over 
the United States who gathered to 
pay him tribute. 


Carboloy Makes Powell 
Pittsburgh Branch Manager 


C. W. Powell has been appointed 
Pittsburgh branch manager for Car- 
boloy Co., Inc., Detroit. 

Mr. Powell, who will make his 
headquarters at 704 Second Ave., 
joined the company in 1943, serving 
as sales and service manager in both 
the Midwestern and East Central dis- 
tricts. 





Imitation, as the saying goes, is the greatest source of 
flattery. However, there are times when it can also be 
the greatest source of trouble. So, remember when 
buying, screw anchors... 


CAN PROVE DANGEROUS! “ont RENAN, 
THE BRAY ad Ys 
The word “Rawiplug” used in connection 
with Jute Fibre Screw Anchors is exclusively ; 

- pt see 
the property of The Rawlplug Company, Inc. ta a NS 
For forty years it has been secured to them | ail Pines eo 
by common law and by trademark registry. It “ir swe We’ 
is the corporate and trade name of the com- 
pany and specific product of their manufacture. 


BE SECURE BY BEING SURE 


Look for the Trade Name RAWLPLUGS on the Blue Box 


When you use Rawiplugs you are using the 
original and genuine... the only screw anchor 
with the features that make them worthy of 
imitation... RAWLPLUG! 


Rawiplugs because of their chemically treated 
braided jute fibre construction... Hold Better 
. . . Last Longer . . . Weigh Less and Hold 
More! They eliminate extra troublesome spot- 
ting and layout work. Rawlplugs are the only 
universal anchors which can be used in any 
material. 


“IF YOU DON'T USE RAWLPLUGS... THERE'S A SCREW LOOSE SOMEWHERE” 


For Information write Dept. I 


The Rawlplug Company, Inc. 


271 Church Street, New York 13, New York 
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FOR DEPENDABLE 
CHAIN HOISTS! 


--- particularly when you need 








es a RE. tes : 


202 


“Specials” FAST! 


With a modern, compact, completely integrated 
plant— Chester Hoist is in a position to move 
fast on special orders. In most cases, we can 
make shipment ina few days on orders ordinarily 
requiring several weeks. 

In addition to a standard line of Spur Gear 
and Differential Hoists—from % to 25 tons— 
we can give fast service on Extended Hand 
Wheel types, Low Head Room Trolley Hoists, 
or other “specials”. 

Send us your specifications. Or write for our 
complete catalog. 


CHESTER HOIST DIVISION 


THE NATIONAL SCREW & MFG, CO. - LISBON, OHIO 
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Bamford E. Rogers 


Mathias Klein & Sons 
Appoint Rogers To Sales 


Bamiord L.. Rogers has_ recently 
been appointed sales representative for 
the northeastern part of the United 
States by Mathias Klein and Sons, 
Chicago 

Mr. Rogers has had wide experience 
in the field, serving with the Federal 
l'elephone & Radio Corp., Kenneth 
\. McIntvre Assoc., and Western Un 
ion Telegraph Co 


Pennsy Train Crash 
Kills Roebling Men 


George B. Stoess, assistant sales 
manager, and Vincent L. Daulton, dis 
trict sales manager, John A. Robeling’s 
Sons Co., Trenton, N. J., were killed 
in the Pennsylvania railroad wreck at 
Byrn Mawr, Pa., on May 18th. 

Che two were returning from a coal 
mining convention in Cleveland when 
their stalled train was rammed by the 
Red Arrow Express. 

Mr. Stoess had been with Robeling 
since 1939. A graduate of Princeton, 
he had won All-American honors on 
the undefeated 1935 varsity football 
squad. 

He is survived by his wife, a son, a 
daughter, and his father. 

Mr. Daulton had been associated 
with Roebling for 23 years. A native 
of Ballston Spa, N. Y., he attended 
school in Schenectady and graduated 
from Rider College, in Trenton. 

He is survived by his wife, three 
daughters, and a brother. 

A third Roebling man, Albert 
Neroni, advertising manager, was in- 
jured in the accident, but is reported 
to be recovering satisfactorily. 





Metal-cutting machines like this > 
give Walker-Turner distributors 


a bigger share of D.O. i 3 


business 


oS 


megerrPeee 
ATT! 


Male any 
Operator 
a Skilled 
Worker... 


{i/ WWALKER-TURNER BAND SAW 


with JAhulomalie LOZ, 


Almost anyone who can throw a switch 
can do precision-cutting on this band 
saw. An Automatic Power Feed (one of 
the most effective methods of cutting 
metal ever developed) actually leaves 
little for the operator to do. 

Motor driven and automatically con- 
trolled by the resistance encountered at 
the cutting edge, this revolutionary 
mechanism designed by Walker-Turner 
maintains a pre-set feeding pressure. No 
more costly blade failure and work 
stoppage. You can’t overload a blade 
with Walker-Turner Power Feed! 


Today, with production schedules 
stepped up and shortages of skilled 
labor rapidly developing, here’s the 
machine for profitable operations. Cuts 
sheets, rods, and tubes of steel, iron, 
aluminum, brass, alloys and composi- 
tions, as well as molded plastics. 

Ask your Walker-Turner distributor 
to show you the new Band Saw with 
Automatic Power Feed. Operate it your- 
self and see how Walker-Turner design 
can help you increase production and 
lower machining costs. Or write on your 


company letterhead for full information. 


WALKER:TURNER 


SOLD ONLY THROUGH AUTHORIZED DEALERS 


era hey ° 


KEARNEY AND! TRECKER CORPORATION 


PLAINFIELD, -W. J 


DRILL PRESSES e RADIAL DRILLS e TILTING ARBOR SAWS e BELT and DISC SURFACERS 


LATHES 


e METAL-CUTTING BAND SAWS e 
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SPINDLE SHAPERS 


e JOINTERS 
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CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 
BAN SSNS NA SNANANANNANNNAANAA 


BUILT RIGHT—Best materials Niceehies : + ee 
‘ steel cutters... Right and Left hand Threaded Bushings \ 


for Automatic Tightening. ‘ar \ x CN 
— i, ; ’ \ \ 


ANS See eS NA RENAN NNAN SS IAUANNNS 
SOLD ONLY perouen DISTRIBUTOR 
~ nN ioe CN \ ~~‘ Se KN Nn b a i AM \ 


CALDER MANUFACTURING Co. 


2049 North Prince Street + Lancaster, Pennsylvania 


pe he, \ AAA \ 
NSS CALDER Fine Diamond Minssctae Tools , 
~ 








WIPING 
CLOTHS 


e STERILE © SOFT ¢ DURABLE 


EVERYONE OF YOUR CUSTOMERS IS A PROSPECT FOR 
THESE INDUSTRIAL WIPING CLOTHS... 


SANATEX San Forene Processed Wiping Cloths are carefully 
selected, washed, and sterilized . . . they are free of hard cuffs, 
collars, and seams. The SANATEX Packaged Line of Wiping 
Cloths is sealed in sanitary. germproof. dustproof 

cartons attractively labeled and stating exact de- _ At 
scription of contents. You can build a fine, profitable 

business supplying the right wiping cloth for indi- 

vidual jobs. Get all information now 

on this money-making line which gives 

you repeat business over and over again. 


individual Labels to Jobbers read— i 
“SANATEX Wiping Cloths expressly Qo 
packed and prepared for. . . your name— 

your address’’ 


Svinte 


WONG clots 


SANATEX CORP. 


2321 N. Wolcott Avenue 
Chicago 14, Illinois 
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INDUSTRIAL D'STRIBUTION © JULY, 1951 





Product Knowledge 
Is Selling Power 








COATED ABRASIVES 


THERE'S AN OLD WIVES’ TALE that 
pretends the cloth backings for coated 
abrasives were discovered by accident 
—when some Joe Dope sat down in 
his own gluepot back when stone tab 
lets told the latest news about indus- 
trial handicrafts. 

Could be. They say, too, that the 
idea of using hard small grains of stone 
for sanding and polishing began the 
day some half-dressed Adam plunged 
his pig-sticker into the sand in disgust 
at his wife’s bad cooking—even as you 
and I. The blade came out with no 
trace of ham clinging to it, with a 
pleasant sheen besides. 

Essentially, we still go through the 
same routine nowadays in knifing 
practice—except we may linger longer 
over our pig, the price of meat being 
what it is. One thing was changed 
tho’"—we've brought the sharpening 
and polishing sand or stone to the 
customer, rather than the other way 
around, in our modern coated abra 
sives. 

We've found moreover, down the 
years, that some kinds of sand and 
stone do a better job on our pig-stick- 
ers and such than others. In fact, re 
search has produced definite “charac 
teristics” inherent in different kinds— 
in those found raw in nature and in 
those made by Adam's inheritors in 
modern high-heat-and-pressure — fur- 
naces. 


It’s a “Natural” 


I'he three “natural” abrasives most 
frequently used in coated abrasive 
manufacture are flint, emery and 
garnet. The two “unnatural” man 
made types are aluminum oxide and 
silicon carbide. 

Garnet is used extensively in the 
wood-working industries. Emery is 
employed chiefly today for polishing 
metals. 

Silicon carbide has been called ‘‘the 
next hardest thing to diamond” and is 
used in comparable operations 

Nearly akin to silicon carbide, alum 
inum oxide has its hardness and sharp 
ness, but is tough where the carbide 
is brittle; is magnetic where the car 
bide is not. Perhaps an illustration 
where each is widely used might nail 
down their difference for you; the 
leather working industries l:ke silicon 
carbide for its cut is clean, it never 
tears the leather; machinists on the 





LV [ary 
devoted your plants to the defense effort: 


“A 


. (o Sou have joined Civilian Defense 
iSO 


You have bought Defense Bonds...given your blood -€€%, 
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cee Will you turn in your scrap ? 


Without vital scrap, the steel so desperately 
needed cannot be made. 


Round up your scrap —call in your scrap dealer TODAY ! 


AMERICAN WIRE FABRICS CORPORATION, Mt. Wolf, Pa. 
CLAYMONT STEEL CORPORATION, Claymont, Del. 

THE CALIFORNIA WIRE CLOTH CORPORATION, Oakland, Calif. 
WICKWIRE SPENCER STEEL DIVISION, New York, N.Y. 
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other hand, especially those who work 
hard steel, like aluminum oxide for its 


4d i) non-brittle, tough and non-magnetic 
A G 0 OD DEA | characteristics. 


FOR YOUR CUSTOMERS Backings And Stuff 

We've learned some extra knowl 
... AND FOR You! edge, and added a few extra dividends, 
to our education on “backings’’ sincc 
Joe Dope sat down in his gluepot 
‘Drills” for instance are the strongest 
cloth used today for backings. Because 
why? A little trick of manufacture; 
they're woven to give greater strength 
in their length than in their width, 

minimizing stretch in the length 
And while there are many kinds of 
backings and weights, the three most 


a... 

common are various woven kinds of 

cotton cloth; a combination, gluing a 

° thin cotton fabric to paper; and fibre 

sheets, used in making disks. Each 

backing type, by the way, is keyed to 

aé ” 5 4 ¢ aes? A ps 
M-40-U” ALLOY CENTERS the abrasive in color; vellow for alum- 


inum oxide, red for emery, orange fot 
garnet, blue for silicon carbide and 
: : 7 green for flint 
Gorham ‘M-40-U” Alloy Centers outlast high speed and Finally, abrasives mav be had in 
other ferrous or non-ferrous alloy centers from 3 to 10 times before closed coat and open coat. The closed 
wear occurs—and they can be re-dressed many more times! does more work than the open, pro 
: vided the material worked is hard. 
“M-40-U” is a special alloy developed by Gorham expressly for use as a Lead, soft woods, soft brass, etc. are 
wear, heat and abrasion-resistant material. A solid core of ““M-40-U"’ best done with open coat abrasives 
is induction brazed into the steel shank, after which the entire center 
is finish ground. Thus, the wear material is a/ways supported by tough 
shank steel throughout the long life of the center: These centers require Jeffery Sales Engineer 
only a cleanup grind when wear finally occurs, and many cleanups can For Swartwout Co. 


be made without loss of wear-resistant properties, since the ‘““M-40-U”’ " - 
\. P. Jeffery has been appointed by 


The Swartwout Co., Cleveland, Ohio, 
is power plant equipment sales engi- 


“> necr for the Albany and Schenectady 
NO a. You can sell nationally advertised Gor- territory ‘ ; 


alloy is actually a deep core, rather than a clad, or applied ¢zp. 


ham centers to shops with lathes, grinders, He is graduate of Case Institute of 
NO yust automatics and many other types of lechnology 
A TIP machines. They pay for themselves in 


downtime saved, plus the precision 
BUT A LONG production that's possible with centers 
SOLID CORE that stay true longer . . . while their 


performance builds goodwill and repeat 
sales for you! Centers or half-centers, 
The whole story of why this design all popular sizes, with Morse, Jarno or 
means more weer material and Brown & Sharpe taper shanks—!/n stock, 
longer center life is right in these immediate delivery! Write for literature 
diagrams. Tel! it... and sell more and complete details on the profitable 


Gorham centers! Gorham Distributor Plan... today! 


ovham 


TOOL COMPANY 


14406 Woodrow Wilson Avenue 
Detroit 3, Michigan 





A. P. Jeffery 
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ow many of your customers use wire 

H rope? It's a big group—and they're big 

buyers. So why not cash in on their demand for blocks! Stock and 
sell American Crosby Blocks as a companion line to genuine Crosby 
Clips. They're Joad-rated...and the finest wire rope blocks obtain- 
able. This is the greatest combination deal you've ever seen. Write 


us for details of the plan! 


& Derrick Company 
ST. PAUL 1, MINNESOTA 
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BENCHMASTER 


LOW COST 


MILLING MACHINE 


does the work faster, 
easier, accurately, and — 
economically! 


MILLS HORIZONTALLY 
and VERTICALLY. 
Also DRILLS, GRINDS, 
TURNS! 


Write for FREE literature. 
PUNCH PRESSES 
nchmaster "ins wuss 


2952 West Pico Boulevard, Los Angeles 6, California 





Your Customers Know se 
and Want KEY-TITE 


You don’t have to explain Key-Tite to your 
customers. Continuous Key-Tite advertise- 
ments tell them about this fine. leak-proof 
sealing compound. Lack of time probably 
keeps you from frequent calls on each cus- 
tomer, but Key-Tite advertising does the 
job in your absence. Stock sufficient sup- 
plies of this excellent sealer. Key-Tite’s 


pre-selling makes sales and profits for you. 
Distributors: Write for available 


territories and liberal free sample. 


KEY COMPANY 


2621 McCasland Ave., East St. Lovis, tl. 
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ONLY UMBRELLA at the meet shel- 
ters Joe Varacalli (Allis‘Chalmers) and 
Harry Conrey, (A-C Supply 


P. T. Council Golfers 
Edge Out Wind And Rain 


All but a few of the late comers 
managed to complete their golf cards 
ahead of the dismal downpour that 
ended sports for the day at the Annual 
Joint Outing of the New York and 
New Jersey Chapters of the Power 
'ransmission Council. The affair was 
held at the Cedar Hills Country Club 
in Livingston, N. J., and featured the 
golf tournament, dinner and_ the 
awarding of prizes, at which Roy 
Watriss (Dodge-Newark) again of- 
ficiated as “‘numbers”’ man 

Low gross winners for the day were 
Irving Patron (Patron ‘Transmission 
Co.) for New York, who came 
through, despite a fine drizzle, with a 
tidy 78; and C. O. Wood, Jr. a guest 
of the New Jersey men, with a round 
80. New York received the Gold Cup, 
for the second time running. 

he past presidents of each chapter 
surrendered their gavels to the incom- 
ing presidents. Norman Roden (Jar- 
rett Compressor) for New Jersey and 
Dick Wainwright (Alexander Bros. 
Belting Co.) for New York, deposed 
to Elmer H. Starrett (Standard Con- 
veyor) and Charles Esterle, (David R. 
Grossman). 


| * Beem 
GAVEL GRAB resulted when four 
presidents Norman Roden, Elmer Star- 
rett, Charles Esterle and Dick Wain 
wright tussled to be heard on a point 
of order. Diners declared it a draw 
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MORSE - AND MORSE-FRANCHISED DISTRIBUTORS» 


Lach jul Uheit own weight 


Equal effort in a common cause . . . customer satisfaction through 
Morse Quality . . . that’s the understanding between MORSE and its 
distributors. Morse Twist Drill & Machine Co., New Bedford, 

' 


Massachusetts. 





~ 


MORSE cust Tools 
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WHAT DO YOUR CUSTOMERS WANT 
MOST IN HACK SAW BLADES? 


SAFETY= 


L-O-N-G L-A-S-T-I-N-G 


G.W. GRIFFIN CO. 


Franklin, New Hampshire 


General Sales Agent 


JOHN H. GRAHAM & CO., Inc. * 105 Duane St., New York 8, N. Y. 
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Industrial Rubber Products 
Conservation Urged 


In the present emergency, proper 
installation and maintenance of in- 
dustrial rubber products are essential 
to conserve a vital raw material. A 
1umber of worthwhile suggestions 
have been advanced by the Quaker 
Rubber Corp., Philadelphia., among 
them, the following: 


V -Belts 


l'o conserve V-belts, select them in- 
telligently, install them properly, and 
provide suitable maintenance. 

\void excessive tension by using a 
sufficient number of belts of the cor- 
rect size. Skimping shortens belt life. 
Do not use sheaves sinaller than recom- 
mended pitch diameters. Bending in 
i smaller arc than normal distorts the 
belt and generates excessive heat 

Install only a matched set of belts 
and do not use idlers to apply tension. 
Never mix new belts with old ones. 
Set up the drive originally with ten- 
sion slightly above the recommended 

ilues in order to compensate for 
initial stretch and groove seating, but 
be sure the drive does not continue to 
operate long at tensions above normal. 

Apply well-ventilated guards to pre- 

nt excessive heat build-up surround 
ng the drive. Do not operate V-belts 
n temperatures exceeding 140I, be 

iuse the rubber will be overcured 
ind the belt life reduced. Clean grease 
off new sheaves before installing belts 

Belt dressing should never be ap- 
plied to V-belts. Avoid speeds above 
5000 fpm, or ask for a special recom- 
mendation. Oil bearings carefully. 
Wipe off excess oil so that it does not 
fall on the belts. Maintain alignment 
of belts and sheaves. Improper align- 
inent puts uneven tension on belts, 
causes excessive wear on belts and 
sheaves. Replace wom sheaves or 
those having burrs and sharp groove 


corners 


Transmission Belting 


Standardize on as few belt widths, 
piles and types of construction as pos- 
sible. And make sure that belts or 
lered have adequate capacity. Ex- 
cess capacity pays off in longer life and 
reduced maintenance. On the other 
hand, do not use belts that are too 
thick for the drive. Never order a new 
belt from the length of the old one 
because stretching has occurred in serv- 
ice 

When installing a flat belt, make 
sure that the slack side of the belt is 
m top. Use the proper size and type 
of fasteners. Make certain that the 
belt ends are cut square before join 
ing. Belts should not run on flat-faced 





ONE OF A SERIES 
TISEMENTS NOW REACHING 
YOUR CUST OMERS AND PROSPECTS 
THROUGH THE PAGES OF LEADING 
BUSINESS AND TRADE PU BLICATIONS 


OF ADVER 





PACKED WITH 
SATISFACTION 
WHEN IT’S 
PACKED 
WITH R/M 


Typical of the hundreds of different 
types of equipment packed with 
Raybestos- Manhattan packings is 
this high-pressure rotary air com- 
pressor. The complete R/M line “a ue <GewNES 


includes packings and gaskets for i Ar hese: 


service against air, gas, water, oil, : Nig 
steam, petroleum products, chemicals, 

food products, and practically every 

gas or liquid used in industry. Your 

nearby R/M distributor will help 

select the proper packing or gasket 

to meet your needs. Or write for 

the R/M Packing Catalog. 


ea ead 
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PACKINGS 


RAYBESTOS-MANHATTAN, INC. 
PACKING DIVISION, MANHEIM, PA. 


FACTORIES: Bridgeport, Conn. Manheim, Pa. RAYBESTOS-MANHATTAN, INC., Manufacturers of Packings « Asbestos Textiles « Mechanical Rubber 
Products « Abrasive and Diamond Wheels « Rubber Covered Equipment « Brake Linings « Brake 


No. Charleston, S.C. Passaic, N.J. 
Blocks » Clutch Facings « Fan Belts « Radiator Hose « Powdered Metal Products * Bowling Balls 
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HERE’S YOUR ANSWER 
TO MORE BUSINESS 


FROM SUCH SOURCES AS .. 


Metal Working Plants — Power 
Plants — Aviation Plants — 
Paper Miills — Road and Build- 
ing Contractors — Mines — Tex- 
tile Mills — Public Buildings — 
Dairies — Hotels — Schools — 
Garages — Railroads — Packing 
Plants — Warehouses — Air- 
ports — etc. 


EAST TAL 


INDUSTRIAL BRUSHES and BROOMS - -' 


Each brush and 
broom in the 
CAPITAL LINE 


has proved time and 
time again that it is 
made right for long 
time, dependable 
service. Sales go 





right along every 
season of the year. 


CORNER BRUSH AND BROOM STS. 


Write for 
details. We urge 
users 
their local distribu- 


BRUSH AND BROOM MANUFACTURING CO. 
INDIANAPOLIS 7, IND. 


complete 


to buy thru 


Est. 1890 





KECKLEY 


FLOAT VALVES 


Direct Acting and Pilot Control 

| Single and Double Seated 
are giving 

many years of service 





in Paper Mills, Packing Plants, Chem- 
ical Plants, Railroads, Steel Mills and 
Textile Mills. Continuous repeat or- 
ders prove that they have given com- 
plete satisfaction. There is no sales 
resistance as they know that quality 
and long life is built into Keckley 
products—not only Float Valves but 
Temperature Regulators — Pressure 


ANGLE OR GLOBE 
* No. 14—Single Seat—Pilot 


tem 
* No. 15—Balanced Double 
Seats | 


t 


Regulators — Steam Traps — Water | 


Gauges—Gauge Cocks—Strainers— 
Safety and Relief Valves. The price 
is right. Your margin of profit is 
generous. Our experienced engineers 
are always at your service. We can 
still make prompt shipment. This is 
your opportunity to acquire a stock 
at present prices. 


Write for our new Catalog 51. 


1914—Serving Industry for 37 Years—1951 


O.C. KECKLEY COMPANY 


400 W. MADISON STREET 


CHICAGO 6, ILLINOIS 
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pulleys, except idlers and shifter drives. 
On the other hand, see that the driv- 
ing and driven pulleys are properly 
crowned. Excessive crowning strains 
center of belt. 


Fire Hose 


One can never tell when fire hose 
will be needed. In addition to normal 
plant hazards, the possibility of sabo- 
tage and enemy attack cannot be dis- 
counted. Inspect hose frequently. If 
the hose is not used often, run water 
through it every three months to 
freshen the rubber and retard oxida- 
tion of the lining. 

Fire hose should be thoroughly dry 
before storing, in order to prevent mil- 
dew and general deterioration. When 
storing the dry hose, make as few folds 
as possible. Rearrange hose so that 
folds occur in a different place. And 
check to see that the standpipe valve 
does not leak into the hose to cause 
dampness and mildew. Store fire hose 
in a cool, well-ventilated location. 

Air Hose 

Keep oil out of air lines. This can 
be done by maintaining the com- 
pressor in good operating condition. 
Apply the proper lubricant to the com- 
pressor. Use after-coolers and receivers 
of ample size. Install water and oil 
separators on all air lines wherever a 
trace of oil is found. If it is impossible 
to avoid oil, use neoprene hose. 

The way hose is handled by work- 
men has much to do with its service 
life. Do not pull on hose as if it were 
a tow line. Do not drag hose on floors 
or pull it around sharp corners on 
equipment. If hose must withstand 
severely abrasive conditions, select a 
grade of hose having a cover made to 
suit. 

When installing air hose, locate 
valves and other Fetings so that the 
hose can be connected to them from 
below. Top connections cause a sharp 
bend in the hose and shorten its life. 

Remove sharp edges from hose fit- 
tings before assembly. If this is not 
done, the tube may be injured and its 
life shortened to a small percentage 
of normal. Keep hose coupling free 
of grease. 


Who Said It, And When? 


“If every manufacturer in supply 
lines who sells through the trade were 
to display prominently in his adver- 
tising to the consumer the words: 
‘Order Direct From Your Dealer’, the 
manufacturer would receive greater re- 
sults from his advertising and the sup- 
ply dealer would receive the ae 
tion to which he is justly entitled.’ 
Who said it?—and when? Read ow 
August issue and find out. 





IGHTNING® METALITE® 
CLOTH SPIRAPOINTS 


with varying radii and 
for high finishing after 
grinding with sol 
abrasive mounted — 
points—many sizesand 


grits available. _ ~ ~ iy 
wi Cc ‘ 
. . » lick those unusual finishing jobs 


with 
BEHR-MANNING 


Mechanical Polishing 


LIGHTNING ABRASIVE TOOLS 


METALITE CLOTH PENCILS 

In various lengths, diameters, and grits for Maybe it's a volume job with a corner to be rounded, 

polishing channels, fillets, and corners, re- ° 

Soke ed aia sud patiching the shdueeiit Q channel to be polished, an edge to be deburred, an 

and bottoms of "dead end" holes, etc. inside surface to be touched up, or a spot tough to reach 
for finishing. 


The BEHR-MANNING Mechanical Polishing Abrasives 
shown on this page were designed for just those kinds of 
jobs. Look them over — probably you'll find just what 
your customer needs. In any case, if he has a special job 
where a few minutes saved per piece will add up to 
greater production, call in a BEHR-MANNING Abrasives 
Engineer. A post card brings him — post-haste — and 
the service is free. 





Wes _ METALITE 
ghoTH SLOTTED DISCS In the meantime get the full details — write today for 


te ee "4 your copy of “Blueprints for Faster, Better Production.” 


Fikes echeell ond tlabe Address Dept. 1D-7. 
Te adaptable to rediuing 


SPIRABANDS 


Fit expanding rubber 
drums for deburring 


MUSHROOM SANDING PADS 


For shaping and finishing dies and moulds in various metal and rubber 
fabricating — also used in deburring and finishing curved or flat surfaces 


- BEHR-MANNING .. rroy,x.v 


COATED ABRASIVES © SHARPENING STONES 


(NORTON) PReooURE-SENSITIVE TAPES 


abrasives 


EXPORT: BEHR-MANNING OVERSEAS INC... NEW ROCHELLE, N. ¥ 
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[NATION-WIDE 


CULLMAN Distributors 


are rendering loyal service 


Throughout the nation Cull man distributorsare loyally and promptly 
meeting requirements of their trade for Cullman Sprockets and 
Cullman Roller Chain. These jobbers are fortunate in representing 
a manufacturer who normally maintains a remarkably large stock. 
In normal times this stock has been as high as 80,000 sprockets. 
This often permits delivery at a surprisingly early date. Delivery 
of most items is now being made on the rapid service basis for 
which this company is nationally known. 


Cullman Sprockets are the result of 56 years of 
CULLMAN specilization in designing and producing nothing 
but power transmission units. Both stock and 
SPROCKETS special sprocket requirements are manufactured 
under the strict Cullman policy of making a qual- 

ity product. 


Cullman Roller Chain is manufactured by men 


CULLMAN whose individual experiences in power transmis- 


sion chain covers over 30 years of design, manu- 

ROLLER CHAIN facturing and engineering. Cullman chain stock 
sizes range from 12" to 1%” pitch in single and 
multiple strands. 


CULLMAN WHEEL COMPANY « 1347 M. Altgeld St. « Chicago 14, Ill. 


CULLMAN 
Paller Chatu 
SPROCKETS and CHAIN 
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GLEN A. WILSON has been ap- 
pointed general superintendent of the 
carbide division, Firth Sterling Steel & 
Carbide Corp., McKeesport, Pa. 





Enos & Sanderson Co. 
Develop Industrial Tract 


Enos & Sanderson Co., 56-year old 
Buffalo steel and industrial supply 
house, is transforming the old, 104- 
acre Tonawanda Airport, in the town 
of Tonawanda, into a large scale in- 
dustrial development. 

The company is errecting a new 
steel warehouse, covering 35,000 sq. 
ft., on the property at an estimated 
cost of $300,000 including equipment. 

The New York Central Railroad 
plans to start construction of a 3000 
ft. industrial siding along its right-of- 
way adjacent to the tract. This will be 
the longest siding of its type installed 
in this area by the NYC in the last 
few years, and will run parallel to the 
main line of the railroad’s Niagara 
Falls branch. 

The Welding & Steel Fabrication 
Co. purchased the old hangar and 
about six acres of land in the tract 
from Enos & Sanderson. ‘They are re- 
modeling the hangar and plan to shift 
shops and office to the airport prop- 
erty. Plans for a plant addition are 
also under way. 

Another company planning to build 
in the tract is the Hercules Gasket & 
Rubber Corp., which acquired three 
acres as a future plant site. 

Enos & Sanderson has set up a 
development company, the Ensminger 
Realty Corp., to carry out plans for 
industrializing the rest of the prop- 
erty, which was acquired in its en- 
tirety last year. The company still 
holds title to about 90 acres, and will 
retain ten acres for its own use. Ne- 
gotiations are under way with other 
concerns to establish facilities in the 
tract. 





Steel Strapping Decreases 
Package Shipping Damage 


The ability of wooden boxes and 
fiber shipping containers to withstand 
damage during shipment is increased 
by approximately 500 percent when 
they are properly reinforced with steel 
strapping. Strapping strengthens thesc 
containers, makes them more resistant 
to transit damage, and reduces the 
possibilities of loss of contents by leak- 
age or pilferage. 

A single strap may be adequate re- 
inforcement for small light boxes. 
However, larger rectangular containers 
should be reinforced, for maximum 
strength and safety, with two girth- 
wise straps (over sides from top to 
bottom) placed about 1/6 of the 
length of the box from either end. If 
these straps are more than 2 ft. apart, 
an additional strap may be necessarn 

On large boxes that are square, or 
nearly square, two cross straps should 
be used. These should be applied 
around the middle of the container at 
right angles to each other. 


Indiana Industrialist 
Gets Honorary Degree 


Carl H. Pierson, vice president of 
National Mill Supply Co., Fort 
Wayne, Ind., is among six persons who 
received honorary degrees from the 
Lawrence Institute of Technology re- 
cently 

The others are: Archie T. Keene, 
president of Indiana Technical Col- he The Most Complete Line of 
lege; William A. Mayberry, president 4 Carbide Cutting Tools 
of the Manufacturers National Bank ¥ : 
of Detroit: William H. Caswell, De ( Get a greater share of the carbide tool business 
troit attorney and engincer; Paul R At: 4 in your area. Let the W-S family of carbide-tipped 
Chesbro, headmaster of the Hun tools go to work for you. With the W-S line you 
School of Princeton, N. J.; and Fred ° . 
Vandeventer, New York newscaster 





can afford a wider variety of styles, straight or 
taper shanks, special heat-treated alloy steels. Join 
the ‘“Profit-Makers” — the Wendt-Sonis family of 
distributors! ' 





SALES HELP — ws supplies real selling 
helps . . . a complete promotion package 
furnished free to W-S distributors. Current 
national ads are featuring the W-S Reaming 
Instruction Chart. For a sample, write | 
WeNpDT-Sonis ComMPANY, HANNIBAL, Mo. |: ==. 
“14, 


a 
se 


WENDT sonis 


CARBIDE CUTTING TOOLS 
BORING TOOLS © CENTERS * COUNTERBORES © SPOTFACERS * CUT-OFF TOOL: 
ORILLS © END MILLS © FLY CUTTERS © TOOL BITS © MILLING CUTTERS © REAMERS 
ROLLER TURNING TOOLS © SPECIAL BITS 





Carl H. Pierson 
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WEST MET EAST when C. J. Holt, R. Morgan and J. I CAUGHT STROLLING were Paul Gardner and W 
Hussman, Union Hardware & Metal, Los Angeles, joined 


Dudley (DeWalt); Clay Hendricks, Hendricks 
J. E. Madsen, Madsen & Howell, Perth Amboy, N. J., over H. W 
i tall one 


H. 
Equip't; 


Keller, Loggers & Contractors Mach. Co; Pete 
m board a sight-seeing cruiser 


Smith (De Walt) and Jack Mitchell 


Touching At The Convention Bases 





- 


NEWCOMER W. L. Haseltine, J. A. Haseltine & Co., 


ALL SET to go on a sight-seeing trip to compare views with 
Portland, Ore., holds conversation with a representative from 


New England are Mr. and Mrs. G. V. Murphy (Union Mfg 
the Southeast, Mrs. E. L. Pugh, Southern Association Co 


FAMILY GROUP-—Mr. and Mrs. Wendell Clark, Jr.; A COMPANY GROUP from the Walworth Co. included 
Mr. and Mrs. Wendell Clark, Sr.; Mr. and Mrs. S. H. Clark, W. M. Combs, J. E. Mihm, Mrs. Combs and H. Strauss all 
Jr., represented Samuel Harris & Co., Chicago engaged in conversation on the lighter side. 
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Loyalty to our Distributors — 
protection of their profits—is 
as important to us as the 
perfection of Dumore prod- 
ucts. That is why OUR 
Distributor Policy says what 
it means, means what it says! 


[pir see 
(fF 


policy of co-operation 


Selective Distribution that insures ample business 
to keep your Dumore franchise profitable. 


Price Differential protects stocking distributors who 
supply non-stocking dealers and share profits. 


A Full and Growing Line that gives you multiple 
sales opportunities per call (see next pages). 


Real Profit Margin thot rewards aggressive selling 
. Strict adherence to your resale prices. 


Company Sales Help that trains your men — attrac- 
tive packaging, demonstration kits, displays. 


Hard-Hitting Advertising in leading trade jour- 
nals, Time Magazine, direct-by-mail, opens doors for you. 


Constant Flow of Inquires .. . screened, referred 
to you, acknowledged, followed up by Dumore. 


Profit Insurance through records crediting you with 
all orders initiated by your missionary work. 


100% Product Guarantee thot builds customer confi- 
dence—helps you get more and easier sales. 


THE DUMORE COMPANY 


RACINE * WISCONSIN 
Precision Builders of Machine Tools and Mofors 





TOOL-POST GRINDERS AND QUILLS 


You can depend on Dumore Tool-Post Grinders 
and high-speed Quills for steady, profitable 
sales and easy repeat orders. They offer your 
custemers internal and external cylindrical, 
form, and surface grinding for only a fraction 


of the cost of special-purpose equipment. They 
are accurate to 0001" pricda 


PORTABLE POWER TOOLS 


Labor shortages and high wage rates make it 
easy to sell Dumore Flexible-Shaft Tools and 
Handgrinders to mechanize finishing. Dumore 
portable power tools cost only 5¢ an hour to 
own even in the largest size . . . pay off on 


intermittent service, though used less than an 
hour per day. For plant maintenance and light 
woodworking applications, you will find the 
Dumore Router with Fence and Template Guide 
onother proftishle easy-to-sell tool. 





EXCLUSIVELY YOURS... 














ae 





our cuss _ 
ut-per- 
+ sells 


user on Y 
ill go for 





Fee: fax 


Through 
SELECTIVE 
DISTRIBUTION 


“ Dumore selects only 

a limited number of 

industrial distributors in a trading area. By 

providing every Dumore Distributor with 

“elbow room”, we guarantee that promoting 

and stocking our tools will be profitable. 

Your only limit on profits from the Dumore 

line is your time and ability to make sales. 
We give you plenty of “room to grow.” 


| 
' 
: - 
y  e- "with a 
“A 
PRICE 
DIFFERENTIAL 


_ Dumore maintains a 
price differential that 
protects you as a distributor who stocks 
Dumore tools. Sales made by a non-stocking 
distributor are handled through you as an 
established house, with profit shared by both. 
This protection of our stocking distributors is 
the keystone of the Dumore Sales Policy. 


With an 
ADEQUATE 
PROFIT MARGIN 


Dumore establishes 

definite resale prices 
that give distributors an adequate profit mar- 
gin. These resale prices are adhered to—even 
in territories where Dumore has no distributor 
representation and where business is handled 
direct from the factory. There are no “subter- 
fuges”, no “hedges”, no “introductory offers” 
in our direct consumer contacts! 





With 
EXPERT 
SALES HELP 


Dumore assigns a 

factory-trained sales- 
man to help you on tough application prob- 
lems . . . on demonstrations . . . on sales 
training or refresher courses. He introduces 
you to new Dumore tools, helps you open 
new markets, finds new applications, keeps 
you posted on successful installations, main- 
tains home office contact. 


HARD-HITTING 
ADVERTISING 


Dumore backs your 

sales efforts with 
hard-hitting ads and direct mail. Bulletins, 
catalogs, and letter stuffers are yours for the 
asking. Trade-papers and Time Magazine 
alone make 3,274,000 sales calls a month for 
you. This constant barrage conditions your 
prospects and gives you valuable inquires. 


With 
SYSTEMATIC 
INQUIRY FOLLOW-UP 


Dumore follows up 

inquiries to help you 
make the highest possible percentage of sales. 
All inquiries are sent to distributor nearest 
prospect. Prospect receives a series of sales 
letters emphasizing distributor's name. Dis- 
tributor gets suggestions and help in handling 
unusual problems. We back you all the way 
— till you tell us to close the file. 








WITH THE 


HOT PROFIT LINE 


T. W. Potter 


E. C. Atkins & Co. 
Makes Sales Staff Changes 


Ek. C. Atkins & Co., Indianapolis, | “ - e- 


Ind., recently appointed two new mill 


and industrial representatives and as 
No. 120 Hi-Speed No. 101 No. 118 Combination 


Heat Treating Furnace Bench Furnace Bench Furnace 





FE 


No. 60 
Concentric Ring No. 20X 
Melting Furnace Burner Cross Type Burner 





. i prees = — 
Maurice R. Greeson =) No. 706 
Hardening 


No. 32 Temperin 
Urn Burner and . 


No. 8 i 
Adjustable Torch pens 
and Melting Pot 








Every factory and industrial user of gas burning equip- 
ment is a red hot prospect for one or more of the many 
products built by Johnson. Cost cutting, gas saving John- 
son features mean greater efficiency and economy for 
users... increased volume and profits for you. Hit the 
trail with the complete Johnson Catalog and get your 
share of profitable business. 
New Johnson Catalog. Write for your copy. 
lak Ges 1; 





588 E Avenue N.W., Cedar Rapids, iowa 


be | JO SINCE 1901 
i a eee 


wee INDUSTRIAL GAS EQUIPMENT 


George A. Hines Furnaces @ Burners @ Torches © Valves @ Mixers © Blowers 
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STRICTLY FEMININE GROUP included Mrs. Littleton C. Barkley, Mrs. Edward 
Mrs. C. C. Fritz, Mrs. J. D. Nicholson, Mrs. Moscone and Mrs. S. V. \ 


Hoffman. A luncheon and style show was a program feature for ladies at the 


Lesperance 





Friends, Sights, 

New Acquaintances 
Kept Conventioneers » . 
Moving All Times 





SOMETHING AMUSING 
1 the fa f Thomas Ma 
r, Jr. (Lunkenheimer (¢ 


VISITORS from Chattanooga, Tenn., 


were Margaret Crimmins and her dad 
John B. Crimmins, Mills & Lupton 


218 


LOBBY chairholders included L. | 
Stivers, Vulcan Copper & Supply Co 
Cincinnati, and Phil Rackliffe (Stand 
ard ‘Too! 


BON VOYAGE is waved to friends on the pier as S. Kahn, Mrs. Kahn, Mrs. H 
Goldburg and Mr. Goldburg stand on the bridge of a cruiser about to set sail for 


Sdli Tf d 
rip around San Francisco Bay. ‘They represented Parker-Kalon 


idenced by the expressions IIME. TO REST was found by Mr: 
Montgomery and Car] B ind Mrs. William L. Mundy, Produ 
tion Tool & Supply Co., St. Louis 


QUIET PARTY was enjoyed by Shannon Crandall, California Hdwe., Los Angeles; 
I’. F. Smith (Oliver Iron & Steel); S. D. Conant, Sligo, Inc., St. Louis; Wakefic'd 
Baker (Baker & Hamilton); H. P. Ladds (Nat'l Screw & Mf.) and T. F. Smith, Jr 
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signed a new territory to one of the 
present salesmen 

I’. W. Potter formerly located at 
Pittsburgh will now make his head 
quarters at St. Louis. With the firm 
twenty-two years, he has served in 
various sales and manufacturing ca 
pacities at the home office as well as 
having worked in the industrial dis 
tribution field for many vears. 

George A. Hines, recently associ 
ated with the Atkins Co., will succeed 
Mr. Potter in the Pittsburgh area. He 
has had extensive experience in sales 
engineering and distribution 

Maurice R. Greeson joins the com 
pany with ten vears experience in 
working with industrial distributors, 
supplying them with field enginecring 
service. He will live in Buffalo, serving 
Western New York and Northwestern 


Pennsvlvania 


National Supply Will Move 
To Pittsburgh in 1952 


General purchasing and sales offices 
of the National Supply Co., together 
with several other departments will be 
moved from Toledo to Pittsburgh, it 
has been disclosed. 

lhe shift, scheduled for June 1952, 
will involve more than 100 personnel, 
but will mot affect Toledo manufac 
turing operations of the corporation 

Departments and their heads who 
will move, are: A. W. McKinney, ex 
ecutive vice president; C. K. Sherk, 
general purchasing; R. W. Gordon, 
oil field sales; A. T. Colby, advertis 
ing; L. J. Prior, traffic; and J. R. 
Mahan, corporation director of engi 
neering 

The principal reason for the trans 
fer is to locate all gencral offices and 
officers of the corporation under on 


root 





C. F. MYERS, former saics manager of 
the Morse Twist Drill & Machine Co 
New Bedford, Mass., has been clected 


vice president and sales manager 


Coffing Service Protects 
Hoist Life-—and 
Your Customers’ 
Good Will 


At the Coffing factory, 
hoists are expertly serviced 
by the men who know 
them best... 


. .. thoroughly checked— 
and tested at 100 percent 
overload... 


THE importance of good factory service 

increases as production equipment is called 

upon to meet ever-growing demands — 

both in performance and length of life. .. . then ected tek Ww 
That’s why your best bet is to stock and active duty in your cus- 
sell Coffing Hoists. tomer's plant. 


These hoists are not only built to take 
extra punishment, they are backed by the 
kind of prompt, efficient service that holds 
down-time to a minimum — even after 
years of hard use. Units are expertly re- open -UlFT ELECTRIC HOISTS 
paired at the factory and returned without ® HOIST-ALLS 
delay. Or if you are equipped to handle © SAFETY-PULL RATCHET 
your own repair work, immediate ship- LEVER HOISTS 
ment of replacement parts eliminates the © MIGHTY-MIDGET PULLERS 
need to carry large stocks of spares. © SPUR-GEARED HOISTS 
Remember: Apologies don’t relieve a © DIFFERENTIAL CHAIN 
bottleneck. Protect your customers’ good et: 
will by carrying Coffing factory-backed 7 ee Groans 
hoists. For full information on the com- © I-BEAM TROLLEYS 
plete Coffing portable line — and the serv- COFFING 
ice that backs it — write Dept. A7. HOIST 


COMPANY 


Danville, Illinois 
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AROUND the coffee table (standing) E. R. Tyk (R. R. Donnelley); H. B. Schott LOOKING OVER all the 
E. Anderson (Brown & Sharpe); Mrs. Schott; (sitting) Mr. and Mrs. Robert 
ind Mrs. Arthur Klebes, Smith & Klebes, New Britain, Conn., and 

H. J. Behn, H. J. Behn & Co., Bridgeport, Conn. 


necessary 
reference books, literature and guides at 
the registration desk is Harry F. Miller 
of Frick & Lindsay, Pittsburgh, Pa. 


They Came, They Saw & They Enjoyed Themselves 


ae ie fe 
>ail Emrick was EVERYTHING WAS JAKE with Evan Fvans (W. O. Barnes); J. Y. Williams, 
ind hear J. B. Cham Stockton Iron Works, Stockton, Calif.; W. L. Davies (R. Hoe Co.); James D. Grant, 


erlain (Commander Mfg. Co Stockton Iron Works, and Jack Godbe (John A. Roebling Sons 


SUCCESS in am 
njoyed I 


FROM THE MISSISSIPPI to San Francisco Bay came Russell Peete and his 
laughter Jane and Mr. and Mrs. Frank Pidgeon, Jr 
Thomas Iron Co., Memphis, Tenn 


HOME TOWNERS Duke Glesener 
, Tepresenting the Pidgeon- and his dad A. J. Glesener, The A. J. 
Glesener Co., San Francisco, had fun. 
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and refresher 
course was held by Worthington Pump 
& Machinery Corp., Harrison, N. J., 
recently. W. H. Wheeler (above 
manager, vertical air compressor divi 





sion at Holyoke, conducts a class. 


Distributors Attend 
Worthington Course 


[hirty industrial distributors from 
the Eastern seaboard and Middle- 
western states attended the fourth 
Worthington Refresher Course and 
Sales Conference at the Harrison plant 
of Worthington Pump & Machinery 
Corp., Harrison, N. J. J. O. Glenn, 
manager of the pump and compressor 
merchandising division was chairman 
of the course. 

Featured during the 3-day course 
was the introduction of Worthing- 
ton’s latest centrifugal pump line. 

Classroom presentations ‘eae made The COMPLETE LINE to 
by product division experts in their 


particular fields, Satisfy ALL the needs of 


Wendt-Sonis Enlarges, your customers... 


Modernizes Plant 


It is to your advantage to make Jefferson your 
The Wendt-Sonis Co., Hannibal, source of supply for pipe unions because your 
Mo.. has undertaken an _ extensive industrial customers are big volume potential 
plant expansion program which will buyers of pipe fittings. From Jefferson you can 
add 16,200 sq. ft. of working space satisfy all requirements for straight through, 
and double the productive area of the flange and specialty unions including 90° and 
plant. The entire project including 45° union elbows as well as union tees. 
construction and new equipment, will 
umount to more than $300,000. 

Ihe enlarged plant is planned as a 
modern one-story structure of tile and 
steel construction, covering more than 
a block. Though the exact number is : ; ‘ E 
not ascertained, the present plant per- Jefferson also offers unions with ground all-iron seats in all types 
sonnel of 225 is expected to be sub- and sizes. 
stantially increased as a result of the 
expansion, 


Hicks Appointed To IAC ersonl UNION CO 
Everett M. Hicks, manager,Norton’s my id 
Company’s grinding machine division, 671 W. 26th St., New York 1, N.| 
| \ 2s 


These air-tested, air-refined malleable iron 
unions feature the Jefferson Recessed Brass Seat 
which assures leakproof tightness with minimum wrench pressure. 
Furthermore, this exclusive construction imposes no restriction to 
free flow through the fitting. 


Send for full information. 








Worcester, Mass., has been appointed 9 Green St., Lockport, NY 
a member of the Industry Advisory 9 Fletcher Ave., Lexington|73 
Committee of the OPS. 
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SUPPLIER’S MAN Bart Baron (Ind WISECRACK 
l Pneumati reets M. N 


MON Thackab ¢ 


Walter Crowder and 
Dan Northup (The He 
m & Son Co 


Random Camera Angles 


endent 


PARTY DISCUSSION is held by John Hill (Independ 
Pneumatic Tool ¢ ind Mr. and Mrs. J. H. Ruddell 
| Rubber & Supply Co., Indianapolis 


PRE 


( tra 


CONVENTION HIGHLIGHTS are BIG GREETING 
discussed by Ben Barker, Pye-Barker 
Supp'v Co., Atlanta, and Sally Hasel Supply Co., 


tin Jack Dale 
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WVUSES 


ntv G 


George Richmond, Logan Hardware & 
Huntington, W 


I. D 
Mir 


Editor 
Mrs 
| homp 


BUSINESS TALK is held by A. M 
Hall, Grandsen Hall & Co., Flint, 
Mich., and Leo Breckenridge (Simonds 
Saw 


ind 


SERIOUS BUSINESS onversation 
Harrv P. Leu. Inc., Orlando, Fla., and J 
Power Tool Div., Rockwe:l Mfg. Co 


topic for 
hn Stolarz 


extended by WHO’S HERE? is question that occu 
pies minds of L. L. Horochitz and I. N. 
Kimsev (The B. F. Goodrich Co.), 


studving registration list 


Va., to 
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THOMAS KERR has been transferred 
to the main office of The Goodvear 
Tire & Rubber Co., Akron, to handle 


special accounts, while 


. DEAN E. OAKES, SR., will re 
place Mr. Kerr as Airfoam representa 
tive of Goodyear at Los Angeles. 





Simonds Abrasive Co. 
Opens Two Branches 


Simonds Abrasive Co., Philadelphia, 
Pa., has opened two new branch office 
and warehouse facilities in both Chi 
cago and Detroit. 

The new Chicago warehouse, lo 
cated at 3323 W. Addison St., is oc 
cupied jointly with the parent, Sim 
onds Saw & Steel Co., Fitchburg, 
Mass. It provides larger, more modern 


quarters and offers a complete service 


for all Simonds’ products in the Chi- 
cago aqca 

In Detroit, the new warehouse is 
located at 17155 Conant Ave., and 
offers an cnlarged and expanded grind- 
ing and wheel and abrasive service. 


dresser is 


Loaded and 


at top 
efficiency Ff loading 


You CAN save money 

and get better results 

on many jobs by using 

this DIAMO-CARBO 

dresser in place of dia- 

mond tools or common 

Huntington dressers. For 

instance, in forming special 

shaped wheels, turning deli- 

cate edges or turning all 

wheels up to “hard” grade, 

the DIAMO-CARBO is tops. 

Its long steel tube is packed 

with an extremely hard abra- 

sive. You keep the tube ground 

back about “%th inch from 

the abrasive, support it on a 

tool rest and roll it back and 

forth lightly across the wheel face. 
Only Desmond makes the 

DIAMO-CARBO dresser, and only 

Desmond makes a complete line of 

dressing tools. So, whatever your re- 

quirements, ask your distributor for 

Desmond dressers by name and be sure 

of getting the right tool for the job. 
Write today for the complete Des- 

mond catalog. 


The DESMOND-STEPHAN Mig. Co., Urbana, Ohio 


the only complete line of grinding wheel 


DRESSERS & CUTTERS 


my Zc GP 


AMOND HAND TOOLS be TYPt 
Moeessens corre tr TYPE e aessens AND NIBS SSERS sreesupe SLIDE ‘nse 


% Patented 
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AFTER DINNER STORY told by Jules O. Brashear (Cleveland Twist Drill Co PROGRAM PERUSAL is made by 
enter), amuses Mrs, Arthur Marwedel, Jr., Ralph Vincent, Mrs. Ralph Vincent, G. R. Wver and G. M. Niven, both of 
ind Arthur Marwedel, Jr., all of C. W. Marwedel, San Francisco The Canadian Fairbanks-Morse Co 





Off Moments 
at Convention 
Find Visitors Relaxing 


FRIENDS MEET AGAIN when W. R. Crook (center 
Winter Bros. Co.), greets John C. Derville. Sr., The Gen- 
ral Tool Co., Portland, Ore., and Carl Jacobs, Pacific Tool 
& Supply Co., Oakland, Calif 





ON THE WAY to another gathering EARLY EVENING GROUP is made up of Mr. and Mrs. J. Wilford Aikenhead, 
I ind Mrs. James Good, Aikenhead Hdwe., Ltd., Toronto, and Mr. and Mrs. E. G. Vonnegut, Vonnegut 


liaams & Co Hdwe. Co., Indianapolis, Ind., all seeking fresh air together. 


YOU DON’T SAY! Bill Teare, Sterling Products Co., Inc., INTERESTED LISTENERS were Mr. and Mrs. H. A. 
Chicago, exclaims to V. H. Olson, (W. O. Barnes Co.) luck, Pittsburgh Gage & Supply Co. 
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NS 


THE DISTRIBUTOR’S COMPLETE V-DRIVE LINE 


KEEPS USERS SOLD 


BROWNING PAPER PULLEYS 


ir 
Industrial Tape Promotes With 
Fitzgerald and Callahan Split Taper 


Bushings 


rial Lape Corp., a subsidiary 


ndus 
of Johnson & Johnson at New Bruns- 
wick, N. J., has appointed George A. 
Fitzgerald as sales manager of auto- 
motive products, and John L. Calla- 
han as merchandising director 


0 
Mr. kitzgerald has been with In- aalacia 
dustrial] ‘Tape since 1938, most re | , Hits 
cently as division manager in Los : 
Angeles. He formerly was with Easton 


Mfg. Co., Cleveland. 
Mr. Callahan formerly was sales 
manager of the Flako Products Corp., 


, ] Always the right size in stock... 
ind served in sales, merchandising, isd —e 


ind advertising capacities with Young Eliminate expensive reboring .. . 
& Rubicam, Best Foods, Inc., Butter Easy to mount—Easy to remove 
ick € ind Armstrong Cork Co Positive locking clamp fit 
79 stock sizes—108 stock bushing 
bores. 
2982 stock diameter — face — bore 
combinations. 


Distributors— 

With BROWNING'S simpli- 
fied bushing system you can 
carry a comprehensive stock 
at a fraction of the cost of fixed 
bore pulleys. 


The same BROWNING Un- 
breakable Malleable Iron Bush- 
ings used in BROWNING single 
and multiple groove sheaves, 
Flexible and rigid Couplings. 











John J. Callahan W R I ‘ g E 


Redhead Joins Harris Pump 


Charles G. Redhead, formerly sales FULL PARTICULARS 
manager of Black Mfg. Co., is now as BROWNING MANUFACTURING C0. 


sociated with Harris Pump & Suppl; 1951 BROWNING DRIVE 
Co., Pittsburgh, Fa., as a sales repre MAYSVILLE, "a4 *haliol a7 


+} 
sentative SSCOHOSOHOOHOSOSOSOOOSOSESS 
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YOU CANT BEAT The Business Management Side 


of Industrial Distribution 


TYPE C 
COMBINATION 


TEE 
ON QUALITY SAWS 


Don't get excited when you need 
circular saws in a hurry. We have 
the saws your customers want — 
on hand — ready for immediate 
delivery. If it takes air mail — or 
special delivery — just say so, and 
that's the way your saws will be 
sent. We have every type and size 
circular saw you need for your 
customers and they are in 
stock, just waiting to be shipped! 


Satisfied customers mean more re- 
peat business, and top quality 
BLADE Brand saws mean satisfied 
customers. Higher discounts on 
these scientifically heat-treated, 
precision ground saws mean more 
profits for you. Write for the new 
BLADE catalog and price list. 


BLADE Brand Circular Saws 
are sold only through distrib- 
utors. Your industrial ac- 
counts are always protected. 


STYLES 
Rip, Cut-Off 
Combination & 
Hollow-Ground 


909 W. 3rd Ave. 
Columbus 8, Ohio 


by J. Y. Scott, President* 
Morse Twist Drill & Machinery 
New Bedford, Massachusetts 


Co. 


ript of Mr. Scott 
Meeting of th 
Convention m Sa 


is a compicte trans¢ 
lount Distributor 
strial Supply 


\s I sranp HERE TODAY on this plat- 
that you have 
granted to a man whose life has been 


torm, it occurs to me 
spent largely in the machine tool busi 
a very singular honor. 


ness, 


+ 


distributors about mutual problems. 
When I speak about mutual prob 


lems, I can't help but paraphrase 
who talks 
“total 


my friend in Washington, 
not of total mobilization, 
muddlization” 


but 


I'he situation which confronts all of 


us today is one that calls for clear 
thinking, well 
what I believe basic, a definite 
understanding of just what part we are 
to play in the national program—the 
pattern of which, although hazy to say 
gradually coming 


to be 


the least, is 
parent and real to all 
aye 
» by. 


Examine Ourselves 


At this convention, the subject 
quently selected has what 
manufacturer 

I would like to change that sub 

t and talk about what a manufac 

irer thinks a distributor should expe 

i distributor. In other words, Iet’ 

little int ction and, 
itch poet, 


been 


TOSpc 


ee us’ 


meat of the subject, I 


pose a ques stion. Is the 
listributor running his business as sat 
factorily and profitably as he should 
ind can? Is 
much money 
manufacturer he 
himself as a distributor? 
he is in business for and, 
manufacturers are selfish. 
see distributors make 
then they, of necessity, 
wonderful position. 


he can, 
represents, but for 
candidly 


money 


Referring back to the question—is 
the distributor running his business as 
—the answer is, of 
manufac- 
turing or distributing can be conducted 
better than it is now being conducted. 


profitably as he can 


course, no. Everv business, 
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I considet 
one of the great privileges that can 
be granted a manufacturer to speak to 


defined policies and 


out of 
the fog and will become only too ap- 
»f us as the days 


fre- 
the 
expected of the distribu- 


he endeavoring to make as 
not for the 


That is what 
They love to 


because 
are in the same 


So the next question is “how bad is the 
distributor in this respect? 

In my humble opinion there are far 
too many distributors who fail miser- 
ably. I don’t expect you to agree on 
this, but if I say nothing but things 
vou all agree with, we have all wasted 
our time. My sole object in making a 
thirty-minute talk on this platform is 
to endeavor to clear up some of the 
thinking about where we should stand 
as business men. 

In this connection I am going to 
give you some specific things which 
seem to me to be the principal causes 
of unsatisfactory results. 

First I want to talk about the 
“Sacred Cow” of Tradition. How does 
tradition manifest itself in the dis- 
tributor’s management? Perhaps you 
can recognize a few examples 


Sacred Cows 


Does management resist new ideas? 
Does it resist “changes in organization 

or administration— OI in internal 
and sales operations? Is it apt to reason 
to itself—‘*We are accustomed to this, 
why change” or—‘“We are sure the 
way we do things is the best way” 

Does it tend to be complacent—to 
be satisfied with profits as thev are, 
ind with management as it 1s? 

Does it take an aggressive leadership 
in running the business or does the 
business tend to run management? 

Most of the industrial distributors 
are staffed, in large, by men who have 
grown up in the business. As a result, 
they know how things have always 
been done in the past and it is only 
natural that there should be a tendency 
to “carrv on” without questioning ex- 
isting methods. But that doesn’t make 
for good operation. Open up vour 
minds and ask vourselves, “Is there a 
better way” or “Why do I do it 
all?” 

Request suggestions for improve- 
ment from your staff, especially the 
newer and younger members; learn 
what other distributors are doing bet- 
ter than vou are; ask your manufactur- 
ing suppliers for ideas; and above all 
don’t take “it won’t work’ for an 
inswer until you have proved it won't 
or that it isn’t any improvement. 
Rather, ask yourself “How can it be 
made to work?” 

It is always easy to say “No” to a 
suggestion. Then you don’t have to do 
anything about it. If you savy “Yes”, 
then you have to go to work to make 








it succeed. But the latter is the way to 
progress. Don’t be satisfied to fight a . 

defensive battle. Go on the attack. 

Determine that you are going to 1m- rofits for OU 
prove your oper: ations, not just carry on 
what “has always been done.” 


+ * 

Ihe newer entrants into the indus- th th dal , t 
trial distributor field are not hampered WI = als a pu S 
by resistance to change for there is no Li 
past. Your years in business are a big th ~ — 
isset to vou as against the newcomer. e ony Me 


Make sure they are not also a liability 


Hando-Mouth Planning assembly snarls: = 


rhe second point I want to discuss 
s ““Hand-to-Mouth” planning. Maybc 
I am dignifying the operation too 
much by calling it planning. Really, 
what I am talking about is a lack of 
long-range planning. If you are faced A t th d e 
with an ene series Of minor or ccura e rea +) assur 
major crises, involving basic business 


problems, then you know vour plan- quick fits and faster 


ning is inadequate 


Most of these crises arise from prob assembly for 
lems that management knew existed 

ind that they planned to solve at some 

future time. Good long-range planning your customers 
will meet the problems befor: they 

reach the crisis stage. 





I'he results of hand-to-mouth plan 


ning must be obvious to vou. ‘There is Western Hexagon 
the missed opportunity; the sudden 

financial trouble. ‘There is the lack of Head Cap Screws 
experienced personnel when necds de 
velop 





Complete modern facilities, 
from laboratory analysis of 
Management gencrally finds it dif metal to final inspection, as- 
ficult to recognize what the company’s sure the sturdiness and unsur- 
problems really are, for it is so close to passed accuracy which are 
the business that it mav not be able standard with WESTERN. 
“to see the woods for the trees”. Both bright and hi-carbon 
herefore, a long-range program is heat-treated Hexagon Head 
not casy to conceive, for it must be Cap Screws are available in 
built around these major problems sizes from 4%" x 44" to 1" x 6”. 
But it can be done much better than 
it is generally done. Even if the “long 
range plan” has some “blow holes” in 


it, it is still much better than no plan Western Semi-Finished 
As a suggestion on procedure, ask your Hexagon Nuts 


elf What do I want this business 
to be like five vears from now?” Western offers also a com- 
“What steps and timing are required plete line of semi-finished 
to accomplish this?” hexagon nuts— American 

Of course, as in all forecasting, Standard Heavy, Regular and 
there are many uncertainties involved Light, full, jam and castel- 
in such a plan. You cannot know def lated carried in stock in cata- 

itely what business conditions are log* sizes. 

ing to be five vears ahead, or what 
losses of personnel may take place, or 
what new products may come on the 
market, or what new competition may 
pring up 

But in spite of these uncertainties, 
vou can, 1f you want to, organize a . 
business program that will serve as a Western Automatic 
chart with which to guide future oper 


ations. Don’t just run a business; run Machine Screw Company ar 


*Catalog showing all “Western” stand- 
ard fasteners gladly sent on request. 





it toward where you want to go. 722 Lake Ave., Elyria, O; 
od 


Now that we've decided we want to 


go somewhere, and have a plan for se 3 f 
sited Hiden aie eink Rly adel Precision Screw Products, Parts and Assemblies Since 1873 
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< to suggest . i ~ develop man- 
agement tools that will measure your 
N ew mon > -ma k in Gg d ea scien and enable you to take ame 
a . tive action if necessary. 
for DB) 1 stri bu ce) rs 4 Are you using “Off the Cuff” Con- 
° trol Methods? Have you the basic in- 
formation about your operations that 
you need to make prompt and proper 
decisions, or do you have to rely on 
“instinct” or “hunch”? 


Records 


Many industrial distributors do not 
have adequate control records. I am 
not going to attempt to list the kinds 
of records you should have, but here 
are a few I think I would want if I 
were running an industrial supply 
house— 


( 

An operating budget 

An inventory control with 

turnover by products 

+) Operating expense by lines 
and gross margin by lines 

5) Sales performance by sales- 
men by lines 

6) Purchases by important cus- 
tomers by lines 


] 
> 
= 
3 


) A sales budget 
) 


This list is probably only a begin- 
ning, but it will serve as indicative of 
the type of information that would 
help in guiding the business toward 
SUCCESS. 

However, records of this type, or 
any other type for that matter, are 
worthless unless used. Therefore, don’t 
permit yourself to become so involved 
with day-to-day operations of the busi- 
ness that you neglect the major task of 
steering the business as a whole, Make 
sure you have enough executive talent 
to support you so that you can keep 
your eye on the over-all operation. 


Have you seen our There is no substitute for good man- 


agement but to provide it takes time 
as well as brains. Make sure you have 
new catalog No. 60? the time to use your brains most effec- 
tively. 
Do you know of our new schedule of While on this subject of adequate 
managerial time, let me dwell for a 
moment on the value of a proper or- 
Then let us tell you the whole Lowell ganizational structure. Most distribu- 


tors have grown considerably in the 
Red Ratchet Wrench story .. . the new past ten years. Many have continued 


exclusive features that make these with the same organizational structure 

as when they were smaller. As a busi- 

famous wrenches so easy and fast to ness grows, it needs reorganization of 

duties, particularly at top levels; it 

needs redelegation of authority; it 
“Swaco’ Car Wrenches and Car Movers Don’t wait for us to call on you—write needs the creation of new positions. 

Are your administrative procedures 

today and let us rush the story to you. in line with present-day demands? Are 

too many people reporting directly to 

you? Does every employee know who 

his immediate supervisor is? Does 

ay every employee know what his job 

Ow e re n Cc o # is?) Are some of your people over- 

burdened? Are some vital duties being 


WORCESTER, MASS. 2 neglected? Do vou give direction to 
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list prices and liberal discounts? 


Lowell’ Reversible Ratchet Wrenches use... SO easy and fast to sell. 


“Warnock Strap Wrenches and Vises 





individuals in a department which has | 
a responsible head instead of giving | 
them to the department head? 

If you are not satisfied with the| 
answers to these questions, the best 
remedy that I know is to make a chart 
of your organizations as it now exists; 
to determine the duties of employees 
as they are now and.then to see how | 
you can improve the situation. 

You probably are wondering why I 
have chosen this subject and laid so 
much stress on successful operation for 
the distributor. It is not altogether 
unselfish. 

I would like to talk just a few min- 
utes on my personal viewpoint on this 
particular point in business planning. 
Five years ago our parent organization 
purchased the cutting tool company I 
im representing today. Our first step, 
gentlemen, was to call in a group of 
outside consultants and ask them to 
make a 100% study of that organiza- 
tion from top to bottom—sales poli- 


Fig. 4001/6561. 


Duplex unit consisting 


of Straightway Lever-operated Sealing Valve 
and Angle Blowing Valve. 


cies, manufacturing procedures, engi- | 
neering development. All of these were ee 


given 100% thorough analysis. It cost 
us a lot of money, but we felt that such 
money expended at the start would 
pay ample dividends in the future. 


Study Develops Policy 


From this study, which was made 
by this outside company, has devel- 
oped certain basic policies which our | 
company followed. Naturally, as in 
all such studies, we found plenty of 
missing links. No such study can fore- 
cast business depressions or cyclacle 
influences with any degree of certainty. | 
They don’t foresee a Korean war or 
price controls in 1951, but they do lay 
down certain basic steps that can be| 
taken to improve a situation and that} 
is where alert management can make 
its greatest strides. 

Only three years later we had an-| 
other study made by this same organi- | 
zation covering virtually the same field | 
to find out if we had made any prog- | 
ress. From that a further set of rules 
for our future procedure was laid 
down. Out of these were involved a 
sales code for our industrial supply | 
distributors. This code was printed | 
and personally presented to these dis- | 
tributors, telling them just what our 
plans were as manufacturers in relation | 
to the distributors of our products. 

Out of this study came our distribu- | 
tor inventory protection policy, which | 
we feel is of tremendous value and | 
only recently we are in the process ox 
announcing, through further study, 
our distributor advisory board which 
will include a group of our distribu- 
tors selected by the main body, who 
will be consulted prior to any major 
program or policy. 





We are not, in this particular in- 


When you show an EVERLASTING 
Duplex Blow-Off Unit to your custom- 
ers, their many superiorities speak for 
themselves . . . and sel] themselves. 


The sealing valve at the left is the 
EVERLASTING design that has been 
famous for more than 40 years . . . the 
valve with the drop-tight seal that actu- 
ally improves with use because of its 
self-lapping action each time the valve 
is opened or closed . . . the valve that 
can’t stick or jam because of its non- 
wedge design . . . the valve that opens 
in less than a quarter turn to provide 
unimpeded straight-through blow. 


The blowing valve at the right is the 
equally famous EVERLASTING Angle 
or “Y” Valve, specially designed and 
equipped to withstand repeated blow- 
off shocks, erosion and corrosion, and 
without pockets that might trap and 
hold solids. 


EVERLASTING Valves are profitable 
for you to sell, because they are profit- 
able for your customers to buy. Write 
for descriptive bulletins and prices. 


EVERLASTING VALVE CO. 
49 Fisk Street, Jursey City 5, N. J. 


Everlastin 


TRADE MARK “EVERLASTING REG. U.S. PAT. OFF 


E 
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consisting of 
ealing Valve 


Fig. 4001/6571. Duplex — 





. Li al ° 
and Y Blowing Valve 


Fig. 6571/6561. Duplex unit consisting of y) 
Sealing Valve and Angle Blowing Valve. 


Fig. 6561/6571. Duplex nit consisting of 
Angle Sealing Valve and Y* Blowing Valve. 


g Valves 


Ev-348 


FOR EVERLASTING PROTECTION  =— 


229 








Tell ’em... 


you'll sell ’em! 


industry is looking for load-lifting 
tools to best the manpower shortage. 
You have one! The ‘Budgit’ Electric 
Hoist helps meet the urgent need of 
national defense for speed in handling 


3 gun, tank, and 
airplane parts on production, assem- 





bly, and inspection lines. 


Tell your prospects how the lifting 
power and speed of a ‘Budgit’ Hoist 
increases production, lowers operat- 
ing costs, saves workers’ energy. How 
older men and even women can lift 
heavy loads safely with a ‘Budgit’ 
Hoist. 


Tell 'em how easily a ‘Budgit’ Hoist 
lifts a 2-ton load under perfect one- 
hand control. Explain its sturdy con- 
struction which makes it tops in per- 
formance, economy, dependability. 
Emphasize the fact that it's a complete 
lifting unit in itself — ready to start 
work the moment it’s unpacked. Just 
hang up, plug in, use! 


Once your prospect knows these facts 
about the ‘Budgit’ Hoist, you'll sell 
‘em. Leave ‘em a copy of Bulletin 
No. 391. it helps sell. 


%9 


1.00. @ 


Sell a ‘BUDGIT’ 1-BEAM 
TROLLEY with every Hoist 
for extra usefulness, at 
low cost. Tell ‘em how it 
fits various size !-Beams. 
How ball bearings and 
all-steel construction as- 
sure easy, smooth opera- 
tion and ruggedness. 
You'll sell ‘em. 


¢ 


an 


‘IMI: 
' HOISTS 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
f Shaw - 8 c ‘ Buda 


stance, giving up the prerogative of 
manufacturing management to our dis 
tributors, but we are going to find out 
ahead of time rather than afterwards 
just how our distributors feel in rela 
tion to what we are doing that directly 
affects their abilitv to make money and 
their contracts with our mutual ulti 
mate customers. 

It has been said by 
good friends that we are going too fat 
in this connection, but I maintain that 
industrial distributors are the 
strong right arm of our sales force and 
in the end they have the job of dis 
tributing our products to the custom 
ers. Why shouldn’t they be consulted 
on problems that basically affect them 
in their everyday relationship, which 
we as manufacturers miles away, can 
not possibly have 


some of our 


good 


Packaging 


Another results of this study dis 
closed that decimal packaging was de 
sired by the distributor. Here again, 
the sacred cow of tradition had to be 
broken with, but the fact remains that 
our company is going to decimal pack 
aging just as fast as possible. Many of 
our products are not being shipped in 
that manner and we hope to have the 
job completed by the end of the year. 

But we have not simply closed our 
eyes to other studies that have been 
made of the distributors’ problems. A 
great deal of time has been spent mak 
ing a detailed analysis of the joint 
industry report of the National and 
Southern Associations; also the result 
of the poll of seventy-seven members 
of the National Association which re 
sulted in the magic $2.82 figure which 
recommended a graduated scale of 
prices. I am glad to state that our 

mpany heartily concurs with these 
findings, and although we cannot at 
the present moment, due to conditions 
bevond our control, make the changes 
ecommended, we are definitely going 
to t it 1S poss! 


to take thi 
ble to do so. We hope to have some 


step as soon as 


) 
thing pleasing for you befor 


hus the sacred cow of t 


mce again passed by 


There is no bigger asset 
manufacturer can have than st 
] distributors. If \ 
ind operate it—f 
success of your business, how 

make a success for the manufa 
success is the 
s best guarantee of sta 
his distribution and only 
through capable distributors can_ the 
manufacturer have assurance of proper 


local inventories, customer service, 
sales representation and, in general, all 
the factors that go to 
profitable, lasting and 


manufacturer-distributor 


make for a 
satisfactory 
relationship, 
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Here's the hacksaw 

blade that’s zooming 

profits for distribu- 

tors and dealers the 

country over. STAR Moly- 

flex delivers a better cut every 

time even when it’s used by a 

tyro. Unbreakable when used in 

a frame, STAR Molyflex is the 

high speed blade you can sell to 

everyone. The customer gets longer 

life, better cutting qualities—you get 

four times the profit per blade sold. 

Test prove STAR Molyflex cuts 23.8% 

more metal than the average of leading 
high speed flexibles. 


HERE’S A BETTER 
METAL-MARKING CRAYON 


Steelrite Crayons mark clearly on hot, 
cold, damp and grimy metal—with- 
stand pickling but won't affect enam- 
eling. Packaged for counter sales. 


CASH IN WITH STAR 
SELLING AIDS 


Month after month Clemson sells Molyflex in lead 
ing industrial papers. In addition, Clemson sup- 
plies you FREE with the famous wall charts and 
metal cutting booklets that really help your cus- 
tomers do a better metal-cutting job. PLUS— 
No. 166 Counter Display Cards, holding 10 Moly- 
flex Blades; No. 45 Display Cards that sell 3 
unbreakable special flexible blades at a time. 
Order from your jobber TODAY. 


CLEMSON 


BROS., INC. 
Middletown, N. Y., U.S.A. 
Makers of band and power back saw ate, 


frames, metal cutting band saw blades 
Clemson Lawn Machines 





\ distributor who can make a profit 
when the going is tough is obviously 
a better bet for a manufacturer to tie 


to than the “fair weather Charles”. 


' 
Ine free enterprise system under 
h we live is competitive and does 
not, and should not, provide relief for pass THIS IDEA ON TO FACTORIES 
the marginal business. Any business sHING TO SAVE DEFENSE MAN HOURS 
that cannot make a profit when other wi 
units in the same industrv can had 
better get its house im order. 
Lhe industrial distibution business 
i good business to be in lhere 
1 vital need for the distributor's 
( in the national cconomy, 
vhether under normal business con 
ditions, or under war or defense con 
ditions. It is a clean business, both 
m the source of supply side and the 
ide. You have held, and 
now hold, in vour hands a marvelous 
opportunity in these davs of high dol 
lar volume and high dollar gross profit 
to strengthen vour position to the end 
iring satisfactory and continued 
profits in time of low volume as well 


as high 


Three Handicaps 


Ao ae CY a Een NR Tat ante ten anata Te 


When vou get back home, sit down 
in a quiet corner and think about 
these three handicaps to good business 
management—the Sacred Cow of Tra 


dition—Hand-to-Mouth Planning and HEIN-WERNER HYDRAULIC JACKS 
Off-The-Cuff Management. 


Probe your own weak spots in your 


role as a businessman. If you and vour make heavy bin moving 


busv and do something about 

If, because of the pressure of pres * 

ent work, vou can’t devote the neces 30 rons , Hein-Werner Hydraulic Jacks exert a pow- 
erful, steady push when harnessed to a 
stock bin moving job . . . or many other 


sAKC, GCT 


staff turn up weaknesses, for goodn . H 
i , = | € esses, for goodness a one man job! 
Poche 


sary time to improve management, 
get additional help—permanent or 
temporary; experienced, beginner, or 
professional as may be required ot 
ble, but get it. If money needs 
pent to improve the business 

ement of vour company,—go 


heavy equipment moving jobs in your cus- 
tomer's plants. . . . H-W industrial jacks 
are also great for bending, pressing, push- 
ing or lifting operations. 

H-W Jacks give full power at any angle 
from horizontal to vertical. Each one is 
factory tested at 11/2 times rated capacity 
annot make a wiser invest ; to assure absolute dependability. 

now and for the future. I a Made in models of 11/2, 3, 5, 8, 12, 
uu that every one of vour 20, 30, 50 and 100 tons capacity. 

will rejoice if vou run vour 
such a wav that vou are 

proud of your accomplish 





ch could have been made 
ip of manufacturers as well as 


oup of distributors, as many Units of 4, 10 and 20-ton 


turers have the sacred cow of 


erv securely locked in their 


capacities consist of ram, 





six foot hose, and pump- 





ing unit for remote control 
operation. Wide assortment 





. vou are aware, Our major of attachments for ram 
the building of machine odds to utility of this jack 
ind I wonder if I couldn’t take 


A PUMPING UNIT 
few minutes to tell vou some of the 
bservations that have been mine dur 


ng the past twelve months. Starting 


Be ge have all fel 4 , Wenner = 
with Korea, we have all felt the in TULSA AUS HEIN-WERNER CORPORATION 


entor\ buying surge, but by far the WAUKESHA, WISCONSIN 


most important thing for my money 
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Sales for Morgan Vises keep going up as production 
in most all branches of industry increases. 
excellent time for you to get your Morgan Vise business 
You build sales for the future as you 


going in high. 
sell these widely used preducts now. 


are sold only thru authorized distributors and we urge 
users to buy thru their local distributor. 


MORGAN VISE COMPANY ® Oi. cico enitinois’ 


Buyers of 
MORGAN 
VISES 


increasing... 


Machinists’ bench 


combination pipe 
woodworking 
Now is an sheet metal 
workers 


: uick action 
Morgan Vises 7 


garage vise 
solid nut continu- 


JEFFERSON ST ous screw 


MORGA 
SEMI-STEEL "| 


World-wide recognition for 
this outstanding line of 
electric soldering irons — 


an 


~ specified by the big names 
for the TOUGH JOBS! 


* MINNEAPOLIS HONEYWELL 
* RADIO CORP. OF AMERICA 
* STROMBERG-CARLSON 
* WESTERN ELECTRIC 
* WESTINGHOUSE 
* EMERSON 
* KAISER 
* BENDIX 
* SPERRY, 
etc. ’ 


Important 
news to 


DISTRIBUTORS 


HEXACON soldering irons 
are a profitable line for the 
distributor, dealer and user be- 
cause it represents one of the 
most complete lines available 
today. It is backed by famous 
users throughout the world, 
and an aggressive hard-hitting 
sales promotion campaign is 
telling the story to a 
quarter of a million key 
men in industry each 
month. 


. HEXACON ELECTRIC CO. 
f 138 CLAY AVE., ROSELLE PARK NEW JERSEY 
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was the development of the defense 
program. Due to the fact that this 
program is very largely a paper pro- 
gram, the implications and the end 
effect have not been clearly under- 
stood by a great many of our American 
business men. We have heard all types 
of rumors. We have listened to all 
types of speeches, all of which are con- 
fusing to an extreme, but the fact re- 
mains that this country has embarked 
on a tremendous program which will 
affect every distributor in this country. 

Pardon me for referring to our ma- 
chine tool business again, but the ma- 
chine tool industry as a whole is 
swamped with orders for heavy ma- 
chinery to build aircraft, tanks, guns, 
guided what have you. 
These machines will use tools and sup- 
plies in tremendous quantities and you 
must be the one who is prepared to 
supply these materials. 

[he setting up of hundreds of new 
plants, and the change over from light 
consumer goods to heavy armament 
production will have a direct bearing 
on the type of purchasing that will 
be done. Van Norman Company nor- 
mally manufactures about 50% auto- 
motive repair equipment. This end 
of our business has become insignifi- 
cant as compared with the tremen- 
dous quantities of Jet Bucket Grinders, 
Milling Machines and Race Grinders 
that we are building and have on 
order. 


missiles, 


A Big Job 


This brings me up to another point, 
namely, that we all have a bigger job 
to do. We personally may not like 
some of the things that are happening. 
We personally may not like the con- 
trols. We personally may not like the 
DO’s and what have you, but the fact 
remains that in an economy such as we 
are facing, these controls will, I be- 
lieve, be absolutely essential to the 
continuation of an economy 

We, as individuals, will have to 
measure ourselves and find out just 
what we are going to do. How we are 
going to carry the additional load en- 
forced on us. 

Are you doing the job you should be 
doing in vour community? 


Who Said It, And When? 


“The most outstanding fact of 
American character today is that we 
are the spoiled child of nations. We 
talk of war precisely as the brag- 
ging child talks of fighting—without 
thought of our ability or readiness, 
without sense of cost or conse- 
quences.” Who said that, and when? 
Our August issue has the answer. 








_ Discover _ 4te0- Seat. 


HOSE CLAMPS 


Can Make You 
Money... 


O. D. COLLIS, founder and chairman 
of the board of directors of The Collis 
Co., Clinton, Iowa, has headed the 
irm for the entire fifty vears of its 
founding 


The ¢ 
Celebrates 50th Anniversary 
Ihe Collis Co., 


celebrated its 


amie Seenpeny More than one skeptical jobber has seen the light — for 
here is a superior hose clamp whose four basic sizes fit 
practically all ordinary requirements — an engineered hose 
clamp which appeals to the reason and pocketbook ot the 
customer with these advantages — 


Clinton, Iowa, 
50th birthday on June 
20. ‘The company was founded in 
1901, under the name of The Collis 
Pattern Works, in Dubuque. Onginal % 


home of the company, which was WORM rey UNIFORM 
started by O. D. Collis, contained — DRIVE 2 % CLAMPING 


650 sq. ft. 

In 1912 the company moved to 
Clinton, and now occupies 12 acres of 
land, contains 150,000 sq. ft. of floor 
and has 250 full time em 


Aero-Seals are self-locking and vibra- 
tion-proof, have extra long take-up 
and are available in both slotted and 
wing-nut type of worm-drive. 


True tangential toke-up and curved 
saddle form provide absolutely uni- 
form clamping action around 360°, 
space, leak-proof, ideal for thin-walled tubes, 
ployees 

lo commemorate the anniversary, 
1 souvenir booklet has been published, 
telling the story of the company’s 
growth, and listing its officers and 
products 


EASY TO 
INSTALL 


USE AGAIN 
and AGAIN 


The Collis Company manufactures 
machine parts, small tools and wire 
specialties 


EDWIN S. BEAL has been president 
of the Collis Co. for twelve years. 


You can install an 
Aero-Seal with one 
hand if you want to 
— and fast! They're self-feeding once 
‘the clamp-end engages with the 
worm. No loose parts to drop. 


Nine lives is noth- 

ing for Aero-Seals, 

They're ready to go 
bock to work after plenty of hose 
changes. Also available in stoinless 
steel for marine use. 


Put an Aero-Seal in a customer's hands and he'll 
buy it — it’s a precision job of engineering applied 
to a simple, everyday problem. No ordinary hose 
clamp can match its advantages. 





FREE SAMPLE: 





COMPANY 





ADDRESS 





BREEZE CORPORATIONS, INC. 


33 South Sixth Street, Newark 7, N. J 


INDUSTRIAL DISTRIBUTION © JULY, 1951 


City & STATE 


Please send free sample by 
return mail without obligation. 

















RIGHT TYPE FOR THE JOB... 


ADVANCE Slip-proof Safety Spurs 


SPURS are another profitable item—many Car 
Movers now in use n replacements—our AD- 
VANCE Safety Slipproof Spurs fit ALL makes of 
Car Mover 








BOLTS ... NUTS 
RIVETS . . . SCREWS 
--- Built right...to 
hold tight—their de- 
pendability has been 
a recognized charac- 
teristic of CLARK 
FASTENERS for 
close to a Century. 


ely 


MILLDALE, CONN 


YOU CAN SELL JUST THE 


The POWER KING (shown)—the 
NEVERSLIP—THE SLIPPROOF . 
three types to handle any medium, 
light, or heavy job. BADGER Car 
Movers quickly spot cars on side tracks 
and move them off of track without 
delay. They are easy to handle and 
require practically no maintenance. 
BADGER Car Movers give you profit- 
able sales and are available only thru 
authorized distributors. 





MOVER CO 


WISCONSIN 





1 Punch—cap. 34” thru 14" Iron 


No. 8-B Punch—cap. '4"' thru 19” 


No. 6—Skylight, Ventilating, 
and Tank Flange Punch 


—W. A. WHITNEY-- 


HAND LEVER 


PUNCHES 


® Since 1907 W. A. Whitney Hand 
Lever Punches have been favorites 
with industry. All A. Whitney 
Punches are built to give good serv- 
ice tor many years. These punches 
give you good sales volume and we 
can supply repair parts for all 
punches that we make. Immediate 
service on orders. 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Ill. 
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William R. Blommel 


Blommel to Represent 
Yale & Towne In Akron 


William R. Blommel has been ap 
pointed sales representative for the 
Yale line of industrial trucks in the 
area of Akron, Ohio, according to the 
Yale & Towne Mfg. Co., Philadelphia. 

Mr. Blommel brings to his new post 
a background of several vears in the 
application of modern materials han- 
dling equipment. He was formerly as- 
sistant sales manager of Service Caster 
& Truck Corp. Prior to this position, 
Mr. Blommel! was an executive of the 
Ford Motor Co. in Detroit. 


Federated Names Buchanan 
Representative in South 


Federated Metals Division, Amen- 
can Smelting & Refining Co., New 
York, has appointed A. E. Buchanan 
as sales representative to cover North 
and South Carolina, the eastern half 
of Georgia and all but the extreme 
western part of Florida. 

Mr. Buchanan came to Federated 
from the White Brothers Smelting 
Corp., where he was employed for 13 
vears in buying and selling of copper 
base alloys. His territory will be un 
der the jurisdiction of Federated’s 
Baltimore office, with A. A. Hochrein 
is district manager. 


Who Said It, And When? 


“Is the dealer ultimately to be 
eliminated by the manufacturer as a 
factor in the mill supply business? I 
ask this question because of the in- 
creasing activity among certain manu- 
facturers to dispose of their products 
direct to the consumer.” Who said 
that, do vou know? You'll find the 
answer in our August issue. 





John M. Frank 


John M. Frank 
Made NAFM President 


The National Association of Fan 
Manufacturers recently elected John 
M. Frank, president of the Ilg Electric 
Ventilating Co., Chicago, president of 
the association for the ensuing vear. 

The NAFM includes 12 leading 
companies doing a national business in 
fans, heaters and air conditioning 
equipment 


Allis-Chalmers 
Announces Promotions 


Organization of a new mechanical 
power department headed by W. A. 
Yost has been made by Allis-Chal 
mers, Milwaukee. Wis 

I'wo other appointments are that of 
J. F. Reberts as director of engineer 
ind R. C. Allen, as consulting en 
gincer 

Reporting to Mr. Yost in his new 

yacity are O. A. Haas, manager of 

blower and condenser section; 
l. J. Hodan, manager of the water 
conditioning section: C. C. Jordan, 
manager of the steam turbine section; 
ind W. J. Rheingans, manager of the 
hydraulics section 


ing 


All State Welding Alloys 
Starts New Building 


ind was broken in) White 
N. Y., recently for an indus 
building adjoining the All-State 
elding Alloys Co., Inc., home office 
| plant 

Ihe building is expected to be 
completed within 90 days, and is the 
second such structure in two years to 

be wholly occupied by All-State 
The building, which will more than 
double the present factory area, will 
house equipment for the manufacture 
f alloys and fluxes, and provide ex- 
panded laboratory and engineering fa- 

cilities for the technical division 


Seventh of a Series 


3 6% 
ee. 


on a fitting is our 


CAST-IRON FITTINGS ° 


Guarantee-your safeguard 


Kuhns fittings have carried the trade-mark 
“K” ever since the business was established 
in 1887. In fact, Kuhns fittings were the very 
first to be identified by a trade-mark, 

With the passage of the years, and with 
millions of “K” Fittings proving their worth 
in actual service, “K” has become a symbol 
of quality. That long and commendable 
background, therefore, imposes upon us the 
obligation to maintain that high quality 
standard. 

In using “K” Fittings, you are well forti- 
fied against installation and service troubles. 
The precision machining of “K” Fittings 
assures convenient make-up, tight joints, and 
symmetrical runs. Scientific metallurgical 
control, skillful molding, and critical inspec- 
tion assure fittings without sand holes, cold 
checks, uneven walls, or other imperfections. 

These facts are verified by the experience 
of contractors everywhere. That’s why the 
usage of “K” Fittings is continually growing. 

We are urging buyers to order fittings from 
suppliers who handle the “K” line. It will 
pay you to tie-in with our industrial adver- 
tising program. 


THE KUHNS BROTHERS COMPANY 
Dayton 1, Ohio 


Established 1887 
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3,000 Shapes and Sizes 


235 


nc semennitiniomeny 
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TAC does what no 


other tool can do! 


AT LAST! AN OPEN-END 5 ee 
RATCHET WRENCH —the 
world’s first true universal wrench. 
A patented design for connections 
on tubing, rods, piping, conduit, 
studs, etc. Sixty-four socket sizes 
from 34" to 4”. Smallest effective 
ratcheting arc yet—5° to 7°. 
TAC will also do every job any 
ordinary ratchet wrench will do: 
ene TAC set replaces literally doz- 
ens of single-purpose hand tools. 


ROBERT S. MARS, JR., secretarv and 
purchasing agent of the W. P. & R. S. 
Mars Co., Duluth, Minn., announces 
the birth of a daughter, Susan Draper 
Mars, born May 22nd 


makers of 
advanced tools 
for industry 





NACA Elects 
Papenfoth President 


Herman A. Papenfoth, secretary and 
treasurer of the Trum!.:Il Electric 
Mfg. Co., Plainville, Conn., was 
elected president of the National As- 
sociation of Cost Accountants for the 
1951-2 year at the recent annual meet- 
ing. The election was held in con- 
junction with NACA’s 32nd annual 
international cost conference in session 
at Chicago. 

Elected as vice presidents were Lyle 
C. Bollinger, assistant secretary and 
controller of the Ideal Roller & Mfg. 
Co., Chicago; Arthur C. Chubbuck, 
partner of Patterson, Teel & Dennis, 
Boston; Robert E. Derby, Pacific area 
manager of The Monarch Marking 


TA tod 


TUBING APPLIANCE CO. 
7112 South Victoria + 10321 Anza Ave. + Los Angeles, Calif 





here’s a profit builder! 
... acclaimed in every field 1 


The new Model 200 Electric 
Sander has real profit-making 


autobody 


construction workshops 


sales points for your men to 


talk about Induction type 
motor constructed with shielded 
ball bearings —no lubrication 
or filtering of dust required 
Direct drive through sealed ball 
bearing for fast rotary action 
sanding. Light in weight —9 
Ibs. 4%” x 7%” pad takes half 
a standard abrasive sheet 


he ready to compare it 
... demonstrate it... quote 
the low price... make a Sale 


onl GE 


MANUFACTURED BY 


Junior Tool Company 


farms 


5570 ALHAMBRA AVENUE 
LOS ANGELES 32, CALIF 


cabinet 


Patent Pending 


industrial 
full year guarantee! 


Write today for complete details, sales policies, and availabie territories! 


~ 
i 


NATIONAL SALES REPRESENTATIVE. 


M.F.Huseby Co. 
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Svstem Co., Los Angeles; Francis H. 
Hall, controller of Farrel-Birmingham 
Co., Inc., Ansonia, Conn.; George E. 
Hallett, controller and assistant secre- 
tary of Tung-Sol Lamp Works, Inc., 
Newark, N. J.; John B. Inglis, partner 
of Price Waterhouse & Co., New 
York; William E. Jackman, comptrol- 
ler’s staff member of Eastman Kodak 
Co., Rochester, N. Y., and I. Wayne 
Keller, assistant controller of Arm- 
strong Cork Co., Lancaster, Pa. Philip 
J. Warner, president of Ronald Press 
Co., New York, was reelected treasurer. 


Holbrook To Build 


Reno Warehouse 


Tay Holbrook, Inc., San Francisco, 
has started construction of a new $94,- 
000 warehouse in Reno, Nevada. 

The company has facilities in major 
northern California cities. The new 
building will consist of 18,000 sq. ft. 
of floor space and will be completed 
in August. 








SEE 
WHAT'S IN 
THE STARS 
FOR YOU? 


Myron H. Buehrer To Head te 


Industrial Association 


Myron H. Buehrer 


Myron H. Buehrer, vice president 
and general manager, Boice-Crane Co., 
loledo, has just been appointed tem 
porary chairman of the recently 
formed Light Power Driven Tool In- 
dustrv Association. 

he association was formed for the 
purpose of co-operating and collabo 
rating upon industry problems revolh 
ing around relations with NPA and 
OPS 

Not less than three or more than 
twelve light power tool manufacturers, 
selected on a geographical and com 
pany size basis, will form the indus 
trys advisory committee. An associa 

secretary has been retained with 
in Washington 

There’s no mystery about your future with Bassick Casters. 

Though many of them are scarce today, this company believes in as- 
suring continued acceptance for its casters and wheels when supplies 
become plentiful. 

And the only way to achieve this is by continuous advertising to the 
deel ott Mente We snd people you sell. THE SATURDAY EVENING POST ad above is just one exam- 
Hish Point, N. C. ple. Industry is also being reached by Bassick in MILL & FACTORY, 

Formal opening celebrations werc FACTORY, PURCHASING, PURCHASING NEWS, MODERN MATERIALS HANDI ING, 
held at each location at which local MODERN INDUSTRY, PLANT ENGINEERING, 
managers and branch personne! were FLOW, INDUSTRIAL EQUIPMENT NEWS and NEW 
hosts to Hajoca customers, prominent 
local city officials, and a group of 
executives from the main offices 


Hajoca Corp. Opens 
Three Display Rooms 
Hajoca Corp., Philadelphia, Pa., has 


opened three new display rooms in 


EQUIPMENT DIGEST. 

No wonder it pays to be a Bassick distribu- 
tor, in any period. THE BASSICK COMPANY, 
Bridgeport 2, Conn. Division of Stewart- 
Warner Corp. Jn Canada: Bassick Division, 
Stewart-Warner-Alemite Corp., Ltd., Belle- 
ville, Ont. 


Wolfe To Manage Sales 
For Georgia Supply Co. 


William W. Wolfe has been ap- 


pointed sales manager of the Georgia 


Supply Company’s Savannah store. He 
will take over the position held by 
W. Sessel Waters, before the latter’s 
advancement to the post previously 
held by the late John H. Howarth. 
Mr. Wolfe joined the company in 
1932 and has been associated with the 


sales department since 1935 


Bassick 
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re kinds 


of Casters--- 


Making Casters 
do more 


Making ™° 





sell your 
hard-boiled 
buyers! 


af 


NEW MYERS NEW BRANCH of Skilsaw, Inc., in Denver services three states. It offers ful 


branch service facilities, and contains displav and demonstt 


MVC LUIS  Skilsaw Opens 
* sth 8d Three New Branches 


BASIC MODELS Skilsaw, Inc., Chicago, Hll., has serves Racine, Kenosha, Fond da Lac, 
MEET EVERY NEED! 


Maler- weuated, opened new factory sales and service Oshkosh, Appelton, Madison, Green 
pt tg Are see branches in Milwaukee, Wis., Denver, Bay, Manitowoc, all in) Wisconsin, 
centrifugals — Col., and Spokane, Wash. This bring ind Escanaba and lron Mountain in 
Ses ae tee to 33 Skilsaw’s string of branches Michigan. 


changeability of throughout the United States and Ihe Denver branch is located at 
<_< Canada, and is part of the on-the-spot 4462 York St.. and is managed by 
¢ factory service program. K:dward Watwood. It occupies 2200 
The Skilsaw branch in Milwaukee, sq. ft. of floor space and its service 
it 9209 Bluemound Rd., managed territory bevond Denver — includes 
by Walter Schroeder, occupies more Colorado Springs and Pueblo in Colo 
than 2400 sq. ft. of floor space. Lik rado, Ogden and Salt Lake City in 
its companion new branches in Den Utah, and Albuquerque and Santa Fe 
er and Spokane, it offers factory in New Mexico 
branch service facilities including fac The company’s Spokane branch at 
| service mechanics, a com 2226 North Division, managed by 
Test this new Myers line on your plete stock of replacement parts and Byron Hoffman, covers 1800 sq. ft. of 
toughest prospects—men who ssories for all Skil po table tool floor space and offers factory ser 
really pick a product apart. They'll | ind dem h-oughout eastern Washington 
be quick to spot the special ad- Niily 1ukec | 





vantages built into new Myers 





Centrifugal Pumps. Compact de- 
sign makes easier installation and 
servicing self-evident. Rugged, 
carefully balanced construction 
leaves no doubt about durability 
guarantees greatest freedom 
from thrust, stress and wear. Here 
are Centrifugal Pump 
inlimited sales potential in every 
industrial market...ty 


dle most liquids at temperatures 


pes to han- 


to 220 F in capacities to 650 


gpm. against heads up to 280 ft ™ = - [THRE ADING. 


Here is quality you can sell with 
confidence. 


WRITE TODAY FOR 
COMPLETE 
TRADE 


' 
INFORMATION! THIS DISPLAY in the windows of the R. C. Neal Co., Inc.. Buffalo, N. Y., led to 
seg a sale of almost $500. Enterprising salesman, A. C. Pitzonka, checked customer as 
The F. E. Myers & Bro. Co. to source of inquiry; found windows set up by Joe Jezioro had created interest. M. C 


Dept. 7001-G1, Ashland, Ohio Wilcox is R. C. Neal advertising manager 
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D. H. Melver 


Two Ex-Cell-O 
Executives Promoted 


Kollow.ng tae regular meeting of 
the board of directors of Ex-Ceil-O 
Corp., Detroit, Mich., the election of 
two new officers was announced 
Donald H. Mclver was elected to the 
thee of vice president in charge ot 
industrial sales, and George D. Scott 
was elected vice president in charge 
of Pure-Pak sales 

Mr. McIver joined Ex-Cell-O in 
1929. He was made a sales manager 
in 1947. Mr. Scott joined the com 
pany in 1936, and was made a sal 


nana 


- Scott 


Who Said It, And When? 


“Carloads of goods whici oace rep- 
resented $800 or $900 before the war 
now cost $2,000 and $3,000; and 
stocks of a given volume of merchan 
dise once worth $400,000, now would 
inventory at upwards of $700,000.” 
Who said it?—and when? For the 
answer see our August issue. 


TIMES MORE 
SAWING MILEAGE 


A (nd 
ww } ‘ 


(MERCURY) 


ELECTROEDGE 


By a special process, Ohlen-Bishop saw makers have 
added many hours to the useful time this blade will 
cut between sharpenings. What's more, to sharpen, 
only the top or back edge of the tooth need be filed. 
Try it and see how production will increase. No. 900 
(illustrated); No. 700, plain tooth combination—both 
in 6, 7, 8 and 10 inch diam. If for power hand saw, 
specify type. 


DEALERS — write for special FREE DISPLAY DEAL. 





1314 Kinnear Road 
Columbus 12, Ohio 
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HINGED PLATEG 


BELT FASTENER No. 5 


for Conveyor Belts 


Specially designed to permit 
quick and easy method of 
adding to, or reducing length 
of belt. Just pull the hinge 
pin to open joint. 


PLATEGRIP for dust-tight 
permanent joints. HINGE 
PLATEGRIP for “add-on” 
belts. REPAIR PLATES for 
patching worn or repairing 
torn belts. 


Write for Catalog Sheets. 


ARMSTRONG-BRAY CO. 


5356 Northwest Highway 
Chicago 30, IIlinois 








@ UNMATCHED 
PRIMING SPEED 


@ “NEVER FAIL” 

FLOAT SWITCH 

@ ASSURES unmatched self-prim- 
ing speed. Advanced Centrifu- . ; . 7 @ NON—CORROSIVE 
Ot Basign. Eacheclvn COE duet FLoat AND STRAINER 


jet construction and open thrash 
type impeller mean peak per- 
formance ond dependability @ FLOAT CONTROL 
EASILY ADJUSTABLE 
@ GIVES top performance even ' : 
— nae a ’ @ SIMPLE TO CLEAN 
air handling ability permits de- : 
pendable performance when JUST UNSCREW PIPE 
ordinary centrifugal pumps d 4 
become air bound. E ' @ AVAILABLE IN 








Easily installed. Readily port- OF SIZES 








able. May be placedaway from 


@ YOUR BEST BUY! : * } ; WIDE RANGE 
pit. Suction lifts of at least 25 ft. Se 


Write for full details of CMC DUAL PRIME PUMPS 
( ONSTRUCTION ACHINERY f 0's. 
WATERLOO, tOWA, U.S.A. 
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CHECKING PAINT are A. C. Stew- 
art and Dave Blasingame, city salesman 
for J. G. Christopher Co., Jacksonville, 


Fla. 





Heating With Atomic Fuel 
Seen As Possibility 


An economy-sized atomic pile, de- 
signed to heat the home all year at a 
cost which will be less than the aver- 
age family’s current fuel bill for one 
month, will be the next big innova- 
tion in home heating, according to 
;. J. Gossett, president of Bell & 
Gossett Co., Morton Grove, III. 

Without benefit of a crystal ball, 
Mr. Gossett said he could see nuclear 
fission as a source for heating fuel 
“within 25 to 30 years—maybe sooner 
—barring the complete cessation of 
peacetime atomic research due to a 
third world war.” 

He declared that with the introduc- 
tion of such low-cost fuel, more and 
more homeowners would be able to 
afford the latest and the most efficient 
heating systems, such as radiant panel 
heating. 


Manning, Maxwell & Moore 
Moves Price to Calif. 


Edwin H. Price has been appointed 
Pacific Coast district manager for 
Manning, Maxwell & Moore, Inc., 
Bridgeport, Conn. He succeeds New- 
ton P. Selover, who becomes director 
of export planning. 

Mr. Price, a graduate of the U. S. 
Naval Academy and Columbia Uni- 
versity where he obtained an M. S. 
Degree in Engineering, joined the 
company in 1930. His new headquar- 
ters will be in Los Angeles, Calif. 








Kearney & Trecker Corp. STANDARD SIZES 
Promotes Ralph W. Burk 4 mi . 

Ralph W. Burk, vice president of -|—}\ 1b fl ll 
sales for Kearney & Trecker Corp. = bees be fe 
since 1943, was recently elected vice 
president for manufacturing. He will 
also continue as head of the com 
pany’s sales division. 

Andrew K. Wilson has been ap- 
pointed director of industrial relations 
and head of the personnel depart- 
ment. He was made a member of the 
management committee. 

Mr. Burk joined Kearney & Trecker 
in 1927 after 10 years with a Philadel- 
phia dealer for the company. He 
also served as a Detroit branch office 
manager, assistant division sales man 
ager and general sales manager, prior 
to his election in 1943 to sales vice 
presidency. 
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Nichols Joins 
Briggs-Weaver 


IK. C. Nicholas has been named 
sales engineer on contracting equip- 
ment and material handling by Briggs- 
Weaver Machinery Co., Dallas, Texas. 
In his new position he will work with 
the pump and motor department and 
the heavy machinery department on 
specifications and plans for municipal 
office and warehouse buildings, and 
manufacturing plants. : chet © ‘ Meseien i s over 

Loyd T. Wyrick, formerly with the er Cap Screw Head Cap sentie * greater saving 
telephone sales department, has been Lm s 
promoted to the sity sales force and aN ) “special size 
Charles Waddill from telephone sales Z ~ e e” 
to East Texas sales. a + less “down-tim 

Other promotions moved L. B. \ 

Smith, Bill Curry, and Bill ““McClenan 
to telephone sales and Karl Rechen- Flat Heod 
berg, Aubrey Boozer, Les Crawley and Cap Screw 
Chester Ahr to counter sales. 








Here’s what you can do to speed deliveries of 
Chicago “Safety Plus’’ Screw products to your 
customers during these days of shortages and 
slow deliveries: 

1. Urge them to standardize on “Standard” 








ym : sizes. 
f 2. Urge them to order from you as far in 
\ advance as possible. 

- , 3. Order your own supplies from us well in 
: advance too, so you can maintain a full, 
Semi-Finished Nut well-balanced stock of ‘Standard’ sizes in 

your bins at all times. 

This will result in greater savings over ‘‘special’’ 
sizes, less ‘‘down’’ time for your customers, and 
speed deliveries all down the line. Our mer- 
chandising policy is based on complete cooperation with Industrial Supply 
Distributors and we pledge ourselves to make every effort to keep you well 
supplied with ‘“‘Chicago’’ Screw products in “Standard” sizes. 


ASK FOR ‘‘CHICAGO’’—AND SET “Safety Plus” 


All Chicago ‘Safety Plus CHICAGO * Safety Dina’ | 

The CH ICAGO 0 ae now come saeseten ae eae 
packed in this strong, eas- 

SCREW COMPANY ier-to-see carton. Color CAP SCREWS 
identified labels mean 
2503 WASHINGTON BOULEVARD faster selection—greater 
BELLWOOD, ILLINOIS saving of time in stock 

rooms. 














GEORGE A. INGALLS, a director 

and ¢ omptroller of American Machine Hexagon Head Cap Screws, Steel and Brass » Square Head and Headless Cup Point Set Screws » Semi-Finished Hexagon Nuts, Steel and 
& Foundry Co., has been elected a vice Brass » Hexagon Castellated Nuts » Fillister and Flat Head Cap Screws » Taper Pins » Milled Studs » Socket Head Cap Screws » Socket 
president of the company. Set Screws « Socket Pipe Plugs Stripper Bolts or Shoulder Screws » Squore Heod Dog Point Set Screws Keys, Assortments and Kits 
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Napoleon 1S supposed to have said this 


even long before American business 


showed what can be done with ideas of 
the right kind 
Never in ehe past have sound ideas 


been valued as they are today. And that 


goes for ideas that help to change an 


Ordinary Catalog to one that is the 


Buyer's Best Friend. These ideas are not 


always easy to see. But they are there 


Some of the ideas have come to us 


1 


through long years of compiling and 


printing hundreds upon hundreds of cat- 


alogs for leading distributors all over the 


United States. Orhers are new—tumely 


sprung from new needs, new methods, 


new practices in buying 
Do you want to make sure that your 

, ’ 
present catalog 1s fully in line with your 
needs in the years ahead? If there is even 
the shadow of a doubt, why nor call us 
make a Survey just on Ssus- 


W rite us (| day 


bligation 


Catalog ¢ ompiling Dept. 


f 


R. R. DONNELLEY & SONS COMPANY 


50 EAST TWENTY-SECOND 


PRINTERS BINDERS 


RECENTLY DELIV! 


REPEAT 
ORDER 


FIRST 
ORDERS 


= 


O00 <P UIE MSU 


=e 


STREET, 


ENGRAVERS 


CHICAGO 16, ILLINOIS 


LITHOGRAPHERS 


ED DONNELLEY-BUILT CATALOGS 
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NEW TRUCK of the Brown Engineer 
ing Co., Reading, Pa. is loaded up by 
driver John Miller for his last deliveries 
of the afternoon 





Goodrich Makes Sweatt 
California Plant Manager 


James F. Sweatt, manager of The 
B. F’. Goodrich Co. tire plant at Oaks, 
Pa., since 1934, has been named man 
iger of the company’s Los Angeles, 
California tire plant 

He Laurence R. Keltner 
who has been made director of B. F. 
Goodrich employee relations with 
headquarters in Akron, Ohio. 

The new Los Angeles plant man 
iver joined B. F’. Goodrich in 1923 as 
i factory employee. He was transferred 
to Los Angeles as supervisor when the 
plant was opened in 1928. 

Glen FE. Wilson has been named 
director of employee relations, a newly 
created post of B. F. Goodrich. He 
will have charge of employee relations 
in all plants the company operates 
throughout the country. With the 
company since 1928, Mr. Wilson 
started as an accountant. 

Charles H. Schroeder has been ap- 
pointed technical manager of textiles 
in the industrial products division, 
succeeding the late Clarence W. 
Brees. Mr. Schroeder has been with 
the company since 1921, when he 
joined the research department as a 
chemist 


succeeds 


Caldwell To Head 
Borg-Warner Division 


W. B. Caldwell has been elected 
president of Borg-Warner Corp.’s 
Calumet Steel Div. in Chicago 
Heights, Ill., and Franklin Steel Div., 
in Franklin, Pa. 

Prior to Mr. Caldwell’s election, 
Roy C. Ingersoll, president of Borg- 
Warner, had also held the presidency 
of the two divisions. Mr. Caldwell 
previously was vice president and gen- 
eral manager of both divisions. 








A. J. Steffens. Jr. 


Osborn Makes Steffens 
Sales Engineer 
\. J. Steffens, Jr., has 


pointed sales engineer for the Osbon 


Mfg. Co., Cleveland, Ohio 


He will cover the following terri- 


torv: North Carolina, South Carolina, 
eastern Georgia, and Florida. Mr. 
Steffens was formerly associated with 
National Litho Forms Co. as a svs 


ten ngineer 


Republic Rubber Plans 
Sales Training Program 

Republic Rubber Division, Lec 
Rubber & Tire Corp., Youngstown, 
Ohio, has announced plans for a new 
sales training program. The company 
plans to select several voung men from 
their own organization, and this year's 
college graduates. Mr. J. M. Hughes, 
ales development manager, has visited 
colleges in the Youngstown area and 

now conducting interviews and 
examinations 

Ihe voung men selected for the 
program will start by working in the 
factory, laboratory, office and in the 
field. It is expected that the program 
will give them first-hand information 
ind understanding of the use, applica 
tion and quality of Republic’s indus 
trial rubber products. The program 
will be supervised by Mr. Hughes, 
with all of Republic’s department 
managers actively participating in the 
training 


Who Said It, And When? 


‘The day is coming when the job- 
bing interests of this country will be 
doing business on the quality basis, 
and everything they sell will bear the 
stamp of quality.” Who said it, and 
when? The answer's in our August 


ssuc 


140-A Series. 
Equipped with Roller 
Bearing Semi-Steel 
Wheels. 





hard service 


built-for-the-job 
40-A SERIES 
STRUCTURAL STEEL 


CASTERS 


1340-A Series 


Equipped with Roller Bear- 
ing Solid Rubber Wheels. 


1540-A Series 
Equipped with Roller Bear- 
ing Vulcanized-on Soft 
Rubber Tread Wheels. 











INDUSTRIAL DISTRIBUTION © JULY, 1951 


Tou can depend on Bond 40-4 
y Series Casters when your 
service needs require the strength 
and durability of all-steel con- 
struction coupled with easy 
maneuverability for perfect 
handling of peak loads. 

The 40-A Series have, double 
ball races. The upper race absorbs 
all side shock eliminating strain 
on king bolt; the lower race 
absorbs the vertical load created 
by the long throw of the caster. 


These casters are pressure lu- 


bricated for frictionless operation 


—they stand up best, keep costs 
way down. 

Write today for your copy of 
the Bond Catalog K-38 which 
gives complete information on 
the full line of Bond Casters 
including the popular structural 
steel 40-A Series. 


BOND FOUNDRY & MACHINE CO. 
Manheim, Pennsylvania 





PARKER VISES A 


America's First Vise Maker ~ 


THEY ALWAYS 
STAY SOLD 


(A AWBN SVYHD 
SUL 


dal 


Lester F. Cox 


Thermoid Co. Elects 
Cox Vice-President 


Lester F. Cox, was elected senior 
vice president of the Thermoid Co., 
Trenton, N. J., at a recent board of 
directors meeting. 


The Sales Policy is Machinists @ Top Swivel Jaw He will | ¢ all TI 

O/ ‘ , ombination Pipe @ Hinge Pipe e will be in charge of all 1er- 
100% through Distributors Woodworkers @ Utility moid plants and manufacturing oper- 
ations. Prior to being named to his 

THE CHARLES PARKER CO. MERIDEN, CONN. present position, Mr. Cox had served 
Thermoid as vice president in charge 
of rubber manufacturing. He joined 
a : . . the company in 1930 as a production 
This is an industrial machine tool planner and subsequently served as 
that every Industrial Distributor production manager, assistant factory 


can sell manager and factory manager. 


The SHELDON Size “0” Precision Allis-Chalmers Awards 


Milling Machine, will fit into any Ten $500 Scholarships 
tool room. It is accurate enough to ] 

an Five girls and five bovs were named 
work to the very closest tolerances recipients of ten $500 Allis-Chalmers 
Being of standard industrial type, Mfg. Co., scholarships given by the 
size and capacity, it can be sold al- firm this year. 
most like package goods, ‘’over the Res wisest Rosai —_ a poe 
‘eats ™ > eninen crated, nek, who were sons and daughters of the 


Late Milwaukee, Wis., firm’s employees. 
pletely assembled, ready for work Under the program it is possible that 


SHELDON’S competent field en- each student may receive $2,000 in 


,; educational assistance while complet- 
gineers are always available to help ing four years of college study. 


you close sales, should technical Announcement was also made by 
questions arise. You provide the Allis‘Chalmers that The Austin Co., 
prospect and take the profit. Chicago, has been named gencral con- 
tractor for the $5,000,000 engineering 
ind construction program planned by 

the company in Terre Haute, Ind. 
The project will include a 500 by 


a Re : H ELDON 800-ft manufacturing building and a 

end Aitadenents 50 by 300-ft., three-story office build- 
Power i ~ 3 . ing. 

poe se opm CHICAGO In the new plant to be located 

Rotary Table Swivel Vise SHELDON MACHINE CO., Inc., north of Terre Haute, the company 

Drip Fot Oiler 4232 N. Knox Ave., Chicago 41, Ill. will manufacture compressors for the 

J65 Sapphire turbo-jet aircraft engines. 
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Exposition To Sponsor 
$2500 Competition 


First details of the 1952 Merit 
\ward Competition, sponsored by the 
4th International Lighting Exposition 
have been announced by G. T. Mor- 
row, chairman of the merit award 


committee. 
Ihe purpose and objective of the I WISH POTTS 
competition as well as the exposition WOULD DEMONSTRATE THOSE 


to be held in Cleveland, May 6-9, 


1952, is to help mobilize lighting BUDA SACKS 


knowledge for a stronger America, / 
from the standpoint of the latest SOMEWHERE ELSE ; 
equipment, installation methods, and 
application techniques, according to 
the chairman. 

The competition affords an oppor- 
tunity to receive the industry’s highest 
recognition for outstanding lighting 
installations with 25 Gold Seal 
Awards and additional Merit Award 
Certificates, and also an opportunity 
for successful entries to be exhibited 
in the Court of Honor at the Exposi- 
tion 

Entry blanks are available to elec- 

il contractors, utilitv lighting and 

epresentatives, electrical dis- Potts is one of our most successful Jack 


s’ lighting specialists and sales- tea? ‘ 
sitters be. consulting enai- Distributors. He discovered that Buda 


ts, and owners and users of indus- Jacks sel] themselves on demonstra- 
and commercial lighting é ; 
tion. When his customers see the fast, 
Thomas To Manage Sales smooth, easy lifting action built into 
For Rockwell Gould Co. Buda Jacks, Potts says the sale is made. 
Gerald B. Thomas, for the past 13 The quickest and easiest way to 
yeas ott manager of the Svcse pick up a steady Jack business is to 
Toalig Ravine Siok Ce . Inc., have a representative stock of Buda 
Mi Phomas has been in the indus. Tere <t ‘es Screw, Ratchet and Hydraulic Jacks 
ms er ee ere eee wir ¢ on hand and be ready to demonstrate 
ig : , the right jack for any job. Write for 
the new General Catalog No. 1515 
describing the complete line of Buda 
Jacks. The Buda Company, Harvey, 
Illinois. 





5 TO 15 TONS 








Ball Bearing 
Journal Jacks. 
gis  '5TO SO TONS 








SAMPLE of a hack saw blade is shown 
to Howard Wilson, The Stanco Co., 
Dallas, by Frank Braswell, Capewell 
Mfg. Co. 


Jocks— Jocks — Jocks— 
5 te 15 tons 15 te 50 \ens 15 te 75 tons 
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CASH-ACME 
Values 


DEMANDED BY 


impose v Everyuhere 





Type “B" Pressure Reducing 
and Regulating Vaive 


steam generator 
manufacturer specifies 


CASH-ACME 


When the pressure’s on, this . 

steam generator manufac- Edgar H. Cummings 

turer depends on a CASH-ACME Automatic reducing 

and regulating Valve for unfailing service. It’s the same 

Story in any industry that requires consistent pressure , = 

control. CASH-ACME is specified by more and more Round Chain Makes 
manufacturers. Write today and find out how a CASH- Cummings Chief Engineer 
ACME Automatic Valve can help with the successful & & 
operation of your product. I:dgar H. Cummings has been ap 


i 
pointed chief engineer of the Round 


cash Associate Chain Companies, Cleve 
A. W. CASH VALVE 


land, Ohio. He was formerly associ 
Acme ieee binant MANUFACTURING CORP. ited with American Monorail Co., in 


6615 E.Wabosh A . 
~idemadin halves ~ these aaa the capacity of assistant chief engi 


BLOOMINGTON, ILL. neer. ae 
In his new position he will be in 


charge of all engineering activities of 

he Bridgeport Chain & Mfg Co., 
STEEL Ihe Cleveland Chain & Mfg Co.; 
Ohio Hoist & Mfg. Co.; Round Cali 


f fornia Chain Co.; The Round Chain 
a) SHELV N f - & Mfg. Co.; Seattle Chain & Mfg 
(TX ; ‘ 

(| 


y / 
Co.; The Soutl Chain & Mfg Co.; 
IRON csv hes ANY SIZE | ~ | a \W Sica “Chain Works: ind, rhe 
— ‘ Plating & Galvanizing Co 
GRIP yER | :/:):)/ALL EXTRAS = ii a 


“trong 
The More You Load It the Tighter It Grips ond 
| am Bey”, 
Belie 
For Extra 
Heavy Duty 
Service 
HOW IT GRIPS 
A slope in the 
keyhole joins with 
< ) the taper on the 
NO BOLTS - SOY stud to form the D R A Ww 3 R 
NO TOOLS - \ ca tightest and 
ONLY A STUD strongest of grips. U NI T S 
for Speedy wy An exclusive 
Shelf Assembly ccaeina Equipto design. 


Sold only through Distributors—Never Direct 











FREE 


~ 4 Mustrated | 
680 PRAIRIE | “> 
at 
Phone Aurora 9232 Stalogs : pe 
eran 


AURORA, ILLINOIS 
Div c a 0 Ss] 
BINS DRAWER UNITS TOOL TENDERS. CARTS. INSERTS COUNTERS BENCHES . “What sorta mood you in?” 





fiom oF mors ¢ pPuwiN 
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Frank C. Hackett 


Hackett to Expedite 
Bell & Gosset War Orders 


Frank C. Hackett has been ap 
pointed Washington, D. C., repre 
sentative in charge of all government 
contracts by Bell & Gossett Co., Mor 
ton Grove, II] 

While in Washington, he wiil con 
tinue as sales promotion manager, a 
post he has held for six years 

During Mr. Hackett’s 17 years with 
Bell & Gossett, he represented the 
company in Washington for 11 years 
prior to and including World War II 


Executive Changes Made 
At Allis-Chalmers Branch 


Executive changes have been an 
nounced at the Boston Works of 
\llis-Chalmers Mfg. Co., Milwaukee, 
Wis. Leonard J. Linde has been made 
issistant general manager and chief 
engineer; Henry P. Pinkham, assistant 
chief John F. Chipman, 
product engineer; and George W 
O'Keeffe, manager of sales. 

Alfred E. Kilgour has been ap 
pointed assistant manager of sales; 
Russell J. Neagle, special representa 
tive; and, Chester D. Ainsworth, 
Standards engineer 


engineer; 


Stanley Holds Outing 
For 25-Year workers 
I'he Stanley Works, New Britain, 


Conn., held an outing recently for 600 
f its employees who are members of 
the company’s Quarter Century Club. 
Fifteen percent of all employees are 
members ef the club. 

\ccording to company figures, the 
total number of ‘years of real service 
that 911 veteran employees have given 
to The Stanley Works equals 29,217 
years. 

















Vd 


r 


oil! 


The Nationally Known Ettco-Emrick Drilling and Tapping Line 


Dealers Enthusiastic About Ettco-Emrick 
Drilling and Tapping Equipment 


The many distributors who 
stopped by the Ettco Booth at 
The Triple Industrial Supply 
Convention displayed extraordi- 
nary interest in Ettco-Emrick 
equipment. They wanted to 
know about deliveries, dealer 
support and new developments. 
They were told that Ettco pro- 
duction is running at top capac- 
ity and a new plant, now under 
construction, will soon increase 
present output. They were glad 
to learn, too, that advertising 
and sales-promotion stressing 
the ‘“buy-through-your-distrib- 
utor” theme will be greater than 
ever before. 





a 
Ettco President 
Greets Conventioneers 


Highlighting the close relation- 
ship Ettco maintains with its dis- 
tributors, Melvin H. Emrick, 
Ettco president, was on hand to 
answer questions and greet old 
and new friends in person. Mr. 
Emrick who grew up in the busi- 
ness, is an exper on drilling and 
tapping problems. 





a 
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New Drill Chuck 
Dealers were enthusiastic 
about the new Ettco-Emrick 
ball-bearing drill chucks. Re- 
ports show that demand for 
them is increasing constantly. 


Foot-Air Operated 
Tapping Machine 
The new Ettco-Emrick 72A 

foot or air operated tapping ma- 
chine for use with multiple 
heads or single spindle tapping 
attachments came in for a great 
deal of attention. Ready cus- * 
tomer acceptance has already 
been indicated. 





Distributor Key Man in 
Ettco Sales Planning 


tecognizing the importance 
of the distributor in its sales 
setup, Ettco is going all out to 
assist its representatives. Engi- 
neering cooperation and inten- 
sive dealer support through in- 
creased advertising, sales pro- 
motion and close factory cooper- 
ation are keystones of the Ettco 
program. 











MARKAL 
PAINTSTIKS 


A Good Sales 
Addition to your Line 


@ Small item for big turnover 
@ A type for every marking job 
@ A time-saving tool for industry 











@ FOR COLD SURFACES 


MARKAL PAINT- 
STIK is made in a 
number of types for 
cold surface marking 
down to —50°F and be- 
low. It will mark on 
any surface regardless 
of condition—eoily, icy, 
wet, dry, rough, sleek. 





MARKAL PAINTSTIK 


Ling PAINT IM ST IN STICK FORM - HANDY AS A 5 A PENCIL 


@ FOR HOT 
SURFACES 
t<KAL PAINT- 


narks hot sur- 

u to 2000°F. 
Mar ks wi ll not run, 
char, peel, crack or 
> ogy ip Several types 
fo high tempera- 
ture marking 


| 


a 


@ WHAT MARKAL PAINTSTIK IS 


Paint in stick form—easily handled, easily 
Fade-proof and W her-proof. 

s old paint pot and brush, Saves 

1ers’ time and cuts co POSI- 

, PE oR MANENT records 


@ A NECESSARY TOOL 
MARK AL PAINTSTIK is kno 


r you se it 
and more in some cases to many 
mall t sole in shops, plants and fac- 
Every industry a potential user. 


as sucl 


@ AVAILABLE IN COLORS 


Each type MARKAL PAINTSTIK is made 
in lors scien lly selected to f 


@ PACKAGED TO SELL 

You will find MARKAL P AINT STIK easy 
andle and stock Po »f-sale helps 

available Supported by seasonal adver- 

yoke 


%& SAMPLE SENT FREE 


See for yourself the great value of M AR = AL 
STIK Try a sampl 1 le why 
led with outstanc zy points 
» details will be given y 


Established Users in Your Territory 


MARKAL COMPANY 


3094 W. Carroll Ave. 





NEW PLANT for the Grinding Machine Division of Norton Company, Worcester, 


Mass , 


is expected to be finished in March 1952. 


It is expected that factory employ- 


ment of this division will be increased by 800 employees. 


Norton Co. Plans 
$6,000,000 Expansion 


Norton Co., Worcester, Mass., has 
announced an expansion plan costing 
$6,000,000, to include a new plant, 
office and parking area. 

The 64-acre plant will be erected on 
Brooks 4 in Worcester. It will con 
sist of a 740 by 300-ft. factory join 
ing a 360 x 100-ft. office building. A 
large parking adjoins the plant 
site. 

Of single storv, modern construc- 
tion, the unit will provide 275,000 sq. 
ft. of working space and enlarge the 
company’s machine tool manufacture 
by 50 to 60 percent. 


area 


Lyon-Raymond Corp. 
Promotes Raymond Gibson 


George G. Raymond, Jr., has been 
named executive vice president and 
general manager of the Lvyon- 
Raymond Corp., Greene, N. Y. 

Christian D. Gibson, senior de- 
signer and chief engineer for Lyon- 
Raymond, has been promoted to vice 
president in charge of engineering. 
Gibson designed, among other prod- 


sales 








ucts, the company’s recently-intro- 
duced SpaceMaker Electric Tiering 
l'ruck. 

William H. Lamb, for three years 
controller, then assistant treasurer, 
has been appointed treasurer for Lyon- 
Raymond, while Carl F. Kellog will 
become the firm’s advertising man- 
ager. 


Reichle Supply Co. 
Celebrates 25th Anniversary 


The Reichle Supply Co., Saginaw, 
Mich., celebrates the 25th anniversary 
of its founding this year. The com- 
pany has remained under its original 
head, Emst L. Reichle, 80, who i 
still active. 

The firm, which now has a total of 
68 employees, will celebrate with an 
open house, to be held in July for 
employees, friends and industrial ac- 
counts. 

Officers of the company, which 
covers the northern part of Michigan 
on a line drawn above the city of 
Flint, are: Ernst L. Reichle, presi- 
dent; Walter A. Reichle, vice presi- 
dent; and, Charles J. Shea, secretary- 
treasurer. 


ORIGINAL HOME of Reichle Supply Co., Saginaw, Mich., as otal in 1926 and 
| has been constantly improved and extended 


Chicago 12, Ill. 
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EARLYBIRD, G. W. Donahue, presi- 
jent of Stacy Supply Co., Springfield, 
Mass., arrives at work in one of the 
four new urs purchased for Stacy 
salesmen 





Allis-Chalmers Names 
Four New Salesmen 


Robert E. Ketten and William C. 
Hall are newly named sales representa- 
tives to Allis-Chalmers, Mulwaukee, 
Wis., general machinery division dis- 
trict offices in the Midwest. 

Mr. Ketten was transferred from 
the company’s water conditioning sec- 
tion to the Milwaukee district office 
where he succeeds H. E. Eigner as 
water conditioning sales representa- 
tive. Mr. Eigner has been called into 
military service. Prior to joining the 
ompany’s water conditioning depart- 
ment in 1948, Mr. Ketten served in 


\llisChalmers processing machinery | 


department for several years. He is a 


chemical engineering graduate of Mar- | 


quette University. 


Mr. Hall came to Allis-Chalmers in | 


1949 following graduation from Pur- 
due University with a mechanical en- 
gineering degree. He recently com- 
pleted the company’s graduate train- 
ing course 

John J. O’Ryan and Norman S. 
Cass are newly named sales _repre- 
sentatives to Allis‘Chalmers general 
machinery division offices in the 
Southwest 

Mr. O’Ryan, a civil engineering 
graduate of the University of Colorado, 
has been named to the Dallas district 
fice 

Mr. Cass, an industrial engineering 
graduate of Oklahoma A.&M. College, 
has been assigned to the Oklahoma 
City branch office. 

Both men came to Allis-Chalmers 
n 1949 and have completed the com 
any’s graduate training course. 


In Times Like Th 
-@ DEPENDABLE Source of Supply 


ese 


Is Your Safest Protection 


WIRE CONNECTORS 
Famous ‘‘Wire-Nuts"’ and 
Set-Screw Connectors 


WIRING TOOLS 

WIRE STRIPPERS 

Production and hand type 
VACUUM CLEANERS 
Industrial hand type cleaners 
and blowers, tank type cleaners 
THERMO-GRIPS 

Resistance heating soldering tools 
COMMUTATOR 
MAINTENANCE 

EQUIPMENT 

MOTOR REPAIR SHOP 
EQUIPMENT 

MACHINERY PRODUCTS 


live Centers - electric etchers - 
tachometers, etc. 





“Assure the dependability of your 
supply line.” This is the first rule of 
sound planning—whether on the 
battlefront or in your battle to keep 
customers or gain new ones. 


Here at IDEAL we're with you all the 
way. The IDEAL products your cus- 
tomers want are pouring out of the 
plant at a record pace. Quality 
standards have never been higher. 
Today as always, you can sell any 
IDEAL product with confidence and 
respect. 


Our sales force has been alerted to 
work with you in every way—to help 
keep IDEAL your dependable source 
of supply—your means to satisfied, 
profitable customers, today and in 
the coming tomorrow. 


SOLD THROUGH AMERICA'S LEADING DISTRIBUTORS 


IDEAL INDUSTRIES Inc., Sycamore, Illinois 
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GREATER PROFITS 
CLIPPER 


Y ¥ Constant Consumer Demand 
WNo Factory Sales to Users 
YW Nationally Advertised 
WY v Firm Resale Price Policy 
) v Highest Uniform Quality 


Sold ONLY 


Through Authorized Distributors 


“THE THING’ 


to remember! 


ADVERTISING 
LIKE THIS 


During the emergency it may be 


difficult — even 


impossible — to 


replace worn-out machinery. 


THE THING TO DO? Use 
a Clements-Cadillac com- 


bination 


blower-suction 


cleaning tool regularly 


to 


dislodge Dust, 


Dirt, and Grit from 


every crevice in 
your 
They‘ll run 


better, longer y 
” t 2) 


250 


machines 


ty 
AS 


4 
Y Pe 


ea 
i Ni 
d 


SAVE 
TIME » MONEY 
PREVENT DAMAGE 


‘ ane with attachments for 
TO MACHINERY 
every cleaning job p. 





aa 
}STOCK BINS 
LN et 


Made in 5 models 


IF YOU 
WANTA 


PORTABLE COMBINATION 
BLOWER-SUCTION CLEANER 
CLEMENTS MFG. CO. 


6624 S. NARRAGANSETT AVE. CHICAGO 38, WL 


SELLER 
WRITE US 
FOR DETAILS 
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Joseph Smithling 


Joseph Smithling 
Joins Burhans & Black 


Joseph Smithling, formerly with 
Keystone Lubrication Co., has joined 
the sales force of Burhans & Black, 
Inc., Svracuse, N. Y., as lubrication en- 
gincer. He has had 19 years experi- 
ence as a field engineer in sales and 
service, and as an instructor in prop- 
erties and application of lubricants. 

Mr. Smithling’s appointment is in 
line with Burhans & Black’s expanded 
program of specialized lubricants dis 
tribution. 


Industrial Injury Rates 
1950 


American workers were a lot safer 
in 1950, the National Safety Council 
reports. 

Industrial injury rates for last year, 
released by the Council in advance 
of the 1951 edition of its annual sta- 
tisticil vearbook, show a substantial 
reduction in both the frequency and 
severity of 1950 accidents as compared 
with 1949. 

I'wentv-nine of the 40 basic indus- 
trv classifications reduced their fre- 
quency rates, and 23 reduced severity 
rates. 


Lower in 


Kelting To Manage 
New Falk Corp. Office 


Richard A. Kelting has been ap- 
pointed manager of the new Newark, 
N. J., sales office of the Falk Corp., 
Milwaukee, Wis. 

As manager of the new office which 
has been established to serve the 
northern half of New Jersey, he will 
represent Falk for industries in Ber- 
gen, Union, Hudson, Essex, Middle- 
sex, Somerset, Morris, Passaic, Sussex, 
Hunterdon, Monmouth, Mercer, and 
Warren Counties. 





A LINE on what customers are buying 
is obtained from invoices by Dick Sut 
ton, salesman for Onondaga Supply Co., 
Syracuse, N. Y 





Night Traffic Accidents 
Sap Nation’s Manpower 


In 1950, trafic accidents killed 
35,500 people. Of these 20,190 were 
killed by accidents that occured in the 
dark, when only } of the traffic was 
moving and when only 41 percent of 
ill accidents occurred. 

At least 60 percent of the nation’s 
production workers depend upon their 
own automobiles for transportation to 
ind from work—therefore, any con- 
dition that converts the automobile 
from a means of transportation to an 
instrument of destruction has scrious 
effects on production. 

Inadequate lightning is believed to 
be the condition directly responsible 
for 10,210 deaths per year, 350,000 
injuries and 2,000,000 damaged vehi- 
cles Other _ factors intoxication, 
driver fatigue, defective vehicle lights, 
ind night traffic densitv. 


Cambridge Expands 
Metal Specialties Div. 


I'he Cambridge Wire Cloth Co., 
Cambridge, Md. has announced an 
expansion of the facilities of its metal 
specialties division. 

Sales activities will be under the 
direction of Wallace I. Pink while Ed- 
son Leonard will head the newly 
created engineering department. Ev- 
erett Creighton remains in charge of 
production facilities serving the ex- 
pansion. 

The division will handle qesign, 
manufacturing, sales and servicing of 
materials handling equipment such as 
baskets, trays, crates, racks and the 
company’s line of Gripper woven wire 


slings 


It’s Easier to Sell 
the Sprout-Waldron 


“blue face’ 








Because of their widespread use and recog- 

nition by American industry, Sprout-Waldron’s 
“Blue Face” Pulleys are fast-moving distributor's items. 
Whether it’s a rough materials handling job which demands 
the ultimate in belt-saving features...or a simple task of 
power transmission—there is a wide selection of “Blue 
n Face” Pulley types and sizes to choose from... with di- 
— ameter sizes up to 72” available. 
Write for your copy of Bulletin 33 which contains 
full information about the profit-building “Blue 
Face” line. Address: Sprout, Waldron & Co., 
Inc., 3 Waldron Street, Muncy, Penna. 


146-A 
sprout'swaldron 


Manife Tar. Vv Cngine Ck 
L MUNCY 7 PENNS YEVANIA ) 
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NOLAN CAR 
DOOR OPENER 


Every plant with a rail 
siding should have at 
least one. Saves time 
and money. One man can 
open or close the most 
stubborn freight car 
door quickly . safely 
with a Nolan Car Door 
Opener. Thousands have 
been sold and used with 
success at freight load- 
ing and unloading spots. 
Good repeat item 


NOLAN PULLER JACK AND 
LOAD BINDER 


machinery and 
other heavy arti- 
cles. Two types: 


Used in industrial 
plants, conmstruc- 
tion work, quar- 
ries, mines and oil 


fields for moving LOAD CHAIN 


3 ton(5 ton with sheave block), 15 ft. load 
chain, 314 ft. tail chain with release block. 
44 ton, 8 ft. load chain, 3 ft. tail chain. 


NOLAN GEAR PULLER 





Pays for itself on its first few jobs. Pulls 
gears, wheels and many other articles. Uni- 
versal application eliminates four to ten 
types or sizes of other devices 


NOLAN RERAILERS 


Highly efficient 
for getting cars 
and locomotives 
back on the track. 
Railroads and in- 
dustries are big 
users 


NOLAN TRACK BRACES 


Holds railway tracks 


to desired gauge 
where service is 
severe. Can 

be used . 
again and L= 
againfor | 

quick, 

easy, low 

cost repairs. 


All Nolan products are 

carefully made of the highest grade ma- 
terials. Orders are handled promptly and 
efficiently with your shipping and billing 
instructions carefully followed. Write for 
free catalogs and price sheets. 


THE NOLAN COMPANY 


118 Pennsylvania Street * Bowerston, Ohio 


252 
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DISTRIBUTOR SALESMEN were briefed on industrial selling in a recent school 


training period sponsored by Walker-Turner Division, Plainfield, N. J 


Walker-Turner Holds 
Salesman School 


The Walker-Turner Div. of Kearney 
& Trecker Corp., Plainfield, N. J.. 
recently sponsored a training period 
for eleven distributor salesmen from 
various houses throughout the coun 
try. 

Those participating in the course. 
which was under the charge of Claude 
Neel, John T. Everett & Co., Mem 
phis, Tenn., were: Jim Cozart, John 
I’. Everett & Co.; A. D. Gugenheim, 
\. D. Gugenheim & Co., Amarillo, 
lexas; Paul Teague, Jr., Wichita Falls, 
Texas; W. W. Sparks, Noland Co., 
Birmingham, Ala.; E. S. Wilson, No- 
land Co., Gadsden, Ala.; M. J. Lyons, 
Lyons Machinery Co., Little Rock, 
Ark.; Bob Rier, J. E. Dilworth & Co.., 
Memphis, Tenn.; Joe Finnegan, FE] 
Paso Saw & Belting Co., El] Paso, 
Texas, Louis Berryman, Electric & 
Service & Supply Co., Odessa, Texas; 
G. B. Dishong, Electric Service & Sup. 
Co.; W. W. Jackson, Electric Service 
Co., San Angelo, Texas 








Rheem Mfg. Co. 
Makes Personnel Changes 


Richard O. Pallin has been made 
advertising and sales promotion man 
ager of the Rheem Mfg. Co., N. Y. 

Albert Welge, acting advertising 
manager, remains on the staff and 
Ralph Towne, sales promotion man- 
ager of the appliance division, has 
been made staff assistant to Clifford 
V. Coons, sales vice president 


Link-Belt to Build 
Pennsylvania Plant 
Link-Belt Co., Chicago, Ill., has 


started construction of an engineering 
ind manufacturing plant on a 43-acre 
site at Colmar, Pa. 

The new plant is designed for 
straight-line manufacture from the re 
ceiving department at one end of an 
580-ft. building to the shipping de- 
partment at the other end. It will 
contain approximately 300,000 sq. ft. 
of floor space, including a two-story 
office building and a cafeteria. The 
layout allows for future expansion to 
double the initial size. 


a 


NEW PLANT being built by Link-Belt Co., at Colmar, Pa 
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CAREFUL CHECK of specifications 
at time of writing by Gene Crumbley 
and Al Muntan, Boykin Tool & Supply 
Co., Atlanta, Ga., prevent possible de- 
lays later 





Absenteeism Advisory 
Cemmittee Meets 


Ihe newly formed advisory com 
mittee of the National Institute of 
Reduction of Industrial Absenteeism, 
held its first meeting recently, unde 
the direction of Dr. David B. Hertz, 
executive director. 

“American industry is today losing 
more than 10 percent of its available 
productive manhours through all 
forms of absenteeism,” the director 
said 

According to Dr. Hertz, it is the 
joint responsibility of management, 
labor, and government to sponsor in 
tegrated research on the problem. 

Individual research grants are be 
ing arranged whereby the institute will 
study the problems of absenteeism in 
specific industrial firms and work out 
corrective programs. 

Advisory committee members are 
McGraw-Hill Publishing Co., Wilcox 
Gay Corp., Remington Rand _ Inc., 
Johnson & Johnson, National Broad 
casting Co., Pepsi-Cola Co., Revere 
Copper & Brass Inc., Yale & Towne 
Mfg. Co., Dun & Bradstreet, Whalen 
Drug Co., Esso Standard Oil Co., 
Gimbel Bros., Consolidated E:dison of 
New York, Lilli Ann Corp., Mays 
Dept. Store, R. H. Macy & Co., and 
Mutual Life Insurance Co 


DuPont Promotes Coolidge 


Dr. Cole Coolidge recently was 
appointed director of the chemical de- 
partment of the Du Pont Co., to suc- 
ceed Dr. Elmer K. Bolton who has re- 


tired after 2] vears as director. 





rT cum get it for al 
you in g yooh 








fx z * 
| can deliver the 











Which distributor 
sells the pump? 


You can win new customers and please old ones 
by having pumps when they want them. Here’s how 


to do it: 


Order an initial stock of pumps from Goulds to- 
day. They will be delivered to you in a few weeks. 
As you sell pumps out of stock, reorder immediately 
—in that way you will always be ready to deliver on 


short notice. 


For advice on the most salable items to stock, for 
help in selling and merchandising, call your nearest 
Goulds Branch or write Pump Headquarters. 


STOCK THESE “ALL AROUND” GOULDS PUMPS 


Fig. 3769—Single stage 
centrifugal 


ig. 3640—Close-Cupld 
centrifugal 





Self-priming centrifugal 
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Goulds branches in 
all principal cities. 











CONGRESS LUBRALIFE 
PILLOW BLOCKS 


Self-aligning and perma- 
nently lubricated sponge 
iron section acts as a wick 
lubricating the shaft by 
capillary action. Flange type 
pillow blocks also available. 


Write f. ils. 
TYPE A rite for details 


SHEAVES AND V-BELTS 


FRACTIONAL 


and fi) iy \ 
MULTIPLE =O 


HORSE POWER 
WRITE FOR CATALOG 


CONGRESS DRIVES DIVISION 


TANN CORPORATION 
World's Largest Manufacturer of FPH Pulleys 


3750 East Outer Drive + Detroit 34, Michigan 


—to Find HIDDEN Sales 


on your regular calls! 


WITH OUR 30-DAY 
TRIAL OFFER ON THE 


FOLEY actomatic 
SAW FILER 


og pesbebly have © tnt of customer whe qe save 

te quite an extent, yet still sharpen them by hand or 

send the work out. You may find many hidden prospects 

for the Foley Saw Filer, and our 30-Day Treat Offer 

enables each customer to prove its merits on his own 
sows. 

In any egg where a number of saws are used, the 
Foley quickly pays for —¥ Foley filed saws increase 
sawing production 25% to 40%, because they cut so 
much faster and smoother, _— cooler, stay sharp longer. 


The FOLEY SAW FILER Practically Sells 
Itself on our 30-Day Trial Offer 


Our 30-Day Trial Offer is open through you to any 
well rated company, and your customers will thank you 
to be informed about it. Write today for full details with a three cornered file) 
and literature 


FOLEY MFG. CO. 
3363 N. E. Sth St. Minneapolis 18, Minn. 














We also make Foley Retoothers for hand saws 
Setters, Grinders, and Foley Power Woodworking tes, 
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George T. Morse, Jr. 


Morse Made Head 
Of Peden Iron & Steel 


George T. Morse, Jr. has been 
elected to the board of directors of 
Peden Iron & Steel Co., Houston, 
Texas, and was also elected president 
and general manager. 

Mr. Morse, formerly vice president 


| in charge of industrial sales, announced 


the appointment of W. E. Blumberg 
as sales manager of the industrial di 
vision. 


Norton Co. Announces 
New Appointments 


Chree new appointments have been 
made recently by Norton Co., Wor 
cester, Mass. Charles A. Bonn has 
been appointed abrasive grain engineer 
for Ohio and Michigan. He will make 
his headquarters in the company’s 
Cleveland district office. 

Charles H. Mercier becomes super 
visor of foreign traffic, abrasive divi 
= He has been with the Norton 

20. for the past 29 years, 23 of which 
have been in the traffic department. 

Frederick D. Wilson has been ap 
pointed supervisor of domestic trafhc 
in the abrasive division. He started in 
the traffic department 35 vears ago 





Who Said It, And When? 


“The world grows more thoughtful 
of its unfortunates. Welfare work is 
seen everywhere. The time is coming 
when our own government will see to 
it that every worker, when his labor 
days are over, shall have automatically 
accumulated sufficient means to keep 
him out of the poorhouse.”” Who said 
it, and when? For the answer read 
our August issue. 





SALES MANAGER Frank Harbison 
of The Charles C. Lewis Co., Spring- 
field, Mass., pauses for a minute in 
his company’s large modern warehouse. 





Zwicker of B. F. Goodrich 
Speaks to Chemical Society 


Vast amounts of crude rubber taken 
off the market to build the military 
stockpile have been replaced by the 
man-made product, Dr. Benjamin 
Zwicker, development coordinator, 
B. F. Goodrich Chemical Co., Akron, 
Ohio, told the American Chemical 
Society recently. 

he United States and her allies 
cannot afford to be without the 
American-made rubber industrv now 
or in the future, according to Dr. 
Zwicker. Over 65 percent of new rub- 
ber used in the United States this 
vear will be man-made. The industry 
will soon hit a rate of 850,000 tons a 
VCar. 

As a result of the Korean aggression, 
the United States used 300,000 tons 
more rubber than normal in 1950. 
Dr. Zwicker said that more and more 
rubber will be used in the future. A 
tremendous world market remains to 
be tapped. The rest of the world uses 
less than a pound of rubber a person a 
vear. In the United States the aver 
age is 16 pounds 

Ihe search for still better man 
made rubber goes on, Dr. Zwicker 
said. He described cold rubber, the 
most useful man-made rubber for re 
placing crude rubber in many other 
products. About 50 percent of this 
year’s output of man-made rubber will 
be cold process rubber. 

Dr. Zwicker said the American 
made rubber industry is turning more 
than ever before to petroleum as a 
raw material source. 
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at “Em from Your Jobber: ; 


recommend the 


: ill 
, your Pyrene* jobber w pecans there's 


i P our fire am 


hazard! Standardize on Pyrene, 4 


Pyre' oT.M, Reg. U.S. Pat. OF. 





























AIR FOAM 
= Hine, Every 
Couple playpine te hese 
and 1 gal. ot 
CARTRIDGE-OPERATED 19 ga. ot welt one et 200 
Jess steel shell—new low pyrene at femmadie liquids 
hom stsinlens set vcnarsing; © : sats. ot foam! For Bom 
price, We Orne! in ad, peoet S and ordinary combustiOles. 
acid, For fires i 


textiles, 2% gal 88 4 icine 











CHEMICAL FOAM 
™ at size produces about 22 eats e 
fast-acting foom 























And other extinguishers. Also manvel and avtomatic fire-fighting systems. 


There’s @ PYRENE 


for Every Fire Hazard 
—————— 


PANY 
PYRENE MANUFACTURING - Jersey 


Y] 2 ene n 
YU u 
rn 581 Belmont Avonvin ¢-0-Two Fire Equipment Co. 





A BOOST FOR JOBBERS 


Pyrene believes in distributing through jobbers—and tells the world about it. 
I \ Advertisements like this appear regularly in Business Week and a 
long list of industrial and trade publications. Count on Pyrene for 
the kind of product and the kijd of merchandising help thst 
make sales. Mention Pyrene on every call. It pays! 
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Wilton Combination Bench and Pipe Vises enjoy unusual patronage by vise experts because 


of their improved design, extra strength and depth. 
turns reluctant buyers into actual sales 


Their attractive eye appeal quickly 


WILTON TOOL MFG. CO., 925-D Wrightwood Ave., Chicago 14 
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Severance CARBO-MILLS «222%. 


The all-purpose Saat = mill at LOW cost. by them same 
as you would High Speed mills or Rotary Files — Same 
machines — Same speeds (or higher). No more, time con- 
suming, “kid-glove” care. Just chuck them up in your 
regular equipment and watch these RUGGED CARBO. 
go to work! 





(_ canso-miuis ask NO SPECIAL FAVORS |) 


NNN 


nant: by the ORIGINATOR of Ground-from-the-Solid Mills) 


i idl NN Al 


Ccanso- MULLS PREFERRED BY OPERATORS! ) 


AE A \ a 





3/32" SHANKS 
7 Standerd Numbers, featuring REAL < 
teeth to remove stock faster over long periods 
of yse—as well after regrinding as when new 








1/8" SHANKS 
12 STANDARD NUMBERS 
THE POPULAR 
WORK BENCH SET 








1/4" SHANKS [ STANDARD 


’ NUMBERS 


20 Stondord Numbers (only 
9 iMustrated) cover the wid 
ou possible range of wes. / BIE MAKERS! 
n't continue losing valu 
able time ond money; re ASK FOR THIS SET 
place your less efficient Ro f “7 
4 
| 
Furnished to you in 
e, Di-car Set No. 40 
‘ 





lasting, faster cutting, stam 

possessing, CARBO 
MILLS at the earliest possi 
ble moment 


THAN ROTARY FILES 
OF HIGH SPEED 


i? 5 
@ sturdy wooden 
‘6 





REGRINDING — Due to CARBO-MILLS being 
mode of Solid Carbide repeated sovings are 
mode possible through successive regrinds. 


Die Moker. Spe 
Special tooth p 





INVESTIGATE NOW! 


FOR COMPLETE INFORMATION AND PRICES 
SEND FOR BULLETIN CM 





their woy to the the most favored spot 


SEVERANCE TOOL INDUSTRIES, INC. Gxacuneuenemeraned 





Jay! Ask for Leoflet ra 645 
687 lowa Ave., Saginaw, Mich. - - GROUND. from-the-Selid - - S 








NATIONALLY 


KNOWN AS THE 
ORIGINATOR 
of 
GROUND-from- 
the-Solid 
Midget Mills, 
Chatterless 
Countersinks, 
etc. 


—— 


We've been 
Copied 
But 
Not 
SURPASSED 


—_ 


This ad is opening 
doors for our dis- 
tributors thru the 
pages of 23 
current Trade 
Magazines 
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Michael Egan 


Supreme Products Appoints 
Egan Sales Manager 


Supreme Products, Inc.. Chicago, 
Ill., has appointed Michael Egan as 
sales manager of the chuck division 

Mr. Egan previously spent ninc 
years in Chicago, Florida and Boston 
for Skilsaw, Inc., and the last thre 
years as assistant sales manager of 
Cummins Portable Tools Co 


Bethlehem Steel Co. 
Announces Promotions 


William J. Stephens has been made 
an assistant general manager of sales 
for the Bethlehem Steel Co., Bethlec- 
hem, Pa. With the appointment of 
Mr. Stephens there are now two as 
sistant general managers of sales, D. C 
Roscoe having been appomted assist 
ant general manager in June 1947. 

Announcement has also been made 
of the appointment of William M 
Mayberry as manager of sales, tin mill 
products division, succeeding M1 
Stephens in that position 

Mr. Stephens has been with Beth- 
lehem Steel Co. since 1922, and was 
made manager of sales. tin mill prod 
ucts division, in 1946 

Mr. Mayberry came to the organiz 
ation in 1934. He has been a salesman 
in the tin mill division since 1948 


Who Said It, And When? 


“Every person in this country who 
has an income should be registered and 
the amount of that income stated. 
Then, unless every penny is required 
for absolute living necessities, he 
should be assessed such pro rata 
amount of that income as will be fair 
and just to meet his pro rata of war 
cost. There shall be no exceptions.” 
Who said that—the Daily Worker? 
Read our August issue and find out— 
and get the surprise of your life 





| i gids 


st 


SALESMANSHIP is practiced by 
Wilhs Harris and Felton Tillery of 
Dillon Supply Co., Raleigh, N. C., in 
an off: moment behind the sales counter. 





P&H Names Surmacz 
Chief Industrial Engineer 


Joseph G. Surmacz has been named 
to the newly created position of chief 
industrial engineer of Harnischfeger 
Corp., Milwaukee, Wis. In his new 
position, he will be in charge of pro- 
duction control 

Mr. Surmacz has appointed David 
A. Drewery to assist him as plant in- 
dustrial engineer. Mr. Drewery will 
supervise work methods, time study, 
}0b evaluation and cost analysis. 


Bornquist Elected 
Illinois ASH & VE Head 


George W. Bornquist, Chicago rep- 
resentative of Bell & Gossett Co., 
Morton Grove, Ill., has been clected 
president of the Illinois chapter of the 
Amenican Society of Heating & Venti- 
lating Engineers 

At the election meeting, Dean L. E. 
Seeley, national ASH & VE president, 
addressed the Illinois chapter. 





LARGE ORDER pleases Walter 
Worsnop, salesman for The Chase & 
Cooledge Co., Holyoke, Mass. Dick 
Hemingway, office worker, and Walter 
Forbes, salesman, examine it with him. 


with JOHNSON 


Metal Cutting 


BAND SAWS 


Model J 
Cuts 10” 
Rounds 
18” Flats 


Either a 
Wet or Dry 
Cutting 
Machine 


Extra Value « « 

Extra Capacity, 

Quality, Price 

Make 

JOHNSON'S 

The No.1 Value Mode! B 


With or 
Without 
Today! Casters 


Cuts 5” Rounds 
10” Flats 


Are you taking full advantage of the sales possibilities Johnson Band Saws 
offer you? Advertisement in numerous trade magazines tell the story of their 
many advantages to industrial users everywhere. . . . Their extra capacity, 
their speed, versatility, accuracy, rigidity, the safety of their Blade Guard and 
many other outstanding features, plus low cost are reasons for the great and 
growing demand for these popular machines. Step up your volume, your profits, 
by concentrating on Johnson Metal Cut-off Band Saws. Send for a supply of 
catalogs now. 


Selected Dealers Sell JOHNSONS 
JOHNSON MANUFACTURING CORP. 


ALBION, MICHIGAN 
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* Drills up to 8 Holes at | Stroke 
* Adjustable to Any Hole Pattern 
* Fits ANY drill press 


Faster production . . . lower drillin reater than ever, demand for 
costs — that’s the MULTI-DRIL MULTI-DRILLS keeps increasing. 
story for your customers. With the Are you getting your of these 
need for increased productivity easy, profitable sales? 
Write for descriptive literature on the 
COMMANDER line of Production Tools today. 


Commaudezr MEG. co. 


cy ae W. Bin 212 37. CunsteaGo 24, §#: 


Product of Gommander... Builder of Production Tools 


PACKAGED 
SHIM 


STOCK 


SAVES 
CRITICAL 
MATERIAL 


Today the most important thing about our 
handy shim stock carton is that it stops 
waste—because it feeds out stock in perfect 
condition, as it’s used. These days, when 
shim brass and steel are not easy to get, 
waste just can’t be tolerated. 


One other point—we want our 
distributors to know that each 
of them will get equal and 
impartial treatment from us 
whether shortages exist or not. 


LAMINATED SHIM COMPANY... 


UNION STREET e¢ GLENBROOK, CONN 


ARBOR SPAGERS SHIM STOCK 
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L. C. WARD, JR., comptroller of the 
Thermoid Co., Trenton, N. J., for the 
past three vears, has been elected vice 
president in charge of special sales 





D&B Releases 
Transportation Chart 


United States transportation facili- 
ties, which are drawing increased at 
tention as factors in national defense, 
are the subject of a chart just released 
by Dun & Bradstreet, Inc. 

The chart, “The US. Freight 
Carrving System 1940 vs. 1950,” 
shows the changes in carrying capacity 
and types of equipment for the various 
types of carriers in the decade between 
1940 and 1950. It points out that in 
1950 the volume of traffic carried ex- 
ceeded the 1940 level by about 44 
percent. 

All carriers registered gains in vol- 
ume of traffic carried over this ten- 
vear period, with the railroads: still 
getting the biggest slice of the per- 
centage pie—nearly one-half. 


Bell & Gossett Co. 
Receives AIA Award 


Bell & Gossett Co., Morton Grove, 
Ill., was honored with a Merit Award 
by the American Institute of Archi- 
tects for the excellence of a B & G 
handbook on the design of hot water 
heating systems. 

Presentation of the award was made 
by Ralph Walker, president of the 
AIA at the institute's annual conven- 
tion. 

The manual includes the latest de- 
sign data on all types of hot water 
heating for homes, apartments and in- 
dustrial buildings. It is not limited to 
the company’s products, but includes 
all phases of heating problems as well 
as specific data on the latest heating 
controls 





A Fast-Selling New Product 


You Can Make Deliveries On! 


PRICE CLERK Tommy Thompson 
has been with C. E. Thurston & Sons, 
Norfolk, Va., for more than four vears 
He is a former Marine 





Yale & Towne Mfg Co. 
Sells Seale Business 
Ihe Yale & Towne Mfg. Co., Phil- 


adelphia, Pa., recently sold its indus- 
trial scale business to Detecto Scales, 
Inc., Brooklyn, N. Y. The transaction 
will involve scale patents, equipment, 
parts and inventory, but none of the 
Yale trade marks, except “Kron”. 

Yale & Towne feels that the space, 
machine hours, and manpower release 
by the sale of the Scale Business will 
be used to relieve the pressure of the 
defense requirements for industrial 
trucks and hoists. 


Rockwell Makes Rowand 
Pittsburgh Plant Manager 


Rockwell Mfg. Co., Pittsburgh, 
Pa., has appointed Norman W. 
Rowand as general manager of the 
Pittsburgh plant of the company’s 
meter and valve division. 

Mr. Rowand was formerly chief in- 
dustrial engineer for the Pittsburgh- 
DuBois division, and plant manager 
of the regulator division in Norwalk, 
Ohio. 


Durkee-Atwood Appoints 
Haley To Chicago Sales 


Durkee-Atwood Co., Minneapolis, 
Minn., has appointed Carter B. Haley 
as Chicago branch manager of their 
industrial V-belt sales division. 

Mr. Haley joined Durkee-Atwood 
in 1950, in charge of sales in the Iowa- 
St. Louis-Kansas City area. In his new 
office, he will be responsible for indus- 
trial sales in southwestern Ohio, In- 


NEW Sier-Bath 


Flexible 


\"\ GEAR COUPLINGS 


ie 


Be sure to ask us for 
a supply of the new en- 
velope stuffers, “Assem- 
bled, Uncoupled—in sec- 
ends!” Small, handy— 
shows customers and prot 
pects how simple it is! 





Founded 1905 


Sier-Bath 


GEAR and PUMP CO. Inc. 


Member A.G.M.A. 


© Cut Weight 50% 
© Cut Size 40% 
© Slash Assembly Time 
Slash Down-Time 
© Provide Better Protection 
© Last Longer 


WE STILL have rich territories open 

—and we can still ship rough bore 
couplings from stock! With manufac- 
turers looking hard for ways to save 
labor and cut down-time, Sier-Bath Coup- 
ings are “right” TODAY, too. The first 
really new gear couplings in many 
years, their obvious advantages move 
them fast—and make them “natural” 
door openers. 


Sier-Bath offers a complete line of types 
and sizes. Prices are competitive, and 
discounts are standard—with no “skim- 
ming the cream” on o.e.m.’s. As a Sier- 
Bath Distributor, you will have national 
advertising behind you to both o.e.m.'s 
and users, and you will be supplied with 
product literature, newspaper mats, 
special ads for your own house organ, 
etc. All inquiries from your territory 
will be referred to you, and all orders 
originating in your territory will be 
credited to you. 


WRITE TODAY FOR BULLETIN 
—POLICY DETAILS! 


Bulletin gives installation photos, 
plan ——- specs for stand- 
ord, vertical, mill motor, float- 
ing shaft types—sizes from 7% 
to 6, HP 4 to 550. (Special types 
and sizes on request.) 


Also Manufacturers of Precision Gears, 


9272 HUDSON BLVD., NORTH BERGEN, N. J. and Screw and Gearex Rotary Pumps 


diana, Illinois, Missouri and Iowa 
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EXPANSION 
SHIELDS 


Above: Machine. 
bolt installation 
for securely fas- 
tening parts to 
surfaces, 


An ARRO A-C-E EXPANSION SHIELD 


in the hole is your best bet for perma- 

nently anchoring machinery, fixtures, 

etc., to floor, wall or ceiling or anchor- 

ing eyebolts or hanger rods, The end 

thrust of bolts expands the back. The 

nut expands the shield to split the body 

four ways. The corrugation spacing 

prevents y from crumbling and- 
forms their own wedges. Allin all they 

are “engineered” to the job. Made of 
certified malleable iron in bolt sizes “a 

to 1” inc.—-Arro’s guarantee against 
loose installations. 





ARRO EXPANSION BOLT COMPANY 
MARION, OHIO 


MANUFACTURERS’ MEN stood ready to demonstrate and explain their products 


. } 
k open 


through big windows. More 


house. Display area is in the front of the new quarters, visible to street 
than 2,000 invitations were issued for affair 


Standard Industrial Supply Expands Its Plant 


LONG COUNTER to serve Will Call 
ustomers, is feature of new home of 
Standard Industrial Supply Co., Inc., in 
Springfield, Mass. President Julius R 
Siegel joined staff to grect 


beuh: owed 
Visi OTs, gurae 
guests through « | building 


BUSINESS AS USUAL was carried on 
in all of the three targe offices of the 
supply house. Employees and their 
wives later joined guests at buffet 
served on the third floor in employees 


recreation room Company employs 2 
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When the Standard Industiial Sup- 
ply Co., Springfield, Mass., recently 
moved across the street to its third 
location in eleven vears of business, it 
gained two large floors of much needed 
room. 

he new building is a former garage- 
laundry. It adapts itself well to the 
purposes of an industrial distributor, 
since loading and unloading area was 
already provided, and large amounts 
of storage space available. 

To prepare the building for occu 
pancy, a row of accounting offices was 
built along the left side of the fust 
floor, separated by clear glass _parti- 
Another office, for telephone 
salesmen and general use, was laid out 
to the right of the entrance. A private 
‘fice for the president, Julius R. Sie 
gel, and treasurer, George M. Siegel, 
was placed directly to the left of the 
loorwav. 

Prominent display space occupies 
the remaining front of the building 
Ihe rest of the floor is devoted to long 
rows of steel shelves reaching to the 
back of the building, and fronted by 
in extra-large Will Call counter. 

During the two days of open hous« 
which began Standard’s occupancy of 
its new quarters, the counter and ends 
of the shelves were banked with con 
gratulatory flowers, sent by customers 
and friends. 

One of the most interesting features 
of the new building, which is also 
served by a large freight elevator, is a 
special conveyor belt, extending from 
the first floor to the basement 
'hrough use of this belt, stock may be 
collected and moved directly to the 
packing and shipping rooms. }t is also 
possible to utilize the conveyor to 
move material directly to stock from 
the receiving dock. 


tions. 





BARNES FAMOUS HACK SAW BLADES 


You Sell MORE of the BEST 
when you Sell... — 


PRESIDENT Julius R. Siegel, and HACK CAWS 
treasurer-salesman, George M. Siegel oc 


cupy private office to left of entrance ; 
Incoming orders and inquiries kept THERE'S A BARNES BLADE FOR EVERY PURPOSE 
them’ busy during the two-day open 


house—when they weren't occupied 


with their guests POWER BLADES eee 


he receiving dock is enclosed, and 
is of generous proportions. There is 
also a special dock for trailer trucks, 
which sometimes pose difficult prob- 
lems in loading and unloading. 

The basement contains ample stor- 
age space and is easily available to the 
other floors by stairs and freight cle- 
vator. The third floor, which is con 
siderably smaller than the basement 
and first floor, contains an office, rest 
rooms, and an employees’ lunch room. 

During the first day of the open 
house, several hundred visitors toured 
the remodeled building. Guests in 
cluded industrial accounts, manufac 
turers’ men, and personal friends. In 
side salesmen were on duty to guide 
visitors, and refreshments were served 
in the late afternoon and evening to 
guests and emplovees. The second day 
of the open house welcomed the gen 
eral public. 

Standard Industrial Supply, which 
employs 27 inside personnel and five 
salesmen, serves western Massachu- 
setts, Vermont and New Hampshire. 
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Barnes Hand Hack Saws include 6 different types of blades—for 
use on any metal cutting operation. All Barnes H.S. Steel Blades are 
individually Rockwell Tested—thus providing the uniform high quality 
that makes Barnes Blades famous for their dependability. The 
Barnes line of hack saws includes 2 high speed steel blades and 4 


standard Tungsten steel blades. 


, Oe Clee Sew Slee Oba! Oeee Cate oa) “4 ABA“ Shady 
KINGSIZED CONVEYOR was popu tg : »* 


lar with guests inspecting the building ; , VW; (2... [nf [2 NI E Ss (=f), Ii 
ia of ‘ é 3 4 





Belt connects basement and first floor; 
carries materials from unloading dock to Ce 1299 TERMINAL AVE. 
stock, and from stock to shipping. ec ; a ss 
Building also has freight elevator 
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USED AS 
INTEGRAL 
PART 
Flange mount- 
ing pump head 
with mechani- 
cal seal. For installation as integral 
part of original equipment. 
Sizes 1 to 300 G.P.M., 
pressures up to 300 P.S.I. 


et OSeeeeeeeeeeseeeeesete 


FOR WIDE 
RANGE OF 
JOBS 


Pump Head 

with mechani- 

cal seal. Sizes 

4 to 50 G.P.M; pressures up to 150 
Ibs. P.S.1.; 1800R.P.M. Supplied with 
flange or foot brackets. Packed box 
also available. Self-priming, operates 
in either direction, handles total suc- 
tion lifts up to 25 feet. 


USED BY OIL INDUSTRY 
For transferring gasoline and oils at 
refineries, bulk stations, tank termin- 
als, and industrial plants. 
Sizes 40 to 200 G.P.M., 
pressures up to 60 P.S.I. 
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FOR HYDRAULIC POWER 
Motér driven unit for general use... 
transfer, pressure, lubrication, hy- 
draulic actuation, and various other 
applications. Sizes 4 to 300 g.p.m. 
Pressures up to 300 P.S.I. 


° 
SS SSSSSSHSHHSESSSESSESSSESSSOESSESOS® 
4 


PTwRTTTITITILIL 


Send for Catalog Today 

Complete information ona 

the entire line of Roper 

Rotary Pumps. 

Ask about Roper direct 
field sales assistance 
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GEO. D. ROPER CORP. 
337 Blackhawk Park Avenue 
ROCKFORD, ILLINOIS 


TTA RE BSE ST 
262 


Ralph Hanes 


Ralph Hanes Addresses 
NIAA Chapters 


Ralph Hanes, director of advertising 
and sales promotion, Dodge Mfg. 
Corp., addressed the Northern Cali- 
fornia chapter of the National Indus- 
trial Advertising Association in San 
Francisco, June 11. The title of his 
illustrated talk was ‘Seven Successful 
l'echniques in Industrial Advertising.” 

Ihe Portland, Oregon chapter of 
NIAA called a special luncheon meet- 
ing to hear Mr. Hanes on June 18. Be- 
tween his speaking engagements and 
in conjunction with his trip to the 
coast, he attended the Triple Indus- 
trial Supply Convention in San Fran- 


cisco. 


Dixon Announces 
New Distributor Policy 


Joseph Dixon Crucible Co., Jersey 
City, N. J., has released a statement of 
principles and policies governing the 
distribution of Dixon Silica Graphite 
paints and primers. The statement 
makes clear the Dixon policy of setting 
up distributorships on a fair and uni- 
form basis. 

l'erritorial franchises are clearly de- 
fined and guaranteed, according to the 
statement: profitable discount. struc- 
tures are established and maintained; 
expericnced company men are avail- 
ible for assistance; and full cooperation 
is offered in the form of national ad- 
vertising and sales promotion litera- 


ture. 


Grand Rapids Supply 

Elects New President 
Officials of Grand Rapids Supply 

Co., Grand Rapids, Mich., recently an- 


nounced the election of R. R. Wenger 
as president. Mr. Wenger succeeds 


Jack Hager, who retired as president | 
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FOR SPECIAL SHEAVES 


When your customer 

needs a special sheave 

—one with flywheel 

effect or offset hub or, 

in fact, any type of se 
round casting used for Prensa 
power transmission, gee 
you Can give extra serv- | 
ice and make a big 
profit by sending spec- 
ifications and rough 
sketch to Pyott. Diam- 
eter Casting range is 
from 2" to 144" and in 
practically any desired 
hub, spoke, face width 
or rim design—practi- 
cally all made from 
stock pattern equip- 
ment. 


SNH 
ELEVATOR 
SHEAVE 


ery 


CABLE ORUM 


FOR STANDARD SHEAVES 


_ delivery of 
your stock require- 
ments in fixed bore 
and interchangeable 
hub types of sheaves is 
one reason why more 
and more distributors 
rely on Pyot. A few 
franchises in selected 
territories are avail- 
able. Why not write 
for our interesting plan 
today. Pyott has inter- 
changeable stock flat 
belt pulleys. 


Q-0 SHEAVE 


FIXED BORE 
SHEAVE 


PYOTT 


FOUNDRY & 


oe Oe ee oe 
310 N. Sangamon St}, Chicago 7, Illinois 





and general manager of the company 
on May 31. 

Mr. Hager was one of the founders 
of the firm, 15 years ago. He is plan- 
ning to move his home to Southern 
California. 

In addition to Mr. Wenger as presi- 
dent and treasurer, other officers of the 
company include: Art Grover, vice 
president and secretary; L. L. Cooper, 


assistant treasurer; and Robert E. Crib- | 


ley, assistant secretary. 


Allis-Chalmers Re-elects 
Roberts President 


Ihe board of directors of Allis- 
Chalmers Mfg. Co., Milwaukee, Wis., 
recently re-elected W. A. Roberts as 
president and also named other officers 
of the firm. 

Bovd S. Oberlink was elected vice 
president; eleven directors were re- 
elected to the board; and 14 officers 
were re-elected. 


Onarecker To Represent 
Chelsea Fan In Texas 


The Chelsea Fan & Blower Co., 
Plainfield, N. J., announces the ap- 
pointment of H. R. Onarecker & Co., 
Houston, Texas, as their representative 
for the state of Texas. 

H. R. Onarecker, who with Wayne 
D. Close heads the Texas company, 
has been selling to the electrical indus- 
try for the past 25 years. He was asso- 
ciated for many years as sales engineer 
with one of the nationally known elec- 
trical supply organizations. 

Mr. Close has also been a sales en- 
gineer, associated with the electrical 
industry for many years. During 
World War II he served as Lt. 
Comdr. in the U.S. Navy in charge of 
electrical construction at the Naval 
Hospital in Houston. 


H. R. Onarecker and Wayne D. Close 


one 


A CATALOG THAT HELPS YOU SELL! 


Your customers will find it helpful and, because it 
gives specifications on all Harrington Hoist Products, 
it makes your selling job easier. Write for your sample 


copy, today. 


Harrington Hoist Products — Electric Hoists, Hand 
Chain Hoists, Differential Hoists, Lever Pullers, Trol- 
leys, etc. — are reliable units backed by more than 
75 years’ experience in the design and manufacture 


of quality products. It pays to say “Harrington”. 


tht HARRINGTON company 


1640 W CAltOomwrmitct $7 
PHILA me) PENNA 


HOIST MANUFACTURERS SINCE 1876 
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It’s time we got working mad! 





As we listen to the latest insults from 
Moscow, we're likely to get fighting 
mad. 


Instead, we’d better use our heads 
and get working mad. 


It is clear by now that Stalin and his 
gang respect just one thing—strength. 
Behind the Iron Curtain they’ve been 
building a huge fighting machine 
while we were reducing ours. Now 
we must rebuild our defenses—fast. 


As things stand today, there is just 
one way to prevent World War III. 
That is to re-arm—to become strong— 
and to stay that way! 


This calls for better productivity al] 
along the line. Not just in making 
guns, tanks and planes, but in tum- 
ing out civilian goods, too. 


Arms must come first. But we must 
produce arms at the same time we 
produce civilian goods. 


We can do this double job if we all 
work together to turn out more for 
every hour we work—if we use our 
ingenuity to step up productivity. 


All of us must now make sacrifices 
for the common good. But we're 
working for the biggest reward of all 
—peace with freedom! 





FOR A FREE COPY OF “THE MIRACLE OF AMERICA” 
MAIL THE COUPON to Public Policy Committee, The Advertising 
Council, Inc., Dept. B.P., 25 West 45th Street, New York 19, N. Y. 


Name 


Address 


McGRAW-HILL PUBLISHING COMPANY 
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A GOOD LINE 
Made by Specialists in 
‘ Socket Screw Manufacture 


: 
W. R. CROOK was recently appointed 
director in charge of sales at Winter 
Bros. Co., Rochester, Mich 





Cleveland Cap Screw Co. a TIT fit 
Celebrates 35th Year os 
Precision-formed 

I'he Cleveland Cap Screw Co., hexagon sockets 
celebrated its 35th anniversary re have true sides—no 
cently at a banquet and evening mect taper 
ing for factory, office and sales em 
ployees. A feature of the program was 
the awarding of service pins to 68 em 
ployees who had completed from five 
to thirty-five vears of service with the 
company. 

The concern was started in 1916 as 
a partnership, by J. W. Fribley and 
Charles M. Prell, and has experienced \ Ten catrenstineis 
a steady growth to its present size of } — 295.000 lbs. per 
approximately ‘500 employees. Pro- ; sq. in, 
duction is restricted almost entirely to | . 
cap screws 











A line of high-quality products you can depend 
on—manufactured in a new plant designed for 
and devoted entirely to the manufacture of hex- 
agon socket screw products. 











“Blue Devil” Socket Screw Products— 
Socket Cap Screws—Socket Set Screws——Sock- 
et Pipe Plugs 
Flat Head Socket Cap Screws—Socket Stripper 


”. f Bolts—Socket Screw Keys 
Pla et 


Suns LAN 


Siren’ SOCKET SCREW COMPANY 
Glowrty» 6500 AVONDALE AVENUE ¢ CHICAGO 31, ILLINOIS 


> 


11 Park Place, N. Y., N. Y. West Coast Warehouse 2022 E. Seventh St., Los Angeles 21 


Warehoused in Canada by H. Paulin & Co., Lid., 1016 St. Patrick $t., Terente 
“You have just ten seconds, please—” 


INDUSTRIAL DISTRIBUTION © JULY, 1951 











SELLING 
A 
‘Budgit’ 
Chain 
Block 








- 


Find the man who has back breaking 
manual lifting to do on spot lifting 
jobs with an old-fashioned chain block 
and you are well on your way to 
selling a new ‘Budgit’ Chain Block 
with Link Chain. 





The job may be in a mill or factory. 
it may be in a garage or repair shop; 
boat, lumber, or metal yard; loading 
platform or dock; schools; hospitals; 
stores; warehouses; stone and monvu- 
ment works — changing tools and 
dies or handling emergency repair 
jobs. No motter what they are or 
where they are—the new ‘Budgit’ 
Chain Block handles them safely and 
satisfactorily by the workers, profit- 
ably to the owners. 


You'll find all the structural features 
and mechanical superiorities of the 
‘Budgit’ Chain Block described in Bul- 
letin No. 398. The brutal test that 
proved the toughness of this rugged 
little aluminum alloy hoist. Emphasize 
how carry-around lightness saves 
time, effort, and money on spot lift- 
ing jobs. Sales will surely follow. 


Sell a ‘BUDGIT’ 1-BEAM 
TROLLEY with every 
‘Budgit’ Chain Block, to 
increase its usefulness. 


| 3900" 9 


CHAIN BLOCKS 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

uilder f ‘“Shaw-Box'' Cranes, ‘Budgit’ and 

Load Lifter’ Hoists and other lifting specialties 

Makers of ‘Ashcroft’ Gauges, ‘Hancock’ Valves 

— Jated’ Safety and Relief Valves, ‘Amer 

an‘ Industrial and ‘Microsen’ Electrical 


Instrument 
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DPA Issues 1,766 


Certificates of Necessity 


As of June 8, a total of 1,766 cer- 
tificates of necessity have been issued 
by the DPA allowing accelerated de- 
preciation for new or expanded defense 
facilities. This brings the aggregate 
amount of the total proposed invest- 
ments certified eligible for five-year 
amortization on that number of certi- 
ficates to $6,158,385,156. 

The certificates authorizes the hold- 
ers to deduct from taxable income 
from 40 to 100 percent of the cost of 
the facilities during the next five-year 
period. The normal period for amorti- 
zation of facilities allowed by the Bu 
reau of Internal Revenue for tax pur- 
poses is 20 to 25 years. 

Main objective in issuing the certi- 
ficates, DPA said, is to provide protec- 
tion against undue risk on the part of 
industries that respond to the govern- 
ment’s call for quickly-expanded pro- 
duction. 


Selected List 


lhe following is a selected list cov- 
ering certificates issued for the manu- 
facture of products of interest to in- 
dustrial distributors. Data given in- 
cludes name of company, and location; 
product or service; amount eligible; 
and percentage of the amount eligible 
for amortization over a_ five-year 
period: 

Wendt-Sonis Co., Hannibal, Mo.; 
carbide tipped tools; $331,941; 80 per- 
cent. 

United Drill & Tool Corp., Chicago; 
cutting tools; $581,269; 85 percent. 

United Drill & Tool Corp.; Plym- 
outh, Mich.; cutting tools; $889,275; 
80 percent. 

Norton Co., Worcester, 
grinding machines; $171,237 
cent. 

Norton Co., Worcester, Mass.; 
grinding machines; $5,770,507; 75 per- 
cent. 

Duff Norton Mfg. Co., Pittsburgh, 
Pa.; forgings; $50,775; 75 percent. 

Republic Steel Corp., Cleveland, 
Ohio; stainless tubing; $105,000; 60 
percent 

Union Wire Rope Corp., Kansas 
Citv, Mo.; high carbon wire and wire 
rope; $394,450; 60 percent. 

I'he Goodvear Tire & Rubber Co., 
St. Marys, Ohio; gaskets; $33,348; 70 
pe recent. 

I'he Gates Rubber Co., Denver, 
Colo.; rubber hose belting; $483,883; 
70 percent. 

The B. F. 
town, Mass.: 
75 percent. 

The Colorado Fuel & Iron Corp., 
Pucblo, Colo.; hoists; $241,484: 60 


percent. 


Mass.; 
- 90 per- 


Goodrich Co., Water- 


airplane parts; $41,850; 
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PEED 
COUNTS 


When a breakdown occurs and 
your customer needs a length 
of flexible metal hose at 
once, it is good to know 

that ATLANTIC is al- 

most as close as your 

own stock room. 

The telephone at your 

elbow—the telegram 

blank on your desk 

activate a top notch 

production service 

that insures maxi- 

mum speed and 

accuracy in de- 

livering what 

you want. 


Better 


METAL 
HOSE 


for conveying 
chemicals, steam, 
oils, tars, asphalt, 
alkalis, gases, light 
solids, retriger- 
ants, gasoline... 
for absorbing vi- 
bration, correcting misalignments, 
mobile service, eliminating thermal 
expansion strains . 


In all workable metals from 4”— 
36” I.D. inclusive. Standard or 
special couplings. 





Write for Bulletin 100 
See our Catalog in Sweet's File 
for Product Designers. 


ATLANTIC 


METAL HOSE CO., INC. 


104 West 64th St., New York 23. N Y 














John A. Roebling’s Sons Co., Roe- 
bling, N. J.; steel wire; $300,100; 60 
percent 
Charles H. Besly & Co., Beloit, 
Wisc.; machine tools; $659,291; 80 ad | ; 
percent 
Foote Bros. Gear & Machine Corp., 
Chicago, Ill. aircraft; $127,795; 90 


2 
percent Ww | t 


Che Imperial Brass Mfg. Co., Chi- 


cago, Ill.; duraluminum and brass forg- 
ings; $56,198; 75 percent. ee Fe o 2 ] A 
Avildsen Tools & Machines, Inc., 
New York; twist drills; $291,000; 85 
percent 
Acromatic Tool Co., Oaw Park, 
Mich.; carbide cutting tools; $52,338; 
AU percent : . 
* Bros, Gear & Machinn Coup A sensible factory sales policy protects you when you sell PEORIA 
Chicago, II].; aircraft; $15,795; 85 per- CHAIN. Keep your customers . . . and keep them happy by stocking 
cent. high quality PEORIA CHAIN ...a complete line of every size 


Russell, Burdsall & Ward Bolt & : : : f talog. 
Nut Co., Rock Falls, Ill; steel bolts malleable iron chain. Order now or write for free catalog 


ind screws; $87,000; 75 percent. 

Lee Rubber & Tire Corp., Republic 
Rubber Div., Youngstown, Ohio; wire 
ind textile braided; $1,841,102; 75 
percent 

The | Horton & Sons Co., 
Windsor Locks, Conn.; lathe chucks- 
timing tool; $209,000; 85 percent. 

Cogsdill Twist Drill Co., Detroit, 
Mich.; twist drills; $76,062; 75  per- 
cent. H CLASS 
Russell, Burdsall & Ward Bolt & apeeceeen 
Nut Co., Port Chester, N. Y.; bolts DETACHABLE CHAIN 
and screws; $95,000; 75 percent. 

John A: Roebling’s Sons Co., Tren- 
ton, N. J.; steel strip and wire; $335,- 

UOO; 60 percent. 

John A. Roebling’s Sons Co., Roeb- 
ling, N. J.; steel wire; $234,700; 60 
percent H CLASS 

John A. Roebling’s Sons Co., Roeb- REFUSE CHAIN 
ling, N. J.; steel wire; $578,700; 60 
percent 

Greenfield Tap & Die Corp., Geo- 400 CLASS 
metric Tool Co. Div., New Haven, PINTLE CHAIN 
Conn.; Chasers; $533,323; 80 percent. 

The defense production Adminis- 
tration has announced that applica- 
tions for certificates of necessity for m4 
certain tvpes of industrial expansion 
filed after June 15 will not be con- 
sidered by the NPA except in urgent 
cases, until after the present backlog 





ROOF-TOP 
TRANSFER CHAIN 


} DI ca ROLLER TOP 
h is pecn processed. TRANSFER CHAIN 


Who Said It, And When? 
, ELEVATOR 
“Large sums of money are spent ; BUCKETS 
vearly by manufacturers on attractive ak \) 


printed matter which is sent to job- 2 

bers and dealers without any cost, and 

in numerous instances this valuable PEORIA MALLEABLE CASTI NGS CO 
advertising matter is treated as if it ss 
were so much waste paper.” Who said FT. OF ALEXANDER ST., PEORIA, ILLINOIS 

it, and when? Read the answer in our f CHAIN MAKERS FOR OVER 30 YEARS 


August Issuc 
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Standard thrufeed 
and infeed work 
support blades 
available from 
stock. Prices on 
special blades 
quoted on receipt 
of prints. 


WILLEY’S | 


1342 W. Vernor Highway 





WILLEYS 


TUNGSTEN CARBIDE 


TOOLS 


CARBIDE TIPPED 
WORK SUPPORT BLADES 
for CENTERLESS GRINDERS 


CARBIDE TOOL CO. 


WILLEY'S METAL 


—E MAKERS OF 


WRITE FOR CATALOG 


Detroit 1, Michigan 








SODERING 
BRAZING 
WELDING 


Sold thru Distributors 
Send for Catalog 


L. B. ALLEN CO., INC. 


6731 BRYN MAWR AVE. 
CHICAGO 31, ILLINOIS 
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Stainless 
«@ BOLTS 
SCREWS ; 
NO ee 
~WASHERS g 
4 


Complete Line 
Available from Stock & 


STAINLESS STEEL 
BOLTS SCREWS 


Machine Machine Hexagon 
Carriage Cap Square 
Lag Wood Wing 


RIVETS © 


All Types FITTINGS 
All Types 


Available also in Monel, Alumi- So 


num, Everdur, Naval Bronze and 
Alloy Steels 


We are prepared to fill your ee 
needs for ‘Specials’. Send your \an/ 


prints or specifications 


Stainless 
SCREW & BOLT CORP. 


135 Church St#., New York 7, N.Y 
co 7-0675 


Steel: 


~ 


—— 


Zi 


NUTS 


WASHERS 
All Types 
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Paint Brushes May 
Be Placed on B List 


A change is contemplated in the 
CMP “B” Products List under which 
the paint and varnish brush industry 
will be permitted to file for allotments 
of controlled materials. Most paint 
brush manufacturers use — small 
amounts of metals in ferrules and nails 
and would fall within the small con- 
sumers provision of CMP Reg. 1 

The provision permits a self-certifi- 
cation process to be used by producers 
requiring not more than five tons of 
carbon steel, half ton of alloy steel 
(except stainless), 500 Ibs. of copper 
and copper-base alloy and 500 Ibs. of 
aluminum in a calendar quarter 

Paint brush producers have been 
bedeviled by a series of shortages—first 
hog bristles and then plastic nylon, 
both acute. As a result, several 
changes in NPA Order M-15 | Pigs’ 
and Hogs’ Bristles) are contemplated. 
The principal change is to raise the 
minimum length of bristles on brushes 
over Which no producer can sell ex- 
cept on rated order. The suggested 
minimum of 2§-in. will move many 
2}-in. bristle brushes now piling up 
on dealers’ shelves because the bulk of 
defense orders are for brushes with 
bristles longer than three inches 

Other changes will (a) permit 
manufacture of billboard poster 
brushes with India bristles and 30 
percent filler by weight; (b) permit 
manufacture of pure bristle brushes 
for use in fabricating self-sealing air- 
plane gas tanks; (c) limit export of 
painters’ brushes by quarterly licens- 
ing within an established quota, and 
(d) change M-18’s brush schedule to 
conform to current government or 
minimum trade practice specifications. 


Mobilization’s Effect 
On Accounting Studied 


The effects of national defense 
mobilization on industrial accounting 
techniques and practice, and new ap- 
plications to fit the changing needs of 
industry, were considered at the thirty- 
second annual international cost con- 
ference of the National Association of 
Cost Accountants, held in Chicago 
from June 24 to 27. 

More than 2,500 delegates from 
the association’s 107 chapters attended 
sessions featuring talks by Charles E 
Headlee, Earl R. Uhlig, Carman G 
Blough, Harry E. Howell, Mark S 
Massell, and others. 

The conference also featured a 
business machine exhibit. Annual 
meeting and election of officers and 
directors of the association was held 
June 26. 





Lumber Lack Bothers 
Shovel Production 


Shortage of high-grade lumber, par- 
ticularly ash, is hampering the produc- 
tion of hand shovels, spades and 
scoops and the industry wants NPA to 
restrict non-essential use of the prod- 
uct to assure enough for handles. 

Industry representatives also recom 
mended to NPA that the 45-day steel 
inventory limitation be increased to 
90 days, because of the diversified 
types of steel needed to produce their 
products. Current production is far 
below requirements because of raw 
material shortages. Backlogs of three 
to four months were mentioned but 
production capacity was described as 
ample 

Industry committee 
Harold Cunningham, 
Wyoming Co.; A. E. Klieves, Boyle 
Mtg. Div., U. S. Steel Products Co.; 
A. P. Zetterberg, Ingersoll Steel Div., 
Borg-Warner Corp.; J. J. McCarthy, 
Magor Car Corp.; S. U. Streeter, Rugg 
Mig. Co. W. W. Rector, True 
Temper Corp.; J. T. Mains, Union 
Fork & Hoe Co.; E. T’. Nipher, Wood 
Shovel & Tool Co. 


members are 
Ames Baldwin 


Brass Shortage Problems 
Discussed With NPA 


Problems created by a short supply 
of brass were reported recently at a 
meeting of the Portable Electric Light 
& Flashlight Case Manufacturers In- 
dustry Advisory Committee with the 
National Production Authority. 

Under NPA’s copper conservation 
order, M-12, brass may be used for 
functional parts of flashlights and elec- 
tric lamps but not for cases. Brass is 
under heavy demand for production of 
defense needs 

About 80 percent of the cases pro- 
duced m the United States are made 
of brass, the committee estimated, 
stating that the corrosion resistant and 
non-magnetic properties of brass make 
it the most suitable material. 

The committee expressed disap 
pointment that the industry is not in- 
cluded in the operation of the Con- 
trolled Materials Plan, and cited the 
essentiality of Flashlights in event of 
civilian disaster 

Committee 
that 

1. Production of cases for portable 
electric lights and flashlights be pro- 
grammed under CMP and brass al- 
lotted for them 

2. If this is not done, an exception 
be made to M-12 to permit makers of 
these cases to use brass to maintain 
minimum operations while converting 
to stee] 

3. Government attention be given 


recommendations were 


Foot Control Leaves 
Both Hands Free To Work 


Fast Action! Fast Selling! immediate Delivery! 


Every production or assembly job where there is a rep needs this 
fast-action SPEEDY AIR VISE! Operated by air and pesca “ foot, it leaves both 
hands free for more rapid insertion and removal of work. Speeds up drilling, tapping, 
milling and assembly. Reduces costs, lost motion and fatigue. Husky, compact, 
precision-built; exerts a grip of 15 times air line pressure! Tried once—re- 

ordered in quantity. With Foot Control Valve, Air Hose and Fittings, only.. .. $29. 90 

Territories Open for Distributors and Factory Representatives 
W. R. BROWN CORP. 5727 W. ARMITAGE AVE. CHICAGO, ILL. 
SPEEDY AIR VISES + AIR REGULATORS « AIR FILTERS » PORTABLE COMPRESSORS + PAINT SPRAYERS 


AMERICA'S MOST TALKED-ABOUT VISE AT A PRICE 





SOMETHING 
OF THIS OLD 
WORK-HORSE 


A 1915 MODEL AT WORK 


In Every VIKING PUMP 


This old-timer probably does not look like the Viking pumps you are now using, 
and of course looks much different than the new Vikings that would help you with 
your present pumping problems. In spite of looks, something of this old work-horse 
has always been built into every Viking pump. The ingredients of that “something” 
are: ONE, the operating principle (most copied of all rotary pump designs) and 
TWO, the old-time skill and workmanship of genera- 
tion after generation of expert craftsmen which is 
bred into every Viking that has ever been built. 


IKING 


AN HONORED N 
IN PUMPING 


When you specify Viking, you are sure of a good 
AME name, a good product and good pumping service. 
Send for free bulletin 5ISMM today! 


Pump pone 
3 ‘@ Viking coun 
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looks more like a busy, little 
beaver than a wise, old owl 
these days. But WHO“ is still — 


of YORK, PENNA. 


Even though we haven't been able to produce all of the pre- 
cision, ‘‘milled-from-the-bar’’"—Cap Screws, Set Screws, 
Milled Studs and Coupling Bolts you folks would like to have 

—we’'ll do our utmost to help you satisfy those customers 





who depend on you for ‘‘the best.”’ 


THEY SATISFY 


The line is complete in sizes, shapes and cuts and 





in both American and Swiss patterns giving you a 
line that can furnish the proper file for any filing 
job that your trade may have. 


YOU CAN’T BUY OR SELL A BETTER FILE 


“ALLIGATOR” “CARSON” “NEWTON” 


SWISS PATTERN AMERICAN PATTERNS 


CARSON-NEWTON CO., BELLEVILLE, N. J. 
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to inroads beg made upon the do- 
mestic case market by foreign imports 
of brass flashlights. 

Committee members estimated that 
between one and a half and two mil- 
lion brass flashlights have been im- 
ported into the United States since 
January first. Unless brass is granted 
to the domestic industry under CMP, 
or relief afforded through appeal from 
the copper order, the committee said 
that the part of the industry which 
makes only brass cases will be forced 
to suspend. Shutdowns are occuring 
now, producers reported. 

Time required for conversion from 
brass to steel was estimated at from 
four to six months, as new annealing 
equipment is required in addition to 
the retooling necessary to draw steel 
cases, producers explained 

Conversion to use of plastics, alumi- 
num or fiber is not practicable because 
of the tight supply situation and de- 
fense requirements for those materials, 
manufacturers said. 

Presiding officer Lester W. Dett- 
man of NPA’s Consumer Goods Divi- 
sion assured the committee that con- 
sideration is being given to the indus- 
trv’s problems. 

The following committee members 
attended: A. H. Moore, Bridgeport 
Metal Goods Mfg. Co.; A. I. Barash, 
Bright Star Battery Co.; John Whar- 
ton, Delta Electric Co.; Edward 
Marder, Ekco Products Co.; R. G. 
Williams, Fulton Mfg. Corp.; J. P. 
Gits, Gits Moulding Corp; E. J. 
Lybert, Justrite Mfg. Co.; Albert 


Gelardin, Micro-Lite Co., Inc.; C. O. 
Kleinsmith, National Carbon Co., 
Inc.; L. B. Moffatt, Niagara Search 
Light Corp.; W. S. Allen, Olin In- 
dustries, Inc.; Stanley B. Adams, Ray- 
O-Vac Co.; Harold Hyman, U. S. 
Electric Mfg. Corp. 


Help Your Customers 
With Information 


A 3l-page guidebook, designed to 
help the small manufacturer during 
the defense mobilization period, is be- 
ing issued by the Defense Production 
Administration and can be obtained 
from any field office of the Depart- 
ment of Commerce. Supply salesmen 
can use it to inform their customers 
on how to be placed on Government 
bid lists; methods of financing plant 
construction; how to appeal for “hard- 
ship relief” from controls and regula- 
tions; and means of getting help in 
obtaining needed machinery and op- 
erating supplies. The book is titled, 
“Mobilization Guide for Small Busi- 


ness” 





ONCE IN A LIFETIME 

a man makes a decision | 
that means 
more than 
anything he 
ever does 





You know that things never stay as they are, 
Business and industry are forging ahead with a bang. 
Production, service, buying, selling, are all ap- 
proaching top spee!, and the man with front-line 
experience, plus the executive training and back- 
ground that you can get from books, is in demand 
as never before 

It may not seem very important now, to plan, to 
put some of your own time into home study—to see 
what business experts have to say about your job, and 
the job ahead of you, in books. But a year or so, or 
even a few months from now, it may prove to be one 
of the biggest decisions you ever made. 

ou n take this step now. We present for your 
aid a set of books that gives in the quickest way 
possible the boiled-down experience of others and 
that will increase your capabilities and earning 
power. 


The McGraw-Hill Library of 


BUSINESS MANAGEMENT 
6 vols., 1973 pages 


- Business Organi- 
zation 

. Business Finance 

. Credits and Col- 
lections 

. Effective Market- 
ing 

. Business Corre- 
spondence 

. Managing Yourself 





FREE 


to all who mail the 
coupon requesting 
this library: a copy 
of J. K. Lasser’s 
puemnees a 8 
Gui 

check - fist guide for 
solving management 
problems 250 
pages; selis regu- 
larly for $3.50. Get 
it FREE for — 
on this ad 

mail coupon 


HE books tn this I!tbrary 

cover the elements and 
methods of management most 
needed in executive approach 
to business. Use it for im- 
mediate help in specific prob- 
lems—to get the knowledge 
of all business you need right 


now 
The need for this sort of 
. and the most practical 
it, have 








chosen and organized the ma 
— in this Library 

you can get the guideposts you need in 
sais in assuming —— responsibilit les, 
the job and getting it don 





tackling new 
in knowing 


Tells you— 


@ How to organize a 
yo or 

a whole busin ° 
pian and contro! its 
workings 
Where and how to get 
money how to 
utilize it 


write better 

put your 
ndence on 
mere Oaective basis 
How to improve your 
sales organization 
develop promotion 
ideas 


2 ao to 


How to wr credit 
DS8eS Mlernize 
your cc dliection. system 


How to do more work 
conserve and 


direct your energies 


FREE TRIAL—LOW PRICE—EASY TERMS 


Under this offer you get all six books on approval at 
a considerable saving over what books like these would 
cost if bought singly. If this 10-day test shows value, 
pay in small installments while you use the boo! 
Just send the coupon ay 





McGraw-Hill Book Co., Inc. 
330 W. 42nd St., M. Y. 18 


Send me the McGraw-Hill Library of Business Man- 
agement, 6 volumes for 10 days’ free trial. In 
days I will either return books or 3.50, plus 
postage and packing charges; then ith 
With my shipment 
jusiness Executive's Guide 
may keep whether or not I buy the 
library 
Name 
Address cocccecs 
City Zone... State 
Position ooo 
FI-D-7-5 
8. only. 


Company 
Thie offer applies to U. 











Gas Equipment Makers 
Adopt Standards Code 


Designers and builders of more than 
25,000 different types of gas equip- 
ment for industrial use today an- 
nounced voluntary adoption of a code 
of ethics governing the standards of 
performance and safety. 

Members of the division, who make 
gas equipment used in automotive, 
metals, textiles and other essential 
production, have agreed to self-polic 
ing on the following terms: 

Product design based on sound en 
gineering principles and research, and 
using superior workmanship and ma- 
terials. 

Assignment of accurate and depend- 
able input and output ratings to all 
products. 

Design with a view 
product performance. 

Readiness to cooperate in prepara- 
tion and application of official stand- 
ards. Application of highest standards 
of safety and durability. Furnishing of 
carefully prepared directions, wher- 
ever practicable. 


to satisfactory 


Defense Expected To Use 
Fifty Percent Of US Steel 


Washington officials stated recently 
that it is probable more than half of 
the country’s output of steel will be 
used for defense and defense-support- 
ing programs this month—and still 
more in August. 

This indicates a ten to fifteen per- 
cent bite into supplies of steel—and 
a consequent proportionate reduction 
of that metal available for civilians. 

The result is likely to be a further 
cut in production ’ of refrigerators, 
autos, and similar consumer goods, as 
well as additional cutbacks in non 
defense construction. In general, pro- 
duction of durable consumer goods is 
already down to a rate about twenty 
percent below last vear’s level. 

The National Production Authority 
previewed the July-August picture for 
its steel products industry advisory 
committee, composed of major steel 
company executives, then issued a 
statement, which said: 

“Steel set-asides for defense and 
defense-supporting programs may ex 
ceed 50 percent of the total output of 
ingots in July. This percentage may 
run much higher than 50 percent on 
some products, such as plates, tubes 
and steel alloys.” 


Rate Unchanged 


The steel operating rate was un 
changed at 103 percent of rated ca 
pacity. It is believed that the same 
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LOGAN 


ARiOir Se 


REMOVES 92% OF 
OIL, WATER AND 
DIRT FROM GAS 
AND AIR LINES BY 
CENTRIFUGAL FORCE 


For paint and lacquer 
spraying, ceramic sand blasting, 
air cleaning, etc. Make new instal- 
lations more efficient. Easily 
replaces any standard type of 
drier. Saves tools. Capacity range 
7CFM to 17,000 C.F.M. 


Backed by national 
advertising, dealer helps and a 
distributor policy 
that guarantees 
stock movement. 

Write for details 
of our sure-fire 
sales plan. 

® 
Exploded illustration 
shows how air move- 
ment operates multi- 
blade rotors at high 
speed, thereby remov- 
ing contamination 


from line. 





MANUFACTURERS’ 


AGENTS WANTED 


Some territory still 











The Aridifier is made by 
the builders ef Legan 
Lethes end Shapers. 


ENGINEERING 
COMPANY 


4911 W. Lewrence Avenue . 


Chicage 30, lll. 
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rate or even a higher one will prevail 
in the near future. 

There is little chance that the rate 
would fall much, according to reports 
from the Pittsburgh area, below 100 
percent in the months to come. It is 
believed that as capacity was being in 
creased we might see a new official 
figure within the near future. That 
would have an effect of possibly lower 
ing the operating rate but not the ton 
nage. 

Dispite the outpouring of steel re 


pay top profits.. 


PROMPT SERVICE... 


ee So ee | 


You don’t lose V-Pulley sales due to poor service © ‘aie cently, there is little or no change in 
Bh seorcncicrten the volume of incoming orders for 


Bushings steel, it is reported. That condition is 


when Maurey is your line. The Maurey sales 
and service organization is geared to deliver 
\V-drives and drive parts where and when you 
need them. 


ae PR ae 


expected to prevail for some time. 


OR-GRIP ti esas ; 
—S Items still the tightest were plates, 


BIGGER PROFIT MARGIN... structurals, sheets and bars. There is 
Maurey’s competitive prices allow you a bigger — to believe that even after 
profit margin. Maurey quality gives your cus- the Controlled Materials Plan is well 
tomer more for his money and wins repeat sales | under way that there would be any 
at bigger profits. * less demand for those products 


LESS INVENTORY... 4 T ile To Def. 
One interchangeable Lushing for the complete Fs ransition 2 cremse 
Maurey line of Cast Iron and Pressed Steel 7 Poses Computing Problem 
V-Pulleys simplifies stock keeping, saves shelf @ : . 
space and saves money. bs Industrial distributors should not 
: : Complete base their policies on present indus 
a Write For Full Details ee trial production indexes without tak 
Line of MAUREY | ing into account the special nature of 


MULTLV-DRIVES MAUREY MANUFACTURING CORP. the present transition period in the 


the yg tag nt World's Largest Manufacturer of Pressed Stee! national economy. 
ato tna ee ond Cast Iron Single Groove V-Pulleys This from advice by The National 
end MOR-GRIP Multi V-Belts DAL di ee | Industrial Conference Board, which 

- told government, business and labo: 
leaders that the change in the com- 


Ss — . position of the nation’s industrial out 
/ > put as production shifts into war 
N > / goods is creating serious problems for 


the computers of industrial produc- 


CAR MOVERS tion indexes and for those who use 


these indexes as business indicators. 


° Tea 





It is hard to tell, according to the 
ee Keep full or empty board, whether a factory has a larger 


° or smaller output when production 
freight cars on the move USE-EM-UP TYPE shifts from 20,000 automobiles a year 
a Na a to 3,000 antiaircraft guns and 300 
the ‘section where the eee 0) etme tanks. 

era Though normally only technicians 
are interested in such problems, the 


STANDARD TYPES board added, the public interest is 


affected when mobilization causes 


ER s— rapid shift in output, and when pro 
—§ L E — V duction indexes are used to evaluate 


AND industrial performance as a guide to 


SOCKETS public policy. 


x Empties are always needed for AND A Time Lag 


a 9 -— 4 > complete line of COLLETS The defense tooling program is at 
vers are the sturdy, safe tools eo. ies 
po agedngt ew yw oy pen tgaar © COLLIS Taper Tools are made by men —_ _ or “— —s behind 
speed. Yeu hove on eifigation te skilled in this type of manufacture. Users schedule, according to merican 
your customers who have sidings Equipment cal tad te aes oe elt Gea. Machinist, McGraw-Hill publication. 
to get the proper ATLAS Car CSi Lis ee We etsening needs in the | Top defense planners in Washington 
em pe > a, = on orders, for Lathe Centers. Arbors, Drill are just beginning to realize this, and 
stocked up—the selling time is a rifts, an lagic Type ucks as well . thethe . 
the time for ATLAS. pag themed ca go Be peg gga it is doubtful whether the time lag 
can be made up, states the article. 


Appleton-Atias Car Mover Corporation THE C oO LLIS ¢ Oo Less than one-half of the machines 


i ; | needed for defense tooling have been 
1421-25 So. 2ad St. Milweukeo 4, Wis. CLINTON, IOWA | placed and the amount of defense 
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CHAIN 
HOISTS 


SPUR GEAR 





SCREW GEAR 





DIFFERENTIAL 





DISTRIBUTORS ARE 
ENTHUSIASTIC BOOSTERS 


DPictrit, 





have hing really worth- 
while talking about when they sell the 
“Philadelphia” line. They can present me- 
chanical details and advantages such as 
the special forged load sheave mounted 
on Timken Tapered Roller Bearings.—solid 
steel driving shafts—special steel safety 
hooks together with die-formed electrically 
welded steel load chain chrome-plated for 
rust resistance and increased life—dail con- 
tributing to better value. And yet these out- 


standing features can be offered at prices | 


which meets competition fairly and squarely 
and with substantial margin of profit for the 
distributor who is on his toes. 


Have You a Copy 


of the 18 page Phila- 
delphia Catalog 4-A 
covering the complete 
line. If not. send for 
your copy today. 


CHAIN BLOCK &/MFG. Co. 


MASCHER & NORRIS STS. 
PHILADELPHIA 22, PA. 





business allocated to machine tool 
builders to date is not more than 


70,000 units, the magazine continues. 
discussed in | 


Requirement figures 
Washington range from 150,000 to 
225,000 units 


| Jack Production 


Shows Increase 


The Jack Industry Advisory Com 
mittee reported to NPA that produc 
tion is up considerably from the rate 
in the first six months of 1950, but 
was about the same as average pro 
duction in 1946-1949. Backlogs of 
from 90 to 120 days were reported 
also. 

Curtailed production of passenger 
cars and trucks, caused by increased 
defense need for steel, will greatly raise 
demand for maintenance products, the 
committee said. This will aggravate 
jack manufacturers’ problems as they 
are already behind production sched- 
ules because of materials shortages. 

The committee includes: Hal 
Goehrig, Blackhawk Mfg. Co.; Roy P. 
Williamson, Buda Co.; W. I. Floyd, 
Duff-Norton Mfg. Co.; J. B. Temple 
ton-Kenly & Co.; C. H. Williams, 
Auto Specialties Co.; R. J. Raht, Hein- 
Werner Corp.; Huston Brown, Joyce- 
Cridland Co.; R. E. Lange, 
Mfg. Co., and J. L. Engells, Walker 
Mfg. Co. 


OPS Clarifies Rules 
For Hardware Items 


OPS clarified a major misconception 
as to the status of hardware stores 
under CPR 7. 

The misconception is that every- 
thing sold in hardware stores is cov- 
ered by the “margin” regulation 
(CPR 7) which went into effect May 
30. This is not so. Such items as 
nails, screws, nuts, bolts, other shelf 
hardware, carpenters’ tools, rope and 
others strictly “hardware” are still 
under GCPR. CPR 7 affects mainly 
consumer durables sold in department 
stores and in certain departments of 
hardware stores. 


Who Said It, And When? 


“So numerous and complicated have 
discounts become that it may be well 
worth the while of jobbers and dealers 
in mill supplies to investigate the 
practicability of eliminating all but 

a single discount in arriving at the 
oa price.” Who said that, and when? 
The answer's coming up in our August 
Issue. 
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Vulcan | 


Shouman 


BRASS FITTINGS 
FOR INDUSTRY 


Hose Couplings 


For water, steam, oil ond air. Also hose 
nipples, bushings, and other fittings 


Long-Grip® Clincher 
Couplings and Menders 
“Staggered Fingers” and other features 


make them best for repairing or connect- 
ing either plastic or rubber hose. 


Gold Label* 
Hose Nozzles 


Designed for hard, con- 
tinuous service. The pat- 
ented non-rising sleeve 
in the Gold Label elimi- 
nates the up and down 
movement and wear on 
the packing. Adds extra 
years of service. 


Brass Hese 
Clamps 


Full range of water, 
air and steam hose 
sizes. Rust Proof 
clear through. 


Fusible Plugs 


High grade brass, filled 
with pure tin. Outside 
and inside styles, in long 
and short pattern. 


H. B. Sherman Mfg. Co. 





BATTLE CREEK, MICHIGAN 

















Double Barrel Advertising 


Aavertising men agree — to do a complete 
advertising job you need the double effect 
of both Display Advertising and Direct 
Mail. 


Display Advertising keeps your name 
before the public and builds prestige. 


Direct Mail supplements your display 
advertising. It pin-points your message 
right to the executive you want to reach — 
the person who buys or influences the 
purchases. 


More and more companies are constantly 
increasing their use of Direct Mail because 


We 
Mc GRAW-HILL 


DIRECT MAIL LIST SERVICE 


it does a job that no other form of adver- 
tising will do. 


McGraw-Hill has a special Direct Mail 
Service that permits the use of McGraw- 
Hill lists for mailings. Our names give com- 
plete coverage in all the industries served 
by McGraw-Hill publications — gives your 
message the undivided personal attention of 
the topnotch executives in the industrial 
firms. They put you in direct touch with the 
men who make policy decisions. 


Some people have a wrong conception of 
Direct Mail. There’s no hocus-pocus to it— 
there’s no secret formula—nor is there need 
for an extensive department to plan and 
execute your mailing program. You don’t 
even need your own mailing lists. 


Probably no other organization is as well 
equipped as McGraw-Hill to solve the com- 
plicated problem of list maintenance in in- 
dustrial personnel. Our lists are compiled 
from exclusive sources, based on hundreds 
of thousands of mail questionnaires and the 
reports of a nationwide field staff, and are 
maintained on a twenty-four hour basis. 


In view of present day difficulties in 
maintaining your own mailing lists, this ef- 
ficient personalized service is particularly 
important in securing the comprehensive 
market coverage you need and want. 


Ask for more detailed information today. 
You'll be surprised at the low over-all cost 
and the tested effectiveness of these hand- 
picked selections. 


McGRAW-HILL 
PUBLISHING COMPANY, INC. 


330 WEST 42nd STREET, 


NEW YORK 18, N. Y 


INDUSTRIAL DISTRIBUTION © JULY, 1951 








UILD SALES 
ge 
ght application necessary 
and seals belting from for- 
r 
mp on belt or pulley 
and preserves belting 
belting 
[& injurious ingredients such 
@s resin, grease, etc. 
@ keeps belting pliable in all kinds of 
atmosphere and under all conditions. 
@ good for all types of belting 
The regular use of CANTOL BELT ”- will not 
only insure sap! traction but will give a new 
lease on the life of the belt itself. CANTOL spells 
good business for distributors . . . let us send you 


facts and cash in on the to your advantage. 
We urge users to buy through their local distributor. 


CANTOL WAX PRODUCTS CO. 


BLOOMINGTON + INDIANA 











Here's a real 


SALES BUILDER 


the ORIGINAL and ONLY 


"MORE POWER 
~~ 


The flexibility, sturdy construction 
and light weight of this unique 
Power Puller offers real sales pos- 
sibilities wherever a puller can be 
used, 


It is hand operated—requires no 
electrical or fuel connections and is 
quickly available for use. 


This compact light weight puller is 
easily carried as a part of your tool 
kit or equipment. 





Comes ical with 20, 30, or 40 ft. 
of cable 


List Price $27.75 to $33.80 
Write, Wire or Phone 
Distributor and Dealer 

penings 


The 
Whyeth-Scott Co. 


NEWARK, OHIO 





Small Nebraska Firms 
Organize Production Pool 


One hundred small manufacturing 
concerns in the Omaha, Nebraska, 
area have been authorized to form a 
production pool for the purpose of 
speeding defense work through prime 
and subcontracts. 

The pool, designated as “Omaha 
Industries, Inc.,” is the first of its 
kind approved by the government in 
the present defense mobilization effort. 
During World War II several hun- 
dred pools of this type were formed. 
An Omaha pool operated successfully 
at that time and is, in effect, being 
reactivated under the Defense Act of 
1950. 

It is expected that additional mem- 
bers throughout the state will join 
the Omaha organization, At least ten 
other pools are in process of organiza- 
tion in other states. 

The activities of the Omaha pool 
will be concerned only with defense 
work undertaken by members and the 
pool specifically excludes regular com- 
mercial business. The pool members 
having a wide variety of skills and 
facilities, will be able to perform metal 
fabrication, machine shop work, gar- 
ment and canvas fabrication, wood- 
working, plastic fabrication, paint and 
chemical manufacturing and other 
work. 

Ihe Omaha pool is incorporated 
under the laws of Nebraska. Each pat 
ticipating firm pays a membership fee. 
otal number of employees involved 
is 5,279, an average of 52.8 


employees 
per afhliate 


OPS May Change 
Wire, Cable Regulation 


The Wire and Cable Industry Ad- 
Committee of the Office of 
Price Stabilization, holding its second 
meeting recently, was informed by 
OPS officials that the agency is weigh 
ing the possibility of removing wire 
and cable from its machinery price 
regulation (CPR 30) and ultimately 
placing them under a specifically de 
signed order, leaving them in the in 
terval under the general freeze. 
Industry representatives have ad- 
vised these steps because of their low 
profit status in the pre-Korean base 
period stiplated by CPR 30, together 
with their extraordinarily complicated 
price structure and the difficulty of 
scheduling preparation of a tailored 
regulation. Price wars and the squeez- 
ing of some producers who voluntarily 
refrained from advances, plus higher 
Chilean copper prices, have left the 
industry's quotations in a confused 


VISOTY 


situation. 
alan 
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You ist be 

able to buy 
before you: 
can sell! 


We know you're 
having troubles getting 
deliveries on socket 
screw products... and 
of course we have our 
problems too. But in 
spite of steel shortages 
de- 
mands, we are still able 


and strong user 





to give our dealers 
fairly prompt deliveries 
on most standard sizes. 
If your socket screw 
needs are not being ade- 
quotely met at the present 
time, send your “tough” 
problems to Brighton. We 
are a compact organiza- 
tion devoted exclusively to 
socket screw products... 
every detail is under direct 
supervision of top manage- 
ment. Dealer problems get 
immediate attention and 
prompt action. Write or wire. 
TWX Phone No.: Ci 346 
Telegraph Address 
FAX Cincinnati 


BRIGHTON 


SCREW & MANUFACTURING CO. 
1827 Reading Road, Cincinnati 2, Ohio 
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... quicker 


Harry A. Burporr, 
Vice President in Charge of Sales 
The Lunkenheimer Company 


vie an WE MAINTE 
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ual 

i oe qrevert.st ives : 
our 4on 
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[Oo approve 
99 


specifications. ss 


“... because they have been kept informed enheimer advertising is planned to insure max- 
through FACTORY,” says Harry A. Burdorf, imum help for industrial distributors. And you 
Vice President in Charge of Sales for The Lunk- know, too, that FACTORY must do an important 
enheimer Company. And he’s talking about “the part of that job, or it wouldn’t be on the Lunk- 
important operating people who specify and buy enheimer schedule. 

for maintenance in their plants”—in other words, FACTORY can help you on every product line 
your customers and prospects! you handle—insist on the support that advertis- 

Mr. Burdorf states, “Lunkenheimer has built ing in FACTORY can give you. 


an enviable reputation through the leading in- 





dustrial distributors.” So you know that Lunk- 





if, productive strength 
your 


LUNKENMEIMER Listen 
TO LUMKEMNEIMER QUALITY 





iron valves 








Remember 
the Quality 
of Lunkenheimer Iron Valves 
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LUNKENHEIMER 
tee o Ufreat wamet ~ ry 


s uconaw-nis rustieation fi DACGMMODROY 


330 W. 42ND STREET, NEW YORK 18, N.Y. MANAGEMENT AND MAINTENANCI 
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ALWAYS 
RELIABLE 


You can depend on 
Harrisburg Steel Products 
to satisfy your Customers— 


w HARRISBURG 
<7 COUPLINGS 

made to A.P.1. and 

A.1.S.1. specifications. 


Seamless steel pipe 
couplings threaded on 


fe 4 
y special machines as- 
suring accuracy of 
. form, height, angle, 


and lead. 





HARRISBURG @& 
FLANGES = manu- we 
factured to ASA. © 
standards. Drop-forged 

steel pipe flanges, 
finished on specially 
designed machines, 

with threads perfect 

in height, angie, 

taper, and gauging. 





HARRISBURG 
FORGINGS ... 
commercial drap forg 
ings of many types 
from simplest to the 
most intricate, mass- 
produced to meet ex- 
acting requirements in 
many industries where 
ll accuracy counts 





WRITE for catalogs and prices on these 
HARRISBURG  seam- 
less steel high-pressure gas cylinders and 


products or 


liquefied petroleum gas cylinders. 


Harrisburg 


i 33 Mee) i fe) 7-Vile), | 
Harrisburg 18, Penna. 


NH) 


O8 YEARS IN PENNSYLVANIA'S CAPITAL 
Custom-Built Quality Products in Quantity 


B. L. Montague Co. Opens 
Charleston, S. C. Plant 


Formal opening of a new plant of 
the B. L. Montague Co., Inc., in 
Charleston, S. C., took place recently. 

I'he plant is being put into opera- 
tion to render improved service to steel 
customers in the Charleston area and 
the southeastern seaboard. The new 
division offers a complete engineering 
sales service and the combined stocks 
of the Sumter and Charleston plants 
are the largest stock of heavy indus- 
trial and electrical supplies in the 
Southeast, according to the company. 

Complementing the company’s mill 
supply stocks here will be complete 
machine shop and fabricating shop fa- 
cilities equipped to do general repairs, 
job welding and complete steel fabri- 
cating for mills and general contrac 
tors. This will include tank work, 
plate work, standard machinery for the 
lumber industry and_ built-to-order 
equipment for any purpose. 

The new Charleston Division occu 
pies 3.03 acres. Besides a modern new 
office building, stock rooms and ware- 
house facilities, the new plant includes 
a +,800-sq. ft. machine shop, a 10,400 
sq.ft. fabricating shop and a_ large 
storage and vard area served by two 
235-ft. cranewavs 

Head personnel of the Charleston 
division are W.. A. Farquhar, manager; 
Alex H. Lucas, sales representative, 
Charleston division; J. Carlos Rone- 
mous, sales representative, Charleston 
county; John Blackmon, stock room 
manager; Earney Downey, shop fore- 
man, and Mrs. Margaret Craven, secre- 
tarv to the manager. 

With opening of the new Charles 
ton division, the company announced 
elevation of J. N. Felton, chief engi- 
neer to manager of the Sumter plant. 


Paint Varnish 
Committee Named 


Appointment of a Paint, Varnish 
and Lacquer Industry Advisory Com 
mittee was announced by the Office 
of Price Stabilization. 

Ihe committee includes: W. J 
Cinnater, Benjamin Moore & Co.; 
Richard S. Benner, Bennett's; A. D. 
Duncan, ‘The Glidden Co.; Michael J. 
Merkin, M. J. Merkin Paint Co., 
Inc.; L. Reese, The Sherwin-Williams 
Co.; A. B. Robertson, Sears, Roebuck 
& Co.; Frank L. Sulzberger, Enter- 
prise Paint Mfg. Co.; Carl F. ‘Tudor, 
Jaegle Paint & Varnish Co.; James 
Beckett, Interchemical Corp.; O. J. S. 
DeBrun, The Egyptian Lacquer Mfg. 
Co.; J. A. Hager, Grand Rapids Var- 
nish Corp., and W. I. Longsworth, 
Lilly Varnish Co 
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ECONOMY 
PRODUCTS 


They Lead 
in Quality and Sales 


@ Economy Screw Machine Products have 
proved themselves in making production 
economies and in helping plant managers 
to step up efficiency. They meet the rigid 
standards of today’s manufacturing needs 
and pay the distributor well for his effort. 
Large numbers are needed and this busi- 
ness can be yours. Send for descriptive 
circular. 


ECONOMY MACHINE PRODUCTS CO. 


5217 Lawrence Ave. Chicago 30 
3 yy, 














EMBURY 


The Torch with the 
elileld Maleleye, 


No. 750 
Lock € Lite 


...N0 threads to strip 


Write: EMBURY MANUFACTURING CO 
WARSAW NEW YORK A 


EMBURY 


TORCHES & LANTERNS 


ai ins 
( cohbahe| 
EMBURY 
WH wu’ 
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HERE’S HOW YOU CAN HELP US KEEP UP 
WITH THE DEMAND FOR Starreft TOOLS 


Getting tools of Starrett accuracy and de- 
pendability into hands that urgently need them 
is a task worthy of the skill and experience of 
every Starrett toolmaker. Our goal is to help 
you give every customer the quickest possible 
service. 

Fortunately, our expanded plant capacity 
plus stepped-up production schedules are 
helping to make this possible. But, remember, 
Starrett standards of precision and workman- 
ship must be maintained, however urgent the 
demand — so please help us all you can. 

Anticipate your needs as far as possible 


... and urge your customers to do so. Be sure 
to ask for and pass along DO ratings wherever 
they apply. Suggest alternatives when you have 
suitable items available. The complete Starrett 
line always offers the widest choice for any 
job. 

As always, your customers can count on 
Starrett Tools to help them meet their pro- 
duction schedules and precision standards. 
You can count on Starrett to help you build 
greater volume and profit and increase cus- 
tomer good will through bigger sales and 
better service. It pays to sell the Starrett line. 


Gy - yj/ 
‘ eA 








THE L.S. STARRETT COMPANY ATHOL, MASS., U.S.A 


STOCK AND SELL THE COMPLETE LINE 


MECHANICS’ HAND MEASURING TOOLS AND PRECISION INSTRUMENTS 


SINCE 1880 
WORLD’S GREATEST TOOLMAKERS 


DIAL INDICATORS + STEEL TAPES + PRECISION GROUND FLAT STOCK 
HACKSAWS, BAND SAWS and BAND KNIVES 
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VPP OF Neat design, positive grip 
means safe, sure bundle handling. 
lower 

Bundles in storage yard ready to 
be picked up whenever needed. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 





